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THROUGH 20,000 SQ. FT. E.D.R. 













SINGLE AND DUPLEX UNITS—RATINGS THROUGH 20,000 SQ. FT. E.D.R. 


( 
@ HOFFMAN FAMOUS JET VACUUM PRODUCER e@ CUTS OPERATING TIME AND : 
ASSURES GREATER EFFICIENCY—LOW UPKEEP. POWER BILLS APPROXIMATELY 1/2. 


@ ENGINEERED TO REMOVE UP TO 300% OF RATED 
CAPACITIES OF AIR AT START OF HEATING CYCLE. 


I 
@ SHORTER WARM-UP PERIOD MEANS ECONOMIES. I 
( 
E 


COMPLETE LINE OF HEATING PUMPS 


VACUUM PUMPS THROUGH 100,000 SQ. FT. E.D.R. including units individually 
sized with separately controlled vacuum and condensate pumps for specific application. ‘ 





CONDENSATION PUMPS THROUGH 150,000 SQ. FT. E.D.R. Watchman Pump— 
a small compact unit for systems through 8,000 Sq. Ft. E.D.R. and 20# pressure. 







CAST IRON RECEIVERS ON ALL HOFFMAN PUMPS. 
HOFFMAN Steam Specialties—Hot Water Specialties—Radiation Controls—Blake Plumbing and Drainage Products. 


HOFFMAN SPECIALTY MFG. CORP. 
1700 West 10th Street Indianapolis 7, Indiana 
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NATION'S 





UTICA MUTUAL 
INSURANCE COMPANY 


Utica, New York 


e 
CHILDS a SMITH 
architects and engineers 
JOHN J. HARVEY 
general contractor 
ATLAS PLUMBING @ 
HEATING CO., Inc. 
plumbing contractor 
CHAS. MILLAR a SON CO. 
plumbing wholesaler 
AMERICAN RADIATOR & 
STANDARD SANITARY CORP. 
plumbing fixtures 


7” ACRES OF 


EFFICIENCY ON ONE OFFICE FLOOR 


e The new multi-million dollar, award-winning head- 
quarters building of UTICA MUTUAL INSURANCE 
COMPANY is a notable achievement in functional 
planning, quality construction and expert equipping. 
The first or main operating floor is one of the largest 
single areas in the nation devoted exclusively to the 
paper work necessary in conducting this type of busi- 
ness. It contains 75,500 square feet and here all 
departments are located in streamlined sequence for 
greatest efficiency. Because of the sloping site the 





Utica Mutual’s attractive reception lobby features 
a marble bust of Benjamin Franklin, who promoted the idea 
of mutual insurance some 200 years ago. 


more mas Shak VALVES | 


are bought than all other makes combined _ , 
SLOAN VALVE COMPANY ° CHICAGO * ILLINOIS—— (== 


Another achievement in efficiency, endurance and econ- 
omy is the SLOAN Act-O-Matic SHOWER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. Architects specify, and Wholesalers 
and Master Plumbers recommend the Act-O-Matic—the 
better shower head for better bathing. 


Write for completely descriptive folder 
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actual ground floor is a short flight of stairs below 
the front entrance lobby. 
a spacious, gaily decorated, cafeteria which seats 700 
persons, also a private dining room and employees’ 
club room. The entire building is air conditioned and 
provided with a combination of natural and fluores- 
cent light to assure the pleasantest possible working 
conditions. At Utica Mutual, as in thousands of other 
fine buildings, are stoan Flush vatves, famous for 
efficiency, durability and economy. 


Featured on this floor is 
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BUILDINGS ARE SLOAN EQUIPPED 











































$5.00 Per Year 


DOMESTIC 
ENGINEERING 


with which is combined Automatic Heat and Air 
Conditioning and Domestic Appliance Merchandising 
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You can replace discs in Dunham Air Vents 
«+» Without draining the system! 








With Dunham Expansion Type Air Vents in hot water systems, you 
don’t have to drain the system to replace discs clogged with boiler seal 
or sediment. What’s more... you’re replacing discs only—not entire 
vents! 

You just unscrew the disc body, then the vent cap and remove the 
clogged discs with a pencil. Dunham’s integral ball check valve closes 
the vent opening and keeps water from escaping through vent holes 
while you replace the discs. 

Dunham Expansion Type Air Vents operate horizontally or vertically 
... automatically vent air from convectors, baseboard, finned pipe, 
radiators—even from high points in mains and branches. Can be op- 
erated manually to assure rapid air removal when system is first filled. 

For full information on Dunham Vents—or on other items in our 
new and complete hot water line—clip and mail the coupon. 


HOT WATER HEATING 


RADIATION ¢ CONTROLS © UNIT HEATERS ¢ PUMPS « SPECIALTIES 
QUALITY FIRST FOR OVER FIFTY YEARS 
C. A. DUNHAM COMPANY e CHICAGO e@ TORONTO @ LONDON 
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Dunham Expan- Dunham Float 


i 


sion Type Vent Type Vent 
Working pres- Working pres- 
sure: 35 p.s.i. sure: 50 p.s.i. 


C. A. DUNHAM COMPANY 
Dept. DE-7, 4oo W. Madison St 
Chicago 6, Illinois 





Send complete Hot Water Line literature. 
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Address 












City_ _Zone State 





MUELLER BRASS co. FIRST developed by the originator of the 


solder type fitting 


aa 
aera reece 


FIRST in sales with a record of over 5 million 


all-copper adapters sold in just one year! 


Fontai 


Fontai 


FIRST complete line in both O.D. and fit- 


Morris 


ting ends Taylor 
Sasnet 


Marko 


In just one year this new Mueller Brass Co. all-copper adapter 

has set a smashing record on every count... engineering, sales and 
performance. They are available as copper-to-male and 
fitting-to-male styles in sizes from %4” to 2%”. And, the 
dependability of this fine STREAMLINE adapter is proved by the 
fact that over 5 million have been put in service in the short 

space of one year. Many excellent engineering features have been 
incorporated in these adapters which are produced from heavy 
wall copper tube. Threads are rolled rather than machined, 

actually improving the grain structure of the metal and affording 
greater strength. The pure wrot copper is superior for soldering 
because heat is transmitted evenly and quickly. The smooth 

bore and the precision machined stops permit maximum flow. You'll 
like these new adapters, and the many advantages they offer... 
and you know these “thoroughbreds”’ will live up to every 

claim because they're made by the originators of the solder-type 
fitting. If it's Streamline, it’s got to be good. 


16? 


vim MUELLER BRASS CO. pont nuron 4, MICHIGAN 
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SPEEDWAY 
flexible supplies 








are the exclusive 























fixture installation 














for the fabulous 
Fontainebleau Hotel 











and most of modern Miami ... 


because they save time and money! 


en 
— “1 
| SPEEDWAY 


* aa # 9 fi 


COMPANY 





MANUFACTURING 


Detroit 1, Michigan 

















The USS Forrestal— 


another example of how Walworth helps protect 





a 200 million dollar investment 


Walworth products installed aboard the 
USS Forrestal include gate, globe, and 
lubricated plug valves and pipe fittings. 
They are used on high pressure air lines, 
fire mains, and most of the other piping 
systems throughout the ship. 


Thousands of Walseal® Bronze Valves, 
Fittings, Flanges, and Unions comprise the 
major portion of the Walworth installations. 


Walseal is a registered trade mark which 
identifies valves and fittings manufactured 
by the Walworth Company. Walseal prod- 
ucts have factory-inserted rings of silver 
brazing alloy in threadless ports. Walseal 
joints can be made only with Walseal valves 
and fittings. 


WALWORTH 


valves ... pipe fittings .. . pipe wrenches 
60 East 42nd Street, New York 17, N. Y. 
Walworth Company of Canada, Ltd., Toronto 


Keel laying to launching—Walworth was there. 


Walworth engineers worked with designers, 
metallurgists and builders of the mighty flat-top 
right from the blueprint stage. Their efforts as- 
sured the builder — Newport News Shipbuild- 
ing and Dry Dock Company — that every Wal- 
worth Valve and Fitting installed would meet 
every specification right down to the finest detail. 


The Forrestal —like the USS Nautilus, the 
first nuclear-powered submarine —is another 
striking example of where Walworth engineer- 
ing and products were called upon to protect a 
multimillion dollar investment. 


Walworth, backed by 113 years of practical 
valve experience, is skilled in every type of in- 
stallation. Whatever the industry, if your prob- 
lem concerns valves or fittings, it will pay you 
to call on Walworth! Distributors in principal 
cities throughout the world. 
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Thrifty 1/3 H.P. 
or 











deep-well 





DEMPSTER 


Powerful '/ H.P. 


Deep Well 











Shallow-well 





Dempster Convert-o-jetmaster lets you offer the 
advantages of convertible water systems to fit most 
water conditions! No more trouble in areas where 
water conditions have made other seals fail — or 
where falling water tables have made a single pur- 
pose water system ineffective. In the Convert-o- 
jetmaster you get both durability and adaptability. 
The filters in the patented cartridge stuffing box 
in the Convert-o-jetmaster stand guard against sand 
and grit — filtering it out before it can reach the 
packing. This stuffing box means a better seal, low 
power loss and more pumping power. A removable 
bronze sleeve eliminates all wear on the motor shaft. 




















Converlojelmasler 
WATER SYSTEMS 


6 om 


Dempster’s new Convert-o-jetmaster retains all the 
advantages of the Dempster Convert-o-jet line: 
Quick conversion from shallow well to deep well 
operation without extra cost except for the pipe; 
low investment (only slightly higher than Convert- 
o-jet models); choice of thrifty 4% or powerful 2 
HP ball bearing motor; top quality material and 
construction throughout. 

Dempster Convert-o-jetmaster will deliver to 835 


gals. of water from a shallow well — go down to 
90 ft. in deep well operation. 
For Trouble-Free sales — feature the Trouble-Free 


Dempster Convert-o-jetmaster! 


= Write or call today for new 4-page Convert-o-jetmaster folder! 





DEMPSIE 


WATER SUPPLY EQUIDMENT | 
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DEMPSTER MILL MFG. 
BEATRICE, 


Branches and Warehouses: Omaha, Nebraska; Kansas City, Missouri; Des Moines, lowa; 


Sioux Falls, South Dakota; Denver, Colorado; 
Texas: San Antonio, Texas. 


co. 
NEBRASKA 


Oklahoma City, Oklahoma; Amarillo, 















All the proved high-performance features of the Titan Tankmaster 
have been built into the beautifully-styled new Tankmaster Model 


C-100. It is a water heater control that will live up to every require- 
ment put upon it. Completely safe. Exclusive pushbutton pilot elimi- 
nates lighting hazard. In fact this valve cannot operate unsafely! 
Positive acting snap action valve. Quickly, easily installed. All parts 


more readily accessible for cleaning than any other valve. 
Specify Tankmaster next time. Its performance wil] justify your 


complete confidence. Furthermore Tankmaster is backed by 


THE TITAN VALVE & MANUFACTURING Co. 


9313 ELK AVENUE CLEVELAND 8, OHIO 


AN OLD FAVORITE 


WITH 


SMART NEW STYLING 


@ 100% automatic shut-off 
@ AGA listed for all fuel gases 


© Power unit and main valve easily 
removed in the field for servicing 


@ The most positive, efficient 
mechanism in use today 


© All parts case-hardened, cadmium- 


plated steel for lifetime service— 
no plastics 


@ Styled to enhance beauty of any 
water heater 


© Generously engineered to meet 
severe operating conditions 


@ Unconditionally guaranteed 


Write for complete specifications ir 
cluding dimensional dota and insta 
lation instructions. Or ask for Catalog 
54 which ustrotes the comp 


of Titan thern 
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Window Air Conditioners 


ore jobs... 
ore profit! 


WITH THIS 


You'll sell more jobs, and make more profit, 


with this well-rounded Curtis line. Curtis equipment 
sells readily because it is backed by one of 


the oldest and most respected names in the business. 
Curtis products are presold for you by hard-hitting 


national advertising in Saturday Evening Post, Time and 
Newsweek, plus many national business and 


trade magazines. 


WRITE TODAY for information on how you can 


obtain a Curtis direct factory franchise. 


Gaeefir REFRIGERATING MACHINE DIVISION 


of Curtis Manufacturing Company 
1951 Kienlen Avenue, St. Louis 20, Missouri 


Other Curtis Products: INDUSTRIAL AND AUTOMOTIVE AIR COMPRESSORS, 
AUTO LIFTS, CAR WASHERS, AIR HOISTS 
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Packaged Air Conditioning 
units—2 to 20 tons 


Condensing units up to 100 tons — 
F-12 or F-22 


Multi-Zone Units — 
serving 2 to 8 zones 


Packaged Liquid Chillers— 
7% ta 100 tons —F-12 or F-22 
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Window Pains 

If anyone asks Paul Moore, Con- 
way, Ark., plumbing contractor, 
who killed cock robin, he’s liable 
to say it was a suicide. 

That’s because of a robin which 
has been beating his bird-brain 
against the window of Moore’s shop 
window recently. Moore says the 
robin keeps attacking his own re- 
flection in the window, taking off 
only a few hours a day for rest. 

Moore tried to stop the assaults 


a-— 
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by putting glue on the bird’s take- 
off point, a rack of plumbing pipe. 
The bird just pecked off the glue 
and kept on hitting the window. 

Moore says he loves to see the 
evenin’ sun go down because then 
the robin can’t see his reflection 
and lets peace and quiet settle over 
the shop. 


A Swedish Problem 

The plumbing and heating in- 
dustry in Sweden is suffering from 
a case of government-itis, accord- 
ing to an official of the Stockholm 
contractors association. 

Baltzar Widlund, visiting the U. 
S. to learn about our plumbing and 
heating promotions, says about 65 
percent of residential construction 
in Sweden is sponsored by local 
governments. The plumbing and 
heating work is going to only a 
few contractors, leaving a scarcity 
of jobs in the industry as a whole. 

The association’s legal counsel 
wants to know how American con- 
tractors stimulate public buying 


12 


through aggressive salesmanship 
and advertising. He sees such 
techniques as a possible answer to 
the doldrums Swedish plumbing 
and heating is suffering. His re- 
marks were made while visiting 
the Plumbing and Heating Indus- 
tries Bureau in Chicago. 


Rheem Takes Flyer 

A Rheem Manufacturing Co. 
promotion will cover a lot of 
ground this month in a short time. 

Rheem has sponsored a 205-hp 
Beach Bonanza in the annual Pow- 
der Puff Derby. The company’s 
plane in the All-Woman Trans- 
continental Race will be piloted by 
Mrs. Alice Roberts, wife of Charles 
Roberts, Phoenix, Ariz., heating 
and air conditioning contractor. 

Rheem’s slogan, “You Can Rely 
on Rheem,” will be emblazoned on 
the plane’s wings (Below). The 
race starts July 2 in Long Beach, 
Calif, and terminates 2800-miles 
eastward in Springfield, Mass. 





Kitchen Casualties 

Those old-fashioned kitchens not 
only are unattractive and incon- 
venient—they’re downright dan- 
gerous. 

O. L. Hogsett, University of Illi- 
nois extension safety specialist, 
says almost 20 percent of the five- 
million injuries received annually 
in the home occur in the kitchen. 
That’s a switch on the usual figures 
which say the bathroom’s the most 





dangerous place in the house. 

Hogsett says disorder, improper 
equipment and poor use of equip- 
ment cause many kitchen acci- 
dents. Others are caused by fatigue 
induced partly by the poor plan- 
ning of out-moded kitchens. 


Hi Ho Homecoming 
Homecoming, that old college 
tradition designed to strengthen 
important interests and friendships, 
has been adapted by the heating 
and air conditioning industry. 
The Coleman Company has set 
up an institute in Wichita which 
its dealers will visit for intensive 
“homecoming” courses on _ latest 
(Please turn to top of page 14) 


- = 
ee 


eas Ce. Fae - 
a , a <i te a aie 


THAT’S THE WAY to victory Bob Gilbert, Rheem executive, tells Alice Rob- 
erts (right) who will pilot the company’s plane in the annual, transcontinental 
Powder Puff Derby. Her co-pilot is Iris Critchell (center). Edith Culp of the 
Rheem public relations staff listens in on the briefing. 
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-ELIER FORMED-STEEL BATHS 


for a wide variety of installations 
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The Westchester (4!4’ or 5’ long, 32” wide, with 
rim seat) has the fine quality and tasteful sim- 
plicity of design that makes it first choice in steel 
among particular prospects. 


BOTH OFFER OUTSTANDING ELJER 
EXTRA QUALITY FEATURES 


e Drawn formed steel. Only the apron is welded on. 


e Ample room for reclining bath against Eljer’s 


famed “‘Lazy/Back.” 
e Flat bottom for safety’s sake. 
e Acid-resisting enamel . . . in Chateau Gray, Coral 


Blush, Pastel Green, Twilight Blue, and Colonial 
Yellow, as well as White. 


e Tile-in flange at ends and back . . . for leakproof 
installation. 


The Gateway (414' or 5’ long, 29” wide, straight 
front). Where cost and space are vital factors, you'll 
find this new Eljer el your perfect, most eco- 
nomical alternative. Compact, attractive design. 
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HIS SENTIMENTS, EXACTLY 

Cuttman, Ata. — The editorial 
and article on the case for more 
liberal property improvement loans 
in your June issue are quite im- 
portant to plumbing and heating 
contractors. 

Immediately upon reading these 
articles I wrote my congressman as 
follows: 

“The enclosed article appeared 
in this month’s issue of Domestic 
ENGINEERING, one of the leading 
trade magazines in the field. If you 
get a chance, please look this ar- 
ticle over. It expresses my senti- 
ments 100 percent. 

“If you see fit, please go along 
with the changes recommended by 
this article. I definitely think it 
would help a lot of people in our 
rural areas. They would be able 
improvements to their 
would otherwise be 


to make 
homes that 
impossible.” 
Rosert A. SCHAEFER 
e Readers will remember Bob Schae- 
fer as the top winner in Domestic En- 
gineering’s All-Industry Merchandis- 
ing Contest a few years back. For ad- 


ditional information on the new FHA 
Title I bill, see page 39. 


IT’S WORTH YOUR SUPPORT 

Cuicaco—You are to be compli- 
mented for the fine editorial in 
your June issue (p. 85), “It’s Worth 
Your Support,” pertaining to FHA 
Title I Home Improvement Loans. 
Your analysis of the subject is cor- 
rect in every detail and I feel it is 
the type of information that read- 
ers of Domestic ENGINEERING ap- 
preciate since a large volume of 
their business is done under FHA. 

The article on page 116 of this 
same issue, which presents the case 
for more liberal property loans, is 
also important to your readers. 

I am obtaining 50 copies of this 
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issue and will send them to mem- 
bers of the House and Senate 
Banking and Currency Committees 
in Washington, since the subject is 
one of great importance, not only 
to readers of Domestic ENGINEER- 
ING, but to the home owners of the 
nation who stand to benefit from 
low cost protective property im- 
provement loans which conform 
with current economic conditions. 
GeorGe P. SpiczAK 
vice president 
Home Federal Savings & Loan 


e Mr. Spiczak is a member of the 
Lenders Advisory Committee ap- 
pointed by President Eisenhower to 
study the FHA Title I loan plan. 


TRADE PRACTICE RULES 
Mr. VERNON, ILL.—We are inter- 
ested in obtaining several copies of 
the article in the June issue of 
DoMESTIC ENGINEERING entitled 
“How Will the New Trade Practice 
Rules Affect You?” We would also 
appreciate your advising us how 
we can obtain a copy of the rules. 
Francis J. EDELMAN 
president 
Mt. Vernon Wholesale Plbg. 
Supply Co. 


e Tear sheets of the article are on the 
way. Official copies of the rules can 
be obtained by writing Charles E. 
Grandey, Director, Bureau of Con- 
sultation, Federal Trade Commission, 
Washington 25, D. C. 


A NOTE OF THANKS 

Waite Ptarins, N. Y.—I feel that 
I owe you and your staff a note of 
thanks in connection with our re- 
cent modernization forum (see p. 
94, June issue). It is the consensus 
of our contractor-customers that 
the meeting was a success and a 
good share of the credit should go 
to Domestic ENGINEERING and the 
“Bay City Story” for your dynamic 

(Please turn to top of page 16) 


Between Ourselves 
(Continued from page 12) 
technical developments in heating 

and air conditioning. 

Dealers from Florida, Louisiana 
and Texas have already attended 
the Institute, and all 48 states will 
soon have dealers in attendance. 
Costs for the trip and courses are 
borne by Coleman Company and 
its distributors. 


The Selling Grind 

A distributor for Admiral prod- 
ucts in the mid-south has stimu- 
lated appliance sales by using the 
time-honored “strip tease.” 

But Orgill Brothers and Com- 
pany, Memphis, Tenn., has put its 
strip in reverse. Under the plan, 
dealer salesmen add to their sum- 
mer wardrobe through points 
earned by selling. A salesman with 
as many as 129 points can get a 
suit, several pairs of shoes, slacks 
or sport shirts. 

Or a point-collecting salesman 
can bow out gracefully and have 
his wife pick the apparel. 


Sizzling Thoughts 

Those electronic brains are real- 
ly hot numbers. The Remington 
Rand computer, Univac, for ex- 


THE 5,000 electronic tubes in this 
Univac produce 400,000 Btu’s an hour. 


ample, generates 400,000 Btus per 
hour—enough heat to warm 20 six- 
room homes. 

That’s why the Univac being in- 
stalled for the Franklin Life Insur- 
ance Co., Springfield, Ill., is being 
coupled with a Worthington liquid 
chiller refrigeration unit. The unit 
will keep the 5,000 electronic tubes 
in Univac from blowing their tops. 
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ASHLAND, OHIO U.S.A. 


INCLUDES: 





NOW--Modine 





STAINLESS STEEL 





Gas-Fired Duct Furnaces 





POSITIVE RUST PROTECTION — Here’s a new 
lightweight gas-fired duct furnace with rust- 
and corrosion-resistant stainless steel heat ex- 
changer and burner. It’s specially built for use 
with cooling coils or packaged air conditioners. 
Cool, moisture-laden air and condensation 
which rust ordinary steel tubes and 

cast iron burners are no hazards to 

stainless steel. This means 

greatly extended ser- 

vice life . . . lower 

maintenance costs .. 

and wider applica- 

tion possibilities. 


CONTROLS 

ALWAYS 

ACCESSIBLE 

Entire control 

assembly is 

mounted on side of 

unit .. . always readily 
accessible, even when furnace is 
near floor or in close quarters 
where clearance is a problem. 


DIRECT-FIRED HEAT EXCHANGER — 
Stainless steel tubes are seam- 
welded into a rigid, gas-tight heat 
exchanger. Each nd is individ- 
ually-fired for most effective and 
uniform heat transfer. 


EASIER INSTALLATION — Modine 

Duct Furnaces are light in weight, 

easier and less expensive to handle 

and install. Only the heat ex- 

changer area, not the entire unit, 

is enclosed in duct work. Furnaces 
may be used singly 
or in multiple, 





TROUBLE-FREE BURNERS — 

Stainless steel burners have 

self-cleaning ports with four times the 

free area of conventional drilled ports. 

Sharp edges deter lodging of dirt or scale. 

Complete burner and manifold assembly 
are easily removed. 


For new Bulletin 855, 
contact the Modine 
representative listed 
in your classified 
phone book, or write 
to Modine Mfg. Co. 
1502 DeKoven Ave., 
Racine, Wis. 


FIVE SIZES — 88,000 to 213,000 Btu/hr input. 
Many applications — in air conditioning sys- 
tems ... as a concentrated source of heat 
for central heating systems. . . as ‘‘boosters”’ 
to supplement a central plant... for in- 
dustrial and agricultural drying, processing 
and ventilating. 


* 


GAS-FIRED STAINLESS 
STEEL DUCT FURNACES 
D-1260 





(Continued from page 14) 
and productive presentation. 

It opened the eyes of a good 
many dealers who had never given 
much thought to modernization be- 
fore, and I can truthfully say that 
the meeting has started to show 
results already. We are helping 
more dealers figure modernization 
work these past four weeks than 
we have in the past four years. We 
are now planning another meeting 
to be held in our Peekskill area 
and will once again use the “Bay 
City Story” for our theme. 

CHARLES ABRAMS 
County Seat Supply Co. 


e “The Bay City Story,” a sound-slide 
fiim dramatizing and showing how 
to sell the modernization market, is 
available free of charge to wholesal- 
ers, contractors and manufacturers 
for showing at their meetings. For 
further details, write the Editor, 1801 
Prairie Ave., Chicago 16. 


WILL PROVE BENEFICIAL 
Cuicaco—In going through the 

June issue of Domestic ENGINEER- 
ING, we noticed the article on “Six 
Steps in Sizing Cooling Tower 
Pumps and Piping,’ which was 
very well handled. We feel sure it 
will be of interest and prove bene- 
ficial to the industry. 

H. R. HENKE 

adv. manager 
Bell & Gossett Co. 


POWER CUT-OFF SAW 

Wausau, Wis.—We would like to 
have the name of the manufacturer 
of the power cut-off saw and abra- 
sive wheel as illustrated and de- 
scribed on page 93 of your May 
issue. 

A. C. BAUMGARDT 


Mempuis, TENN.—Will you please 
furnish me the name of the manu- 
facturer of the power cut-off saw 
illustrated in the May ’55 issue of 
DomEsTIC ENGINEERING. 

R. E. SHooK 


e The name of the manufacturer, as 
well as manufacturers of similar 
equipment, will be furnished upon 
request. END 
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Type CB-L: Hot water 
space heating pressure 
control. Inbuilt by- 
pass. Bulletin #294 


Type F-51: ASME ap- 
proved. Lets you match 
BTU cap. to boiler in- 
put. Bulletin #290 





Type A-31: Small vol- 
ume reducing and reg- 
ulating valve up to %” 
pipe size. Bulletin 
#288 


Type B: Single seated 
pressure reducing and 
regulating valve. Bul- 
letin #265 





» 


Type RHTL: Revolv- 

ing head temp. and 

pressure valve. On the 

job settings. Bulletin 
293 


Type E: For water in 
domestic and industrial 
installations. Other ap- 
plications. Bulletin 
#264 





Tempo: Automatic re- 
seating valve. Thermo- 
stat up out of water. 
Minimum liming. Bul- 
letin #284 


Type A-1: Hot water 
space heating pressure 
control valve. (Com- 
bination Unit). Bulle- 


tin #292 





Type S Strainer: Pro- 
tects valves from pipe 
scale and dirt. Bulletin 
#224 


Type FHTL: Dia- 
phragm pressure and 
temperature relief 
valve. AGA approved. 
Bulletin #295 


NO FUSE PLUGS 
TO REPLACE 
EVER! 


Low Cost Automatic Reseating 
T & P Relief Valve for 


WATER HEATERS 


@ Withstands high temperatures 
@ No fluids to leak out 


e@ High capacity 
@ 2" or %,” inlet connections 


Econo-Therm Relief 
Valves, Cash-Acme’s Type 
“Vv” Series, are the great- 
est value in complete 
safety and protection for 
water heaters that money 
can buy. Yet, they’re LOW 
COST, affording auto- 
matic reseating tempera- 
ture and pressure relief 
for only pennies more than 
many fuse plug type 
valves. 


ECONO-THERMS 
in y," and y¥," 
inlet sizes 
now available 
from stock. 


Cash-Acme makes the world’s largest selection of 
relief valves for water heaters... in all price ranges. 


ACME A. W. CASH VALVE MFG. CORP. 


666I1 E. Wabash Avenue e Decatur, Ill. 


END a 
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PERRET REE 


Be. 


MAIDEN APPEARANCE of a new EXPLOSIVE START: General 
electric water heater produced by Electric substituted dynamite for 
Pioneer Mfg. Co. was made recent- shovels in breaking ground for a 
ly at a debut party in Boston. heating-cooling plant in Tyler, Tex. 





Picture 


Paragraphs 


HORATIO ALGER award for 1955 went to Don- 
ald S. Smith (left), president of Perfection 
Industries, Inc. Dr. Norman Vincent Peale, au- 
thor-lecturer, made the award in New York City. 


PIPE PLAY: Actor Conrad Nagel (left) gets Orangeburg ORCHIDS for lady guests brightened the annual manu- 
Mfg. Co. officials ready for appearance on TV’s “Mr. facturers’ banquet at the Mid-West Gas Sales Conference 
Executive.” Executives are (1 to r) H. J. Robertson, presi- in Chicago recently. Marcia Mead (center), Whirlpool 
dent, J. R. Connell, executive vice pres. and B. G. home service director, and two United Airlines hostesses 
LeMieux, vice pres., all of whom appeared on program. passed out 200 flowers flown in from Mexico City. 
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LASTING QUALITY 











@inican Cc | 


“THE BEST SEAT IN THESR@USE i 























CS3.B 


HI-WAY 


CONTINUQUS WASTES 


=_ 
Direct connection to | a 
sink strainers means ft 
quick hookup " 


more cabinet space “4 


~ 











For center outlets 
-— «rm ~ < Pe i flanged waste arms 
prompr aelivery 
, ' of with reverse nuts 


. are available. 
also a complete line of 


TOP QUALITY 
as) RCO PLUMBERS TUBULAR BRASS 


ern THE CONNECTICUT STAMPING & BENDING CO. 


\ COMPANY NEW BRITAIN, CONN., U.S.A. 


a 


affiliate: TUBE BENDS INC. special tubular aircraft parts 





RHEEMGLAS 
SALES 
ARE 
SKYROCK 


If you're not already in the Rheem Profit Parade, you're 
missing out on the greatest selling spree in years! 


We all knew the Rheemglas Water Heater would do great 
things for our business, but we never dreamed that sales could 
skyrocket the way they have. Seems that whenever anybod 
thinks about water heaters nowadays he just naturally thi 
about Rheemglas. 


Fact is, many of our plumber-dealers tell us they can’t keep 
the Rheemglas Water Heater on the floor for more than two 
or three days. Still, with stepped-up production schedules, 
we’re managing to fill new orders without delay. 


Are you getting your share of these tremendous Rheem sales? 


If not, better get in the Rheem profit parade today and make 
this your greatest year ever. World's largest maker of automatic storage water heaters 


IF YOU'VE BEEN MISSING OUT ON THE RHEEMGLAS PROFIT PARADE, WRITE THE RHEEM OFFICE NEAREST YOU FOR FULL DETAILS. 


4361 Firestone Blvd., 1025 Lockwood Dr., 801 Chesley Ave., 
South Gate, Calif. Houston, Texas Richmond, Calif. 


7600 Kedzie Ave., Box 6718, 
Chicago 29, Ill. Sparrows Point 19, Md. 
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Here's the pitch- 
ELKAY makes 
the best! 


ELKAY MAKES THE SINK GUARANTEED TO OUTLAST THE HOME! 


Check these added reasons why Elkay is first choice with plumbers 


¥ Genuine 18-8 Stainless Steel 

¥ Will Never Crack, Chip or Discolor 

¥ Lustrous Finish—Uniform Throughout 

¥ Blends Beautifully with Any Kitchen Color 

¥Y Available with 3 or 4 Faucet Holes at No Extra Charge 
—Eliminates Unsightly Faucet Hole Cover 


¥ Straight-Side Bow! Design Gives Greater Capacity 
¥ All Corners Rounded with Generous Radii 

¥ Undercoated for Complete Sound Deadening 

¥ Pre-Sold Through Consistent Consumer Advertising 


Write Dealer Service Dept. for new catalog 
and special display stand deal. 





ELKAY MANUFACTURING COMPANY 


Do: 








CONTRACTORS « WHOLESALERS « MANUFACTURERS 


CONTRACTOR ASSNS. 
--- State 


Sept. 23-24—Utah—Annual conven- 
tion of the Utah Plumbing & Heating 
Contractors Assn.; Hotel Utah, Salt 
Lake City. 


Feb. 6-8 (1956)—Ohio—Annual con- 
vention of the Ohio State Assn. of 
Plumbing Contractors; Pick Ohio Ho- 
tel, Youngstown. 


Mar. 21-22 (1956)—Maine—Annual 
ccnvention of the Maine State Assn. of 
Master Plumbers; Eastland Hotel, 
Portland. 


Apr. 20-21 (1956)—Virginia—Annual 
convention of the Virginia Associated 
Plumbing & Heating Contractors; Ho- 
tel John Marshall, Richmond. 


Apr. 26-28 (1956)—Montana—An- 
nual convention of the Associated 
Plumbing and Heating Contractors of 
Montana; Finland Hotel, Butte. 


CONTRACTOR ASSNS. 
..- National 


Sept. 4-8—ASSE—Annual meeting 
of the American Society of Sanitary 
Engineering; Vancouver Hotel, Van- 
couver, B.C. 


Nov. 26-28—RACCA—Annual con- 
vention of the Refrigeration & Air 
Conditioning Contractors Assn.; hotel 
not yet determined, Atlantic City, NJ. 


Jan. 8-10 (1956)—NARDA—Annual 
convention of the National Appliance 
& Radio-TV Dealers Assn.; hotel not 
yet determined, Chicago. 


Jan. 23-25 (1956) —ASHAE—Annual 
meeting of the American Society of 
Heating & Air Conditioning Engi- 
neers; no exposition; Sheridan-Gibson 
Hotel, Cincinnati. 


WHOLESALER ASSNS. 


Sept. 17-21—AI—Annual convention 
of the American Institute of Whole- 
sale Plumbing & Heating Supply 
Assns.; Waldorf-Astoria Hotel, New 
York City. 
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Sept. 18-21—MAWA—Annual meet- 
ing of the Middle Atlantic Wholesalers 
Assn.; Waldorf-Astoria Hotel, New 
York City. 


Oct. 19-21—CSA—Annual meeting 
of the Central Supply Assn.; Palmer 
House, Chicago. 


Jan. 23-24 (1956)—PHWNE—Winter 
meeting of the Plumbing & Heating 
Wholesalers of New England; Statler 
Hotel, Boston. 


Feb. 9-11 (1956)—WDA—Annual 
meeting of the Wholesale Distributors 
Assn.; Statler Hilton Hotel, Dallas, 
Tex. 


Apr. 4-6 (1956)—-CSA—Spring 
meeting of the Central Supply Assn.; 
Palmer House, Chicago. 


MANUFACTURERS ASSNS. 


July 17-20—AHLMA—Annual sum- 
mer meeting of the American Home 
Laundry Manufacturers Assn.; The 
Homestead, Hot Springs, Va. 


Sept. 18-19—TSMA — Semi-annual 
meeting of the Toilet Seat Manufac- 
turers Assn.; Waldorf-Astoria, New 
York City. 





Oct. 6-7—NADFPM—Annual meet- 
ing of the National Assn. of Domestic 
& Farm Pump Manufacturers; Sher- 
man Hotel, Chicago. 


Oct. 6-8—PFMA—Annual meeting 
of the Power Fan Manufacturers 
Assn.; The Greenbriar, White Sulphur 
Springs, W. Va. 


Oct. 12-14—GAMA~—Annual meet- 
ing of the Gas Appliance Manufactur- 
ers Assn., El Mirador Hotel, Palm 
Springs, Calif. 


Oct. 16-20—CIPH—Annual meeting 
of the Canadian Institute of Plumbing 
and Heating; The Seigniory Club, 
Montebello, P. Q. 


Oct. 17-19—AGA—Annual conven- 
tion of the American Gas Assn. and 
the Pacific Coast Gas Assn.; Statler, 
Biltmore and Ambassador Hotels, Los 
Angeles. 


Oct. 20—PHIB—Annual meeting of 
the Plumbing and Heating Industries 
Bureau; Palmer House, Chicago. 


Oct. 26-28—PEI—Annual meeting of 
the Porcelain Enamel Institute; The 
Greenbrier, White Sulphur Springs, 
W. Va. 


Nov. 14-18—NEMA—Annual meet- 
ing of the National Electrical Manu- 
facturers Assn.; Traymore Hotel, At- 
lantic City, N. J. 


Nov. 28-Dec. 1—RACE—9th All-in- 
dustry Refrigeration & Air Condition- 
ing Exposition; Municipal Auditorium, 
Atlantic City, N. J. 


Nov. 30-Dec. 1—NWAHACA—An- 
nual convention of the National Warm 
Air Heating & Air Conditioning Assn.; 
Hotel Statler, New York City. 


Jan. 22-26 (1956)—NAHB—Annual 
cenvention and exhibition of the Na- 
tional Assn. of Home Builders of the 
U. S.; Conrad Hilton Hotel, Chicago. 


Feb. 17-18 (1956)—NAFM—Annual 
meeting of the National Assn. of Fan 
Manufacturers; Dearborn Inn, Dear- 
born, Mich. 


New Booklet Offers Store Display Tips 


the contractor to create his own 
smartly-styled settings. 

The units can also be reassem- 
bled periodically in entirely new 
groupings for layout variations 


GLamorous sales settings for 
the display of plumbing, heating 
and kitchen fixtures are featured 
in a new booklet by American- 
Standard describing the use of 
versatile, low-cost display panels. 

The booklet tells how contrac- 
tors can select from nine basic 
units to set up economical dis- 
plays ranging from single prod- 
ucts to complete bathrooms and 
kitchens. The background panels 
are available in three colors and 
natural wood finish, permitting 


and timely seasonal displays. 
High and low panels, open grids 
and accessories are easily com- 
bined in effective arrangements 
by using only a few hand tools. 

The 20-page booklet contains 
complete installation instruc- 
tions, ordering procedure, prices 
and suggested layouts. 



















Now...Cash In on Built In’ Business!...Sell 
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COMPLETE UNITS...GAS AND ELECTRIC Th 
° 
Just ''Set-In” Place... Harmonize Perfectly! ‘ai 

It's easy to sell the tremendous market for built-in appliances with Ameri- Ste 

can Kitchens dramatic new ‘'set-in'’ countertop ranges and waist-high of 

ovens. Complete with regular harmonizing giant storage base cabinets, TER stoi 
these ranges and ovens are just ‘'set-in'’ place... without expensive Check these “plus” Selling Features ! hor 
installation headaches. American Kitchens new waist-high ovens and ranges — 
Ranges and ovens are available in both gas and electric models. These mod es acne by Geaning white ond lustrous copper- driy 
Pray <r ap - # : ‘ oned porcelain. any 
set-in’’ units enable you to sell complete '‘custom’’ American Kitchens Extra large oven... accommodates 35 to 40 lb. & any 
. either in the wood, copper, steel ''Pioneer’’ line shown above or in turkey or roast... features automatic timing controls, ‘ goo 
: . ‘ , d no-glare light, doubl lass Vu-Dor. | 

popular all-white steel illustrated at right. Don't delay. Call your dis- Siar aadliing thon "SAAae eel Anancen L 

tributor today | Kitchens ovens and ranges today! sysi 

can 
Star 

> In 

moican Kilehons cE ® & OF , 
= esta 
= driv 
AMERICAN KITCHENS DIVISION (izo) CONNERSVILLE, INDIANA DISHWASHERS DISPOSERS VENTILATORS BRUNCH SARS the 
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ell them now 
On aceetrktes cw Steel pipe snow-melting system 


This is the season to sell and install 
snow-melting systems with Spanc CW 
Steel Pipe. Every year more and more 
of these systems are being installed by 
stores, factories, clubs, restaurants and 
home-owners to eliminate the annual 
snow-removal problem . . . keep sidewalks, 
driveways and shipping platforms open in 
any kind of weather. . . build customer 
goodwill and eliminate accident hazards. 

The potential market for snow-melting 
systems has only been scratched, and you 
can make a large volume of sales by 
starting to contact prospects right now! 
In fact, any industrial or commercial 
establishment with a torn up sidewalk or 
driveway is a top prospect, because half 
the job is already done! 
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MAKE TOP-QUALITY INSTALLATIONS 
WITH SPANG CW STEEL PIPE! 


It’s tops for snow-melting, because it is 
manufactured under quality-control condi- 
tions from the skelp to the finished pipe 

. is thoroughly tested and inspected 
before shipping. This careful processing 
makes Spanc CW easy to cut, bend, 
thread and weld, saving you installation 
time and money. And Spanc CW quality 
features assure you of a top-quality in- 
stallation with years and years of trouble- 
free service. 


GET MORE INFORMATION TODAY! 


Let us send you free copies of “Steel Pipe 
Snow-Melting and Ice-Removal Systems” 


to help you sell your prospects on a new 
installation. Start your sales campaign 
this week. And be sure to specify Span 
CW Steel Pipe for every installation! 
Your nearby Spanc Distributor will be 
glad to help, too. 


SPANG-CHALFANT 


DIVISICN OF THE NATIONAL SUPPLY COMPANY 


General Saies Office: Two Gateway Center, Pittsburgh, 
Pa. District Sales Offices: Atlanta, Boston, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, St. Louis 


PAM OM 
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Bank on a Task-Force Truck to Cut 


the Cost of Moving Goods! 


You'll save money on the job and be 
way ahead at trade-in time with a 
work-styled Chevrolet Pickup. 


You save with modern high-compression power—In Chev- ' 


rolet’s new pickup truck, a new Thriftmaster 
engine is supplying the power punch—a big 
valve-in-head wallop, which means you get the 
most out of a gallon of gas. Fast acceleration 
shaves stop-and-go time and helps keep you 
on top of crowded schedules. And even in cold 
weather, you start more quickly with Chevrolet’s 
double-punch 12-volt electrical system. That’s 
a big advantage in itself—a husky reserve of 
electrical power when you need it! 


You save with the most modern truck features your field has ever 
seen—New Work-Styling—so distinctively dif- 
ferent that your Task-Force Truck is a profit- 
able advertisement-on-wheels. New Overdrive 
or Truck Hydra-Matic, each an extra-big time 
and money saver, available at extra cost. New 
front and rear suspension systems, High-Level 
ventilation, outstanding cab comfort—there’s 
everything to make driving less a chore. And 
you’re bound to save moncy when drivers 
maintain peak efficiency! 


Why buy an old-fashioned truck and stand to 
take a licking at trade-in time? See your 
Chevrolet dealer for the most modern trucks 
money can buy. ... Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


NEW CHEVROLET 
mize Jask-Force trucks 
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DRAINAGE SYSTEM 
MANUAL 


« Explains the essentials of drainage 
systems 


@ Tells how to install copper 
* Proves why copper costs less 
* Pictures and describes use of fittings 


# Contains valuable tables and charts 


NIBCO is the full line 


From the smallest coupling ie) to the big house trap, 
NIBCO’s line is versatile... 65 different types in all. 
This means fewer fittings on many installations. 


So, you save on fittings as well as labor. 
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Here’s a book with valuable data for the master 
plumber. Yet it’s elementary enough for the 
apprentice to learn the fundamentals of copper 
drainage systems. Mail coupon today’ 


for your free copy. 





Northern indiana Brass Company 
704 Plum Street, Elkhart, Indiana 


Please send free copy of NIBCO’s new manual on 


copper drainage systems. 


NAME 





FIRM NAME 


ADDRESS 








CITY & STATE 

















Questions and Answers 


System Won't Circulate 
To the Editor: 

We installed a circulating domes- 
tic hot water supply system in a 
home recently. Enclosed is a draw- 
ing of the piping installation. (See 
Fig. 1A.) Line “A” operates satis- 
factorily, but line “B” fails to cir- 
culate. 

Any information you can give us 
on this problem of poor circulation 
will be appreciated. 

Kansas C.W. 


To the Reader: 

Gravity circulation in a domes- 
tic hot water supply line is not 
always predictable. This is espe- 
cially true where there is more 
than one circuit. The length of the 
run, small pipe sizes, and friction 
in fittings can all contribute to 
poor operation and prevent satis- 
factory circulation of the water 
through the return line. 

Where there are two or more 
separate branch return lines, the 
one with the least friction will cir- 
culate sufficiently to satisfy the 
movement of water through the 
heater. This results in poor, or no 
circulation in the other line. 

Before attempting a solution to 
the problem, the piping should be 
examined to see that there is no 
trap in the line to cause air bind- 
ing or to resist the natural circu- 
lation by gravity as the water is 
heated. It is assumed also that the 
piping is known to be free of 
foreign matter or obstructions that 
would prevent normal circulation. 

The ideal solution to this prob- 
lem would be to use forced circu- 
lation with a circulator pump in- 


28 


stead of using gravity circulation. 

The drawing submitted by the 
reader (Fig. 1A) shows the hot- 
water return line entering the top 
of the tank. The return is nor- 


mally carried to the bottom of the 
tank and Fig. 1B shows a re- 
arrangement of the piping that 
should overcome the problem. 

If the job does not justify a 
forced circulating hot water in- 
stallation, it might function as a 
gravity system. In either case bal- 
ancing cocks should be added to 
the system on the return lines. The 
branches can then be controlled so 
that circulation takes place in both 
returns. 


Storage Tank Design 
To the Editor: 

Can you supply us with engi- 
neering and designing information 
on large size bulk storage tanks? 

New York T.M.D. 


To the Reader: 
The basic requirements for the 
(Please turn to top of page 168) 
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Fig. 1A: This diagram of a circulating domestic hot water supply system shows 
the joining of two branch returns into the circulating line. Adequate circulation 
exists in line “A” but line “B” does not function properly. The failure to 
circulate in line “B” could be due to added friction generated in this branch 
or presence of a trap or air pocket either in the supply or in the return. 










































TO BATH 
TO KITCHEN f/ $: / 
f.. 
L 
{ TEMP. & PRES. 
RELIEF VALVE a 
COLD — — oe 
WATER ae ce eee ae 
INLET ANK aes 
oes H. W. 
CIRCULATOR CIRCULATING 
PUMP RETURN 
H. W. i re -_ 
CIRCULATING RETURN DRAIN 








Fig. 1B: The use of a circulating pump is recommended as a solution of prob- 
lems where gravity circulation fails to function. Repiping as illustrated above 
and the addition of balancing cocks in both return lines is recommended. If 
the circulating pump is not used, the balancing cocks are still essential. 
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With four 
standard 
sizes and 


a fill-in 


section... 






















BASEBOARD RADIATION 


FITS ANY WALL TO WALL 





... every needed accessory for 


AROUND CORNERS 


Inside and Outside 90° Corners © Inside and Outside Angle 
Corners (variable, 45° to 75°) @ End Caps e Wall Sections e 
Fill-in Sections e Joint Trims e Dampers e Riser Shields 


Send for Nesbitt Publication 272 
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WITHOUT CUTTING 


If the baseboard you now use requires cutting on 
the site, you’ll welcome the freedom and labor- 
saving economies of Nesbitt Baseboard Radiation. 

True, rigid back panels with built-in felt wall seal 
are quickly anchored. Heating element support 
brackets, likewise. The elements, with tube ends 
sized to mate for sweat-jointing, practically fall into 
place. Louvre blades slip in. Fronts and trims snap 
on. Any length, with end caps, or any wall-to-wall 
assembly is accomplished with standard size sec- 
tions (and fill-in, if needed) positively without cutting! 

When you count the dollars saved, it’s reason 
enough for ‘going Nesbitt’ in perimeter heating. But 
there are many additional good reasons: 

There is the basic design—slim, slick, conforming; 
the high-capacity heating element, with sturdy safe- 
to-handle corrugated fins; the protective individual 
packaging; the attractive neutral gray prime finish; 
the long-life construction always found in Nesbitt 
products; and—oh, yes—the heating comfort... 
floor-up, outside wall protection that makes cus- 
tomers speak your name fondly! 


Menbi tt 
BASEBOARD RADIATION 


Made by John J. Nesbitt Inc., Philadelphia 36, Pa. 
Sold exclusively through plumbing and heating wholesalers 
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UNQUALIFIED GUARANTEE 


ON ALL LAWNDALE PLUMBING-WARE 


AGAINST CHIPPING ... DAMAGE BY 

WORKMEN ... OTHER DAMAGE 

So long as the original factory applied label is still in place, 

you can return the damaged sink to your Lawndale jobber or dealer. He 





will replace it without charge. 


FULL CREDIT WILL BE ALLOWED — NO QUESTIONS ASKED! 

We can offer this UNQUALIFIED GUARANTEE only because we are com- 
pletely confident that the quality of Lawndale Plumbing-Ware justifies it. 
This guarantee provides the plumber and contractor with complete protec- 
tion against loss from damage for the first time in the history of the steel 
plumbing fixture industry. 

There’s only one way you can protect yourself completely against loss from 
damaged plumbing-ware . 


BUY THE LAWNDALE LINE 


FLAT RIM - LEDGE TYPE + CABINET MODELS 
LAVATORIES (Vanitories) 


See your Lawndale jobber or write factory for name of nearest Lawndale 
dealer. 


LAWNDALE ENAMELING COMPANY 


1141 W. 14th Street — Chicago 8, Illinois 
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Demonstration house — section 
shows all-copper plumbing 
installation. 


AnacondA Copper Tubes are available in all standard 
wall thicknesses—Types K, L, M and the new lighter 
weight Type DWV, which offers additional savings in 
job costs. 

Within the past few years, many state and local sani- 
tary plumbing codes have been modernized to include 
approval of the use of copper tube and solder-type fit- 
tings. Others are in process of revision. The recently 
issued American Standard National Plumbing Code 
(ASA A40.8-1955), published by The American Society 
of Mechanical Engineers, lists copper tube as approved 
material for sanitary drainage systems. 

Types M and DWV are recommended for all lines 
of the sanitary drainage system above ground, and 
Types K and L for that part of the system buried un- 
derground. 6610 


DomeEsTIC ENGINEERING, JuLY 1955 


| 
| 





for sanitary drainage 
systems and gain 
these advantages 


Fast, tight connections easily made in even 
the hard-to-get-at spots! 


Carpentry and space savings, No costly and 
space-consuming “build-outs” or extra-wide par- 
titions. A 3” copper tube stack with fittings can 
be installed within a standard 4” partition. 


Long lengths eliminate many joints. Anaconda 
copper tube is furnished in standard 20’ lengths. 


Pre-assembly saves time, reduces costs. Cop- 
per tube’s light weight permits economical shop 
fabrication of standard sections for housing de- 
velopments. Units can be easily transported to 
job site and installed in place without special 


lifting equipment. 


Roughing-in is faster. Workmen handle 75% 
less weight when using copper tube. For ex- 
ample, a 20’ length of 3” Type DWV copper 
tube weighs only 34 lb. 


Salability of homes increases. Exposed lines 
are neat and trim. To prospective home buyers 
one sign of quality construction is all-copper 
plumbing. 


FOR COPPER TUBES 
SEE YOUR ANACONDA DISTRIBUTOR 


R) 


COPPER TUBES 


FREE BOOKLET Pea onan 


The American Brass Co., Waterbury 20, Conn. 
In Canada: Anaconda American Brass Ltd., 
New Toronto, Ontario 
Here’s the information you need on copper tubes and 
fittings for sanitary drainage systems. For your free 
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copy mail coupon today. 
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TS THE LAW! 


Legal Decisions of Interest to Contractors 





RQ 


Insurance Frauds 

The practice of fraud on an 
insurance company can have far 
reaching effects, as shown by 
the following case: 

A wholesale company suffered 
the loss of its stock, store and 
office fixtures in a fire. When 
an insurance adjuster visited the 
scene, an employee of the firm 
presented a receipted bill from 
a builder for $17,519. Investiga- 
tion, however, proved the bill 
had been increased from $5,200. 

The courts held that the in- 
surance company did not have 
to pay any losses because of the 
fraud intent. 

“There were detailed misrep- 
resentations of the actual cost of 
labor and materials based upon a 
false bill prepared upon a gen- 
uine billhead,” the court ex- 
plained. The fraud of an agent 
acting in his employment is bind- 
ing upon his principal.” 

Citation: Bockser v. Dor- 
chester Mut. Fire Insurance Co., 
99 N. E. (2d) 640. 


A Question of License 

A plumbing contractor can in- 
stall prefabricated kitchen cabi- 
nets in a home without having a 
general contractors license, a 
court recently decided. 

The case involved a plumbing 
contractor who contracted with 
a property owner to install a 
complete kitchen unit—cabinets, 
dishwasher, sink and food waste 
disposer. The property owner, 
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AAA yA ®B™.ernr ow 


By Leo T. Parker, Attorney 
Cincinnati, Ohio 


however, refused to pay the bal- 
ance due of $1,500, contending 
that the contractor was not li- 
censed to do general contracting. 

But the court held that cabi- 


nets, dishwashers, etc. were not 
“permanent fixtures’’ to the 
building. The court ordered the 
$1,500 paid the contractor, say- 
ing: 

“While as a general practice 
the Business and Professions 
Code requires a contractor to 
obtain a license to engage in 
building enterprises or suffer 
penalties provided in said laws, 
there are certain exemptions. 
Whatever plumbing and electric 
wiring was needful to be used 
installing the electric dishwasher 
and garbage disposal units was 
a part of the installation of the 
finished kitchen cabinet setup.” 

Citation: E. A. Davis & Com- 
pany, Inc., v Richards, 260 Pac. 
(2d) 805. 











YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 

A plumbing contractor, making a 12 foot excavation, warned 
the owner of adjacent property about the danger of costly 
slides unless his land was shored up. The property owner, 
however, ignored the warning. 

The contractor then spent $4,153 to underpin the property 
without the owner’s permission. He later went to court, at- 
tempting to collect the expense of protecting the adjacent 


property. 


Did he get his $4,153 back from the property owner? 


* 


He did not. The court ruled (1) that the property owner | 
could not have sued the contractor, under these circumstances, 
if any damage to his property had resulted, and (2) that the 
contractor had no right to insist that the property owner brace 
his property. The contractor did, however, have the right to | 
go on the adjacent property and underpin it himself to protect | 
his excavation—but he did this at his own expense. (Court | 
citation available from Domestic Engineering). 





* 
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Here’s the “inside story” on a 
revolutionary new oil boiler! 


aaa 
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O1lL \BURNING BOILER 
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~ SS Vertical 
Smoke Hood 














Vertical 
Flue Travel 







A completely NEW 





boller for hot water 








New “Sio-Fio” 
Battie Action 





or steam. The only 















all these features a a Greater 
ees , Prime Heating 
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for economy and ’ 








efficiency = yet it 
Pre-cast Brick 
| & Combustion 

Chamber 






is priced to fita 




















Wet- Base 
Construction 












14” Foll-Faced 
Giass Wool 
insulation 



















Flush or Extended Jacket 
Modern Hammertone Finish 0E.3 


The Utica Starfire Boiler is smartly- > 
styled and compact (20” wide — Utica Radiator Corporation, Utica, New York 
48” high), and is available in a full I’m interested in the full sales story 
range of sizes to meet the heating on the new Utica Starfire Boiler: 
requirements of the average modern 
home. And it is priced to insure you Neme 
* , 

more sales and profits in today’s 
competitive market! PR re 8s i Lo bens, thar deieedbacetns 


















Write for complete information > 






(0 Heating Wholesaler () Heating Contractor 
(CD Architect 
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LOOK FOR PHELPS DODGE TUBES 
PACKAGED IN THIS 
"EASY-TO-HANDLE CARTON 


EASIER TO HANDLE— 


due to lightness and convenient 
“‘grip-hole.”’ 


EASIER TO STOCK— 


can be flat-stacked, rack-stacked 
or suspended on hooks. 


EASIER TO IDENTIFY = 


size and type imprinted on 
all carton edges. 


COMPLETE PROTECTION — 


each carton contains a 
single coil—no shifting, distortion 
or coil-to-coil contact. 


Distrib utors! 


PHELPS DODGE COPPER PRODUCTS = o.mccracon 


CORPORATI On copper water tube and refrigeration 


tubing is now available in 
our newly designed single cartons, 


New York, New York ¢ Los Angeles, California : : 
OFFICES IN PRINCIPAL CITIES OF THE U. S. laa Ni linia 
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what makes new Bei@ateba4Ls4) dryers 
such a SPECIAL DEAL FOR ME? 


You can now sell a BIG NAME Automatic 
Clothes Dryer that out-features all competi- 
tion and sells for far less! It’s exclusively 
“your brand” as a master plumber—with a 
full mark-up and complete guarantee! 





Bradford dryers operate on a revolutionary 
heating principle and incorporate many 
advanced engineering “‘firsts” that leave the 
rest of the industry lagging. Produced by the 
manufacturers of the famous Bradford 
Vitraglas Line of Glass Lined Automatic 
Water Heaters. 





SOLD EXCLUSIVELY 
THROUGH MASTER PLUMBERS 


—— ee ee ee ee ee we ee ee ee ee we oe me ee ee ee ee ee ee oe oe oe 
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BRADFORD DELUXE 
GAS MODEL 
Model—GB-55-D 


BRADFORD STANDARD 
ELECTRIC MODEL 
Model—EB-55 


BRADFORD DELUXE 
ELECTRIC MODEL 
Model—EB-55-D 


BRADFORD STANDARD 
GAS MODEL 
Model—GB-55 


a A eS 


Prwrrnr rer er re ew mr ee eee wee eee 





a Irae es Si hs is Sa esc a llc arc sa es ac er baa sine eae ew a ee 


SHOW STOPPER! The new Bradford Automatic Clothes Dryer had the industry raving at the 
National Plumbing & Heating Exposition—Navy Pier, Chicago! 


Since 188] 


ee HEATER MANUFACTURER 


RANGE BOILER CO. 


24TH & ELLSWORTH STS. + PHILADELPHIA 46, PA. 
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They Add Customers to Their Sales Force 


EXPERIENCED CONTRACTORS 
agree they’d trade a good sales- 
man any day for a crew of satis- 
fied customers who talk up their 
installations. 

While that’s generally ac- 
cepted, a more perplexing point 
is—“how do you get them to talk 
up your work?” 

The Associated Heating and 
Air Conditioning Co., Philadel- 
phia, has found that basic adver- 
tising principles can be adapted 
to stimulate customers into be- 
ing salesmen. 

For example, one of its most 
effective devices is a direct mail- 
ing to its customer list. The 
form letter uses an eye-catching 
headline to assure readership— 

‘*One-Thousand Pennies 
(1,000) for Your Thoughts” 

The copy explains how busi- 
ness is built on friendships re- 
sulting from the satisfactory rela- 
tionship between seller and 
buyer. Associated points out 
that this friendship can be valu- 
able to both parties. For the 
company, it can mean additional 
business from the recommenda- 
tions of its customers. For the 
customer, it can mean a “com- 
mission” on sales—in this case, 
a commission of 1,000 pennies 
from every customer thought 
that leads to another sale. 

The company finds that the 
easier it is for a customer to help 
the firm, the more likely he is 
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to help. That’s why every such 
appeal is accompanied with a re- 
turn postcard. 

Partners Dave Lukoff and 
Max Hirshfield personally make 
a weekly series of phone calls on 
their customers. The calls are 
partly to check on the installa- 
tion, partly to cement friendly 
relationships which may pay off 
in an additional sale—but main- 
ly they attempt to generate rec- 
ommendations which may be 
worth $10 to the customer. 

Personal visits during the in- 
stallation and immediately after- 
wards are another means used 
by Lukoff and Hirshfield tc 


3? ee 


TIPS FOR MANAGEMENT 


make sure their customers are 
satisfied and potential members 
of the Associated sales force. 
Two goals are achieved 
through personal visits by the 
owners of the business. The cus- 
tomer is impressed by the per- 
sonal attention of management 
and will remember the attention 
the next time he buys; secondly, 
Lukoff or Hirshfield can person- 
ally learn from the customer the 
names of neighbors, relatives or 
friends who might be prospects. 
“This personal approach is 
about the best,” says Lukoff. “A 
customer hasn’t the experience 
to see a business prospect unless 
you're right there coaching him 
along in the right direction.” 





USING the user means something personal to Dave Lukoff, partner in Asso- 
ciated Heating & Air Conditioning Co., Philadelphia. He makes both phone 
calls and personal visits on customers, to enlist their help in finding new 
prospects. If a sale results, the customer receives a $10 bonus. 
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First in fuel units... 


SUNDSTRAND 


How engineering "*know-how”’ 


keeps Sundstrand Fuel Units out in front! 


. 


You can expect constant improvements in Sundstrand Fuel Units, thanks 
to a staff of experienced hydraulic engineers maintained for that specific 
purpose. New designs... new specifications ...new materials... new 
methods of manufacture are being developed every working hour. . . to 
bring you the very best performance possible. From the work of these men 
have come simplified installation, minimum servicing, easier adjustment, 
super-quiet operation, economical long life. It pays rich dividends to 
you and your customers when you specify and insist upon the finest in 


fuel units—Sundstrand! 
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SUNDSTRAND 
HYDRAULIC 


DIVISION 


. + @ division of Sundstrand Machine Tool Co., 
2210 Harrison Ave., Rockford, Illinois 

Made in Canada by John Inglis, Ltd., 

14 Strachan Ave., Toronto 

Made in Sweden by Sundstrand Hydraulic 
Division AB Stockholm 














UIA BRASS FIXTURES 





QUALITY AT MODERATE PRICE 


Gerber Brass Fixtures offer you an unbeat- 
able combination of uniform high quality at 
a moderate price... your assurance of quicker 
turnover, bigger profits and—more satisfied 
customers than you would have with a line 
designed for price alone. 


LOWER OVERALL COSTS 


Gerber Brass Fixtures help lower 
the overall material costs...keep ¢“ 
your prices more competitive...en- 
able you to pull in profits that you 
pass up when you stock higher- 
priced brass. 





A SURE SALES BOOSTER 


Feature the Gerber Brass Bar Dis- 
play for added counter punch! Your 
customers can visualize their brass 
needs by seeing Gerber fixtures on 
the attractive display. Requires a 
minimum of counter space. 


Cau a Re PLUMBING FIXTURES 
232 N. CLARK ST., CHICAGO 1 


astern Sales Office: 500 Green St., Waatese je, New Je 





FIVE Great “FACTORIES: Delphi, Indiena @ Kok right awed . on rat Delphi, Ind. 
Woodbridge, N. J. © Gadsden, A 


give you a steady flow of Profits 











GERBER INVITES COMPARISON ON 
THESE OUTSTANDING FEATURES 


Moderately Priced 
Solid Brass Construction 
Heavy Chrome Plating 
Modern Design 
Trouble-Free Operation 
Easy Installation 

Water Tested 

Easily Serviced 


ADVERTISED IN 


CONTACT YOUR LOCAL DISTRIBUTOR 
OR SEND THIS COUPON TODAY 





Gerber Plumbing Fixtures, Dept. C-75 
232 North Clark Street © Chicage 1, Illinois 


Send me complete information on the profitable 
Gerber Brass Fixture line. 


Name. 





Organization 





Address. 





City. Zone. State. 
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Domestic Engineering's reporter in Washington tells us 
that the House Banking and Currency Committee will go along 
with the Senate in boosting the FHA limitation on home im- 
provement loans from $2500 to $5000 (see June issue, p. 116). 

However, the committee reportedly wants to extend Title I 

WASHINGTON only one year compared with the five years favored by the 
NEWS FLASH Senate. Congress has now extended FHA 30 days while 
differences in the new bill are ironed out. 

The House and Senate also disagree over how long an 
owner must occupy a home before he can get an improvement 
loan. The Senate says six months; the House two months. 

Builders and lenders are backing the two month idea since 
homeowners are more modernization-minded in the initial 

IN period of home occupancy. 
See page 99 for more on FHA improvement loans. 
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The state of the nation's business continued at a high 
level last month. | 

Retail trade throughout the country was running anywhere 
from two to six percent ahead of the same period last year. 

HOW'S BUSINESS? The automotive, steel and construction industries kept 

on breaking records. 

New construction, as well as modernization, is keeping 
plumbing and heating contractors busy in most areas. 

More slum clearance and urban renewal projects are 
contemplated, as well as a raft of new industrial expansion 
projects « . « all good news for contractors. 


Phe eeEKK 


Y Atomic heating? It may not be just around the corner, 
but it’s looming on the horizon. 
The Institute of Boiler and Radiator Manufacturers had 
the idea brought close to home with a detailed descrip- 
a ere tion of a contemplated "atomic boiler" for winter heating, 
summer cooling, snow melting systems and domestic hot 
water which highlighted the group's annual meeting. 
See page 86 for further details. 


eRe 


Cloud Wampler, chairman and president of Carrier 
Corporation, has revised upward his estimate of the number 
of central residential air conditioning units that will 
be sold in 1955. 











SEES INCREASE Originally, he estimated 125,000 units would be sold, 
IN — but record demands so far this year have made him change the 
— ied prediction to 150,000. ; 


Some 75,000 central systems were sold to homeowners 
in 1954. So far this year, Wampler says sales have doubled 


1954 figures for the same period. 
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CONSUMER STUDY 
ON AIR CONDI- 
TIONING PLANNED 


SHERMAN PRODUCTS 
SEEKS EXCHANGE 
LISTING 


GAS RANGE 
SHIPMENTS UP 


STEEL KITCHEN 
GROUP ANNOUNCES 
PLANS 


SANITARY ENGINEERS 
ARE LISTED 


GAS APPLIANCE 
VENTING BULLETIN 
ISSUED 


NAPC PASSES 
PUBLIC RELATIONS 
PROGRAM 
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A new air conditioning study is being viewed as a key 
to even bigger cooling business in 1956. 


The recent convention of the Air Conditioning and 
Refrigeration Institute heard details of an extensive re- 
search program to study consumer attitudes toward air 
conditioning. 

The study will be undertaken by the DuPont Coe, which 
sees a "need for factual information on how people feel 
about air conditioning." The survey will be made by an 
independent research agency. 

For complete details, see page 122. 


Tet 


A listing on the American Stock Exchange was being 
sought last month by Sherman Products, Inc., producer of 
tractor-mounted industrial equipment. 

We Ae Romain, president, said the necessary paperwork 
is now being assembled preparatory to submit: iag the 
application, following approval of the move by the board 
of directors. 

Acceptance by the exchange is expected by August or 
September, Romain said. 
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Shipments of domestic gas ranges were up in May, mark- 


ing the seventh successive month in which shipments have 
been greater than the same month last year. 

175,000 ranges were shipped compared to 163,800 during 
May, 1954. This makes a total of 913,000 shipped during 
the first five months of the year—a 12.1 percent increase. 


aK 


An increase of 20 percent in sales of steel kitchen 
cabinets during the first quarter of 1955 was reported by 
the Steel Cabinet Manufacturers Assn. at its annual 


meeting. 
Members also outlined final plans for the celebration 


of the second annual Steel Kitchen Cabinet Month in Septem- 
ber. Details are on page 117. 
%% KH 


The U.Se Department of Health, Education and Welfare 
is now developing a National Register of Sanitary Engineers. 

Reason behind the move: Kecognition that engineering 
skills in basic sanitation, water supply and waste 
disposal are of great importance to millions of Americans 
not only in national emergencies, but at any time. 

A master mailing list of over 10,000 names of sanitary 
engineers is being prepared. 

*e Ke 


The American Gas Assn. has issued a bulletin on 
"Literature Review and Design Studies of Gas Appliance 
Venting Systems." 

Sections of the bulletin discuss effects of excessive 
updraft, downdrafts, draft hoods, methods of system in- 
spection and correction of defects and a variety of other 
subjects of interest to contractors. 

Copies are available from the American Gas Assn. Labora- 
tories, 10352 East 62nd St., Cleveland 3. Price is $2.50 
each. 











KEKE 


At its annual convention, the National Assn. of 
Plumbing Contractors voted a $15 dues increase for funds 
to launch a national public relations program at an esti- 
mated cost of $150,000 annually. 

Robert T. Morrill of Beloit, Wis. was elected president 
of the group for the coming year. 

Complete details are given on page 118 of this issue. 
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OF SUBSTITUTES . 





W hen a manufacturers’ operations combine large volume with the most advanced 
production methods and modern machinery, the manufacturing economy allows top 
quality products to be produced at popular prices. 


At Watts, the most modern high production machinery coupled with the most effi- 
cient cost saving methods known provide an operating efficiency which enables the 
highest quality per dollar cost. For this reason, every experienced tradesman and 
Watts user knows, that in the long run, it pays to install Watts high quality products. 
For the protection service they give — THEY COST LESS! The long experience, 
constant research and engineering know-how assures you most advanced designs of 
plumbing and heating safety valves and controls. 


Beware of competitive products not manufactured to the high standards represented 
by the Watts’ trademark. 


if A | I. 5 REGULATOR COMPANY 


LARGEST AND MOST COMPLETE LINE OF ITS KIND IN THE WORLD 
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After five years of extensive C-E 


research, development and field 
testing . . . C-E is proud to be the 
first in the field with a complete 
packaged “wet” heating and cooling 
system. Now you can offer your cus- 
tomers the same year ‘round com- 
fort proved most satisfactory in com- : One « 
mercial installations. a ee, ay cold ' 
The C-E Heatmaster Home Heat- x a 6 6A CE F Aivid 
ing and Home Cooling Units are fac- - monies i 

tory engineered and designed to Inc 
eliminate expensive installations nec- nice | on by a 
essary with non-packaged jobs. The res q %, Quiet 
C-E units are approved by the Amer- 2 —> 1 oe tribut 

ican Gas Association, built and in- vie 4 4 
: ; 2 . perati 
spected in accordance with A.S.M.LE. 4 : A - rae 
code and backed by the C-E war- : ~ 
ranty and reputation as a leader in 
the field of fuel burning equipment ) 
for 70 years. Designed to meet the Bs ‘ HERE 
standards of FHA Minimum Prop- ”” . TODA 

erty Requirements for financing. “ae 
‘ROU 


C-E HOME HEATING AND HOME COOLING is The r 
SPECIFICATIONS AND DIMENSIONS : Ps aged, 

; is rig 
HOME HEATING — ee aa your 

Nat'l, Mfg. and Mixed Gases — 110,000 BTU/hr sont — starte 
Input ’ ei Hom 
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HOME COOLING — 
A.S.R.E. Rated — Model 200 or Model 300 
2 Tons 3 Tons 














OVER-ALL DIMENSIONS: 
24” x 24%” x 67” Vertical Installation 
48” x 2434” x 36” Horizontal Installation 











packaged wet system 


new 
HOME HEATING & COOLING 


FACTORY ENGINEERED, ASSEMBLED AND TESTED PACKAGE! 


Here’s a complete home heating and 
cooling system including: a compact, gas- 
fired boiler unit, completely assembled 
with burners, circulator, controls, relays 
and all operating parts in place; plus a 
matching, hermetically sealed water 
chiller, completely assembled with com- 
pressor, evaporator, condenser and re- 


through one compact conditioner in 
each room. 

The Heatmaster packaged system is 
engineered to meet the heating and cool- 
ing requirements of the average home. 
Units are factory-tested before shipment 
and ready to connect to system piping, 
water, gas and electrical supply. Installa- 


tion is accomplished easily and econom- 
ically by known and accepted methods 
already familiar to you. 


frigeration controls in place (unit factory- 
charged with refrigerant); plus space 
saving individual room _ conditioners 
which provide heating and cooling 








SUMMER COOLING — WINTER HEATING — 
YEAR ‘ROUND COMFORT! 


One compact central unit (24” x 2434” x 67”) circulates hot or 
cold water, as required, to the same room conditioner in each in- 
dividual room through small diameter piping for heating and 
cooling operations. 

Individual room temperature or “zone” control is accomplished 
by a simple turn of the fan control knob in the room conditioner. 
Quiet running, economically operated room conditioner fans dis- 
tribute air from room conditioners effectively for even tem- 
peratures, floor to ceiling. Comfortable summer cooling and 
dehumidification, plus the luxury of “wet” heat, add up to year 
‘round comfort — the finest — at a price your customers can afford. 


HERE’S YOUR CHANCE TO CASH IN ON 
TODAY’S BIG MARKET FOR YEAR wu | 
WRITE: C-E Heatmaster Home Heating and Cooling for more information 
C-E Heatmaster Home Heating & Cooling manufactured by 


COMBUSTION ENGINEERING, INC. 


The market is here ... the C-E Heatmaster pack- 
TENNESSEE 


u. : a Hy) 


a 

















aged, pre-engineered system is here .. . the price 
is right! This combination can mean dollars in 
your pocket. Find out now how you can get 
started making money with the C-E Heatmaster 
Home Heating and Home Cooling . . . complete 
packaged “wet” system. 


TWIN-AIR ROOM CONDITIONER—eas- 
ily recessed between standard studding 
or can be free-standing for remodeling. 





CE 


HOME EQUIPMENT DIVISION + CHATTANOOGA 1, 








“You mean 
you'll deliver 
a Single Length 





of steel pipe?” 








Absolutely! As a matter of fact, your 
Republic Pipe Distributor will bring over 
as little as one length of steel pipe. Or as 
much as a truckload. He’s in business to 
provide you with precisely the piping 
supplies you want—at a moment's notice. 
And when you rely on his well-stocked 
warehouse to fill orders, you actually have 
all the advantages of your own stockroom 
—without the disadvantages. 

Valuable storage space is not tied up. 
You have no headaches from inventory 
losses. No handling or insurance costs. 










Photo by Ewing Galloway 


And most important—no need for large 
capital investments. 

Furthermore, your Republic Pipe Dis- 
tributor’s big diversified stock includes a 
full line of piping supplies and accesso- 
ries—everything needed for complete 
plumbing, heating, refrigeration, air con- 
ditioning, process and industrial piping 
or other piping jobs. 

Why not give him a chance to demon- 
strate his service? No matter how large 
or small your order, he’ll be pleased to 
serve you. Give him a call, today. 


CALL YOUR LOCAL REPUBLIC DISTRIBUTOR FOR QUICK DELIVERY OF STEEL PIPE 


REPUBLIC Stl Aye 
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Sales Aids 


Toilet Seat Display 

A new floor display for promot- 
ing retail sales of its Puritan toilet 
seats has been announced by Cen- 
utry Plastic Products. Designed 
to exhibit six toilet seats, the dis- 
play facilitates demonstration of 
outstanding product features and 
permits close examination by cus- 
tomers. 

Available from: Century Plastic 
Products, Inc., 8219 Almira Ave., 
Cleveland 2. 


Pipe Fittings Display 

Orangeburg Manufacturing is 
issuing a new orange and black 
counter card for contractors to 
display the firm’s wye fitting. The 
card illustrates various fittings 
and briefly discusses applications 
and sizes of the company’s drain 
and sewer pipe and fittings. 

Available from: Orangeburg 
Manufacturing Co., Inc., Orange- 
burg, N. Y. 


Baseboard Panel Display 
Selling baseboard heating has 
been simplified by a new and 
versatile sales aid introduced by 
American-Standard. Product in- 
formation and _ illustrations are 
combined with a section of base- 
board in this presentation of 
the firm’s new “Heatrim” system. 
The display consists of a one-foot 
section of panel and a three card, 
point-by-point sales presentation 
mounted on a 24 by 16-in. masonite 
stand. Its compact size conserves 
counter display space while light 
weight and a carrying grip makes 
the unit portable for home demon- 
strations. The panel section is 
quickly assembled or disassembled 
for detailed demonstrations. 
Available from: Plumbing and 


EE 








Heating Div., American Radiator 
& Standard Sanitary Corp., Pitts- 
burgh 30, Pa. 

(other Sales Aids, p. 179) 
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Public relations pamphlet. 
Twelve-page pamphlet entitled, “I 
Pay My Plumbing Bills With Grat- 
itude,” explains operations of the 
retail plumbing business to pro- 
mote a better understanding of the 
plumbing industry. The pamphlet, 
a condensation of two radio broad- 
casts given by a noted building 
authority, emphasizes the theme, 
better health through better 
plumbing. Prices range from eight 
copies for $1.00, to 100 at .10 each. 

Available from: Michigan Chap- 
ter, American Society of Sanitary 
Engineering, 2604 Fourth Ave., De- 
troit 1. 


Heat exchanger and condenser 
tube brochure. Twelve-page bro- 
chure covers stainless steel tubing 
for heat exchangers and condens- 
ers. Gives a detailed description of 





how the tubing is processed to 
meet each requirement in the 
specifications and includes photo- 
graphs of various production op- 
erations. 

Available from: Republic Steel 
Corp., Steel and Tubes Div., 224 
East 131st St., Cleveland 8. 


Pipe industry history. Piping 
fabricators and their contribution 
to the growth of American industry 
are discussed in a new illustrated 
book, “Everything and the Kitchen 
Sink.” Crane Co., now celebrating 


its centennial, is especially honored 
in this 160-page book that traces 
the advance of industry in the 
United States in the last 100 years. 
Development of the piping indus- 
try is featured in one chapter. 

Available from: Crane Co., 836 
S. Michigan Ave., Chicago 5. 


Chair carrier catalog. A 100- 
page presentation of the firm’s ad- 
justable combined fittings and chair 








carriers for supporting wall-hung 
closet bowls. Also covers chair 
and wall carriers for supporting 
other types of wall-hung plumbing 
fixtures. Designed to simplify se- 
lection, the catalog devotes a page 
to each item including product il- 
lustration, dimensional drawing, 
specifications and dimensions. 
Available from: Jay R. Smith 
Mfg. Co., 1119 Morris, Union, N. J. 


Electronic controls booklet. Ref- 
erence guide on electronic controls 
for heating, ventilating and air 
conditioning provides up-to-date 
information on the company’s elec- 
tronic equipment and components. 
Also featured are typical system 
specifications and connection dia- 
grams, and data sheets on control 
panels for a wide variety of build- 
ing installations. 

Available from: Minneapolis- 
Honeywell Regulator Co., 2753 
Fourth Ave., S., Minneapolis, Minn. 
(GOOD READING continued on page 172) 
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Miami Beach’s new $15,000,000 Fontainebleau Hotel depends on Chase 


A 


Luxury and practical utility are perfectly combined 
at the Fontainebleau! Everything is top quality—so 
Chase Copper Tube and Fittings were chosen for the 
plumbing and air conditioning systems! 

Using Chase Copper Tube and Fittings pays off in 


top-performing, longer-lasting systems that add extra 


Copper Tube and Fittings for entire plumbing and air conditioning systems! 


value to any home or building. Such systems, too, cost 
little or no more than ones of ordinary rustable ma- 
terials! That’s because Chase copper tube and fittings 
can be installed faster—substantially reducing instal- 
lation costs! Use Chase copper tube and fittings on 


your next job! 


Here’s how the mechanical contractors sum up their reasons for using Chase materials: 


“We have been using Chase Brass and Cop- 
per for many years. Chase has always 
maintained the highest quality in their in- 


dustry. Their quality. along with their 

excellent service to customers is a combi- 

nation that makes Chase superior.” 
—MARKOWITZ BROS., INC., MIAMI, FLA, 
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PRESIDENT: 
Ben Novack , 


ARCHITECT & INTERIOR DESIGNER: 
Morris Lapidus, A.1.A., Miami Beacl 
and New York City 


MECHANICAL ENGINEERS 
Sasnett and Bennett, Miami, Fla 


GENERAL CONTRACTORS 
Taylor Construction Co., Miami, Fla 


MECHANICAL CONTRACTORS 
Vari. owilz tros ‘ Inc Vian i Fk a. 


BRASS & COPPER CO. 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION The Nation’s Headquarters for Brass & Copper 
Albany * Chicago Detroit Los Angeles New York St. Louis 
Atlanta Cincinnat Grand Rapidst Milwaukee Philadelphia San Francisco 
Baltimore Cleveland Houston Minneapolis Pittsburgh Seattle 
Beston Dallas Indianapolis Newark Providence Waterbury 
Charlotte * Denver Kansas City, Mo. New Orleans Rochester * t sales office only 
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BIG NEWS STORIES 


for TOASTMASTER Water Heater 
Distributors and Dealers / 















































New TOASTMASTER Universal Gas 
Model with Robertshaw-Grayson 
Unitrol 200 Gas Controls 


oI To meet requirements, of the expanding 
r . 


TOASTMASTER Tabletop Water Heater 
Now Available in 50-Gallon Model 


One of the leaders in the trend 
toward larger capacities in auto- 
matic electric tabletop water heat- 








gas water heater market and to simplify ers, the new Toastmaster Tabletop < csc ae 
your warehouse problems, Toastmaster model is now available in a 50-gal- —4 

- Automatic Gas Water Heaters are now lon size. This new tabletop, in addi- e 
equipped with Universal controls, pilot tion to its larger capacity, offers oS H 


and burner, suitable for high-efficiency 


u the fine, permanent Toastmaster- 
use with any type of gas. These new 


engineered advantages which have. : 


features offer many advantages: greater made Toastmaster products superior: » 
j simplicity, positive operation, exacting for nearly four decades . . . the 
| temperature control, non-aerated Mini- longer-lasting, trouble-free Life- 


Pilot which offers assurance against 
linting failures, constant stability. 
Interchangeable orifices furnished with 


i Belt element; the extra-heavy-duty- 
¢ i each unit, make possible gas changeover 
| 


3 
tank; factory-set and tested tem- i 
perature control; moisture- and e 4 
fire-proof Fiberglas insulation. In i } 
territories where tabletop sales are 
prevalent, this new Toastmaster 
50-gallon water heater will be 
welcome news. 





in a matter of seconds! In addition, many 
other fine Toastmaster features make 


' ! Toastmaster your best choice for ex- 
: panding your gas water heater market! 










TERS 
TYPES AND moODEL wumuers OF CLARK HEAT 


tha cation Oot We vo onan | ten : — 







Glass-Lined Models Added to 
TOASTMASTER Water Heater Lines 


Clark Water Heater. 

specification sheet from 
1935, showing earlier high- 
wattage water heaters. 


= = } Both electric and gas-fired Toast- 
_ ft SE_8 master Automatic Water Heater 

lines have been extended to include TOASTMASTER Water Heaters Offered 
oe c glass-lined models. In the electric 


in Higher Wattages ... AGAIN 


Toastmaster* Automatic Electric Water Heaters, to accommodate 
the present trend in many areas, are once again built to include 
high-wattage Life-Belr Elements — a return to procedures of 
twenty years ago. For example, in 1935, 50-gallon Model No. 
5O0RH2, equipped with 4400-watt elements, was popular in many 
parts of the country. In addition, a 15-gallon model was offered 
with a 4000-watt element. Today, Model No. 40RE2, a 40-gallon 
Toastmaster Water Heater, is once more available equipped with 
4500-watt Life-Belt elements, with increased wattages on other 
models as well. The trend toward higher wattages assures faster 
recovery and all-round better performance for electric water 
heaters. See your Toastmaster Water Heater representative for 
detailed information. 


field, 40-, 50- and 82-gallon models 
are available with the newly intro- 
duced Ionodic Glass Tank Protec- 
tion system, which includes tank 
lining of “Ionodoglas” among other 
protective measures. In gas water 
heaters, 30- and 45-gallon models 
are glass lined. If your trading area 
contains “hot spots” of corrosive 
water, the Ionodic Glass System 
offers a permanent solution to 
the problem! 














McGRAW ELECTRIC CO. Clark Division 5201 W. 65th St., Chicago 38, Ill. 


*"Toastmaster” “‘Life-Belt” “lonodic” and “lonodoglas” ore trade- 
marks of McGraw Electric Co., Chicago, makers of “Toastmaster” = 
Woter Heaters, Toastmaster” toasters, and other “Toastmaster” 
Products. Copyright, 1955, McGraw Electric Co. ’ 
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B & G Universal Pumps in combi- 
nation heating and cooling system. 


for 
noiseless 
operation 


BaG 








UNIVERSAL PUMP 









designed specifically to 
operate QUIETLY in hot 


water heating systems 
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To perform satisfactorily in forced hot water heating systems, a centrifugal pump must 
have more than mere ability to meet head and capacity requirements. Unless quiet operation 
is a built-in feature, the pump may be a potential source of trouble. 

B & G Universal Pumps are designed and built to meet this prime requirement of forced 
hot water heating systems. Noise has been engineered out...you have to touch a BEG 
Universal to tell if it’s running! ° 

This pump is available in a complete capacity range for apartments, institutions, com- 
mercial and industrial buildings. For smaller installations, the B & G Booster offers the 
same qualifications of noiseless, dependable operation. 

Complete data is given in the B & G Catalog—send for your copy. 


EASIER TO SERVICE 


The B & G Universal Pump can be serv- sible. Precision manufacturing methods 
iced without breaking pipe connections. assure positive accuracy of fit and 
Removal of a few bolts permits separa- complete interchange of parts between 
tion of bearing bracket and motor from _pumps of the same size. 

the pump head—making all parts acces- 


BELL & GOSSETT 


c O M P AN Y 
Dept. DY-1, Morton Grove, Illinois 


Canadian Licensee: S. A. Armstrong, Ltd., 1400 O'Connor Drive, West Toronto 




















''Since we took on Youngstown 


had more sink volume, 


“Our sink business is booming, since we 
took on the Youngstown Kitchens line. 
We find our customers know the brand 
and are already sold on its quality. And, 


with 30 models and four colors to choose 





from, we can make the sale no matter 


what our prospect wants!” 


Pres Wb he 








WORLD’S FASTEST SELLING CABINET-SINK LINE! 


@ 30 great models—all-steel! Meridian Blue, Sunset Copper! 


@ Gorgeous new colors at no extra @ Best known 5 to 1! 
cost—Star White, Dawn Yellow, 


MULLINS MANUFACTURING CORPORATION e¢ WARREN, OHIO 
World’s Largest Makers of Steel Kitchens 
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ONLY WORK-LEVEL 
DISHWASHER ON THE 
MARKET! 


30” Work-Level model, 30” 
Undercounter model, and 48” 
Sink-Dishwasher Combination! 


@ 30” models hold up to 200 pieces 
—cost no more than smaller com- 
peting models! 


@ Choice of colors at no extra cost! 






L955 








@ Three great models — exclusive 


more profits, than 





aa abt 


HOTTEST-SELLING 
DISPOSER EVER 
INTRODUCED! 

@ Retails for only $79.95! 
@ 4-way grinding action! 


@ Amazing record of trouble-free 
performance! 
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Kitchens Cabinet Sinks, we’ve 


ever before!’’ 


BIGGEST SINK-ADVERTISING CAM- 

PAIGN IN HISTORY! 

@ Full-page, full-color ads every month in LIFE 
and SATURDAY EVENING POST! 


® Full-page, full-color ads every month in other 


big national magazines! 


DYNAMIC, NEW SINK-MERCHANDISING 

PACKAGE ! 

@ Posters, broadsides, envelope stuffers, ad blow- 
ups, catalogs .. . and much, much more! 


@ Everything you need to build a profitable sink 
business! 


START TO CASH IN NOW — SEND COUPON! 


Director of Marketing 
Youngstown Kitchens, Dept. DE-755 
Warren, Ohio 
(C Please tell me how | can get into the profitable Youngstown 
Kitchens cabinet sink business. 
Please have your distributor representative call—no obligation. 


NAME (Please print) 
FIRM 


ADDRESS 


SOLD! 


—says Francis H. Drake, Boyce and Drake, Saratoga Springs, New York 

















American-Standard Opens Large 


Seale Atomic Energy Program 


New York City—Ameri- | 


can-Standard has estab- 
lished a new division to co- 
ordinate all of the firm’s 
activities in the 
energy field, commencing 
with the development of 
complete reactor 
and components. Frank A. 
Parker has been appointed 
director of the new division, 
and David J. Mallon has 
been named director of re- 
search operations. Head- 
quarters will be in Redwood 
City, Calif, where a re- 
search laboratory is located. 

Joseph A. Grazier, presi- 
dent, in announcing the new 
division said: 

“We plan, in the first in- 
stance, to use our experience 
and facilities to enable the 
corporation and its divisions 
to become effective manu- 
facturers of atomic power 
and propulsion equipment 
through the development of 
complete primary reactor 


Issue Fibre Pipe 


Gvt. Specifications 


MiILWwaAvuKEE—Three major 
manufacturers of bitumi- 
nized-fibre drain and sewer 
pipe have announced that 
they are making available 
copies of the first federal 
specification applicable to 
purchases of bituminized- 
fibre sewer pipe and fittings 
by federal agencies and de- 
partments. The three firms 
are Brown Co., Line Mate- 
rial Co. and Orangeburg 
Manufacturing Co. 
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atomic | 


systems | 


systems. We also will study 
the effects of atomic energy 
developments on our present 
| lines of products.” 


American-Standard had re- 
| cently signed an agreement | 
with the Atomic Energy 
| Commission providing ac- 
| cess to certain restricted 
| data. 

He points out that three 
divisions of his firm (Amer- 
ican Blower, Detroit Con- 
trols and Kewanee - Ross) 
have been manufacturing 
components of conventional 


tems for some time. 

Parker and Mallon have 
had extensive experience in 
the fields of aeronautics and 
nuclear energy. 





Grazier also revealed that | 


| Elliott Gets Top Executive Post 





at Crane; Holloway Steps Down 


Cuicaco — 
Frank F. El- 
liott, senior 
vice president 
of sales for 
Crane Co. 
since 1952, has 
been elected 
president and 
chief executive officer of the 
company. He succeeds John 





Elliott 





L. Holloway, who resigned | 
as president and director | 
because of ill health. Hollo- | 
way, elected president in | 
1946, will continue as a con- | 
sultant to the company. 
Elliott, who assumes the 
leadership of Crane Co. as | 
it approaches its 100th an- | 


| niversary on July 4, is a 
| veteran of 33 years with the 


organization. He joined the 
firm in 1922 as a sales engi- 
neer at the Los Angeles 
branch, and became sales 
manager there in 1928. 

In 1929, Elliott transferred 
to the San Francisco branch 
as sales manager. He was 
appointed assistant manager 
there in 1930, and four years 
later became manager of 
that branch. Elliott was 
named western district man- 
ager in 1943, a post he held 


| until 1951 when he was 


elected vice president in 
charge of branches. 
(NEWS continued on page 54) 





| Other News Highlights 


types for atomic reactor sys- | 


Atomic Heating: Is It in Your Future? . p. 


86 


New FHA Bill Liberalizes Modernization 


Financing 


39 


Steel Kitchen Manufacturers Map Sales 


Strategy 


oa © os 308 


ee ee p. 117 


Air Conditioning and Refrigeration 


Institute Plans Survey 


NAPC Passes $150,000 Public Relations 


Program 
Late News Flashes 


S76 6 6's Ss 2 Oe @ 


p. 118 











Products of nearly 100 manufacturers of plumb- 
ing and heating equipment were featured at 
the third annual home show sponsored recently 
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by Robertson Heating Supply Co., Alliance, O. 
One day was devoted exclusively to dealers and 
the second day was open to the public. 
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COmpare 


LARGE CAPACITY GAS BOILERS 


lanitrol 


‘66’ SERIES 





18 SIZES e« NET RATINGS (I-B-R) 


1,770 TO 12,950 SQ. FT. OF STEAM OR 
3,005 TO 20,720 SQ. FT. HOT WATER 












(Approximate Net Steam Rating: 10,000 Sq. Ft.) Janitrol 66" Brand A Brand B Brand C 
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e/ No. Sections To Assemble 16 18 18 


30 68 34 64 





o/ No. Burners & Tubes To Install 





vA Overall Length Of Boiler Jacket 


o/ Maximum Height 


Co m pare the features of the new Janitrol ‘‘66’”’ Series Boilers with 


any other brand for quality in design, appearance and construction. 
You'll find Janitrol is faster and costs less to install . . . requires less floor 
space .. . is simpler to service and inspect. 


Janitrol Boilers are especially designed for use with city gas and L-P gas 
fuel. The high-capacity boiler sections give maximum heat extraction . . . 
operate economically with long-life dependability. The Janitrol ‘‘66” Series 
is designed for larger apartments, institutions and commercial-industrial 
buildings. Smaller sizes, with similar exclusive design features, are 
available for residential work. 


i for , 
ONTRACTORS —Write today 
a the facts on Janitrol and the sales ® alii TO 
opportunities in your area. sortase 











SURFACE COMBUSTION CORPORATION ° COLUMBUS 16, OHIO ° In Canada: Alvar Simpson, Ltd., Toronto 13 
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Continued 
from page 52 


Confirm Merger 


American Metal 


ALLIANCE, O. — The con- 
solidation of AllianceWare, 
Inc., and American Metal 
Products Co. of Detroit was 
announced here recently by 
C. J. Rodman, president of 
AllianceWare. The firm will 
operate under its present 
name as a wholly - owned 
subsidiary of American 
Metal Products, Rodman 


in the firm’s management. 
At a recent directors meet- 
ing, Rodman was re-elected 
president and W. H. Bowden, 
vice-president in charge of 
manufacturing. Others 
elected were L. E. Heacock, 
vice - president and treas- 
urer; Y. C. Smith, vice-pres- 
ident in charge of sales; 
James P. Rodman, secre- 


| tary, and K. E. Ewing, as- 
of Alliance Ware | 


said, and will continue to | 


serve the same 


markets | 


through the same distribu- | 


tion channels. 
Rodman also 


indicated | 


that there will be no change | 


Republic Opens 


Canton, O. — An intensi- 
fied sales training program 
in kitchen planning for deal- 
ers has been announced by 
the Berger Division of Re- 
public Steel Corporation. 
C. E. Howes, general man- 
ager of sales for the divi- 
sion, stated that the program 
will consist of two-day, bi- 
monthly sessions at Berger 
Plant No. 2 and will be 
under the supervision of 
Russell E. Crockett, man- 
ager of dealer development. 

“It is generally recognized 
that this is the era of the 
full-line kitchen dealer—the 
one who can plan and in- 
stall a complete modern 
kitchen,” said Howes. “We 
feel it is our job to train 
dealers in this phase of the 
business. Our first task will 
be to demonstrate that 
kitchen planning is neither 
a difficult nor highly techni- 
cal task.” 

Crockett has developed 
charts and slide films illus- 
trating the basic principles 
of kitchen planning. After 


o4 


sistant sales manager. 


New York City — Auto- 
matic gas water heater ship- 
ments set an all-time high 
for the first four months of 
the year with 962,500 units, 
a 32.2 percent increase over 
last year, according to the 
Gas Appliance Manufactur- 
ers Assn. GAMA reported 
that April shipments also 
were the highest on record 
with 260,100 units shipped, 
a 295 percent increase. 

Later figures have caused 
an upward revision of 
GAMA’s statistics on March 
shipments with the result 


Kitchen School 


several sessions, dealers will 
then work on laboratory ex- 
periments in installing cabi- 
nets, sinks and refrigerators 


t 








Stackpole Resigns Unarco Post; 
Named AGA Managing Director 


New York 


City — Ches- 
ter S. Stack- 
pole has 


resigned from 
his position as 
general sales 
managerof 
the Heating 





Stackpole 


Water Heater Sales Set Record 


| that March now holds the 


all-time record for 
greatest number of units 
shipped in any month, These 
revised figures show March 
shipments reached 263,100 
units, an increase of 40.1 
percent over March, 1954. 





| 


the | 


and Cooling Division, Union 
Asbestos & Rubber Com- 
pany, to accept the position 
of managing director of the 
American Gas Assn. Stack- 
pole succeeds H. Carl Wolf, 
who resigned this year. 
Before joining Unarco, 
where he helped in estab- 
lishing a new division, 
Stackpole served as vice 
president in charge of do- 
mestic sales, advertising and 
sales promotion for the Wil- 
liams Division of the Eureka 
Williams Corporation. Pre- 
viously, he served as vice 
president and general sales 
manager, Airtemp Division, 


| Chrysler Corporation. 


Warm Air Heating Assn. Makes 
Move to Larger Headquarters 


CLEVELAND 


quarters offices of the Na- | 


tional Warm Air Heating 
and Air Conditioning Assn. 
for Dealers 


in floor plans worked out by 
Crockett. 


be instructed in using Re- 
public’s sales aids. 





A. D. Chesterton, president of A. W. Chesterton Co., Everett, 
Mass., and Richard T. McDermott, sales manager, showed 
samples of $50,000 in prizes being offered to distributor sales- 
men at a recent sales meeting which launched a national pro- 
motion of the firm’s newly developed fan belt dressing. Model 
Calla Jones displayed fashions among the prizes offered. 


— The head- ; have been moved to new 


and larger quarters at 649 
Engineers Building here. In 
making the announcement, 
George Boeddener, manag- 
ing director, said that “the 
continuous growth of the 
industry placed increasing 


| demand upon the services 


Dealers will also | 


| tinued, 


and facilities of the associa- 
tion.” 

“The Association’s head- 
quarters was moved to 
Cleveland in 1941 from Col- 
umbus, O.,” Bceddener con- 
“and its personnel 
consisted of the managing 
director and a secretary.” 

Boeddener pointed out 
that the offices were moved 
seven times during the past 
15 years, always to larger 


| quarters, and that the head- 


quarters office staff now 


| numbers 41. 


| Assn. Continues 


Copper Promotion 
Hot Sprincs, Va. — Ex- 
ecutives attending the 33rd 
annual meeting of the Cop- 
per & Brass Research Assn 
approved the continuation 
of the copper promotion pro- 


| gram initiated by the group 
last year. 


Austin R. Zender, execu- 
tive vice president of 
(NEWS continued on page 56) 
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How SPEAKMAN Commander Valves are constructed 


The three most criti 


al parts dis¢ 


washer retainer screw, and 


seat... are solid Monel. Notice how collar permits disc to swivel 


and so prevent wear 


—— eee eee eee ee ee 


jelate@i@ et@ 


eae 


efejejojo)¢ 4 mmm 


n washer and seat 
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Monel swivel disc 
Prevents wear on washer and seat. 
Can’t rust and break off. 


Monel washer retainer screw 
Resists abrasion, erosion and corrosion. 
Lasts 10-15 years. 


Monel beveled valve seat 
Renewable. Maintains true seal 


despite corrosion and wear. 


Three reasons why SPEAKMAN valves stay 


leakproof for years...and all three are MONEL 


What keeps Speakman Commander 


Valves leakproof? 
It’s partly action, partly material. 


Look at the disc. It swivels. The in- 
stant it touches the seat, it stops revolv- 
ing with the valve handle. Simply 
presses in tight. No abrasion, little 
wear on washer or seat. 


Now consider all three critical parts 
— disc, washer retainer screw, and 
renewable seat. They're hard-wearing 
Monel. Because they are Monel, they 
don’t rust, don’t “freeze”, and they 
cannot dezincify. (Monel has a remark- 


able reputation for resisting all types 
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of corrosive waters.) They're strong. 


and tough, too. 


Thanks to these Monel parts, Speak- 
man valves insure years and years of 
leakproof service, with only occasional 


washer replacement. 
You can sell these 
valves with confidence 


Sell them for replacement. Sell them 
for new construction. Sell them to 


householders. Sell them to institutions. 


TRADE 


You'll quickly notice that Monel 
helps you sell them. It’s a metal people 
know for its corrosion resistance... 
one with years of widespread national 
advertising behind it. The Speakman 
Company says: “These parts have 
proved so dependable that (we have) 
never been called upon to replace a 
complete fitting in the Commander 


Line because it wore out!” 


The International Nickel Company, Inc. 
67 Wall Street New York 5, N. Y. 


NCO 
ANCO, Monel e e e for minimum maintenance 


















Continued 
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Assn. Continues 


Copper Promotion 
(Continued from page 54) 
Bridgeport Brass Co., 
Bridgeport, Conn. was 
elected president of the 
group. Re-elected as vice 
presidents were J. A. Dou- 
cett, Henry L. Marion and 


W.H. Parr. New vice presi- 
dents are W. M. Goss, J. P. 





| GAMA Adds 


| Nine Members 


New York City — The 
election of nine additional 


| members to the Gas Appli- 
| ance Manufacturers Assn. 
| has been announced by H. 


| Leigh Whitelaw, managing 


Lally and E. A. Oliphant. | 


T. E. Veltfor was re-elected 


manager. F. L. Riggin, Sr., 
was elected treasurer and 


Carl H. Pihl was elected 
secretary of the group. 


director. The new members 
are: Given Manufacturing 


Company, Los Angeles; 
Triad Products Corp., Chi- 


cago; The Aerotec Corp., 
Greenwich, Conn.; John 
Wood Co., Ltd., Toronto, 


Canada; United Pipe Utility 
Suppliers, Inc., Beloit, Wis.; 
Smith-Blair, Inc., So. San 
Francisco; Configured Tube 
Products Company, Bell- 
wood, Ill.; Gordon & Piatt, 
Inc., Winfield, Kan., and 
Joseph Goder Incinerators, 
Chicago. 


M-H Enters Program to Develop 
Atomic Energy for Industry Use 


MINNEAPOLIS, M1nN. — | energy field dates back to 


Minneapolis - 








Honeywell | the beginning of the nuclear | 


Regulator Company recently | program when it produced | 
became one of three indus- | 
trial firms who have entered | 


into a joint undertaking in 
the field of atomic energy to 
evaluate and extend nuclear 


developments of interest to 
the state and its industries. 


The other companies are 
Northern State Power Com- 
pany and General Mills, Inc. 
Presidents of the three firms 
have set up an organization 
known as the Minnesota 
Nuclear Operations Group 
to administer the program. 
Minneapolis - Honeywell’s 
experience in the atomic 


Republic Launches 


Kitchen Promotion 
Canton, O. 


| 


— Republic | 


Steel Kitchens has an- | 
nounced a sales promotion | 


built around a 
theme, called “Operation 


nautical | 


Wife Preserver.” The pro- | 


motion offers ad mats, radio 
and TV scripts, display ideas 
and material, consumer 
broadsides and two “below 
sea level” specials to dealers. 
The specials are the firm’s 


42-in. and 54-in. sinks. 
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automatic controls, record- 
ers and other instruments 
for the development of the 
first atomic bomb. 





Ribbon-cutting ceremonies marked the formal opening of the 
new engineering and research building at Penn Controls, Inc., 
Goshen, Ind. Shown (left to right) are: J. M. Reid, secretary 
and controller; Ralph S. Penn, president, Albert Penn, chair- 
man of the board; W. F. Few, chief engineer; Ralph Penn, 


treasurer, and E. B. Maire, vice president in charge of sales 


Penn Controls Pushes Research 
Program; Opens New Facilities 


Gosuen, Inp.—Penn Con- 
trols, Inc., 
recent formal opening of the 
company’s new engineering 
and research building here 
with a three - day open 


house. Doors were opened | 


to the general public and 
special tours were conduct- 
ed for customers, suppliers, 
stockholders and others as- 
sociated with the firm. 

The new building contains 


celebrated the 


more than 18,000 sq. ft. of 
floor space and is construct- 
ed of steel and concrete. It 
features porcelainized steel 
| panels with continuous hori- 
| zontal window strips of 
| thermopane glass. Face 
brick, which blends with the 
present office structure, 
completes the exterior. 
New designs and advance- 
ments in heating and cool- 
ing controls will be studied. 





Set Up Standards For Selling Room A-C Units 


Wasuincton, D. C. — A | the National Better Business 


suggested 16-point program 
of standards for advertising 
and selling room air condi- 
tioners has been announced 
by the Air Conditioning and 
Refrigeration Institute and 


Bureau. A major provision | 


of the recommended stand- 
ards is the application of 
Btu/hr ratings for all models 
in order to establish a com- 
mon measure of cooling 


capacity for the clarification 
of the public. 

The standards also define 
a room unit and restrict ad- 
vertising claims and sales 
practices. The recommenda- 
| (Please turn to top of page 58) 











Representatives of the Jay R. Smith Mfg. Co., 
Union, N. J., turned out in full force for the 
| company’s first annual sales meeting last month 


iz 


in Chicago. 





The two-day meeting featured 
technical discussions of the firm’s chair carrier 
line and introduction of a new catalog. 
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NDERWATER PUMPS 
5 New Models Quality Built 


192. 


Homeowners want submersibles... 
_ Farmers prefer submersibles.. . 
Industries specify submersibles . . . 


: and 
hey'll all buy LANCASTER’s 
_ New 7000 Series 


because........... 
























“ns 





og 







BA" or Larger Wells 
Now! Submersibles Built 


for Satisfaction and to SELL 
«+. See LANCASTER... 


The Pump That Never 
Makes a@ Sound! 


Write Today for Details! 


LANCASTER y 








ae 5. Brass and Stainless Steel 


1. They are quality 
pumps atanunbe- 
Hevably low cost. 4% 


Compare the prices 
of all 5 models! 
































Model 7007-A a 

190'ToH «4 HP) 86$192.95 a 
Model 7007-8 et 
270 1oH. HP $222.95 : 


Medel 7007.C 
330'TOH «61 HPO $242.95 


Model 7007-D 
420° TOH 1% HP $345.95 


Medel 7007. 
460'ToH 1% He $375.95 


2. They are 100% : 
WATER-FILLED 
WATER-COOLED 

Never Need Priming... 


Never Need Oiling 


2; They are noiseless, effi- 
cient, and economical 


to run. 





4. Extra built-in horse- 
power assures Power in 
Reserve! 













construction perma- 
nently resists corrosion, M 









Continued 
from page 56 


Set Room A-C 
Sales Standards 


(Continued from page 56) 
tions will apply equally to 
advertisements in newspa- 
pers, radio and _ television 


broadcasting, direct mail, 

store displays. 
Summarizing the objec- 
tives of the standards, 


George S. Jones, Jr., man- 
aging director of the ARI, 






and Allan E. Backman, ex- 
ecutive vice president of the 
NBBB, made the following 
joint statement: 

“The intent of these 
standards is to encourage 
and preserve dependability 
in advertising and selling 
room air conditione’s. It is 
also hoped that these stand- 
ards will have a stabilizing 
influence on the advertising 
and selling practices at the 
local level, where they may 
be supplemented to meet 
local requirements. These 
standards should help build 
consumer confidence in the 
industry, and protect the in- 
vestment of dealers, distri- 
butors and manufacturers in 
advertising.” 


Airtemp Adds Three Outlets 


Dayton, O. 
Airtemp has appointed three 
new distributors for its line 
of commercial air condition- 
ing and residential cooling 
and heating equipment. The 
firms are Buchi Plumbing 
Company, Inc., Nashville, 
Tenn.; Acme Furnace Fit- 


ting Company, Chicago, and | 
The Mutual Manufacturing | 


and Supply Company, Cin- 
cinnati. 

Buchi, one of the largest 
mechanical contracting firms 


in the South, will work | 


closely with Central Air 
Conditioning and Heating, 


Stern. Brothers 
Add Kitchen Line 


CLEVELAND — Stern Bro- 
thers Plumbing Supply Co 
celebrated its appointment 
as northeastern Ohio distri- 
butor for Republic Steel 
Kitchens with a four-day 


open house at its new head- | 
quarters at 2323 E. 67th St. | 


last month. Acquisition of 
the franchise was announced 
on the distributing com- 
pany’s television program by 
B. G. Stern, president, and 
C. K. Reynolds, Jr., sales 
manager for Republic Steel 
Kitchens. Dealers attending 
the open house were con- 


— Chrysler | 


ducted on a tour of the new | 


facilities acquired less than 
a month ago and including 
display rooms and offices. 
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Inc., and Horrell Refrigera- 
tion Company, other Air- 
temp outlets in the Nash- 
ville area. 

Acme, upon obtaining the 
franchise, has moved to new 
and larger quarters at 2124 


W. 82nd Place containing | 


50,000 sq. ft. of floor space 
with modern offices, show- 
room, shop, warehouse and 
shipping facilities. 

Mutual will serve south- 
ern Ohio, northern Ken- 
tucky and southeastern In- 
diana and is now forming 
an air conditioning division 
as an addition. 





Shown in front of the offices of the Earl L. Morris Company, 
recently appointed factory representative in southern California 
for the Speakman Co. of Wilmington, Del., are (left to right) 
J. Fletcher Wright, Speakman sales manager, with Earl Morris, 
Lee Curtice, Larry Huck, Harry Finfrock, George Scanlan, 
Steve Reiter and Johnny Myers, all of the Morris Company. 


Gas Furnace and Boiler Sales 
Continue at Record-Setting Pace 


New York City — Gas- 
fired warm air furnace ship- 


| 


ments during April set two | 


new records for the second 


month in a row. An all-time | 
high for the first four | 


months was reached and a 
new record was set for April 
shipments, according to the 
Gas Appliance Manufactur- 
ers Assn. 

Edward R. Martin, 
GAMA’s director of market- 
ing and statistics, reported 
that 219300 units were 
shipped during the first four 
months, an increase of 50.1 
percent over the same 
period in 1954. Shipments 
| in April set a record of 63,- 





E. R. Buchi (left), vice president of Buchi Plumbing Com- 
pany, Inc., Nashville, Tenn., signs a franchise agreement with 
C. E. Buchholzer (seated), president of Chrysler Airtemp, and 
R. B. Stotz, manager of Airtemp Construction Corporation, in 
Dayton, O. Under the franchise, Buchi will handle packaged 
units from 40 to 100 tons and large cooling and heating systems. 








900 units for a gain of 46.6 
percent over the same month 
last year, which had been 
the all-time April high. 

Gas-fired boiler shipments 
reached 5,900 units for the 
month, another record for 
April shipments and an in- 
crease of 28.3 percent over 
the same month in 1954. This 
makes a total of 18,300 units 
for the four month period, 
an increase of 21.2 percent 
over last year. Gas conver- 
sion burner shipments were 
down with 9,300 units 
shipped in April. 


Urge Standards 
For Plastic Pipe 

New York City — The 
American Standards Assn. 


has been urged by 35 repre- 
sentatives of manufacturers 


| and consumers of plastic 


pipe to initiate a project for 
establishing uniform dimen- 
sions of plastic pipe. The 
group, declaring a national 
need for such _ standards, 
voted at a general confer- 
ence here that the associa- 
tion organize a committee to 
develop the standards. It 
will be composed of repre- 
sentatives of all national or- 
ganizations having interests 
in the savings such a pro- 
gram would effect. 

To carry out the project 
a new sectional committee 
will be established in the 
American Standards Assn 
(Please turn to top of page 182 
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21 SCREW DRIVERS 


2 SHEARS 


4 HAMMERS 


When we say Black & Decker Tools 


The 
Assn. 7 uv 
= have GOT —here’s why: 


ect for 


socia- 


It’s this power plant—heart of every 
Black & Decker Portable Electric Tool 
—designed and built specifically for 
the tool and the job it does! When we say 
these tools have guts, we're talking 
about B&D-built motors that can take 
it, that stand up whether your job is 


cifically to supply ample torque at 
most efficient spindle speeds . . . to 
deliver the kind of results you have a 
right to expect from every tool in the 
Black & Decker line. And B&D offers 
you a complete range of tools for every 
production, construction and mainte- 


aon’ 3 SANDERS tt eth constr 
xeghied drilling, sanding, grinding, hammer- nance operation. For a demonstration, 
ds. It ing, driving screws, shearing metal, or see your B&D distributor, or write: 
repre- vacuum cleaning. THE Brack & DEcKER Mec. Co., 
al or- Here’s the compact, lightweight, Dept. 3007, Towson 4, 
terests tough universal-type motor built spe- Maryland. 
pro- 
roject For necrest distributor 
mittee LEADING DISTRIBUTORS EVERYWHERE SELL see " Tools-Electric.” 


n th 


Bluck& Decker: 


1 VACUUM PORTABLE ELECTRIC TOOLS 


CLEANER 









sabuly, 


OTHE 
PUMP, ACTS like 


wy SELLS like 
GOULDS balanced-flow JET 


| 













7 LOOKS like 






















Let’s face it... when your water systems prospect asks to see a “BALANCED- 
FLOW,” you've either got it, or you haven't got it. Because there’s no 
substitute that looks like it, acts like it — or sells like it! 


6 IT LOOKS DIFFERENT. . . because it has no tank — needs no tank. Yet it’s 
a complete, self-contained water system that out-performs many larger, 


Now at | a’ bulkier pump-and-tank combinations. 


PERFORMANCE !S DIFFERENT, TOO... because Balanced-Flow has 


° 
exclusive self-adjusting capacity — autematically adjusts to deliver exact 
flow wanted at one or more taps at the same time, within pump capacity. 
HOW DOES IT SELL? It’s always been a “best seller” year after year. And 
now —a NEW LOW PRICE opens the door to more Balanced-Flow sales 
than ever before! To get your share of this profitable volume business — see 


your Goulds Distributor right away — or write us... 


GOULDS PUMPS, INC. « Seneca Falls, N.Y. 


o, 
4 
f 


4 
o 
6 


WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
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NOW. 


the greatest drain 
development in years! 


FLOOR DRAINS 
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Josam SUPER-FLO STANDARD DRAIN 
Drain with 7” top l with 9” top 














gives the same or 
greater flow rate and 
can be used 
instead of a 











Through Josam pioneering, a great new advancement in drains is presented to the industry 


Perimeter slots increase free 
area of top and permit greatly 
increased flow rate (GPM), 


Standardized bodies permit in- 
terchangeability of grates, sedi- 
ment bucket, round or square 
brass tops, etc. 


Size and number of weepholes 
provide positive double drain- 
age action, 


GREATER FLOW. Josam SUPER-FLO Floor Drains are designed with 
perimeter slots in the grate which increase the free drainage area 
of the top and permit greater flow into the drain. In SUPER-FLO 
Floor Drains, waste water enters the drain of the very edge of the 
drain top instead of flowing over the wide rim of conventional 
drains before it reaches the grate openings. Because of this, water 
friction loss in Josam SUPER-FLO Drains is greatly reduced, and the 
flow rate (GPM) into the drain is greater than the flow rate in stand- 
ard drains of the same or larger size top. 

SAVINGS IN COST. Because of the increased flow rate in Josam 
SUPER-FLO Drains, a smaller top size Josam SUPER-FLO Drain can 
be installed to service the same drainage condition as a larger 
fop size standard floor drain. 


JOSAM MANUFACTURING COMPANY 


General Offices and Manufacturing Division, Michigan City, Indiana 


Representatives in All Principal Cities 


Canadian 


JOSAM CANADA LIMITED, Toronto, Canada 


jan West Coast Distributor 
Co JOSAM PACIFIC CO., San Francisco, Calif 
Po + C 
ud “ 








Constant flushing is obtained 
by drainage flowing over in- 
side surface of body. 


Flat surface of shallow sloped 
flange eliminates bending or 
pre-forming water-proofing. 


Fémale threaded outlet, stond- 
ard. Inside caulk, optional. 


GREATER SANITATION. Since waste water enters Josam SUPER- 
FLO Drains through slots at the very edge of the rim, the water 
flows over the inside surface of the drain body, thereby constantly 
flushing the inside walls and keeping the drain body free from an 
accumulation of foreign deposits. 

GREATER INTERCHANGEABILITY. Josam SUPER-FLO drains permit 
various styles of grates and tops, buckets and other features to be 
added or substituted even after drain is on the job. This also effects 
an economy in case of alterations in specifications or future require- 
ments because of change in operations. 

Josam SUPER-FLO Floor Drains set a new standard for quality and 
service wherever drains will be specified and used, Get the complete 
details by sending coupon below. 


JOSAM MANUFACTURING CO. 

Dept. DE Michigan City, Indiana 

Please send 8 page Booklet on new Josam SUPER-FLO Floor Drains 
PRON scccvavsxviaverrnbass ae : Business 

By 

Address 
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Coordinated color interiors give homes personality and prestige, 
according to Howard Ketcham, America’s best known color 
adviser to many home building firms. Today, there’s no doubt 
about the importance of colorful bathrooms and kitchens. 
They're as much a showplace as any room in the house. 

Your prospects are not only color conscious, but fast becoming 
color educated. That’s why the soft pastel tones of Briggs Beauty- 
ware are so pleasing, so versatile and so popular. 


When you tell your prospects that colorful Briggs Beautyware 


cele ‘ 
POR meine cates 








Build your bathrooms around 


BRIGGS BEAUTYWARE... 


is fadeproof, easy to keep clean, and blends with any numbe 
of bathroom accessory and decorating changes, you can’t hej 
but generate a strong desire for ownership. 

We invite you to shop for color fixtures—compare material, 
design and workmanship—compare bathing features, utility 
features, finishes and beauty of appearance. And compare color 
match, color shade and color brilliance. You, too, will agree— 
Briggs Beautyware is the outstanding color value and a grea 
contribution to home sales features. 
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Sandstone 





Sky Blue Pearl Gray 


Briggs colors complement any type of home-any decorating theme 


lo matter what the style of a home—from Colonial to Con- 
Memporary—you can enhance the beauty of the bathroom and 
kitchen with any of Beautyware’s sparkling sea-tone colors. 


Pressure-formed enameling steel—proven superior for many 
“tugged porcelain products—is specially processed at Briggs into 
#lass-hard, glass-bright color fixtures. 

At Briggs, too, the finest clays are chemically blended and 
glazed under most exacting controls to assure matching vitreous 
‘china. As a leader in color processing, Briggs has made color 
Pixtures available at new economical costs. 


| Briggs color finishes are so durable that they defy stains, acids, 


‘medicines and cosmetics, just like glass itself. In addition, they 
itesist chipping and marring, and are absolutely fadeproof. 

These are selling features that your customers will really 
"understand and appreciate. 


Here are colors so natural and so pleasing that they comple- 
ment any decorating theme—even suggest new decorating ideas 
—add greatly to a home’s livability and saleability. 





A Second Bathroom is Beautyware’s new standard for American Living 


BRIGGS MANUFACTURING CO. + 300 BUHL BUILDING + DETROIT 26, MICHIGAN 
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I. Transite® Building Sewer Pipe 


with the Ring-Tite® Coupling, for conveying sewage 
to street sewer or septic tank ... offers, among others, 
these advantages— 


e Can be assembled e Protects against root- 
without tools clogging 

e Can be installed easier, e Strong—corrosion- 
quicker resistant 

e All sealing rings @ Full line of fittings and 
already in place adaptors 








2. Transite Gas Vent Pipe 


in round and oval shapes for efficiently and econom- 
ically venting domestic gas appliances—offers, among 
others, these advantages— 


e Easy to handle on e Corrosion-resistant— 
the job can’t rust 


e Full line of round and 


e Tough and strong oval fittings 


e Can be supported e Listed by Underwriters’ 
anywhere along barrel Laboratories 


Four Pipes tor Four Uses... 
Four Pires tor Four Protite 





3. Transite Plumbing Vent Pipe 


for venting soil and waste pipes in building plumbing 
systems, offers, among others, these advantages— 
@ Low initial cost © Standard calked lead 
@ Low installed cost etree 


ae ey ey ee ee ee ces ee SD ey ee ee gee SED ees GED ee OE es ee ee 


& 
Neat appearance e@ One length usually 


e Wide choice of lengths sufficient 


These four Transite Pipes for the Home are 
shown in a new 16mm color motion picture 
“White Pipe” prepared for plumbing and 
heating contractors and code officials. Ask 


JOHNS-MANVILLE 


4. Transite Warm Air Duct 


for use in concrete slabs in perimeter-type heating 
and air-conditioning systems—offers, among others, 
these advantages— 


e No encasement in e Long lengths 


concrete required . ; 
q e Will not rot or give 


eNo tying down off odors 


e Simple, efficient joints e Weatherproof 


how you may arrange to see it. (New literature 
on all four pipes for the home available on 
request.) Write to Johns-Manville, Box 60, 


New York 16, N. Y. 


JM Johns-Manville TRANSITE PIPES for the HOME 
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TRIM ? 





LOOKING FOR THE FINEST IN FITTINGS AND 





) LINE 


























econom- | 
‘s,among ff 
istant— SPECIAL PATTERNS 
for MANUFACTURERS 
ind and Middleville Engineering Com- 
pany are producers of special 
writers’ pattern trim and fittings for 






most manufacturers in the 
plumbing industry. Quality con- 
trol and more uniform produc- 
tion of any die cast part is as- 
sured by “Automation” at the 
Middleville plant. 






















Fig. No. 51-6 
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leating 
others, 
Fig. No. 51-7 
ive 
Fig. No. 51-4 
ure Quotations on Custom Parts on Request 


Tank Levers e Drum Trap Covers e Faucet 


on Handles e Slip Joint Nuts e Supply Pipe 


Coupling Nuts e Supply Pipe Lock Nuts 
60, Sink Strainer Lock ae as mk dente 
Waste and Overflow Assembly. 


IE AN eI 144,41) (Cae MCE Oe 
MIDDLEVILLE --- MICHIGAN 
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TYPE F—Shown here, 
is a deluxe floor convec- 


tor with curved vutlet 
grill and visible damper. 


- 


The latest in convector styling - 


designed for every application 


N™ public, commercial and institutional buildings — 


old or new —can be equipped with beautifully styled, 


efficient, quality-built Modine Convectors. There’s a model 
to meet every requirement— 30 types, 8000 sizes. 

And each model . . . regardless of its price bracket . . . 
is craftsman-built in every detail . . . the reason why Modine 
has been a leader in convector design and fabrication for 
more than a quarter of a century. 

Before you specify or buy convectors, be sure you have 
the Modine story. See the Modine representative listed in 
your classified phone book or write for Catalog 255— 
Modine Mfg. Co., 1502 DeKoven Ave., Racine, Wis. 
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THE FORWARD LOOK 
-.IN TRUCKS! 


I= | ae 
If) eZ 


Dodge has changed the picture 


on performance, price! 


Today there’s a changed picture of truck 

power, payload, price! For example, do 

you know the answers to these 3 questions? 

1— What trucks provide the highest horse- 

power of the 5 leading makes in every con- ALL- Ni Ew 

ventional model, ¥%-ton through 3¥2-ton? 

2— What trucks have the highest payload 

in more models, 114- through 4-ton, than > Cc) > Cs — 
any other leading make? 

3—What trucks have the lowest factory 

retail price in more popular models than “ob -Rated" 

any other leading make? 

In each case the answer is, ‘‘Dodge ‘Job- 

Rated’ trucks” . . . the trucks with the 7 RUCK Ss 
Forward Look! Find out for yourself how 

Dodge trucks give you more visibility, 

more modern styling, more of everything 


you want in a truck. See your dependable 
Dodge Truck dealer now. 


PRODUCTS OF CHRYSLER CORPORATION 
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NEW PRODUCTS + NEW PRODUCTS + NEW PRODUCTS 


a 


Level Attachment 

A new gradient attachment for 
levels which will accurately meas- 
ure grades as little as % in. fall in 





10 ft has been introduced by Carr 
Mfg. The attachment can be adapt- 
ed to any length level. It is con- 
structed of 16-ga. steel and plated 
to resist corrosion. It is designed 
for use in installing sewer lines, 
steam lines or anywhere one needs 
to carry a fall. 

Manufacturer: The Carr Mfg. 
Co., Ionia, Mich. 


Gasoline Powered Sump Pump 

A new gasoline powered sump 
pump designed for use as an emer- 
gency unit has been introduced by 
Zoeller Co. The pump has capaci- 





ties to 5000 gph and operates at 
heads to 45 ft. The same unit can 
be used by contractors as a utility 
pump when equipped with optional 
tripod legs. The unit is available 
with a 2-cycle or 4-cycle gasoline 
motor with recoil type starter. 
Features include cast brass top 
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strainer with elongated non-clog 
openings, replaceable bronze bear- 
ing and 1% IPS vertical discharge. 

Manufacturer: Zoeller Co., 
Louisville 16, Ky. 


Cooling Thermostat 
White-Rodgers has introduced a 
new room thermostat for use on air 
conditioning systems that fea- 
tures “cooling anticipation” to 








maintain closer roof temperatures. 
This feature is accomplished by 
means of a small resistor, placed in 
parallel with the cycling contacts 
of the thermostat. Enough current 
flows through the resistor to add a 
certain amount of artificial heat to 
the sensitive element of the ther- 
mostat. This enables the thermostat 
to hold the operating differential to 
a minimum and insure uniform 
room temperature. The thermostat 
is also available with a manual se- 
lector switch, from which “cooling 
with fan,” “fan only,” or system 
“off” operation can be obtained. 

Manufacturer: White-Rodgers 
Electric Co., 1209 Cass Ave., St. 
Louis 6. 


Vent and Breather Valve 

A dual relief valve unit an- 
nounced by James-Pond-Clark is 
designed to control temperature in- 
duced pressure changes in oil filled 
power transformers within either 
plus or minus five psi from atmo- 


spheric. The unit is in effect two 
pop-off relief valves in a unit pack- 
age. It can be installed from out- 
side the transformer case in a 
standard gauge fitting. The valve 
design provides positive sealing tv 
minimize contamination and evap- 
oration losses, as well as depend- 
able maintenance of pressure. 

Manufacturer: James-Pond- 
Clark, 2181 East Foothill Blvd., 
Pasadena 8, Calif. 


Pressure Relief Valve 

Patrol Valve has added a new 
pressure relief valve to its series 
of relief valves for domestic wa- 





ter heaters. The valve has a 4-in. 
NPT male inlet and 14-in. female 
outlet. Its standard setting is 125 
lbs., with a range of 50 to 200 lbs. 
The valve features heavy brass 
construction and incorporates a 
non-corrosive spring and a silicone 
rubber bibb washer. 

Manufacturer: Patrol Valve Co., 
Dept. DE-5, 2310 Superior Ave., 
Cleveland 14. 


Baseboard Accessory 

A new two-piece “snap-around” 
sliding shoe assembly is announced 
by Kritzer for its line of dual tube 
baseboard heating coils. The shoe 
design provides protection on all 
four sides of the coil, and permits 
easy sliding action on the brackets 
while keeping the edges of the fins 





from touching either front or back 
of the baseboard cover, thus mini- 
mizing noise. Installation is simpli- 
fied by the tabs on one side which 
are engaged into slots on the other. 
A snap action locks the two halves 
together at the diagonal corner. 
Large cutout areas provide for full 
air flow and no reduction of ca- 
pacity. 

Manufacturer: Kritzer Radiant 
Coils, 2901 Lawrence, Chicago. 
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Manual Shut-Off Valve 
Anderson Brass has added a new 
two port, straight through shut-off 
valve to its line of brass valves and 
fittings. The valve is constructed 
with a solid bottom and a spring 
loaded packed top designed to pre- 
vent any possibility of leakage. The 
exterior 90 deg. stops provide posi- 
tive accuracy of fuel oil control in 
the open and closed positions. The 
valve is available in the following 





end combinations: %4 and \%-in. 
male and/or female pipe thread; 
3%, 54, and %4-in. O.D.T. flare or 
ball sleeve. Illustrated is the 3-in. 
O.D.T. flare by %-in. male pipe 
thread. 

Manufacturer: Anderson Brass 
Co., 5303 Twelfth St., Detroit 8. 


Oil-Fired Boiler 

A new residential oil-fired boiler 
for steam or hot water heating sys- 
tems has been announced by Rich- 
mond Radiator. The firm’s tankless 
domestic water heater is available 
or the unit may be used with a con- 
ventional tank. A low-water cut- 
off is optional. The boiler is en- 
closed in a steel casing, with or 





without jacket extension over the 
burner unit. The wet base design 
provides increased efficiency and 
permits installation on combustible 
floors. Other features include glass 
wool insulation with aluminum 
foil facing, top flue outlet and con- 
trols mounted on the front. 

Manufacturer: Richmond Rad- 
iator Co., Metuchen, N. J. 


Spin-Torque Chuck 

A new spin-torque chuck with 
special rocking-wedge jaws which 
tighten as torque is applied has 
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been announced by Toledo Pipe 
Threading Machine. A spin of the 
hand wheel closes the jaws, pulling 





up tight under normal hand pres- 
sure. Diagonal serrations permit 
either clockwise or counter-clock- 
wise rotation. The chuck clamps 
rod or bolt stock from 14-in. up, 
and pipe or conduit 1% to 2 in. Jaws 
are set flush with the face of the 
chuck, permitting pipe to be 
threaded right up to the face of 
the chuck. 

Manufacturer: Toledo Pipe 
Threading Machine Co., 1445 Sum- 
mit St., Toledo 4, O. 


Water Hammer Eliminator 

A newly designed water hammer 
eliminator for domestic and small 
commercial piping has been an- 
nounced by Techniflex Corp. Units 
are available with %4-in. and 34-in. 
male I.P.T. connections. The unit 
combines the resiliency of seamless 





convoluted metal hose with the 
compressability of the air pocket. 
It is made of brass and bronze 
components and provided with an 
outer bronze braid covering for 
reinforcement, resulting in a mini- 


mum burst pressure of 900 psi. 
Manufacturer: The Techniflex 


Corp., Port Jervis, N. Y. 
Heater With Duct Frame 


Delta has announced a new oil- 
fired unit heater series with a gal- 
vanized frame around the prop- 
eller fan and motor assembly to 
permit attachment of a duct. Serv- 
ice doors are provided at both sides 
of the enclosure, and controls are 
located at the side of the heater 
and above the oil burner. The 
heater may be supported from 
above or base mounted. Standard 
adjustable unit-heater louvers are 
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attached to the front of the heater, 
or the unit is available with a 
flanged front if continuing duct- 
work is to be used. Six sizes, from 
110,000 to 280,000 Btu/hr output, 
are available. 

Manufacturer: Delta Heating 
Corp., Trenton 8, N. J. 


Self-Flaring Fitting 

A new self-flaring fitting de- 
signed for use with either thin wall 
or heavy wall copper tubing has 
been introduced by Flodar Corp. 
The fitting incorporates a wedge 
insert which internally supports 
the tubing and upon which the self- 

(Please turn to top of page 70) 


Penn Boiler Develops Packaged Water Chiller 


A packaged water chiller line de- 
signed to provide cooling for resi- 
dential air conditioning has been 
announced by Penn Boiler and 
Burner. The units employ a com- 
pressor of semi-hermetic type with 
a sealed motor. The electrical sys- 
tem includes overload protection, 
magnetic starter when required, 
high and low pressure refrigeration 
cutout and thermostatic control of 
chilled water temperature. Air 
cooled units in 2 and 3-hp sizes 
have maximum outputs of 19,000 
and 27,000 Btu, respectively. Water 
cooled units are available in 2, 3 
and 5-hp sizes, with maximum out- 
puts of 22,700, 32,800 and 51,000. 





Manufacturer: Penn Boiler and 
Burner Corp., Lancaster, Pa. 
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(Continued from page 69) 
flare is made as the nut is tight- 
ened. The fitting also permits re- 
peated assembly and disassembly. 
Full, unrestricted flow of fluid 
through the joint is assured be- 
cause the fitting cannot be con- 
nected to tubing with collapsed 
walls or inside burrs. 

Manufacturer: Flodar Corp., 1366 
East 45th St., Cleveland 3. 


Gas-Fired Water Heater 

A new glass-lined water heater 
announced by Southern Heater em- 
ploys the same theory of insulation 
that is used on a thermos bottle. 





The heater is operated by an in- 
stant action thermostat working in 
conjunction with thermo-magnetic 
pilot equipment, providing fast re- 
covery and permitting operation of 
the heater with all types of gases. 
It carries a 10-year guarantee. 

Manufacturer: Southern Heater 
Corp., 133 E. Palmer Ave., Comp- 
ton, Calif. 


Lennox Offers Air-Cooled 





The new air cooled “remote” 
system included in the Lennox 
line of air conditioning equipment 
is available in models with 3 and 
5-ton capacities. The “high side” 
unit (illustrated) consists of the 
compressor, condenser and con- 
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Water Closet Float 

A new oval shaped float for water 
closets has been introduced by 
Toughbuoy. The float is made from 
naturally buoyant material and, 
like the firm’s original models, is 





said to be completely non-corrosive 
in any water condition. The float is 
engineered specifically for water 
closets and offers full buoyancy to 
assure shut-off at the float valve. 

Manufacturer: The Toughbuoy 
Co., 3051 Curtice Rd., Coleman, 
Mich. 


Jet Water System 


Dayton Pump has announced a 
compact new jet water system that 
features a stainless steel pressure 
tank. The system is available in 





both a shallow well model and a 
convertible deep or shallow well 


“Remote” System 


denser blower, drier and automatic 
controls. The components are 
housed in a weather proof cabinet 
that can be installed either out- 
doors or, with air discharge out- 
lets, indoors. The “low side” unit 
(not shown) contains the evapora- 
tor, expansion valve and filter, and 
is built into a compact cabinet that 
can be set either directly on top, 
below or adjacent to a forced air 
furnace. Models for use with up- 
flow, down-flow or horizontal in- 
stallations are available. Some 
models are equipped with blowers: 
others use the furnace blower. 
Manufacturer: Lennox Furnace 
Company, Marshalltown, Ia. 


model, both powered by 1/3-hp 
motors. The convertible system will 
reach depths to 70 ft. A special 
fiange unit permits connection of 
plastic or steel well pipe without 
threads or couplings. 

Manufacturer: Dayton Pump and 
Mfg. Co., 500 N. Webster St., Day- 
ton 2, O. 


Summer Air Conditioner 

A. O. Smith has added a hori- 
zontal self-contained summer air 
conditioner to its line of heating 
and cooling equipment. The pack- 
eged, water cooled unit is avail- 





able in either 2-ton or 3-ton size, 
and its adaptability to any type of 
central warm air furnace installa- 
tion is an outstanding feature. The 
compact unit will fit into an area 
of 26 by 42 by 22 inches. 

Manufacturer: Permaglas Div., 
A. O. Smith Corp., Box 584, Mil- 
waukee 1. 


Unit Heater Line 

A new line of propeller fan unit 
heaters, designed for use with 
either hot water or steam, has been 
introduced by Warren Webster. 
The line includes 24 sizes, offering a 
range of EDR basic steam ratings 





from 63 to 1395 sq ft. Back piping 
connections permit _ installation 
close to the ceiling, and a choice of 
horizontal or double deflection type 
louvres is offered. Fans with large 
face area and blade curvature give 
quiet operation while handling 
large volumes of air. The motors 
are designed for continuous opera- 
tion, and in most sizes the mount- 
ing serves also as a fan guard. 
Manufacturer: Warren Webster 
& Co., 1659 Federal, Camden 5, N. J. 
(Please turn to top of page 73) 
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Cw at Cty baewlite 
——~ TACO-VENTS 


The air is out, you are safe, because Taco-Vents 

with the patented porous bronze plug assure perfect 

air venting action plus years of absolutely leakproof service. 
Always install Taco-Vents on every hot water 

baseboard, radiator or convector (high points, too). 


It is the easy, sure way to enjoy complete customer 

















satisfaction and end costly call-backs. 


Manufactured Under Rigid Quality Control 
TACO HEATERS, Incorporated 





1160 Cranston Street Cranston 9, Rhode Island 
CORPORATE OFFICE IN CANADA 
342 Madison Avenue Taco Heaters of Canada, Ltd. 
New York 17, New York 4 Gilead Place, Toronto 2 
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THE | SOLENOID VALVE 


made for all gases 


SERIES EA 


@ MGSCo Solenoid Valves, Series EA, are 
made for all gases—even sour gas. All internal 
parts in contact with the gas are made of stain- 
less steel or aluminum to prevent damaging corrosion. Valve 
bodies are made of cast, heat-treated aluminum alloy. 


Straight through models are available in 12’’ female pipe 
thread inlet and outlet. A %”’ size is now being readied for 
production. If you want pilot tappings, they can be provided 
on either or both sides of the body. A pressure tapping can 
also be placed below the valve, or in the same place can be 
inserted a manual control screw to hold the valve open 
during periods of power failure. 


For easy wiring, solenoid hoods can be turned 360°. 
Solenoid hood assemblies are replaceable. Conduit attaching 
nuts turn easily to facilitate attachment of the tubing. 


The valve can be supplied in 20-volt models using trans- 
former DA1 (two-terminal) or DA2 (three-terminal). Get 
the complete story by writing: 


THE MILWAUKEE GAS SPECIALTY CO. 


Dept. $D-1 
MILWAUKEE 1, WISCONSIN 
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(Continued from page 70) 
Soap Dispenser 
A new wall-mounted liquid soap 
dispenser for public buildings fea- 
turing a tear drop design has been 





announced by Imperial Brass. The 
container is made of brass with 
heavy chromium plate finish and 
has protective nickel plate coating 
inside. The push-in type valve is 
bronze with working parts of stain- 
less steel to prevent corrosion. A 
top filler cap is provided. 

Manufacturer: Watrous Div., 
Imperial Brass Mfg. Co., 1200 W. 
Harrison St., Chicago 7. 


Cooling System 

A new cooling system with air- 
cooled condenser for remote in- 
stallation has been announced by 
C. A. Olsen Mfg. Co. The system 
is available in 2 and 3-ton capac- 
ities, and features dual refrigera- 
tion systems—two compressors, 
condensers and evaporators. Both 
systems are controlled by the same 
thermostat, with the second system 














operating only when additional 
cooling is needed. The air-cooled 
condensers and compressors make 
up a separate assembly (at left of 
illustration) which is housed in its 
own cabinet and remotely in- 
stalled. The cooling coil is installed 
in the firm’s centrally located 
year-’round air conditioner (cen- 
ter) or in a duct connected to a 
forced air furnace (right). The 
evaporator assembly includes 30 ft 
of flexible copper refrigerant tub- 
ing, brazed to the cooling evapor- 


ator. To install, the tubing is un- 
coiled and attached to the con- 
denser-compressor assembly with 
the firm’s special “Herma-Seal” 
coupling (circled right) which pre- 
vents loss of seal or line pressure. 
Manufacturer: The C. A. Olsen 
Manufacturing Co., Elyria, O. 


Lawn Sprinkling Pump 
Lancaster Pump has introduced 
a new series of lawn sprinkling 
pumps, engineered specifically for 
this purpose. The pumps are de- 
signed to be non-overloading, even 
on continuous duty applications. 





Manufacturer: Lancaster Pump 
& Mfg. Co., Inc., Lancaster, Pa. 


Electric Water Heater 

A new automatic electric water 
heater featuring molecular bonded 
Super-Glass lining has been an- 
nounced by Pioneer. Other features 
include twin surface mounted im- 
mersion type heating elements, an- 
ode rod, dual precision thermostatic 
controls, heat trap water outlet, 





cold water baffle, high heat limit 
control and concealed connections. 
The heater is available in four sizes 
from 40 to 80 gals., and carries a 
10-year pro-rata warranty on the 
storage tank. (See photo, p. 23.) 

Manufacturer: Pioneer Mfg. Co., 
Los Angeles. 


Heating-Cooling Air Vent 
Maid-O’-Mist has added a small 
automatic float type venting valve 
for combination heating-cooling 
convectors, radiation 


baseboard 





and radiant panels to its line of air 
eliminators. The vent is designed 
for vertical mounting only with 
¥g-in. I.P. male connection, and for 
pressure up to 50 psi. It is built of 
non-ferrous materials and no air 
chamber is required. 
Manufacturer: Maid-O’-Mist 
Inc., 3217 N. Pulaski Rd., Chicago. 


Remote Room Unit 

A new remote room unit de- 
signed for cooling and heating small 
homes and motels has been added 
to the line of A. Brown Products. 
The unit works on any one-pipe 
forced hot water system, utilizing 
a centrally located water chiller for 
cooling. Its compact 19-in. by 14-in. 
size permits installation between 
studs, and the unit projects only 2 
in. beyond the finished wall when 

(Please turn to top of page 78) 


Utica Radiator Adds Oil-Fired Boiler 


Utica Radiator has introduced a 
competitively priced oil-fired boil- 
er for the modern home market. It 
is available with flush or extended 
jacket and is being offered as a 
boiler without burner, and as a 
boiler-burner unit for hot water 
and steam. It is also furnished as 
a packaged unit with burner, 
standard specialties and tankless 
heater for hot water installations. 
Boilers are available in 3 to 7 sec- 
tions, rated from 445 to 1080 sq ft 
for water and 240 to 600 sq ft for 
steam. Design features include 
vertical flue travel with vertical 
smoke hood, cast-iron wet-base 
construction, specially designed 
baffle section with greater prime 





heating surface, 114-in. foil-faced 
glass wool insulation and pre-cast 
brick combustion chamber. Copper 
tankless water heaters are reversi- 
ble for hot water or steam. 
Manufacturer: Utica Radiator 
Corp., 2310 Dwyer, Utica, N.Y. 
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This recently completed housing development at Flushing, N. Y., is called the Mitchell Cooperative Apartments. Beth-Co-Weld steel pipe was 
used extensively for the plumbing and heating lines. Contractor: Jarcho Bros., Long Island City, N. Y.; Jobber: Chas. F. Guyon, Inc., New York. 


New Buildings with Beth-Co-Weld 


For any type of residential or industrial 
construction, Beth-Co-Weld is ideal 
steel pipe for general-purpose appli- 
cations. 

Beth-Co-Weld is good, reliable pipe 
for plumbing and heating lines because 
it is made from sound steel by the 
continuous-weld process. It’s uniform 
pipe in every way —in quality, in phys- 
ical characteristics, and in strength 
of weld. 

Your jobber stocks Beth-Co-Weld 
steel pipe in sizes from | in. to 3 in., 
standard-weight and extra-strong, in 
random lengths, and in 21-ft uniform 
lengths, plus or minus 1 in. He also 
furnishes Beth-Co-Weld in 31% and 4 
in., standard weight only, in lengths of 
approximately 22 ft. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by 


Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 


Miles of Beth-Co-Weld are used in heating and plumbing lines at new Mercy-Douglass Hospital, 
Philadelphia. Contractor: L. E. Winter Co; Jobber: C. J, Rainear and Co., Inc., both of Philadelphia. 


BETH-CO-WELD STEEL PIPE 
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Why it’s profitable to be a Fairbanks-Morse dealer! 


Fairbanks-Morse salesmen personally help you sell! More Profit Builders 


Hospital, 
adelphia. 


An experienced salesman is ready to help you put over a big % The most workable, dealer-approved 


promotion on Fairbanks-Morse products. Our men are accus- 
tomed to working in dealers’ stores, at county fairs, plowing 
contests, 4-H events, Grange meetings—wherever your customers 
congregate. They demonstrate, explain, sell! They know their 
products well, and what makes people buy! 


Get facts firsthand! 


It costs you nothing but a few minutes’ time to learn why more 


than 5,000 businessmen now sell Fairbanks-Morse products. 
Drop us a line on your company letterhead today. Fairbanks, 


Morse & Co., 600 S. Michigan Avenue, Chicago 5, IIl. 


FAIRBANKS-MORSE 


co-operative local advertising plan 
you've ever used; 

effective eye-stopping, point-of- 
purchase displays, etc.; 

movie trailers, T-V spots, radio scripts; 
Conti ti 1 advertising since 


1856; 


complete lines—enable you to meet 
any competition—satisfy any customer; 





ample margin of profit; no overloading; 
guarantees against defects in materials 
and workmanship; 

assurance of fast delivery of repair 
parts from nearest of 42 factory 
branches; 

you'll sell quality products—the kind 


that find a market even in leaner years! 


@ name worth remembering when you want the best 





WATER SYSTEMS @¢ GENERATING SETS © MOWERS © MAGNETOS © PUMPS *© MOTORS ¢ SCALES © DIESEL LOCOMOTIVES AND ENGINES 
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Coleman 


Blond Bir 


heating and cooling give 
the EVENEST temperature 
control ever developed! 


Only Blend-Air holds temperatures so uniform, 
thanks to exclusive blending action! And 
Blend-Air is “pre-engineered” from furnace to 
outlets. Versatile 3’2"’ round ducts fit between 
studs—give you the fastest, most flexible in- 
stallation in any home, new or present. 

i 





Blend-Air Furnaces Blend-Air Cooling 
{ gp now, or tell pre 

fit in basement. utility + , pects how easily they can-add 
h Blend-Air sys 


Blend Air furnace Vy ter r existing rced ai systen 
17% on water cost, 25% 
roved in NAHB Air 
age. Austin, Texa 


man Company since 1900~maker: 

















it wall-to-wall, 
Result: ideal comfort tempera- 
ture. NO drafts! Gives true per- 
imeter heating... PLUS individ- 


val room temperature control. 


Coleman’s new 
and exclusive 


blender system! 


air with room air 


Air Conditioning 


To Fit Every 


ale): |- eee ©: Cen oe 


With Coleman’s new full line of vertical and 
plenum cooling units, you can tailor a sys- 
tem to the exact needs of any home. Various 


combinations of these new units allow 
No 


laure loli Mam tele) ale Mae] lela ile 


need to install over-sized systems. Coleman 
cuts initial cost, saves on operation, too! 





lanterns, 
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camp 


EXCLUSIVE 
blenders are 
the secret 


Unlike ordinary registers, Cole- 
arelal ol (ciate (1a iilh aim ale) Make) gamete) (e| 
then circulate 


floor-to-ceiling. 


we back you with 


EXCLUSIVE 
$1,000 BOND 


Make this guarantee your own— 
and close sales easier! It’s the 
ry imolatel-<3 Mme [Vlei celal (-{-Mmeo) Mmal-(oh i late] 
comfort in the industry—made 
possible only by 
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Cole- : 

exer) (e| 

vine NATIONAL ADVERTISING 
a pre-sells with full 

| ——s page ads like this —=} 
i‘ To Home Owners 


and future buyers! Month 
after month your prospects 


VD 


will read how easy it’is to 


own install Blend-Air, and how 
s the ; 

: easy to own! TIE IN with 
Tehitate| 
made Coleman. Generous co-op 


advertising plan... plus 
complete display, direct mail 


late Mme -lastolattigehiloliMmuleliciatel he ee 
— EET 
Backed by 
-Year Warranty 
and Exclusive 


: $500 Bond! |= 
A WW} MONEE 





TO BUILDERS. Coleman advertising tells how they can 
use the $1000 comfort bond to help them sell—when you in- 
stall Blend-Air for them! Recommend Blend-Air on your bids— 


and get profitable volume business with big developments! 






TIE IN!—-MAIL COUPON TODAY! _— , 
GAS - OIL - LP-GAS 


elite 


sys- The Coleman Com ETD Ae The Coleman Company, Inc., Dept. D&-152 


ious Wichita 1, Kansas 
“in- A Ss MWS Please send me complete information on the Blend-Air System, 
Blend-Air Furnaces and Blend-Air Conditioners and Vit-Rock 


elds; Gas Water Heaters. Have your distributor's representative call 
nan on me. 
too! OlEMQN Baw 
fete} 
® FIRM NAME 





ADDRESS F 
TOWN STATE 





home heating and air cond 
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(Continued from page 73) 
semi-recessed. A three-row coil is 
designed to increase dehumidifica- 
tion capacity, and the coil bank is 
tilted to prevent throwing water 
through the louvers when the unit 
is turned on. All interior surfaces 
of the cabinet are insulated and a 
rheostat knob is recessed in the 
front cover to facilitate adjustment. 

Manufacturer: A. Brown Prod- 
ucts Corp., 97-12 Metropolitan 
Ave., Forest Hills 75, N.Y. 


Cable Hoist 

A new hoist, called a Pul-A- 
Way, weighing less than 9 lbs, and 
capable of pulling or lifting 1% 
tons has been announced by Amer- 
ican Chain & Cable. Engineering 
features include a double interlock 





that prevents the brake from slip- 
ping, an automatic notch-per-cycle 
letdown for positive control and a 
safety handle that prevents over- 
loading. The single strand aircraft 
cable will accommodate a 1,500-lb 
pull. A double strand cable han- 
dles 3,000 Ibs. 

Manufacturer: American Chain 
& Cable Co., Inc., 929 Connecticut 
Ave., Bridgeport 2, Conn. 


Baseboard Diffuser 

A new baseboard perimeter dif- 
fuser that features a built-in ro- 
tary damper has been announced 
by Air Control Products. The 





damper, which can be balanced 
from the face by a simple set screw 
adjustment, is an integral part of 
the face and maintains a constant 
air pattern at any degree of open- 
ing. A slide-out base strip, called 
“Adjusto Bottom,” speeds installa- 
tion and permits location of ducts 
even at end positions. Units are 
available in 2 and 4-ft lengths. 
Manufacturer: Air Control Prod- 
ucts, Inc., Coopersville, Mich. 


Float Valve 

An automatic control for water 
intake on air conditioning units 
and humidifiers has been anounced 
by Reitman. The valve is designed 





to automatically shut off the water 
supply once a pre-selected water 
level has been reached. Selection of 
the water level is made by adjust- 


Submersible Pump Designed For Commercial Uses 





A new high-capacity submersible 
pump for commercial use has been 
developed by Kenco. The unit 
weighs 50 lbs, is 13 in. in diameter 
by 11% in. high, and has a capac- 
ity of 5,000 gph at low heads, 55 
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gpm at 20 ft and 25 gpm at 28 ft. 
The pump is equipped with a re- 
designed “no-float” 2-stage liquid 
level control incorporating a snap- 
action switch. The %-hp motor 
operates in an oil-filled hermetical- 
ly sealed case which provides con- 
tinuous lubrication and prevents 
overheating. The pump has a 1%- 
in. vertical discharge port. Three 
models are available to provide 
continuous or manual operation, 
automatic operation, or manual 
starting and automatic stopping. 
Manufacturer: Kenco, Inc., Dept. 
507, 1127 N. Ridge Road, Lorain, O. 





ing a spring tension stud, permit- 
ting proper positioning of the float 
arm. One model is available with 
standard %-in. thread for con- 
nection of water pipes. The other 
model features a combination pipe 
and hose connection permitting the 
valve to be connected to %4-in. or 
14-in. pipe or to a garden hose. 

Manufacturer: Reitman Manu- 
facturing Co., 10319 Pearmain St., 
Oakland 3, Calif. 


Packaged Chillers 

A new line of compact packaged 
liquid chillers for air conditioning 
or process cooling has been devel- 
oped by Curtis. The units range in 





size from 7% to 100 tons and are 
engineered with matched compo- 
nents for economical installation. 
Components consist of a multiple 
cylinder compressor, water-cooled 
shell-and-tube condenser, liquid 
chiller and all necessary controls. 

Manufacturer: Curtis Refriger- 
ating Machine Div., Curtis Mfg. 
Co., 1951 Kienlen Ave., St. Louis. 


Winter Air Conditioner 

A new automatic winter air con- 
ditioner designed for heating me- 
dium and larger size homes with 
either gas or oil has been an- 





nounced by Thatcher The unit 
offers an output capacity of 209,600 
Btu/hr at bonnet. The heat ex- 
changer is fabricated of heavy 
gauge steel and is guaranteed for 
10 years. An automatic humidifier 
is optional equipment. 
Manufacturer: Thatcher Furnace 
Co., Dept. P, Garwood, N. J 
(Please turn to top of page 80) 
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straight from the national plumbers convention... 
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New inside and out. New 


the Mission Doubleglas Twins report... high styling in coppertone, blue and 
chrome. All controls concealed 


of g —streamlined surface. Two walls of 
Q glass—twice the protection against 

rust, wear and trouble. 

Real eye-catcher on sales floor—in homes. 


Great sales builder—its best 
ab ad is its looks and performance. 


that handsome new DO U B L. EG LAS gas water heater 
stole 
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Shopping with D. E. 





(Continued from page 78) 

Chrome Shut-Off Valves 

Copper compression and copper 
sweat valve types have been added 
by Brass-Craft to its line of chrome 
shut-off valves for all water supply 
specifications. With these two ad- 
ditions, 250 size and style combina- 
tions are available in the line. Both 
the copper compression inlet type 
and the copper sweat inlet type are 
specially designed for 100 percent 
copper jobs. These valves do not 
require chrome nipples or adapters 


Pipe Threading Machine 
Beaver Pipe Tools has announced 
that productivity has been in- 
creased 40 percent in its improved 
pipe and bolt threading machine. 
The machine threads 2-in. pipe in 
10 seconds, and %-in. pipe in 3 
seconds. The machine is equipped 
with a power grip wrenchless 
chuck which further reduces the 





time required for chucking and in- 
creases the safety of machine oper- 
ation. 

Manufacturer: Beaver Pipe 
Tools, Inc., Warren, O. 


Blower Wheel 

Revcor has announced a new 
blower wheel with forward curved 
blades, designed for use in room 
air conditioners, dryers, furnaces, 
oil burners and similar applica- 
tions. Units are available in either 
steel or aluminum, in 18-in. dia- 


and minimize the possibility of 
breaking a fitting behind plaster or 
frozen-in pipe stubs. They are also 
designed to guard against electrol- 
ysis in all-copper jobs. Both valve 
types are available in %-in. O.D. 
(36-in. nom.) inlet and %-in. O.D. 
(4%-in. nom.) inlet, straight and 
angle. They are also available 
packaged complete with the firm’s 
flexible supplies. All 250 combina- 
tions feature oval handles. 
Manufacturer: Brass-Craft Mfg. 
Co., 2821 Brooklyn Ave., Detroit 1. 


meters from 2%6 in. to 12% in., in 
single and double inlet types. 





Manufacturer: Revcor Company, 
P. O. Box 24, Carpentersville, Ill. 


Closet Tank Levers 

Two new closet tank levers fea- 
turing streamlined design, polished 
chrome finish and a sturdy brass 





arm have been introduced by Cen- 
tral Mfg. The levers are available 
in either the individually boxed 
deluxe model or the standard mod- 


Fin Pipe Enclosure Offered for Tier Designs 





Stedco Products has announced a 
new enclosure for fin pipe radi- 
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ation, designed for installation in 
schools, public buildings or other 
institutions or buildings where 
rough use may be expected. The 
enclosure is available for single, 
double or triple tier radiation, and 
to accommodate both 1%4-in. and 
2-in. pipe size fin pipe radiation. 
Heavy duty cover supports mount 
on the wall. 

Manufacturer: Stedco Products, 
71 Lehigh St., Wilkes-Barre, Pa. 









el which is designed for the com- 
petitive market. In both models 
the sweep of the handle is elong- 
ated and balanced to trip with the 
slightest touch. 

Manufacturer: Central Manu- 
facturing, 1357 E. 16th St., Los 
Angeles 21. 


Range Hood Line 

A new line of range hoods and 
exhaust fans has been introduced 
by Stewart Industries. The hoods 
are available in stainless steel or 





hammered finishes which include 
copper, chrome, dull black and 
Swedish iron. Standard sizes are 
30, 33, 36, 39 and 42-in. lengths, 
with 15-in. overall width, 12-in. 
top depth and 44-in. height. Other 
sizes and matching cabinet hard- 
ware are also available. A full 
length baffle and drip pan is re- 
movable for cleaning. Three 6-in. 
knock-out plugs and adapter are 
provided for connections. The all- 
aluminum exhaust fans, featuring 
800 cfm capacity and three-speed 
operation, are available in either 
wall or roof models. 
Manufacturer: Stewart Indus- 
tries, Inc., Dept. KS-1, Indianapolis. 


Pressure Switch 

A compact new pressure switch 
designed for water systems, low 
pressure air compressors, paint 
sprayers and similar applications 
requiring 1 hp or less has been in- 





troduced by Furnas Electric. The 
switch has a capacity up to 65 psi 
with normal pressure settings of 
20-40 lbs, the standard for home 
water systems. Construction fea- 
tures include three types of en- 
closures, adjustable pressure set- 
tings, ample wiring room, recessed 
terminal connectors, corrosion re- 
sistant parts and snap action. 
Manufacturer: Furnas Electric 
Co., 1000 McKee St., Batavia, Ill. 
(Please turn to top of page 129) 
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Add New Glamour 
to your heating jobs 





with Electronic 


Modutlow! 


Thermostat outside the house 





gives your customers luxurious electronic comfort 





ow you can add glamourous new sales appeal to your heating 
jobs— install Honeywell Electronic Moduflow Temperature 
Control to highlight your heating plants ! 

Moduflow has been wonderfully redesigned to give it even 
stronger impact as a sales feature. Its new styling will add greatly 
to the decor of your customers’ homes. 

Electronic Moduflow is service-free, easy to install, completely 
automatic, and reacts with electronic swiftness. It makes all other 
control systems obsolete because it features an electronic thermo- 
stat outside the house that varies indoor temperatures as the weather 
changes. This is the ultimate in home comfort! 

Electronic Moduflow is ideal for any house with an adequate 
heating or cooling plant! And it assures a greater profit margin ! 

See your Honeywell salesman or supplier right away for costs 
and availability . . . or write to Honeywell, Dept. DE-7-95, 
Minneapolis 8, Minnesota. 

(Clock shown is primarily for utility room use. Deluxe bur- 
nished chrome, flush mounted models available for kitchen.) 


o For heating or cooling 


Mm: toe NTE A PF CEL te s ‘ 
PpmeV Wwe 
Electronic Moduflow 


112 OFFICES ACROSS THE NATION 
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New Outside “Weathercaster” Thermostat 


With electronic swiftness, the Honeywell Weather- 
caster continually senses outside temperature 
changes and tells the indoor thermostat what adjust- 
ment is necessary to maintain perfect comfort. 


New Inside “Golden Circle” Thermostat 


Your customer simply dials the daytime and night- 
time temperatures he wants with this beautiful 
thermostat. He just sets it once. Thereafter, the out- 
side thermostat raises or lowers settings aufomati- 
cally as outdoor temperatures change. 





New Electronic Control Center 


This handsome new appliance-white clock is styled 
for the utility room or kitchen. It receives electronic 
signals from the indoor thermostat and adjusts the 
heating or cooling plant accordingly. In winter, it 
automatically lowers the temperature at night to 
save fuel, and raises it in the morning. 
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One of a series appearing in FORTUNE, TIME, 
NEWSWEEK, BUSINESS WEEK and leading 


architectural magazines. 


We discipline copper. 


We ‘put it through the roaring heat of our own smelter. . : 
the high-amp stillness of electrolytic refining tanks... the 
irresistible pressures of piercing mills and extrusion presses 
... the long reaches of our drawbenches. . . through coiling, 
annealing, straightening and testing equipment. 


We work our will on copper—through every chemical change, 
every physical gyration known or needed—to deliver it 
perfect and enduring, yet submissive ...as Lewin-Mathes 
seamless tube, pipe and fittings. 


Like the ancient coppersmith, our pride of product is that of 
the integrated specialist. And the Lewin-Mathes nation-wide 
supply facilities serving you, we believe, are second to none. 


SAINT LOUIS, MISSOURI 


MANUFACTURERS OF 
COPPER AND BRASS TUBE, PIPE, ROD AND FITTINGS 
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/ " aan 
YoU LL SELL MORE. -.Both heating and air conditioning 
... Profit more than ever with LEWNOX 
From coast to coast... from Toronto to Texas... more dealers than ever 
are displaying the Sisetiniet sign. It bears a name you can proudly place beside 
your own. . because for over 60 years the name Lennox has been 
associated w vith dependable, economical home comfort. And now this 
number one name in warm air heating is bringing you the outstanding “deal” 
today. The finest products in the industry ... the most complete line to 
sell: over 100 heating and air conditioning models .. . the greatest dealer 
r.. assistance program in the entire industry including an exclusive tailor-made 
. the sales kit for your builders. Supported by one of America’s biggest consistent 
ee national advertising programs, too. Get the facts... find out why the 
Nee Lennox dealer is the prominent dealer locally. 
iling, / 
In warm air heating more families buy LENNOX than any other make. 
ange, 
er it MAIL COUPON FOR INTERESTING PROFIT STORY 
athes 
THE LENNOX FURNACE COMPANY 
/ yo (Address your nearest branch. See locations at left.) 
at of I'd like to have information about the heating and air 
wide conditioning opportunities for Lennox dealers. | under- 
LENNOX FURNACE COMPANY stand this does not obligate me in any way. 
10ne. 
Marshalltown, lowa 
Syracuse, N. Y. @ Columbus, Ohio COMPANY NAME 
Sait Lake City, Utah @ Los Angeles, Calif. ADDRESS cea: oe 
S Ft. Worth, Texas @ Decatur, Ga. @ Des Moines, lowa 
ieee In Canada: Toronto and Calgary CITY. — —_—_STATE___ 
RI MY NAME oa 
NGS 
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@ Listed by the Underwriters’ Laboratories for use with all piping applications—including 
hazardous liquids. 


_ @ Larger sizes are all-forged steel; smaller sizes machined from solid bar steel. 
High tensile strength—no sand holes. 





@ Compare the cost of Capitol Unions with any other union—note the much 
lower price for a superior product. 


@ Packaged in convenient quantities with each carton displaying 
the U.L. Label 





——— ——— 
2 : * >] = er gp a ——s ae A 
ee See = aes @ MFG. & SUPPLY CO. 
; ; COLUMBUS, OHIO 
COUPLINGS — NIPPLES — UNIONS — RADIANT HEAT FITTINGS 


FURNACE COLS —_ WELL SUPPLIES _ STEEL PIPE FITTINGS 








Let's Get Tinker Jacklegg 
Out of the Phone Book 


THE OWLISH-LOOKING CHARACTER star- 
ing blankly from these pages is a profes- 
sional actor interpreting an old acquaint- 
ance of every plumbing and heating con- 
tractor—Tinker Jacklegg, the semi-pro 
plumber. 

Tinker is an innocuous fellow. He 
never beats his wife, belongs to no sub- 
versive outfits, attends regular PTA meet- 
ings. In other words, he’s a nice guy in 
most respects. 

Except in one— 

Tinker considers himself a handy fel- 
low with tools. He installs water heaters. 
bathrooms, heating units—‘‘you name it, 
mister, I can do it,” he says. And he does 
to the tune of millions of dollars of hap- 
hazard installations every month. 

Some of these installations make head- 
lines. DE’s files are swelling with reports 
of homeowners being maimed and killed 
by Tinker’s handiness with tools. One 


just received concerns a faulty water heater 


installation that killed a young husband 
and wife and three-month-old child. 


# Who installed the water heater? A 
handyman like Tinker who was listed in 
the telephone book as “plumber.” 

This case, and the countless ones that 
preceded it, have set Domestic ENGI- 
NEERING off on a new campaign, possibly 
the most important in its award-winning 
career. The campaign will be explained 
in detail in the August issue, but this 
much is certain— 

Like all leaders in this field, DE wants 
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LANAI 


Tinker Jacklegg 


Tinker Jacklegg and his buddies out of 


the telephone book. It will crusade to 


have publishers of such books screen out 


homicidal amateurs masquerading as 
qualified plumbing and heating contrac- 
tors. 

And for those qualified contractors, 
DE will provide practical aids to identify 
them to the public as businessmen who can 
be trusted with a job... and with a life. 
As a qualified contractor you'll want to 
join DE next month in this campaign to 
protect the industry and the nation from 
a “nice guy” who unfortunately can’t 


distinguish a tool from a weapon. 





































































DUAL BASEBOARD OR CONVECTOR ROOM 
UNIT FOR HEATING AND COOLING 








CHILLEO WATER 
SUPPLY LINE 
COOLING CIRCUIT 


ABSORPTION 


REFRIGERATION 
COOLING UNIT 
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HOT WATER 
HOT WATER SUPPLY LINE 
SUPPLY TO | HEATING CIRCUIT 
EVAPORATOR | | 



































: STANDARD CAST 
| il IRON BOILER 
On CONVERTED TO 
— ——— A-BOILER FOR 
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* A-BOILER SYSTEM PROVIDES : 

HOT WATER HEATING FOR WINTER 
CHILLED WATER COOLING FOR SUMMER 
YEAR-ROUND HOUSEHOLD HOT WATER 
SNOW MELTING FOR WALKS AND DRIVEWAY 







BASEMENT OR GARAGE OF HOME 






aun- 














ATOMIC BOILER installation was shown at the annual meeting of the Institute of Boiler and 
Radiator Manufacturers recently. The not-so-distant future may see such systems providing 
heating, cooling, snow melting and domestic hot water for homes, according to the I-B-R. 


86 DomEsTIC ENGINEERING, JULY 1955 





































Domes 


















Domestic ENGINEERING, JULY 1955 








Sead? eatre 
A SORRES Oont 
Petes See? 


ABSORPTION So 


REFRIGERATION 
COOLING UNIT ~~~ 


wet ware 
eyabons toe — 


IPO 


THE Power IN ATOMIC ENERGY 
may soon be transferred from 
the cloak-and-dagger secrecy of 
government projects to the heat- 
ing and cooling systems of the 
American home. 

A review of expert thinking on 
the use of atomic energy for 
residential heating and cooling 
was made by R. E. Ferry, gene- 
ral manager of the Institute of 
Boiler and Radiator Manufac- 
turers at the group’s 40th annual 
meeting held recently in Abse- 
con, N. J. 

Ferry said experts believe that 
atomic heating will be a reality 
within a few years and that it 
could be produced today if there 
was enough fissionable material 
available at reasonable prices. 


s Ferry said some companies al- 
ready are developing A-boilers 
for big job projects and that 
residential units will naturally 
follow. In addition, the supply 
of fissionable material—fuel for 
the A-boiler—is increasing daily. 

The A-boiler, Ferry said, will 


ATOMIC HOME HEATING-COOLING SYSTEM 


OUAL BASEBOARD OR CONVECTOR ROOM 
UNIT FOR HEATING AND COOLING 
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provide homes with hot water 
heating in the winter, chilled wa- 
ter cooling in the summer, un- 
limited domestic hot water and 
heat for snow melting. The ini- 
tial cost, according to the ex- 
perts’ calculation, will be $1,500. 
A conversion installation would 


cost $1,000. 


s The operating cost would be 
$50 a year. A portable reactor 
about twice the size of an auto- 
mobile battery would be the 
heart of the unit. It would be 
sealed and set in operation at the 
factory and would be replaced 
every six years. The reactor 
would cost about $300 initially 
but mass production would even- 
tually lower the price. Ferry 
noted that economies of such a 
system would also include a sav- 
ings of $300 to $500 in new homes 
because flues and chimneys 
would be eliminated. 

The system would be explo- 
sion-proof because 
elements would be present to set 
Multiple 


no critical 


off a chain reaction. 








I-B-R general 
manger, 
scribed the A- 
boiler system and 
said only the lack 


de- 


of fissionable ma- 
terial is holding 


up usage. 


would 
from radioactivity. 

In describing the unit (see di- 
agram on these pages), Ferry 
said the 


shielding protect users 


reactor-heat exchange 
unit would simply take the place 
of the burner in present systems. 
It would be connected through 
special primary shielding to the 
first of the 
changer which would be filled 
with water, heated by a coil. 


chamber heat ex- 


The reactor would generate an 
estimated 3000F, if desired. The 
heat would be transferred 
through the secondary shielding 
to the center of the exchanger 
filled with a fluid to stop radioac- 
tivity. This fluid would also be 
the in 


heated, would water 


the top chamber. 


as 


s For normal 
would be adjusted to about 250F 
to 300F. The the 
chamber, by 
tional secondary shielding, would 
be directly to the 
boiler From 


use, temperature 


coil in tov 


protected addi- 
connected 
diagram). 
there, 220F water would be piped 


(see 





























continued... 


to the room units in conven- 
tional fashion. (The diagram 
does not show the instantaneous 
coil for domestic hot water and 
the heat exchanger for snow 
melting; however, they would 
operate in a similar manner.) 

For cooling, an absorption-type 
refrigeration unit would be used 
to chill water. Operating much 
like a gas refrigerator, it would, 
when hooked up to a circulator, 
force chilled water at 40F 
through the home. 

Ferry said maintenance costs 
on such a unit would be neg- 
ligible, and the life expectancy 
would be about the same as that 
of the boiler—40 years in the 
case of cast iron. 


“The A-boiler presents our industry with new horizons of 


Ferry said the tremendous 
economies in an A-system will 
provide I-B-R members with 
“extremely significant” market- 
ing opportunities. “We are,” he 
added, “in the happy position of 
being the first to see and ac- 
knowledge the A-boilers’ poten- 
tialities for bringing a better 
home life for all Americans.” 

Ferry said the industry could 
also look forward to great hori- 
zons in conversion business with 
the A-boiler. He advised mem- 
bers to sell their heating sys- 
tems today on the basis of “get 
ready now to convert to atomic 
energy.” 

Merchandising in today’s mar- 
ket was stressed heavily in an- 


They'll Run the I-B-R for the Next 





NEW OFFICERS and I-B-R executive committee 
members are (standing) D. F. Bennett, Gordon Ben- 
nett, T. B. Focke, D. J. Quinn, S. K. Smith. Seated 


are R. E. Ferry, general manager, H. F. Randolph, 
executive committee, E. R. Westphal, vice chairman, 
and G. L. Erwin, Jr., who is chairman of the group. 

























other speech before the 150 in- 
dustry leaders present. George 
L. Erwin, Jr., newly elected In- 
stitute chairman and vice presi- 
dent of Crane Co., called on 
members to increase efforts to 
sell the public on the benefits 
of their heating and cooling 
products. 

Erwin said the industry has 
already re-awakened to the need 
for better advertising, merchan- 
dising and promotion but that 
much still remains to be done. 

“When you consider that ship- 
ments of cast iron boilers for 
the first quarter of 1955 are up 
43 percent,” he said, “and that 
the sales of baseboard are up 49 
percent, this means we are be- 


Year: 
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ginning to get somewhere. We 
are on the right track, but we 
have only just started.” 


The I-B-R itself, it was noted, 
has shown in the last year a new 
appreciation of public relations. 
For example, the I-B-R has 
joined the Better Heating-Cool- 
ing Council which represents 
four leading manufacturers’ 
groups concerned with promot- 
ing the use of hot water and 
steam heating systems. The 
council president, Paul K. 
Addams, president of Fitzgib- 
bons Boiler Co., described the 
objectives of the group to the 
meeting (see May issue, p. 112). 


Another speaker, James H. 
Peery, secretary of the Central 
Supply Assn., called on the I-B-R 
to develop a sales training pro- 
gram along the lines used by the 
Institute for technical education. 

Peery also suggested that 
wholesaler associations be in- 
vited to work with the Better 
Heating-Cooling Council on its 
selling campaigns. 

New officers and members of 
the Institute’s executive com- 
mittee are George L. Erwin, Jr., 
vice president of Crane Co., 
chairman; E. R. Westphal, presi- 
dent of Weil-McLain Company, 
vice chairman; and T. L. Arnold, 
Fedders - Quigan Corp.; A. E. 
Bastedo, Burnham Corp.; D. F. 
Bennett, Warren Webster and 
Company; Gordon Bennett, The 
Vulcan Radiator Company; T. 
B. Focke, National-U. S. Radia- 
tor Corporation; W. C. Murray, 
Utica Radiator Corporation; D. 
J. Quinn, American Radiator 
and Standard Sanitary Corpora- 
tion; H. F. Randolph, Interna- 
tional Heater Company; Carl 
Sahler, Thatcher Furnace Com- 
pany, and S. K. Smith, The H. B. 
Smith Company. END 





sales and expansion 








NorMAN P. Mason 


Sees Continued High Level 
of Home Building... 


F.H.A. chief tells boiler makers that 
U.S. must house 200 million by 1965 


THE PREDICTION WAS MADE last month at the 
I-B-R meeting (preceding pages) that “this coun- 
try will swallow all the homes we are building 
and come back for more.” 


# Norman P. Mason, FHA commissioner, told the 
group that there are plenty of good reasons for 
proclaiming that the housing market is sound, 
despite the fact that some people have expressed 
fears that the country is overbuilding. Actually, 
Mason said, there is a long way to go to. make up 
for the lack of activity during the ’30’s. Even in 
recent years, with a total of 9.3 million house- 
hold formations from 1946, the nation has built 
only 8.6 million homes. 


= “We are told that in the next ten years the 
population will be well on its way to 200 million. 
The postwar baby crop (currently at an all-time 
peak) is going to grow up and want homes. We 
must keep building at a steady rate if we are 
going to meet this demand,” Mason said. 

s Translated into terms of plumbing and heating 


products, Mason said the industry could count on 
high gear production for some time to come. 
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Understand Price Cutting 


Ninety year old firm has survived 4 wars and 3 


depressions. Now, in the price-cutting '5Os, it is 


capitalizing on the price cutters’ weaknessess 





Result: 35 percent profit increase in two years 


A PLUMBING AND HEATING com- 
pany doesn’t weather the vaga- 
ries of business for 90 years 
without a firm knowledge of how 
to find and sell customers. 

But the management of such 
a firm—the Curtiss & Pierpont 
Co., New Haven, Conn., for ex- 
ample—will admit that in times 
of stress and emergency some of 
this basic business know - how 
may get a little frayed. 

Ralph J. Wilmot recalls a time 
like that in the war years and 
immediate post-war period of his 
firm. Hard pressed for materials 


during the emergency, beset 


with heavy building demands 


afterwards, Curtiss & Pierpont 
let its merchandising technique 
slip. 

“We hardly realized it at first,” 
says Wilmot. “Then we found 
one loyal customer drifting into 
price cutting channels, then an- 
other... and few new ones com- 
ing in. We were plenty busy, 
but no plumbing and heating 
contractor is so busy he can turn 
his back on the encroachments 
of the price cutter.” 

Curtiss & Pierpont had sur- 
vived the depressions of the 
1890’s and 1930’s, four wars and 
thousands of individual crises 
any vintage business must face. 





Now in the price-warring ’50’s 
it uses a time-tested formula for 
survival. “We all sat down,” 
Wilmot says, “and analyzed 
everything we were doing. The 
things we weren't doing right, 
we corrected. The things we 
could do better, we improved. 
The things our competition was 
succeeding with, we adapted to 
our own operation. 

“We found that price cutting 
competition wasn’t winning cus- 
tomers by what they were doing. 

“It was a case of legitimate 
contractors losing customers by 
what they weren't doing.” 

Sizing up the situation, Wil- 
mot decided on three changes in 
his merchandising program. 

1) Revamp an unplanned ad- 
vertising budget so that each 
dollar spent went to the right 
media and the right prospect. 

2) Adopt a more thorough 
sales approach, remembering 
that no firm is ever so old or so 
big that it can fail to do a com- 
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For other examples of 
this firm’s philosophy on 
price cutting, see page 93. 


plete selling job on every cus- 
tomer. 

3) Re-vitalize company pro- 
motions by aiming more directly 
at consumer buying desires and 
by following through more ag- 
gressively on leads. 

This general strategy was put 
into effect two years ago against 
the strongest onslaught of price 
cutting. Result? — 

“Better than we even hoped,” 
says Wilmot. “In two years our 
dollar volume is up 35 percent. 
We’re holding the price line 
against severe competition. We 
average higher than most com- 
panies around here in getting the 
jobs bid on. And every month, 
the price cutting nemesis seems 
to dwindle. 

“Competition we’ve found is 
good for a good company,” he 
continues. “Without it a busi- 
ness gets fat and dormant. Most 
of our competitors in New Haven 
are honest businessmen. But 

(Please turn to top of next page) 
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Focal 
Point 
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Fight ’ 


Curtis and Pierpont’s 
most effective weapon 
against price cutters 
is a thorough propos- 
al form which blocks 
price questions before 
they're asked. Ralph 
J. Wilmot (standing) 
backs up proposal’s 
quality story with 
his own selling 
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(Continued from preceding page) 
even the few price cutters de- 
serve a nod—they’ve helped the 
industry realize we’re back in a 
buyer’s market and it’s time to 
grow again.” 

Wilmot says that price cutting 
is even beginning to work in 
favor of Curtiss & Pierpont since 
it rejuvenated its merchandising. 

“We’re a well-established and 
reliable firm,” he explains. 
“Many prospects have been get- 
ting bids from price-peddlers, 
then calling on us, ‘just to check.’ 
We handle these ‘checkers’ with 
a full aggressive sales effort 
based on the policies we began 
two years ago. The result is that 
we get about 30 percent of these 
people—30 percent plus _busi- 
ness, that means.” 

Curtiss & Pierpont’s selling be- 
gins in the advertising columns 
of its local newspaper. Two-col- 
umn ads, distinguished by a 
special border and a dignified, 
old-English. “C&P,” appear ev- 











oe ibid 


A “PRICE SHOPPER” is never ignored at the New Haven 
firm. Often they submit price-cutter’s bid for “checking”. 


Wilmot shows they get no bargains and sells 30 percent. 





ery Tuesday. Selective direct 
mailings are used as follow ups. 

This basic plan, combining 
repetition and selective media, 
supplanted split scheduling that 
included “too many dead-weight 
papers, pamphlets and programs.” 

Wilmot changes copy in the ad 
each week. He writes the mes- 
sage himself, keepihg it “simple 
and straightforward, the way 
you like people to talk to you.” 

Some ads stress quality lines 
carried by C&P while others are 
of an institutional nature de- 
scribing the firm’s long service 
to its community. Most ads, how- 
ever, try to get C&P men into the 
home on a minor service call— 
‘“home’s the place to do your best 
selling,” Wilmot explains. 

“We try to cover all our many 
services, briefly but adequately,” 
he says. “Using a large, regular- 
ly scheduled ad in a recognized 
format ties all these services to 
us. Our ads are conservative, 
but we’ve found that best in this 


@ price cutters are on the run as C&P puts a 


fresh slant on a familiar “quality and service” story 





PROPOSAL FORM answers questions on price with de- 


tailed letter explaining how quality products mean long- 
term satisfaction. 


Manufacturers literature aids story. 


New England community when 
selling on quality reputation. 

Wilmot is equally positive 
about the revisions in his firm’s 
selling techniques. “We don't 
take for granted,” he says, “that 
our customers know our reputa- 
tion and assume our price is 
based on the best possible job. 
We give every customer a step- 
by-step explanation of every 
phase of the installation from our 
estimate to our service.” 

For example, when Wilmot 
goes out on an estimating call, 
he tries to take the prospect 
along. This permits him to ex- 
plain each part of the work and 
the materials involved. Quality 
is stressed constantly. 

“All this is worthwhile,” Wil- 
mot says. “When a prospect gets 
an estimate from someone else, 
he naturally asks about all the 
points we’ve educated him on. 
When there is price difference, 
the competing firm has to con- 
cede that quality is sacrificed. 





Domestic ENGINEERING, JULY 1955 








i 


B IG ed oi 
IN: PLUMBING 


INSTALL 
3>1AU3IS 3 


Good Products, Best 
Materials — For Daily 


Use ond Abuse 
e * 
Good Products Must 


Be instolled By Experi- * 
enced Mechanics To 


Do Their Work Efficiently 
s e 
Good Service — A Must 


fer Adjustment or Repoir 


of Good Products 


We Have Ali "3" 
Call Us for Complete 
Repair Service 


CURTISS 8 PIERPONT co 


we 
+ dl 


- 


WE SELL IT 
LI 331NV4UYVND 3AM 


ADVERTISEMENTS stress C&P’s 
quality and service with dignified copy 


and distinctive insignia and border. 


To increase the effectiveness 
of this point-by-point compari- 
son, C&P submits detailed pro- 
posal forms covering all work 
and material. Piping diagrams, 
spec sheets and catalogs are pro- 
vided to give a fuller under- 
standing of C&P’s methods. The 
information is contained in a 
handsome proposal folder with 
institutional slogans on the 
cover. 

“We find,” Wilmot says, “that 
prospects save and study these 
proposals. They go out and com- 
pare bids with competition. But 
because our proposals tell why 
we selected each product and 
recommended each installation, 
we block most efforts to cut 
corners on price before they even 
get started.” 

The proposal is typical of the 
new look in selling at Curtiss & 
Pierpont. “Our salesmen have 
learned,” says Wilmot, “ that no 
selling effort can be too com- 
plete. When we lose a good pros- 
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Choice Excerpts from the Curtiss & Pierpont 
Philosophy on Meeting Price Competition .. . 


“In the price-warring 50's, we use a time-tested formula for 
survival. We all sat down and analyzed everything we were 
doing. The things we weren't doing right, we corrected. The 
things we could do better, we improved. The things our compe- 
tition was succeeding with, we adapted to our own operation.” 


“No plumbing and heating contractor can afford to be so 


busy that he turns his back on the encroachments of the 
price cutter.” 


“We adopted a more aggressive sales approach, remembering 
that no firm is ever so old or so big that it can fail to do a 


complete selling job on every customer.” 


“Even the price cutters deserve a nod, They've helped 
the industry realize we’re back in a buyers’ market and 
it’s time to grow again.” 


“Our basic advertising plan, combining reputation and selective 
media, supplanted a split schedule that included too many 
dead-weight papers, pamphlets, programs and such.” 


“Our ads are conservative but we've found they work 
best by selling on reputation and quality.” 


“Most ads try to get our men into the home on a minor service 
call, because home is the place to do our best and biggest selling 


job.” 


“Keep your story simple and straightforward, the way 
you like other people to talk to you.” 


“We give every customer a step-by-step explanation of every 


phase of the installation from our estimate to our service.” 


“Our education of the prospect, as much as our selling 
effort, wins a lot of jobs from price cutters.” 


“Competition is good for a good company. Without it a business 
gets fat and dormant.” 


“Every month, the price cutting nemesis seems to 
dwindle.” 


“Price competition makes it necessary for a firm to keep on its 
toes. We are willing to take on another 90 years of such 
competition just to show we can meet any challenge.” 


pect, we check to see why— 
usually it’s because we didn’t 
make our quality story clear 
enough. 

Most important, Wilmot points 
out, is that such oversights be 
corrected. “Price competition 
makes it necessary for a firm to 


keep on its toes. We didn’t stop 
our merchandising re-organiza- 
tion two years ago. It’s undergo- 
ing constant strengthening, tight- 
ening up. We’ve trimmed off that 
war-time fat, and we are willing 
to take on another 90 years of 
competition.” END 
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GUY P. BROWN, Dallas, Ter., 
contractor, checks water pump he 
rents for $5 a day. It paid for it- 
self in two years, should last 
another 10, according to Brown. 


Brown grossed $10,000 first year. Sees increase 


TOOL RENTAL 


DODD OO DDD O ODDO DO DDD DDD DD 


Will It Pay Out for 
P-H Contractors? 


WANT TO ADD a comparatively 
easy $10,000 per year to your 
volume? 

Guy P. Brown of Brown 
Plumbing, Dallas, Texas, found 
one way to do it. He added an 
equipment and tool rental serv- 
ice. 

The figure is an early one. This 
is only Brown’s second year in 
the business and at its present 
rate it will be worth $10,000 for 
this year. “It doesn’t allow for 
the growth rate,” says Brown, 
“but it’s a safe, conservative 
figure.” 

Tool rental is easy because it 
involves no labor and no credit 
except to established companies. 
All it requires is bookkeeping, 
sources for odd items, and an 
investment in the needed tools 
and equipment. Here’s a run- 
down on how Brown makes it 
work. 

Customers for the business in- 
clude the various contractors, 





maintenance men in local build- 
ings and a big crop of do-it- 
yourselfers. His best customers, 
according to Brown, are other 
plumbing contractors who find 
themselves in need of certain 
pieces of equipment occasionally, 
but not often enough to justify 
the expense of a full line invest- 
ment. Brown satisfies contrac- 
tors and maintenance customers 
by having the variety to fit their 
needs. He satisfies the home 
do-it-yourself trade by having a 
good selection of hand and power 
tools as well as electrical and 
mechanical items for lawn and 
garden maintenance. 

The business operates under 
the name Dallas Equipment 
Rental Co. “I started it out un- 
der my regular firm name,” says 
Brown, “but then one day I got 
to talking with another plumb- 
ing contractor. He complained 
about having to buy something 
he needed only once or twice a 
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TOOL RENTAL 
business of 
Brown’s is under 
separate name 








year, and I asked him why he 
didn’t rent it from me. He said 
‘T’d like to, Brown, but I don’t 
want equipment with your name 
on my job. Take the name off, 
or change it, and I’ll be a regu- 
lar customer.’ So I changed the 
name and then let other contrac- 
tors know about it. They came 
rushing.” 

Brown’s investment in these 
“extra” tools and equipment to- 
tals about $30,000, but it was 
made over a long period of time 
and it includes many items he 
bought for his own plumbing 
business. The tool part of his 
business includes one truck used 
for pickup and delivery, which 
costs the customer a minimum 
of $2.50 or a maximum of $3.50 
(depending on zone) each way. 
He also has five air compressors 
valued at about $2,500 each 
which, along with the truck, 
make up his biggest equipment. 
All are painted orange with 
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black lettering, as are most of 
his rental tools and equipment. 
While he does not carry earth- 
moving equipment, like ditchers, 
he is now considering adding 
such items to his stock. 

On his show room floor, Brown 
keeps power saws and drills, 
hedge trimmers, ordinary post 
hole diggers fitted for power op- 
eration, and similar items. These 
are strategically placed near a 
sales display case which carries 
power tools for sale to the home 
mechanic, or hobbyist. 

“There’s another important 
thing in this operation,” he 
points out. “That’s extension 
cords. In many cases cords are 
needed with triple contact plugs, 


because other 
plumbing contrac- 
tors wanted to 
rent his equip- 
ment without be- 
ing identified with 
the rival firm. 











and you can’t get them just any- 
where. Even home tools often 
need ordinary extension cords, 
and the do-it-yourselfer usually 
gets home and finds he has to go 
out to buy a cord. We stock them 
and include them in the rental— 
at an added charge 
that nearly everybody who rents 


and we find 





anything at all wants a cord with 
a 

Brown reaches his customers 
with a combination of advertis- 
ing, display and direct mail. He 
also makes some use of the tele- 
phone. His advertising includes 
two telephone book listings un- 
der tool rental and equipment 
rental, and occasional ads in var- 
ious newspapers. “We have one 
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How Much Should You Charge for Tool Rental? 
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DO IT YOURSELF! 
SAVE ON LABOR! 


Home owners and business men find it profitable to rent 
labor-saving equipment rather than invest in expensive, quickly 
depreciating machinery and tools. 

With our rental tools and equipment home owners can save 
money by doing many jobs in their spare time without an 
expensive outlay for tools. Our rental charges are quite nominal. 





Many businesses save money by renting our equipment. 
There is no expensive investment to make. In many instances our 
rental charges are less than depreciation would be. 


Just call YU-9200 for full information on this easy way to 
“do-it-yourself” and save money. 





DALLAS EQUIPMENT RENTAL CO. 
Telephone YU-9200 
210 S. Bishop Avenue 
Dallas 8, Texas 





RENTAL CHARGES ON EQUIPMENT AS OF JANUARY, 1955 





AIR EQUIPMENT DAY WEEK MONTH 
Compressors, 60 cfm $13.50 $40.75 $122.00 
Compressors, 85 cfm 15.00 48.00 145.00 
Paving Breakers, 80 Ibs. 5.00 16.00 45.75 
Tampers, single 4.00 12.00 32.00 
Clay Spade, with blade or point 4.00 12.00 32.00 
Hose, 50 ft., %” 1.50 4.00 8.00 

AIR OUTFIT, Complete with Paving Breaker DAY WEEK MONTH 
50 ft. Hose, less Point — Hr. $2.50 15.00 50.00 170.00 


Points, sale, ea. $3.95 — Minimum charge 2 hours. 










































church paper,” he reports, “and 
by actual test I know it is ex- 
cellent for the plumbing busi- 
ness. Still, I tried it for equip- 
ment and didn’t get a single call. 
I tried the neighborhood news- 
paper, too, and didn’t get any 
calls I could trace. I tried the 
chamber of commerce paper and 
so far haven’t gotten much in the 
way of results. But I’m going to 
give them all a fuller try. The 

| phone book has been fairly good. 
“But best, I think, are dis- 

plays in the store for the home 

trade, and mailings to selected 
prospects for larger equipment 
rental. In one case, for instance, 

I'll take the yellow pages of the 

phone book and send a mailing 
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to all the plumbing contractors. 
Another time I’ll try all the ce- 
ment contractors. Every couple 
of months we send out another 
mailing, and we get most of our 
business from these contractors. 
The mailing consists of a little 
folder we made up, telling them 
to do it themselves to save 
money. It lists major and minor 
items, from air compressors and 
paving breakers to floor polish- 
ers and wheel barrows, and gives 
the price per day and the mini- 
mum time we'll rent. 

“That minimum varies. In 
some cases it’s two hours, in 
some cases four. Our shortest 
minimum is two hours on an air 
compressor, for $5. But these 


items are often taken for a week 
or a month, so we list their 
rental for those longer periods 
on the mailer. A contractor can 
rent a full air outfit with paving 
breaker for $15 per day or $170 
per month. On such a deal we 
sell the points, rather than rent- 
ing them. We always sell when 
breakage is expected.” 

These prices are set according 
to a book Brown obtained from 
Associated Equipment Distribu- 
tors, listing recommended rental 
charges for all types of equip- 
ment and tools. These prices 
were established on averages, 
taken from rental firms, and are 
good as a rough guide. However 
they must be adapted to local 


Domestic ENGINEERING, JULY 1955 





Domes 























DALLAS EQUIPMENT RENTAL CO. SAVE ON LABOR! DALLAS EQUIPMENT RENTAL CO. SAVE ON LABOR! 
DRILLS — ELECTRIC DAY 4 Hrs. SAWS DAY 4 Hrs. 
~~ $1.00 $ .75 Electric, 7%" $4.75 $3.50 
sedi 1.25 85 Extra Blades, each $1.00 
%” ... 1.50 1.00 Electric Chain, 18” 8.00 5.50 
oe 2.75 2.00 
SEWER CLEANING EQUIPMENT DAY 4 Hrs. 
SANDER — ELECTRIC DAY 4Hrs. Steel Tapes, 100’ x %” $2.50 $2.00 
Disc Sander, 7” $2.00 $1.50 50’ x 'A" 1.50 1.00 
Top Snakes 1.50 1.00 
DAY 4 Hrs. Bow! Auger 1.50 1.00 
HEDGE CLIPPERS $1.50 $1.00 Plunger, Sale only, 98 cents 
DAY 4 Hrs. DAY 4 Hrs. 
FLOOR POLISHERS $1.00 $ .75 PLUMBER'S FURNACE $1.00 $ 79 
DAY 4urs. WATER PUMPS DAY 4 rs. 
CHAIN HOIST, 1-Ton $2.50 $2.00 1%” Gasoline Powered $5.00 $3.50 
1” Electric Powered 4.00 3.00 
DAY 4trs. 
HOUSE JACKS 1.00 75 DAY 4Hrs. 
WHEEL BARROWS $1.00 $ .75 
PIPE TOOLS DAY 4 Hrs. 
THREADERS, 4” to %" $1.00 $ .75 TOOLS NOT LISTED 
1” to 2" 1.50 1,00 We have available for your use many other tools, pipe-fitting, plumbing, 
2%" to 4” 3.00 2.50 carpenter tools, etc., that may be rented for nominal charges. Just telephor.a 
CUTTERS, Regular . 1.00 75 YU-9200 for information. 
CUTTERS, Large . 2.00 1.50 
POWER DRIVE, For 244” to 4” Threader RENTAL CHARGES ARE PAYABLE IN ADVANCE. 
oe as oe — —_ ONE DAY CHARGES ARE FOR A 24 HOUR PERIOD 
%"Electric Drill for Power Drive 2.75 2.00 : 
TOOLS RETURNED LATE ARE SUBJECT TO EXTRA CHARGE. 
PIPE WRENCHES DAY 4 Hrs. TOOLS MUST BE RENTED AND RETURNED DURING STORE HOURS, F. O. B. OUR 
Ge eRe : ; $ .50 $ .50 STORE. 
1 . ee 50 PLEASE READ YOUR RENTAL CONTRACT BEFORE SIGNING FOR RENTAL EQUIP- 
. paayee , 75 .50 MENT 
24” . 1.00 75 ; 
36” 1.50 1.00 
eal 2.00 1.50 DALLAS EQUIPMENT RENTAL CO. 
PIPE VISES DAY 4 Hrs. 
Regular $ .75 $ .50 Telephone YU-9200 
On Tripod 1.00 75 210 S. Bishop Avenue 
PIPE PUSHER DAY 4 Hrs. Dallas 8, Texas 
%” to 2” $5.00 $3.50 




















conditions and competition, says 
Brown. 

“Competition in this business 
isn’t too bad,” he adds. “I believe 
the phone book lists only three 
or four competitors. They are 
either rental firms, or equipment 
sales outlets who will rent and 
then apply the rental charges to 
purchase price if the equipment 
is kept for six months. But 
there’s no real cut-throat com- 
petition, and the profit is a lot 
better than in some phases of the 
plumbing business.” 








Display is Brown’s chief meth- > 
od of attracting the neighbor- 
hood do-it-yourself trade. The BIG TICKET items in Brown’s tool rental are compressors and trucks. 


Contractors can rent a compressor from Brown for $15. Brown uses the 
equipment on his own jobs, too. Complete rental price schedule is shown 
(Please turn to top of next page) above. Prices are set according to a book listing recommended charges. 


phone book helps here, and a 
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(Continued from preceding page) 
booth in last year’s Do-It-Your- 
self show in Dallas was very suc- 
cessful, he reports. But day after 
day a good window will do the 
trick, depending then on word- 
of-mouth advertising to make the 
business spread. Brown has a 
“Dallas Equipment Rental Co.” 
identification under his plumbing 
sign on the store front, so the 
neighborhood trade won’t be 





confused. In the front window, 
he has a table with items to ap- 
peal to the do-it-yourselfer. Two 
important features of this display 
are a power tool kit in front of 
the table, and a water closet as- 
sembly constructed on a wood 
base on top of the table. “It 
works well,” he reports, “but I 
know it can work a lot better. 
As is, the water closet assembly 
draws them in because it re- 





minds just about everyone that 
theirs is noisy or leaks. The tool 
display material draws them in 
to look at power items. But I’m 
going to add a lot of additional 
“do-it-yourself” signs to make it 
more obvious that I want them 
to come in here and look or talk. 
I’m also going to add another 
table with a lot more tools on it.” 

Brown says there’s one bad 
aspect to his rental business. 





COMMERCIAL GUIDES are checked by Brown and office 
manager Verne Booth to get a basic rental fee for each 
tool. This figure is then adjusted to local market conditions. 





SALES DISPLAYS for many small tools are part of the 
Brown showroom set up. Home mechanics and hobbyists, 
as well as building trade contractors, 
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are customers. 


EXTENSION CORDS are one of Brown’s most popular 
items since they are essential for operation of both big and 

small tools. Miss Booth checks one of the cords available. 
‘ 





TOOLS for the garden and home swell store traffic. Brown 
finds renting and selling tools gains him entree in many 
homes and helps him win back plumbing do-it-yourselfers. 
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Your Blueprint for 
More Modernization 
Sales Under the New 
F.H.A. Title 1 Act 


Another industry service 
by Domestic Engineering 


As this issue of Domestic ENGINEERING 
went to press, the Senate and the House of 
Representatives were hammering away on 
the final stages of legislation which might 
liberalize home improvement loans under 
FHA Title I. (See DE’s June issue, p. 116, 
reproduced above). 

A Domestic ENGINEERING reporter is on 
the scene to report the contents of the final 
measure, the thinking that went into the 
legislation and the far-reaching significance 
it will have on plumbing and heating mod- 
ernization. 

It seems likely that Title I will be liber- 
alized in at least two categories—a higher 
loan ceiling than the present $2500 and a 
longer repayment term than the 36 months 
now provided. 

Domestic ENGINEERING is already prepar- 
ing a special August report from Washing- 
ton to interpret the importance of Title I to 
the plumbing and heating contractor who 
wants to increase his modernization selling. 








Senators and representatives will tell DE 
readers next month how modernization 
helps build a better nation by rebuilding its 
foundation, the home. Industry leaders ex- 
plain how Title I is added insurance against 
any decline in the building economy. Lend- 
ers will provide information on how con- 
tractors, the front line troops in the battle 
to preserve American housing, can best uti- 
lize FHA financing to merchandise modern 
kitchens, baths, heating, cooling, etc. 

In addition, Domestic ENGINEERING will 
feature a specially written article by one of 
the nation’s top merchandisers explaining 
how FHA can be used on the contractor 
level to promote modernization business. 

So from today’s Capitol Hill maze of com- 
mittee hearings, compromises and _ special 
recommendations will ,come DE’s August 
report on liberalized home improvement 
loans from the lofty tenets of the American 
housing problem to the grass-roots principles 
of retail selling. END 
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(Continued from preceding page) 
That is thievery. “There are pro- 
fessionals out after people like 
me,” he reports. “They rent for 
a day, but disappear. It’s a na- 
tionwide racket. We've lost a 
few small tools, but now the sys- 
tem we use of positive identifica- 
tion and a third degree has 
stopped it. We’re safe as long as 
we're vigilant. 

“The advantages far outweigh 


this one disadvantage. We get 
cash in advance on all small 
tools, and when companies take 
out the larger things we get cash 
when they bring them back. So 
there’s no credit risk. 

“And it’s extremely valuable 
in building our plumbing repair 
business. Sometimes this is just 
due to the contact. More often 
it’s the fact people try to do-it- 
themselves and just get in a 


mess, then need us to get them 
out of it. We’ve built a good 
remodeling business on_ that 
alone. The only business we lose 
is to people who couldn't afford 
to pay for labor anyway, and this 
way at least we get something 
out of them. 

“I’d say this really is a perfect 
little extra business for a 
plumbing contractor with a 
store.” END 
































A Refresher Course in Sizing and 
Location of Unit Heaters 


THE PROBLEM OF SIZING and se- 
lecting unit heaters for any ap- 
plication not only requires sound 
and practical engineering, but a 
lot of common sense as well. 

Occasionally, the heating con- 
tractor will be confronted with a 
particular job that taxes both his 
engineering ability and good 
judgement. A good example is 
the installation made by the Lin- 
bach Company, Columbus, O. 
heating contractors, in the press 
box of a Big Ten stadium. 

Long and narrow, and perched 
high atop the stadium (see 
photo), the press box has all four 
sides exposed to the biting win- 
ter winds. The fact that three 
sides are almost solid glass fur- 
ther complicated the problem. 

However, by following certain 
established principles, the con- 
tractor was able to arrive at a 


100 


BIG TEN stadium 
press box with 4-way 
exposure (above) 
posed a heating 
problem that wds 
solved by the instal- 
lation of nine unit 
heaters like the one 
shown at right. A to- 
tal output capacity of 
450,000 Btu provides 
quick heating and 
even distribution. 


satisfactory and economical in- 
stallation. 

This article will outline and 
discuss some of these principles 
and serve as a refresher course 
for plumbing and heating con- 


tractors in the sizing and loca- 
tion of unit heaters. 

Obviously, a complete analysis 
of the specific room or building 
and the degree of temperature 
control and comfort conditions 
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PROBLEM... 


...and How It Was Solved! 











that must be maintained is abso- 
lutely necessary. 

The first and most important 
factor to be considered in actual- 
ly selecting the size and number 
of unit heaters needed to heat 


DoMEsTIc ENGINEERING, JULY 1955 


4-way exposure to biting winter winds 


is taken in stride by Ohio contractor 


any given area is the calculation 
of a heat loss of the area at a 
predetermined design tempera- 
ture. 

This involves the total heat 
loss through walls, doors, win- 
dows, ceiling or roof, floors, and 
infiltration of air changes from 
leakage around doors, windows 
and other non-sealed openings in 
wall or ceiling areas. 

Infiltration or air change is a 
factor that is sometimes over- 
looked; however, it is important 
and should be considered care- 
fully. Depending on the size and 
type of building to be heated, the 
number of air changes or rate of 
infiltration will vary. 

For instance, in an average 
area such as a storeroom office 
with normal ceiling height, glass 
area and with two or more walls 
exposed, it is considered good 
practice to use from 1% to 2 air 
changes per hour. 

However, if one, two or three 
air changes per hour are used 
when figuring heat losses for 
large areas in buildings such as 
warehouses, large garages, fac- 
tory buildings, etc., total heat 
loss figures will actually be un- 
realistic. 

In such large volume areas, 
without mechanical ventilation, 
the air is comparatively static 


and actual air changes are infre- 
quent. To arrive at a more real- 
istic figure, it is quite common 
practice among heating engi- 
neers to use an infiltration figure 
equivalent to the glass loss in 
Btu/hr. Experience has shown 
these two factors to be closely 
related. 

Another factor that must be 
considered is the ceiling height. 
For each additional foot above 12 
ft, the total heat loss of the build- 
ing should be increased one per- 


cent. 
In the example of the press 
(Please turn to top of next page) 
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Heating Problems... 


(Continued from preceding pages) 
box installation, the four-way 
exposure (with three sides glass) 
of the long, narrow structure re- 
sulted in a heat loss figure of 
450,000 Btu. 

After obtaining an estimated 
heat loss, it is good practice to 
make adjustments for heat gain. 
While this was a factor in the 
press box installation, contrac- 
tors will find other jobs where it 
must be considered even more 
carefully. In some factories, for 
example, furnaces, forges or oth- 
er heat producing equipment ac- 
count for a considerable share of 
the heating requirements and 
can be recovered for use if prop- 
erly distributed. Generally 
speaking, heat gained from 
lights, motors and normal occu- 
pancy is usually negligible. 

Sometimes, consideration for 
special heat requirements must 
be allowed to maintain tempera- 
ture if the area is used to house 
cold materials. An example of 
this condition would be a ware- 
house for steel products or a bus 
garage. 


Consider Ventilation, Too 

Another quite common condi- 
tion that must be considered is 
that of areas where exhausters 
or mechanical ventilators are in- 
stalled. Adjustment must be 
made to compensate for the addi- 
tional heat required for more 
than normal air changes. In some 
cases, it is necessary to install 
additional heating capacity, or, in 
other cases, additional equip- 
ment to heat make-up air in a 
volume equal to that exhausted 
must be installed. 

A formula quite commonly 
used to estimate the additional 
heat required for make-up air is: 
CFM x .018 x Temp. Rise x 60 
min. The total should then be 
added to the normally calculated 
heat loss of the building. 

After over-all heat loss has 
been determined, equipment 


102 


should be selected so that it has 
a total heat output rating in ex- 
cess of the heat loss. Of course, 
it’s not quite as simple as that. 
For example, it is advisable to 
not oversize the equipment. It 
is considered much better prac- 
tice to select equipment so that 
output capacity does not exceed 
the heat loss by more than 10 
percent. In other words, the unit 
heater output capacity is select- 
ed as near the actual heat re- 
quirements as possible. 


Sizing the Equipment 

In most cases, this will insure 
longer periods of operation and 
tend to provide for a greater de- 
gree of comfort and temperature 
control. One very successful de- 
signer of unit heater installations 
has for years made it a practice 
to match exactly the total heat 
input of the equipment to the 
theoretical heat requirements. 

While this is an extreme pro- 
cedure, and one not normally 
recommended, the fact remains 
that this designer’s installations 
have been highly satisfactory. 

Another important principle 
to keep in mind when sizing unit 
heaters, is the need for satisfac- 
tory heat distribution. This fre- 
quently requires the use of mul- 
tiples of smaller units having a 
heat output capacity equal to a 
fewer number of large units. 
While the use of more numerous 
units increases the initial cost, 
the results in operating economy 
and diversity of operation, as 
well as a greater degree of com- 
fort, are worth the extra cost. 

For a good example of the use 
of multiple units, we can return 
to the Big Ten press box installa- 
tion. As mentioned previously, 
the heat loss was estimated to be 
450,000 Btu’s. While the heat re- 
quirements could have been met 
with one or two larger units, it 
was the considered judgement of 
the heating contractor that mul- 
tiple units would provide a more 
satisfactory installation. 

An analysis of the structure 


indicated that the heat require- 
ments would vary a great deal 
due to changing outside condi- 
tions such as the effect of the 
sun, wind and other variables on 
the glass exposures. The fact 
that there would be a lot of open- 
ing and closing of doors indicated 
that much better operating con- 
ditions, along with improved 
comfort and economy, would re- 
sult from the use of individual 
thermostats. 

To successfully meet the re- 
quirements of this particular in- 
stallation, the contractor selected 
nine unit heaters, each with a 
50,000 Btu capacity to offset the 
450,000 Btu heat loss, and pro- 
vide quick heating with adequate 
distribution. 

The successful solution of the 
press box installation was, in the 
contractor’s opinion, a combina- 
tion of practical engineering 
know-how and good judgement, 
with a bit of “common sense” 
thrown in for good measure. 


Figure the Heat Zone 

One other final consideration 
should be taken into account in 
any discussion of unit heater 
sizing and location and that in- 
volves the question of effective 
air throw of a unit heater. In 
general, most units have an effec- 
tive throw of 35 to 50 ft, depend- 
ing on size. Experience indicates 
that the effective heat zone is an 
additional 10 to 15 ft. 

Actually, of course, this figure 
will vary with the size of the unit 
and the design of the building, 
which means that these factors 
must be carefully considered 
in designing a unit heater iob. 

By following the general prac- 
tices outlined above and exer- 
cising good iudgment, a satis- 
factory installation is assured. 

(Editor’s note: This article 
was prepared with the coopera- 
tion of L. J. Monahan, assistant 
sales manager of the Janitrol 
Heating & Air Conditioning Di- 
vision, Surface Combustion Cor- 
poration, Columbus, O.) «END 
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MAJOR COMPONENTS of a gas-motor driven air con- 
ditioning unit now being field tested are shown in this 
schematic drawing. The unit is a remote type with chilled 


A Progress Report on... 


liquid lines leading to the cooling coil inside the house. 
The coil shown is an inverted-V type installed in the fur- 
nace plenum. A separate interior cooling unit can be used. 


Gas Air Conditioning... 


THE SEARCH FOR A PRACTICAL, economical sys- 
tem of gas-powered summer air conditioning for 
the home is rapidly gaining momentum and al- 
ready showing tangible results. 

The information was revealed recently when 
Sheldon Coleman, president of the Coleman Com- 
pany, Wichita, Kan., spoke on “Progress in Gas 
Air Conditioning” at a convention of the South- 
ern Gas Assn. in New Orleans. 

In discussing his own company’s research proj- 
ects, as well as allied programs, Coleman said 
that his company is currently field testing a gas 
motor driven summer air conditioner for homes 
(see diagram above), and expects to be in lim- 
ited production next year. 

The present test model is a remote unit, for 
installation outside the house. A cooling coil 
would be installed inside, either in the furnace 
plenum or as a separate unit. With a plenum 
coil, the equipment would require no floor area 
aside from that already used by the furnace. The 
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usual plumbing skills would suffice to run the 
chilled liquid lines between the remote unit and 
the cooling coil. 

The basic equipment to do the cooling job in- 
cludes the following items: air-cooled gas motor, 
refrigeration compressor directly connected to the 
motor, evaporative condensing unit with pump 
and hydraulic slingers, liquid chiller, circulating 
pump, 110-volt starter, muffler, oil reservoir and 
controls. 

Air-handling equipment will be the same as 
in present installations using electric systems, 
Coleman said. The direct-drive starter will run 
on 115-volt A.C. and is simply plugged into an 
ordinary household outlet. 

The goal in motor life, which Coleman indicated 
has been reached in its present test model, is a 
unit that will run for 10,000 hours without major 
overhauling. This is equal to five full cooling 
seasons in Houston or New Orleans and consid- 

(Please turn to top of page 156) 
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DIRECT RADIO contact between 
Harlan Plumbing Co. and service 
trucks in Phoenix, Ariz., permits 


jou n to make 20 percent 
more Calls%han under previous 
“check in” 8 m.»Bud White,“ 


office manager, “a smitting. 
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-WAY RADIO PUTS SERVICE 
BUSINESS INTHE BLACK... | | 


It USED TO BE when a plumb- 
ing and heating contractor did 
90 percent of his volume in re- 
pair work, you could be sure he 
was a one-man operation, prob- 
ably working from his home. 

But the age of electronics and 
air travel has changed that 
Model-T version of the service 
contractor. 

The Harlan Plumbing Com- 
pany, Phoenix, Ariz., is a case 
in point. Three years ago this 
company was in the middle of 
the fierce battle for new con- 
struction contracts. “But as 
margins grew smaller,” says J. 
W. Harlan, “we started to ex- 
amine other fields more care- 
fully.” 

With his sons, Leslie and 
Archie, Harlan studied the books 
of the past years. “There was a 
constantly good profit margin in 
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SO EFFICIENT is Harlan’s serv- 








en ice operation, the firm now does 
ce 90 percent of its volume in repair 
its work, profiting on every job. Re- 
me fr pairs serve as entry for remodel- 
us 4 ing, too. Shown is one of the 
° 10 radio-equipped trucks. 


a 


Phoenix, Arizona contractor's jet-age techn'ques 
have boosted service volume 350 percent in just 
three years. His servicemen now handle up to 10 
calls a day each — every one at a profit . . . 





repair work, remodeling and 








small, individual contracts,” he 
said. “All added up, of course, 
it wasn’t a big sum. So our next 








question was—how could we 






make total profits swell in re- 
pair-type work?” 
The answer was to crowd 








more jobs into a work day 
through use of a mobile fleet 
routed by direct radio commu- 
nications with an office dis- 









patcher. Later an airplane was 
added for estimating and super- 
vision of out of town jobs. 








“Three years later,’ says Har- 






lan, “it sounds cut and dried. But 





it wasn’t at the time. We made 






a lot of mistakes finding a sys- 





tem that made repair service 
pay off in big volume. But we’ve 
got it perfected now so each 
serviceman makes up to 10 calls 


(Please turn to center of next page) 
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CLOSE CUSTOMER contact in repair work demands neatness in appear- 
ance of trucks and journeymen. White uniforms and polished trucks are 
provided each serviceman who also cleans up thoroughly after each job. 











Can PLUMBING CO. 


LUMB 


LET THE PEOPLE KNOW is Harlan’s motto about his service operation. 
This billboard won a prize in a contest sponsored by the Outdoor Adver- 
tising Assn. and served Dallas as a reminder of Harlan’s service. 


(Continued from preceding page) 
a day. That’s boosted our job- 
bing volume 350 percent in 36 
months.” 

The first step in Harlan’s re- 
organization was to enlarge the 
truck fleet to ten completely 
equipped shops-on-wheels. With- 
out communication with the of- 
fice, however, the number of 
trucks proved relatively unim- 
portant. Unless each was con- 
stantly on a job, they drained 
profits rather than contributed 
to the company. 

“For example,” Harlan says, 
“if only an hour a day was 
wasted by each truck coming in 


NG & HEATING SERVICE 











A Profit on Every Service Call Is the Goal of These Harlan 


at night or checking back for 
parts, we’d lose a total of ten 
man-hours and ten truck-hours. 
Within a few days, the loss would 
be in the hundreds of dollars.” 

Harlan decided that mobility 
could be most effective only 
when combined with office com- 
munication that permitted min- 
ute-by-minute scheduling of each 
service truck. 

“Since that’s sort of a pioneer 
field,’ Harlan says, “we had to 
experiment. Some of the experi- 
ments were failures. First of all, 
we discarded the idea of using 
telephone-type communications. 
That relies on a central switch- 
board relay point and usually 
limits the number cf calls that 
can be handled simultaneously. 

“We installed, therefore, an in- 
dependent radio broadcasting 
system emanating directly from 
the service headquarters. But 
even so, we made a mistake. We 
used VHF radio which unfortu- 
nately operates on the same band 
as taxi fleets, railroads and police 
and fire departments. Due to 
special regulations on the use of 


LES HARLAN stands beside his Cessna airplane which the company uses to 


parachute materials to distant job sites in Arizona. Plane also aids in Har- 
lan’s fast service operation by shuttling materials to a Yuma branch office. 
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Cost Cutters... 


VHF, we were often blocked off 
our channel when we needed 
truck contact most. 


“After a few months of this, 
we scrapped VHF in favor of 
ultra high frequency, microwave 
transmissions. That’s way up in 
the X band, free from interfer- 
ence and capable of extremely 
long-range pick up.” 

The frequency switch cost Har- 
lan $8,000, but it was a short- 
lived loss. “We amortized it 
easily,” Harlan said. “Within a 
week, our servicemen were mak- 
ing 20 percent more calls a day. 
We made another big time saving 
by having each serviceman take 
his truck home with him at the 
end of the day. In the morning, 
he merely radios in and is routed 
out for the day. We feel the less 
we see of our men, the better.” 


Journeymen also radio in re- 
quests for supplies needed to re- 
plenish their traveling stock. 
While they are on their way in, 
the stockroom assembles the 
supplies and everything is ready 
for a quick loading by the time 
the driver arrives. Should the 
serviceman be on call when he 
needs a part, he merely radios 
the office which dispatches a 
“hot-shot” delivery truck with 
the part. 

Harlan notes that merchan- 
dising is an integral part of re- 
pair service and that radio helps 
here, too. 

“We train our men to look for 
replacement sales or remodeling 
possibilities,” Harlan says. 
“When they spot one, they can 
call right in for information and 
prices. It isn’t unusual for one of 
our servicemen to put a home- 
owner right on the radio and talk 
to our sales office. The novelty 
catches some people— those it 
doesn’t get a fast follow up call 
from our salesmen.” 

To traffic incoming service re- 


(Please turn to top of next page) 














Hard to Find Parts... 


...-Are Handy at Harlan’s 


Packaging Cuts Labor Cost 


WHEN YOU'RE BUILDING a volume business in service 
work, any delay is costly. The Harlan Plumbing Co., 
Phoenix, Ariz., (whose service operation is described 
in adjoining columns) found that one source of delays 
was hard-to-find parts. 

J. W. Harlan decided three years ago to eliminate 
this headache by setting up a $4,000 inventory of rare 
parts—some of which had taken weeks to obtain previ- 
ously. 

The first step was to check with journeymen, other 
contractors and wholesalers for a basic list of such parts. 
Since then there have been periodic revisions and ad- 
ditions. 7 

Bud White, office manager, decided to package them 
in either plastic tubes or in heavy, transparent plastic 
sacks. White labels with a complete description of the 
enclosed part were attached to each package. The 
packages were then placed on a pegboard frame for 
display purposes. 

These rare parts are available to other plumbing and 
heating contractors, builders and homeowners. Harlan 
cheerfully admits the turnover on these parts is slow 
(some of the original purchases three years ago are still 
in stock). But they have saved Harlan many expensive 
hours when called into use, and also serve notice to 
Phoenix that the company stands behind its claim of 
offering one of the most complete and efficient service 
operations in the southwest. END 



























(Continued from preceding pages) 
quests without wasting time or 
mileage, Harlan has erected a 
large city map in the transmitter 
room. Colored pins indicate at a 
glance where each truck is. Calls 
are filed according to district, 
and radios are kept on at all times 
to permit immediate relay from 
the office. 

Servicemen radio in at the 
completion of a job so the office 
knows their location and can 
help route them to the next calls 
by the shortest routes. 

Bud White, Harlan’s office 
manager, points out that the ra- 
dio system has also permitted 
the company to enlarge its trade 
area without any loss of efficien- 
cy. Radio contact has been main- 
tained for more than 40 miles 
from the office. 

“As a matter of fact,” White 
says, “ a recent job we handled 
long-distance gives a good idea 
of how we've got the automotive, 
airplane and electronic age work- 
ing as a team for us. 

“The job was on a ranch more 
than 40 miles from here. Our 
journeymen drove out there but 
found he needed special tools 
and parts. He radioed the re- 
quest to us. It would have tied 
up a truck and journeyman half 
a day to drive those parts to the 
ranch. So we turned to the air. 
Les Harlan simply flew his Cess- 
na over the ranch and para- 
chuted the parts to our man be- 
low. It was a half hour job by 
air and radio.” 


The Airplane's Role 


The airplane’s most frequent 
role, however, is keeping contact 
between the main office in Phoe- 
nix and out of town jobs. Parts 
and tools, and especially person- 
nel, are shuttled regularly to 
these locations, by either Les or 
Arch, both of whom are experi- 
enced pilots. Since much of the 
construction in the Yuma area is 

















































2-Way Radio Puts Service Business in the Black 


in remote sections, the plane is 
also called into action to “bomb” 
supplies at the site. Les Harlan, 
incidentally, has developed into 
quite a “plumbing bombadier”’ 
and can drop a bundle of pipe 
within a few yards of his crews. 

Drama isn’t confined to the 
airplane, though. Trucks have 
had their share of the unusual, 
too, because of radio communi- 
cations. 


A Case in Point 


“Once,” White recalls, “we got 
a call from a woman in hysterics. 
Her bathroom was flooding, and 
water was seeping downstairs 
where there were valuable ori- 
ental rugs and furniture. But 
no matter how hard we tried, we 
couldn’t get her to give us a clear 
address—she just kept crying 
about her rugs. While she was 
on the phone, we dispatched a 
truck to the street she had men- 
tioned. Then we told the lady, 
‘Just look out your window. One 
of our trucks will be cruising by 
your home any second.’ 

“She dropped the receiver and 
ran out. Sure enough, there was 
our truck waiting to be called in. 
We saved the orientals, and 
everybody lived happily ever 
after.” 

White says that on several oc- 
casions a Harlan service truck 
has arrived at an emergency call 
while the homeowner is still talk- 
ing to the office. 

Harlan recognizes that his ra- 
dio-equipped trucks and plane 
have “hidden” values, too. As a 
publicity device and advertising 
theme, these modern additions to 
the traditional plumbing picture 
are hard to surpass. 

In advertising, for example, a 
bolt of lightning represents the 
company’s use of the air waves 
to bring its lightning-quick serv- 
ice. Harlan’s unique plane op- 
eration and unusual service calls 
have not been buried at the of- 


fice—Harlan has seen to it that 
local newspapers hear of the 
“‘man-bites-dog” aspect of his 
business. 

The result is that Phoenix re- 
members Harlan as the “plumb- 
ing outfit that works like a police 
or fire department.” The reputa- 
tion for modern thinking and 
jet-age speed has made plumbing 
service and Harlan almost syn- 
onymous words. 

But service operations are not 
built entirely on speed. “Unlike 
construction work,” Harlan ex- 
plains, “there’s a lot of personal 
contact between your men and 
the customer on service calls. 
You want your men to be wel- 
comed, not once, but many times 
to a home for sales and replace- 
ments. That means journeymen 
must be personable and above 
all, clean.” 

Each of Harlan’s journeymen 
dresses in a white uniform with 
the firm name on the back. Har- 
lan trucks are washed twice 
weekly, and all jobs are care- 
fully policed after completion. 
“We spend a lot of money,” he 
notes, “getting into a home. We 
don’t want the expensive wel- 
come mat pulled from under us 
because a housewife is disgusted 
by dirt and grease.” 


Improvement Goes On 

Though Harlan’s repair serv- 
ice has already reached the vol- 
ume of his former construction 
operation, its experimentation 
stage isn’t over. 

“We're always looking for 
ways to make service faster and 
more efficient,” he says. “We’ve 
developed the communications 
end satisfactorily, but we feel 
there are many other modern de- 
velopments that can be incor- 
porated in the plumbing and 
heating business successfully. 
Developments in communica- 
tions and transportation have 
made service work profitable for 
this industry — future develop- 
ments, we hope, will make it 
even more profitable.” END 
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TOP POLICY decision is dis- 
cussed by two of Conditioned 
Air’s three-man management 
team. John Geringer, (left) is 
sales manager; Nat Leas, gen- 
eral manager. John Rowden 
(not shown) is chief engineer. 












With Management Control: 


They Know Where They 
Stand on Every Job... 


A UNIQUE MANAGEMENT format pro- 
vides near-perfect control over every 
phase of the business at Conditioned 
Air, Fresno, Calif. And parceling out 
of authority spells out precisely who is 
responsible for what. 

Launched in 1944 as a three-way 
partnership, the company incorporated 
in July, 1954, but the guiding principles 
have been in effect from the beginning. 
The pattern is along the lines of the 
military structure normally found in 
corporations, even very large ones. The 
original partners and present owners 
are Nat N. Leas, general manager; John 


C. Rowden, chief engineer, and John 
Geringer, sales manager. Thus, the 
three basic elements of business control 
are under the guidance of the three 
owners. 

It was decided at the outset to avoid 
one of the pitfalls of a partnership: the 
attitude that each man has a say-so in 
overall control of the business. Instead, 
Conditioned Air recognizes that each 
has specific talents which must be in- 
tegrated for the best interests of all. 

First of all, someone had to be in 
authority—a “boss.” The general man- 
ager ranks no higher than the chief 


How the Management Control System Works 


DomeEsTIc ENGINEERING, JULY 1955 









109 























They Know Where They Stand .. . (continued ) 


engineer or sales manager, but 
he runs his portion. A plan was 
set up in which the duties of 
every man were literally spelled 
out. Each knows his lines of au- 
thority, his functional responsi- 
bility, whom he can hire, and fire. 
Therefore, as an example, the 
sales manager has nothing to say 
about what goes on in the shop. 
However, there is this excep- 
tion. While policy is vested in the 
ownership group, which meets at 
regular intervals to form policy, 
owners and department heads in 
turn comprise another important 
body—the management commit- 
tee. Included in this panel, be- 
sides the three owners, are the 
operations superintendent, sales 
engineer, chief estimator, and the 
foremen of various departments. 
Decisions of ownership are 
conveyed to the management 


committee for discussion and ap- 
proval. These decisions can be 
overruled for good reason. Com- 
mittee decisions are subject to 
re-examination which may re- 
quire a report to be submitted. 

Here’s a “for instance” of how 
the committee works: 

A certain account remains un- 
paid or uncollectable, and the 
accountant wants to know why. 
He asks the table: “What is the 
status of this job?” The job su- 
pervisor tells him that the job is 
not complete because there is a 
part missing. The purchasing 
agent says the part hasn’t been 
received yet. So it becomes the 
duty of the purchasing agent to 
nudge the supplier for shipment 
of the missing part so the job can 
be listed as finished and the cus- 
tomer billed. 

When a job is done, a comple- 


tion form is filled out, showing 
that the work has been inspected, 
tested, and the customer in- 
structed in its operation. Only 
then can the accountant release 
the job for final billing. It’s a 
company rule not to allow back 
charges for service and labor 
after a job is closed—‘“so that we 
don’t kid ourselves or our cus- 
tomers,” says Leas. To take care 
of any such eventualities, a serv- 
ice reserve is set up on every job 
—a fixed percentage—which be- 
comes part of overhead. Nothing 
is left to chance—time is charged 
even for estimating. 

Another item in connection 
with the management committee 
is its monthly review of the over- 
all business picture by depart- 
mental profit and loss and by job 
profit and loss. Analyses are 
made of individual jobs to show 
how and why the company made 
or lost money. A specially-de- 
vised form for each of the pre- 
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TYPICAL JOB is 
shown by this com- 
pressor _ installation 
for air conditioning 
the Fresno County 
School Administra- 
tion building. 










How Management Control Works on a Typical Job: 


MANAGEMENT CONTROL at Conditioned Air begins with the estimating, bidding and sale 








of a given job under the direct supervision of the chief engineer who works closely with 
the chief estimator and sales manager in coordinating the preliminaries. After final 
approval by the general manager, Nat Leas, or the management committee (see arti- 
cle), the job, which has been assigned a number, is turned over to the operating super- 










progresses, 


ceding month’s jobs is presented 
to the committee. According to 
the owners, this makes for the 
successful operation and control 
of a business by the people who 
most influence it—the key opera- 
tions and management personnel. 

The most intimate control is 
exercised, of course, by the gen- 
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eral manager, Nat Leas. To his 
desk each morning comes a daily 
cash position report, indicating 
(1) cash on hand and in banks, 
(2) accounts receivable, (3) un- 
filled sales orders, both new con- 
tracts and work in progress or to 
be completed, (4) notes and con- 
tracts payable, (5) accounts pay- 


intendent who controls all scheduling, expediting and purchasing of materials. 

Job supervisors take over for the actual installation, with all details of the job con- 
trolled through the purchasing department, shop, and field by the operating superin- 
tendent. Various forms, each carrying the job number, facilitate control as the job 


When the job is done, a completion form is filled out, showing that the work has been 
inspected, tested and the customer instructed in its operation. This goes to the controller 
who then releases the job to accounting for final billing. The accounting department also 
sets up a “service reserve” for each job in case there is a need for additional work. 

As an overall control, the general manager each day receives a “daily cash position 
report,” which enables him to check markups with job progress, as well as the com- 
plete profit picture for all phases of the company’s operation. 


able and (6) unfilled purchases. 
He also reviews a recap of bud- 
gets, which breaks down the 
comparisons between budget 
forecasts and budget actually at- 
tained, by departments. This 
makes it possible to gauge the 
markup of jobs if the forecast 
(Please turn to top of page 221) 
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By RUTH STONE 


(Ruth Stone, the author of 
this article, is the wife of 
Harry J. Stone, plumbing 
and heating contractor in 
Ennis, Tex. In the article, 
Mrs. Stone tells about a 
unique campaign for mer- 
chandising water heaters.) 


ALMOST EVERY MERCHANT has 
his pet sales item. At my hus- 
band’s showroom, it’s water heat- 
ers. Why? Perhaps because they 
are quickly sold, quickly in- 
stalled, and we make a quick 
profit. 

We have found five steps in 
making a water heater sale. They 
are: advertising, display, sales- 
manship, financing and installing. 

Advertising—Since we like to 
sell water heaters, we try to sell 
more of them than any other 
dealer. This year we are trying 
a new plan to encourage sales. 
Every person who buys a water 
heater during the year 1955 has 
a chance to win back the full 
price of the heater. 

As each sale is made the pur- 
chaser fills out a card stating his 
name, address, phone number, 
brand of heater purchased, date 
of purchase and price of the 
heater. These cards are dropped 
into a slotted, locked box. On a 
day during the first week of Jan- 
uary 1956 (to be set later), a 
public drawing will be held. The 
lucky purchaser whose name is 
drawn will be refunded the en- 
tire amount of his water heater 


Water Heater 


Hustler Tells 
How It's Done 


Annual raffle — and other ideas — add up to 
more sales for Harry Stone in the Ist quarter 
of this year than in the previous 12 months 


purchase in cash, provided the 
payments on his contract have 
been paid to date. 

A quarter page ad in the local 
newspaper immediately brought 
purchaser response, since every- 
body likes to have a chance to 
“set something for nothing.” 
Handbills were also passed out 
and inclosed in monthly state- 
ments sent from the office. 





The results have been very 
gratifying. We have sold more 
water heaters in the first three 
months of 1955 than we sold dur- 
ing the whole year of 1954. Next 
year we plan to give a free water 
heater twice a year. 

Display—We carry an ade- 
quate line of water heaters, so 
that our customers may make a 

(Please turn to top of page 114) 





MR. AND MRS. HARRY STONE have tripled their water heater sales with a 
far-seeing merchandising campaign. One of the important parts of the cam- 
paign is the wide selection of water heaters displayed in Stone’s showroom. 
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IDEAS for selling water 
heaters are plentiful at 
Harry Stone’s. One of the 
most successful is an an- 
nual raffle in which cus- 
tomers can win back the 
amount of their water 
heater. Shown is one of 
several thousand hand- 
bills distributed by Stone. 





Week ; iner 
ounced later), 7 January, 1952 





















WATER HEATER CASH REFUND 














Name 
Address 
Name of Heater’ Price 
Date Bought Phone CARDS (left), filled out by pros- 
é pects will be drawn at end of 
(All installment payments must be up to date to business year to determine who 
participate in this offer.) gets back his purchase price. 
HARRY J. STONE 
Plumbing, Heating and Air Conditioning 
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Water Heater Selling 


(Continued from preceding pages) 
choice to meet their needs. These 
heaters are attractively displayed 
against a dark background which 
emphasizes their glistening 
whiteness. Each heater is plainly 
marked with price, capacity and 
time guarantee. This display is 
easily seen from the outside by 
day, and is illuminated at night. 

Salesmanship—Naturally, one 
who is interested in his product 
will strive for good sales ap- 
proach. We try to set forth the 
special merits of each heater. We 
ask how many people will be 
using hot water, and whether 
there is an automatic clothes 
washer in the home; thus we 
help the customer decide what 
capacity heater he needs. Then 
we find out how much he is able 
to invest and show him that it 
will be worth the difference in 
price to buy one with a longer 
service warranty—a five, ten or 
15 year heater. 

We explain to him the con- 
struction of the tank and the 
effect certain kinds of water have 
on its lining. Some mineral 
waters are more destructive than 
others and should be taken into 
account in choosing the quality 
of the heater. 

Financing—We offer several 
easy payment plans. If the cus- 
tomer does not want to pay cash, 
we have him sign acontract 
which will be accepted by either 
of the local banks or the local gas 
company. In either case the deal- 
er gets his profit without delay. 

The local gas company has a 
plan which includes the water 
heater payments on the monthly 
gas bill. 

Installation — This is another 
important phase of our program. 
We make a point of giving fast 
service on water heater sales. 
When the purchaser asks, “When 
could you install it?” The reply 
is, “Just about as soon as you 
can get home and unlock the 


door.” END 

































THE TRAVEL BOOKS ARE RIGHT. Hawaii’s all the things 
they say—‘“lush,” “breath-taking,” “leisurely,” “paradise- 
like.” 

The couple who puts a stamp of approval on those 
oft-used adjectives is Mr. and Mrs. William O. Skold of 
Newark, Del. They got their information first-hand by 
visiting Hawaii as winners in Domestic ENGINEERING’S 
“Consult Your Wholesaler” contest last spring. (See DE, 
May, 1955). 

The Skolds are now back at their plumbing and heat- 
ing business, but they’re still reminiscing about the 10- 
day vacation in Hawaii they got for the 976 words they 
wrote “on the spur of the moment.” Those words were 
judged by officials of leading wholesaler associations as 
best describing the importance of the wholesaler function 
in our industry. 

After receiving awards at the Central Supply Assn. 
spring meeting in Chicago, the Skolds flew via United 
Airlines to San Francisco and Honolulu. They stayed at 
the Royal Hawaiian hotel. Firm advocates of “individu- 
alism,” the Skolds rented an automobile the second day 
in Hawaii for a ride about Oahu, the main island. With- 
out any trouble at all, they got completely lost. 

But the couple has no regrets. By getting lost, they 
saw phases of Hawaiian living the ordinary tourist misses. 
For example, they struck up an acquaintance with a 
group of native Hawaiians and spent most of one day 
listening to ancient island legends and even getting in- 
structions in reef fishing and native cooking. 

During the following days, the Skolds imitated the 
spirit of Captain Cook, discoverer of the Hawaiian islands, 
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by exploring the vibrant green 
mountains and the blue-washed 
beaches of the island. 

The Skolds were particularly 
interested in the skills exhibited 
by beachboys who rode their 
light boards effortlessly over the 
crashing surf. The couple has 
for years enjoyed sailing their 





ALOHA: A warm welcome awaited 
the plumbing contractor and his wife 
when they arrived via United Airlines. 


A LEI-MAKER shows samples of her 
wares to the visitors who also learned 
much about reef fishing, surf board 
riding and native cooking. 


WAIKIKI and Diamond Head form the background for Mr. and Mrs. 
William Skold, Newark, Del., as they enjoy a snack at a beachside 
coffee shop. The Skolds won a 10-day Hawaiian trip for their entry 
in Domestic Engineering’s recent “Consult Your Wholesaler” contest. 


MR. SKOLD GOES TO 







aw 





own craft up the Cheasepeake, 
and they say they have no in- 
tention of 
boards at this stage of the game. 

The Skolds topped off the ac- 
tivity filled vacation with a visit 
to a Buddist temple of medita- 
Then they packed away 


switching to surf- 


tion. 


colorful tropical outfits, dis- 


“Consult Your Wholesaler’ contest winner enjoys 
10-day holiday with Mrs. Skold at Waikiki 





carded fragrant leis and flew 
back to the States “with memo- 
ries that will long linger.” 

The Skolds, of course, are glad 
to be back in Delaware and with 
their 
play such an important part in. 
The trip itself was actually an- 
other wholesaler service. 


the business wholesalers 


END 































Try this strategy for... 


The Winning Hand 


in Selling... 


PLUMBING AND HEATING sales- 
men are not always the best 
poker players. And, conversely, 
gamblers do not always make the 
best salesmen. 

Regardless of their sense of 
cards, however, contractors will 
find that they can use some poker 
playing strategy in their selling. 
For example .. . 

Open strong—be confident . . . 


# In playing poker a winning 
player will open strong. It is 
evidence of confidence in his 
chances to win. It causes the 
weak hands to throw in their 
cards in respect to the strong 
opener. 

You can borrow this idea and 
apply it to your selling. Open 
strong! It is evidence of your 
confident attitude about closing 
the sale. 

Your’ confidence, exhibited 
early in the sale, will be cap- 
tured by your prospect who will 
develop a feeling of confidence in 
you and in your product. 
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Figure the odds—law of averages 

Poker players consider the 
odds in every hand they play. 
They know that the odds will 
vary with the number playing— 
the type of game—and the time 
the game has been in progress. 
They know that, over the long 
run, the law of averages will give 
them a good hand as many times 
as it does other players in the 
game. 

The law of averages will work 
for you in your selling if you 
let it. In a review of your sell- 
ing experience, you will find that 
for so many customers you talk 
to about plumbing and heating 
installations, you make so many 
sales. 


s Naturally, if your experience 
is three sales for every ten cus- 
tomers you talk to, it will not 
mean that out of every ten people 
you talk to you will make three 
sales. You may talk to 20 people 
and make no sales—and in the 





next ten interviews make nine 
sales to maintain your law of 
averages. To make the law of 
averages work best for you in 
your selling, you need to have 
plenty of persistence and play for 
the long term law of averages. 
Raise the ante—trial close .. . 

Poker players will raise the 
ante to try to smoke out the 
power in the game. When the 
bet is raised, the hands that fold 
are weak—the strength sees the 
raise or increases the ante. And, 
it also makes the pot better for 
the winning hand. 


» In your selling, you can use 
this strategy. Here’s how it 
applies: First, you estimate how 
much you think your customer 
can afford to pay for the plumb- 
ing and heating installation. This 
is the limit, but you apply this 
poker strategy and raise the 
amount. This gives your pros- 
pect a good name to live up to. 
Your prospect will probably 
not spend as much as you suggest 
in your raise. However, when 
he cuts the amount, he will in 
all probability hit the amount 
you first set as his limit. It makes 
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him feel good because he is a 
big buyer—just giving you some 
of his plumbing and _ heating 
business. Then, too, some of these 
prospects will meet the raise and 
buy the equipment suggested 
when they might have hesitated 
if the exact amount had been 
suggested first. 

Aces beat queens—sell top 
quality— 

Stud poker players with aces 
back-to-back have the game com- 
ing their way. They have con- 
fidence in the early rounds of 
the game. And, with the ace in 
the hole, they are able to judge 
the strength of the opposition 
and make bets accordingly. 

You are selling quality plumb- 
ing, heating and air conditioning 
equipment — aces back-to-back. 
You can cash in on this in the 
way you handle the sale. This 
top-quality line you are selling 
should give you plenty of con- 
fidence in closing. 

You may not tell your pros- 
pects all of the quality story im- 
mediately. You keep your ace in 
the hole. This will give you some 
reserve sales power to handle last 
minute questions and objections. 
For a strong closing technique— 
bring in your extra special fea- 
tures. 

Straight flush wins—sell your 
full line— 

Five in a row all alike is a 
poker player’s dream. It builds 
confidence. It helps build up the 
pot for high winnings. 

You have a straight flush in 
what you are selling. You can 
provide complete lines—plumb- 
ing, heating and air conditioning 
equipment and installation serv- 
ices. But, do you always take 
full advantage of it? Do you sell 
your full line? Do you get full 
value from the complete line? 

As a case in point, a prospect 
may show an interest in a new 
boiler. As you make this sale, 
you have broken down any re- 
sistance. Now, you are ready to 
cash in on your full line—plumb- 
ing and air conditioning equip- 
ment. Your straight flush will 
win more sales for you. You 
build a single unit sale into a 
big ticket order when you play 
your full line to win. END 








Steel Kitchen Promotion 


Set By Cabinet Makers 


Members at annual meeting hear sales 
are up 20 percent in first quarter 


s AN INCREASE OF 2() PERCENT in sales of steel kitchen 
cabinets during the first quarter of 1955 was reported 
at the annual summer meeting of the Steel Kitchen Cabi- 
net Manufacturers Assn. in White Sulphur Springs, W. 
Va. The upward trend, spokesmen said, is continuing in 
the current period. 


s Members also outlined final plans for the celebration 
in September of the industry’s second annual Steel 
Kitchen Cabinet Month. A dealer kit filled with display 
materials and advertising aids has been prepared for 
dealer participation in the event. In addition, a special 
eight-page tabloid newspaper supplement will be re- 
leased to newspapers for publication of special sections 
in September. The supplement will be distributed by 
SKCMA members. 


» In other action, Harry S. Lawrence, sales manager of 
Hubeny Brothers, Inc., Capitol Kitchens, Roselle, N. J., 
was elected president. Vice president is R. A. MacNeille, 
president of the St. Charles Manufacturing Co., St. 
Charles, Ill. The new association director is Marvin J. 
Berz, president of Marvel Metal Products, Chicago. C. D. 
Alderman, vice president and general sales manager of 
Youngstown Kitchens, Mullins Manufacturing Company, 
Warren, Ohio, was re-elected to the board of directors. 





NEW PRESIDENT of the Steel Kitchen Cabinet Manufacturers 
Assn., Harry S. Lawrence (left), receives the president's gavel 
from C. S. Motter, retiring president. at the group’s annual sum- 
mer meeting in White Sulphur Springs, W. Va. Mrs. Motter is 
seated in the foreground. 


















P. R. Program Adopted at 
Plumbing Convention... 





National Assn. of Plumbing Contractors approves expenditure of 
$150,000 for public relations. Votes dues increase... 


A BUSY CONVENTION WEEK for 
the National Assn. of Plumbing 
Contractors was climaxed June 
9 with the adoption of a resolu- 
tion providing the “go ahead” 
signal for the association’s pro- 
posed national public relations 
program. 

The group’s 73rd annual con- 
vention held June 6-9 at the 
Navy Pier in Chicago furnished 
the setting for the history-mak- 
ing decision. 


= Despite considerable opposi- 
tion from the floor, the resolu- 
tion calling for a $15 increase in 
annual dues (from $15 to $30), 
was adopted by a 60 percent ma- 
jority vote. With funds thus as- 
sured, the association is now 
ready to launch its national pro- 
gram at an estimated cost of 
$150,000 annually. 

The program, which will in- 
clude national advertising in 
consumer magazines, is to be 
executed with the assistance of 
a qualified public relations coun- 
selor. Details of the program 
will be reported in future issues 
as rapidly as they are put into 
effect. 


s In other final-day business, the 
delegates adopted a resolution 
increasing the number of elected 
directors to 15. Previously, 12 
directors were elected and the 
national officers served as “ex- 


officio” members of the board, 
~epresenting their own districts. 
Under the new plan, each of the 
15 districts will nominate its 
own director regardless of the 
fact that one of the national 
officers may be from that district. 

In prior convention sessions, 
members heard reports from the 
various committees and listened 
to an address by Martin P. Dur- 
kin, general president of the 
United Association. 

Durkin urged contractors to 
move aggressively into the mod- 


ernization market which he said 
“belongs to this industry.” He 
suggested that contractors work 
together at the local level to set 
up remodeling displays and a 
sales program that will establish 
the plumbing and heating con- 
tractor as the prime contractor 
in the mind of the public. 
“Homeowners are _ property 
improvement minded right 
now,” Durkin said, “but you’ve 
got to sell them first—before the 
automobile salesman or someone 
else gets his foot in the door.” 


Morrill Named President: 





NEW OFFICERS: Robert Murphy, NAPC past president, greets incoming of- 
ficers at the Chicago convention. From left to right are Erwin Knauer, Mil- 
waukee, the new secretary; Wilbur Hokum, Los Angeles, 2nd vice president; 
Wm. A. Landers, Oklahoma City, Ist vice president; Robert T. Morrill, Beloit, 
Wis., the new president, and Murphy. Murphy will be the new treasurer. 
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He cited 1954 figures showing that FHA 
property improvement loans totaled almost 
a billion dollars, of which 23.6 percent or 
$257 million, financed improved plumbing 
and heating systems. 

The population parade to suburban areas 
also represents a remodeling market, Dur- 
kin said, because so many of the homes 
were poorly constructed to begin with. He 
also called attention to the school market 
which he said “deserves special attention 
from our industry.” 

Durkin assured the members of full co- 
operation from his organization in working 
out any difficulties. 

“We need to have all segments of the in- 
dustry work together if we are to provide 
proper service to the public and to assure 
the future growth of our industry,” Durkin 
indicated. 

In another major address, Edward Jung- 
bert, president of the Mechanical Con- 
tractors Assn. of America (formerly 
HPACCNA), also stressed the need for 
greater cooperation and said that his associ- 
ation is appointing a “committee for co- 
operation” to work with other groups in the 
industry. 


s President Robert Murphy indicated that 
the NAPC also will appoint a “committee 
for cooperation.” In his president’s report, 
Murphy discussed the competitive situation 
—which he said was “keen” in most areas. 
Signs of credit difficulties also are creeping 
up in some spots, Murphy said. 

However, he pointed out to his listeners 
that good competition is a healthy condition; 
price cutting, on the other hand, is an un- 
healthy one. 

Murphy also spoke briefly about “policy 
changes” in the industry and said that many 
of those which prove unpopular “come about 
largely by our default.” 

In the final order of business, the conven- 
tion elected Robert T. Morrill, Beloit, Wis., 
as its president for the coming year. Wil- 
liam A. Landers, Oklahoma City, was named 
1st vice president and Wilbur S. Hokum of 
Los Angeles was elected 2nd vice president. 
Erwin Knauer of Milwaukee was appointed 
secretary, and as past-president, Robert 
Murphy will serve as treasurer. END 
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New Products at the NAPC Show: 





In addition to a pretty Indian maid, Gaines-Collins 
featured the Chief, a portable pipe threader with an 
automatic double chuck. It comes equipped with 
three quick opening duo-type cast die heads and three 
set of dies for threading % to 2 in. pipe. 

Manufacturer: Gaines-Collins, 54 Alhambra Ave., 
Los Angeles. 










Bob Sullivan, sales manager, shows a new Mt. 
Hawley VH series of hot water boilers with bent fire 
tubes designed to combine the advantages of vertical 
and horizontal boilers. The unit provides maximum 
heating capacity in a minimum area and is available 
in 67,000, 81,000 and 108,000 Btus for gas or oil firing. 

Manufacturer: Mt. Hawley Mfg. Co., Routes 174 
& 88, Peoria 4, Ill. 











white or copper-tone finish, was unveiled at the show 
by American Kitchens. The top of the 24-in. unit can 
be made to harmonize with any style counter top, 
including maple. The interior is equipped with two 
trays, the top one which rotates, minimizing the pos- 
sibility of objects in the bottom tray blocking direct 
water action from dishes in the top tray. Pointing out 
features of the unit are J. R. Williams, promotion 
manager, and R. L. Brintnall, regional sales manager. 

Manufacturer: American Kitchens Div. of Avco 


Manufacturing Corp., Connorsville, Ind. 

















Hydraline exhibited its line of remote type fully 
recessed room air conditioners designed for use with 
its boiler-chiller combinatons for complete liquid air 
conditioning installations. Featuring compactness, 
only 434-in. deep, high output, flexibility of control, 
low wattage drain and low resistance to water flow, 
the units come fully assembled, ready to operate on 
either heating or cooling. Shown in the photo are 
C. S. Davis, Jr., president (left), and V. W. Mayer, 
sales manager. 

Manufacturer: Hydraline Products Div., 
Warner Corp., 18538 Mack Ave., Detroit 36. 








Borg- 
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More New Products from the Plumbing Show ... Continued 





A new flat-front dishwasher, available in either 


The Zoeller company featured a new gasoline pow- 
ered sump pump at its booth. The pump is designed 
for use as an emergency unit and has capacities to 
5000 gph and operates at heads to 45 ft. The same 
unit can be used by contractors as a utility pump 
when equipped with optional tripod legs. Features 
include cast brass top strainer, replaceable bronze 
bearings and 1% IPS vertical discharge. The unit is 
available with 2-cycle or 4-cycle gasoline motor with 
a recoil type starter. Shown in the photo are Jack 
Williams, Ohio representative and Carl Zoeller. 


Manufacturer: Zoeller Company, Louisville 16, Ky. 





A new grease interceptor that automatically dis- 
sharges grease from the interceptor at the turn of a 
valve was shown by Josam. The two-way valve is an 
integral part of the unit and by simply turning the 
handle to “draw-off” position, the grease collecting 
chamber is immediately emptied into an adjacent 
container. When all the grease is drawn off, the 
valve is turned to “on” position which automatically 
puts the interceptor back in operation. Paul R. Carl- 
son, engineer, is shown in the picture. 

Manufacturer: Josam Mfg. Co., Michigan City, Ind. 


(Please turn to center of page 124) 
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How A KEWANEE INSTALLATION AVOIDED COSTLY 

































STRUCTURAL CHANGES-CUT FUEL COSTS $2,000 
Hartford National Bank & Trust Company, Hartf ( 
sticut. Consulting Engineer: Paul D. B W. F 
an A sate; Heating Contractor: Libby & B 
| 
) 
) 
reserve 
| EWANEE, boilers solve replacement problems 
x Replacing heating equipment often poses the question help you avoid costly structural changes by, us ct 
of how installation can be made without incurring costly struc- Kewanee Boiler with reserve power to meet heating needs— 
tural changes in a building. Such was the problem when the present and future. 
O Nati 4 S i é P onnecticut e- antares 
Hartford National Bank & Trust Co., Hartford, Connecticut, d P. S. The Hartford Bank saved $2,000.00 per year on fuel using 
ided tc rnize ji VE S$ mM. i veale 5 : A 
Cided to modernize its heating system. Comparison rev d Kewanee Boilers combined with 3 zone Webster Moderator 
that Kewanee Reserve Plus Rated Boilers could solve the prob- Re 
Control System. 
lem. Installation was made in existing space—no structural 
change was necessary — this was possible because a Kewanee 
Boiler with its reserve capacity delivered sufficient steam to 
Satisfy heating needs. 
Kewanee Boilers are certified to deliver 50% extra power to meet KEWANEE-ROSS CORPORATION, Kewanee, Illinois 
fluctuating demands .. . to answer emergency when it calls. ' 
Rated against nominal capacity, Kewanee Boilers have suffi- stra orn 
cient reserve for future expansion. A boiler rated on maximum 
capacity, constantly operating at full speed, is underpowered 
the moment additional steam is needed. So when you face re- 
Dlacement problems—look to Kewanee. Chances are we can YOU can depend on KEWANEE engineering 
1955 
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Air Conditioning 
Study Seen as Key 
to Bigger Cooling 
Business in '56 


AN EXTENSIVE RESEARCH pro- 
gram to study consumer atti- 
tudes toward air conditioning 
was outlined at the recent an- 
nual meeting of the Air Con- 
ditioning and Refrigeration In- 
stitute held in Hot Springs, Va. 

The study, to be undertaken 
by the DuPont Co. in behalf of 
the air conditioning industry, 
will begin this summer and the 
first results will be made known 
in the fall to guide the industry 
in its 1956 promotion and mer- 
chandising programs. 

The initial study will center 
around room air conditioners 
with subsequent studies cover- 
ing other phases of the industry 
to follow on an annual basis. 


= Robert J. Thompson, director 
of sales for DuPont’s “Kinetic” 
Chemical Division, made the an- 
nouncement and stated that “the 
need for factual information on 
how people feel about air condi- 
tioning, why they buy it and 
what they like and dislike about 
it, is one of the most pressing 
problems in the industry today.” 

Thompson said the survey will 
be conducted by an independent 
research agency and will be on 
a personal interview basis in 
urban centers all over the na- 
tion. Facts about how air con- 
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DuPont announces plans 
at ACRI meeting for 
detailed analysis of 
consumer attitudes 
toward summer cooling. 
Influence on health 

and living habits will 


also be studied... 








ditioning affects the health and 
living habits of owners are also 
expected to be revealed by the 
survey. Non-owners as well as 
owners of air conditioning equip- 
ment will be interviewed, 
Thompson indicated. 


« Commenting on the announce- 
ment, James Emmett, Jr., who 
was elected president of ARI 
during the annual meeting, said: 
“This study comes at a time 
when our industry is at the 
threshold of its greatest expan- 
sion. The market for air con- 
ditioning has grown tremendous- 
ly in the past ten years. If it con- 
tinues to grow at,a comparable 
rate during the next five years, 
we should enjoy a 46-times in- 
crease by the end of 1960. 

“A study such as proposed by 
the DuPont Co. can reveal cer- 
tain consumer attitudes toward 
air conditioning about which we 
lack sufficient information. If 
this is so, it is entirely possible 
that we may have to revamp our 
promotional approach so that we 
can bring about an even greater 
rate of growth for our industry,” 
Emmett said. 


# In other convention business, 
Geo. S. Jones, Jr., managing di- 
rector of the institute, reported 


1960 Goal: A 4600 


Percent Increase 


on the ARI’s public relations 
program which he said had re- 
sulted in a large amount of pub- 
licity in newspapers and maga- 
zines throughout the country. 
He pointed out that the recent 
program financed by the Room 
Air Conditioner Section had 
been a particularly successful 
venture and added: “It is our 
hope and plan that we can in- 
crease publicity and promotion 
on other products to the satis- 
faction and benefit of other prod- 
uct sections.” 


= Jones also said there is a need 
for “more careful review and 
delineation of proper areas” in 
which the various trade associa- 
tions and professional societies 
in the industry should concen- 
trate. He said this would receive 
the careful attention of the In- 
stitute since some of the activi- 
ties of other groups parallel or 
supplement much of what the 
Institute is doing. 

As previously mentioned, 
James Emmett, Jr., vice presi- 
dent of Jas. P. Marsh Corpora- 
tion, Skokie, IIl., was elected 
president of ARI. Also elected 
were M. M. Lawler, vice presi- 
dent of Worthington Corp., Har- 
rison, N. J., as vice president; 

(Please turn to top of page 124) 
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Huge strides are being made by this method 
of snow removal. No wonder, shoveling 
and accidents due to snowy walks are elim- 
inated .. . while the time and labor saved 
pays for the installation in short order. 

That’s why you'll find snow melting panels 
also being used on driveways, loading plat- 
forms, entrance aprons, service stations, 
pedestrian ramps at railroad stations, air- 
ports and similar spots. One application 
which bears special mention is the use of 
coils in garages. They quickly melt the snow 
on cars, keep floors dry as well as keep the 
repair shop floors warm so mechanics can 
lie right on the bare concrete in comfort. 

And when you make the panels of Revere 
Copper Water Tube you have these added 
advantages: Copper can be bent to conform 
to the terrain. Bendability permits use of 
sinuous coils, while the 60-foot lengths of 
tube mean fewer fittings which, when joined 
by solder means joints that stay tight. Copper 
tube cannot rust, rot or deteriorate. That’s 
why, on the inside, full flow and low fric- 
tional resistance are maintained throughout 
its long life. While external moisture will 
not harm it from the outside. 

Keep ahead of the parade. Recommend 
Panel Heating for snow removal. Revere’s 
Technical Advisory Service will be glad to 
help you in the proper application of Revere 
Copper Tube in working up your plans. 


FREE! instructive 16mm Full Color Motion Picture, 
“The ABC of,Radiant Panel Heating.'’ Write 
Advertising Department for details. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 





ts 


Mills: Baltimore, Md.; Brooklyn, N. Y.; Chicago, Clinton and 
Joliet, Ull.; Detroit, Mich.; Los Angeles and Riverside, Calif; 
New Bedford, Mass.; Newport, Ark.; Rome, N.Y. 

Sales Offices in Principal Cities, Distributors Everywhere. 


LOWER SECTION OF PHOTOGRAPH shows how non 
rusting Revere Copper Tube was imbedded in faelalaa tiem iiels) 
Top section of photo shows same walk under actual snow 
onditions. Note bends. Think of all the joints necessary 
had ferrous pipe been used. And think, too, of what seepage 
can do to rustable materials. Note insulation used on each 
supply and return line to the coils from the mains. This pro 
vides flexibility in the take-offs from the mains, which have 
been run below the slab, to allow for movement due to 
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(Continued from page 122) 


and Lud Emde, president of 
Temprite Products Corp., Birm- 
ingham, Mich. as treasurer. 
Seven new members were 
elected to the board of directors 
for terms of three years. They 
were: C. E. Buchholzer, presi- 
dent of the Airtemp Div. of 
Chrysler Corp., Dayton, O.; C. 
V. Gary, vice president of Henry 
Valve Co., Melrose Park, IIL; 
E. B. Maire, vice president of 
Penn Controls, Inc., Goshen, 
Ind.; B. A. Mitchell, president 
of Mitchell Mfg. Co., Chicago; 
R. J. Powell, merchandise man- 
ager of the Marley Company, 


Kansas City, Mo.; L. W. Smith, 
manager of the commercial and 
air conditioning sales depart- 
ment of Frigidaire Div., General 
Motors Corp., Dayton, Ohio, and 
Lud Emde, of Temprite Prod- 
ucts, who was also. elected 
treasurer. 

The ARI also announced plans 
for the ninth exposition of the 
air conditioning and refrigera- 
tion industry, which it sponsors, 
to be held in the Auditorium at 
Atlantic City, N. J., Nov. 28- 
Dec. 1. 

F. C. Coggin, assistant general 
sales manager of Detroit Con- 
trols Co. and chairman of the 


exposition committee, said that 
five national groups will hold 
their conventions concurrently 
with the show. They are the Re- 
frigeration Service Engineers 
Society, Air Conditioning and 
Refrigeration Wholesalers, Na- 
tional Commercial Refrigeration 
Sales Assn., American Society of 
Refrigerating Engineers, and the 
Refrigeration and Air Condition- 
ing Contractors Assn. 

Coggin said that more than 
200 companies have already con- 
tracted for exhibit space and ex- 
pectations are for a show one- 
third larger than the last show 
held in Cleveland in 1953. enp 


More New Products from the Plumbing Show. .. continued from page 120 


Stainless Steel Lavatory 


A round lavatory bow] of stainless steel for coun- 
tertop bathroom installations was featured by Car- 
rollton Manufacturing Co. The bowl, offered in 
diameters of 14 and 11 in., can also be used for spe- 
cial duty purposes in the home as well as doctor's 
offices, restaurants, etc. It is 64% in. deep. As in other 
item’s in the firm’s line, the lavatory size and location 
of the drain opening in the lavatory can be furnished 
to specifications. Elmer Ziegenfus, sales manager, 
(above), point out features of the unit. 

Manufacturer: Carrollton Manufacturing Co., Car- 
rollton, O. 





Shower Cabinet with Plastic Panels 


A new shower cabinet featuring “Consoweld” plas- 
tic panels in marble pattern was previewed by Mil- 
waukee Stamping. The Brooklyn model, shown 
above, is equipped with aluminum anodized extru- 
sions and steel receptors, and measures 36 by 36 in. 
Designed for corner installation, the cabinet is pen- 
tagonal in design and is offered complete with fittings 
and trim. It has glass panels on three sides including 
the door. Ernie Gagnon of the firm was on hand to 
demonstrate the unit at the show. 

Manufacturer: Bath-Rite Division, Milwaukee 
Stamping Co., Milwaukee 14, Wis. 
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each of these men is 


“Mr. AMERICAN SANITARY 


“When your American Sanitary representative walks into 








your office he is the company. That’s why we choose 





them carefully ...and are proud of every one of them.” 


Phil Bulkeley 


Sales Manager 


Even products like American Sani- 
tary—the best in the business—won’'t 
sell themselves. It takes a potent, 
hard working and intelligent sales 
force—like the A. S. men who are 
moving literally thousands of dozens 
of items like our new Con-X-All fit- 
tings, Master Adapters, Whirl-A- 
Ways, Uniwastes, copper fittings and 
our regular line of tubular goods. 


“Mr. American Sanitary” has the 
know-how to help you reap extra 
profit moving more brass goods. Ask 
him about it specifically the next 
time he calls. 


R. W. ‘“'Bob’’ Becker 
Tarrytown, N. Y. 


K. C. "'Kenny"’ Grotts 


Denver, Colo. 


H. C. ‘:Howard"’ Johason 
Dallas, Texas 


G. E. *'Red"’ Phillips 
Galesburg, Ill. 


J. L. “‘Jack"’ Verner. 
Galesburg, Ill. 


H. C. Oliphant 
Oakland, Calif. 


M. J. Golick 
Spokane, Wash. 


Vance Hazzard 
Devon, Pa. 


James Hazzard 
Devon, Pa. 


James F. Lamont 
Simsbury, Conn. 


Joe Finney 
Abingdon, Ill. 
Not pictured ore Mr. C. J. Bernard, N. New 


Englond representative, and Mr. E. J. O Neill, 
representative in Chicago and Midwest 
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This Window Display Clicked 









UNIQUE company name and 
startling window display combine 
to keep Jesse Godlove, Eugene, 
Ore., contractor in the forefront 





modernization selling. This 


window display was especially 
successful in stimulating sales. 





IT AINT PRETTY, BUT... 


Novel window display sells several bathroom modernization jobs 
for Jesse Godlove, Eugene, Oregon contractor... 


JUST ABOUT ANYTHING can be 
done with window displays. 
Some sparkle with rows of new 
products. Others are warm with 
color. Still others are beautiful 
with skillfull arranging. 

... And then there’s the recent 
display concocted by Jesse God- 
love, Eugene, Oregon, plumbing 
and heating contractor. 

Sparkle, warmth and beautiful 
aren’t likely to be applied to his 
display. But Godlove doesn’t 
care—his display stopped traffic, 
got extensive publicity and 
brought customers in the door. 
What more can be asked of a 
window display? 

Godlove the Plumber—that’s 
the unique company title used 
by this contractor—has had a 
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long series of successful window 
displays. But when Godlove set 
out to show just how far modern 
plumbing and heating has pro- 
gressed in the past half-century, 
he came up with one that was as 
impressive as it was unusual. 
Godlove exhibited a cross sec- 
tion of antiquated products 
ranging from an outside shanty 
to miscellaneous fittings that had 
seen long and faithful service. A 
lavatory in the center of the dis- 
play was taken from a theater 
during remodeling—remodeling, 
incidentally, that took place in 
1907. By that time the bow! al- 
ready had been around 30 or 40 
years old. Another eye-stopper 
was the water heater tank with 
a cutaway revealing three to 





four inches of rust inside. A 
water closet also on display was 
more than 40 years old. 
Godlove’s message was unmis- 
takable—“don’t let this happen 


99 


While it was a negative 


approach to selling, it’s startling 
effect, especially when contrast- 
ed to the handsome fixtures dis- 
played within the showroom, 
brought modernization thoughts 
to the forefront of the public’s 
thinking. 

“By the first week,” Godlove 
says, “people were coming in to 
comment on the display and talk 
over modernization. Then word 
spread, and soon we had groups 
of people looking in. We got a 
lot of leads out of that curiosity 
and some big sales.” END 
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fast, sure welding 


7 Points of 
uniform goodness in 
YOUNGSTOWN PIPE 


uniform ductility 

uniform lengths 

uniform threading * 

uniform weldability ; 

uniform wall thickness and size 

uniform strength and toughness 

uniform roundness and 
straightness 


@This man is position- 
welding an expansion joint in 
a steam line. Only good steel 
pipe like Youngstown takes 
this type of weld easily. That's 
because top-grade steel bonds 
better and faster. Depend on 
Youngstown and you’re hours 
of labor ahead. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY _...... i050: 


General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, N. Y. 
SHEETS STRIP - PLATES STANDARD PIPE LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT 
AND EMT - MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS - BAR SHAPES - WIRE 
HOT ROLLED RODS - COKE TIN PLATE ELECTROLYTIC TIN PLATE RAILROAD TRACK SPIKES 
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UTMOST SAFETY and COMFORT 
are assured by POWERS Ther- 
mostatic Control for Showers, 
Shampoos, Infant baths and 
Hydrotherapy. 

For information and Prices on 
Powers Products 





DOMESTIC ENGINEERING CATA- 
LOG or SWEETS CATALOG show 
Powers complete line of Water 
Temperature Control. Only a 
few products are shown here. 


























The BEST Showers 
are thermostatically 
regulated 

by POWERS 





ERS to YOU 


— BIGGER PROFIT$ 
more REPEAT orders 


You safeguard your reputation for 
using QUALITY products when you install 
POWERS Thermostatic CONTROLS 


Showers are More Fun and Safer with POWERS 
double protection against scalding 
Temperature always remains con- 
stant where bather wants it re- 
gardless of pressure or temperature 
changes in water supply lines. De- 
livery temperature is thermostati- 
cally limited to 115°F. 


Result: Greater comfort, no shower 
accidents — water conservation. 


Consult Powers on shower planning also for help in selecting the 
right type and size of thermostatic control for other types of 
baths, lavatories and water heaters. Experienced, factory trained 
engineers in Powers offices are well qualified to help you. 


Complete line of Water Temperature Control and more than 60 years 
of know-how in its proper application, plus... 


Powers Nationwide Service and 24 Hour Delivery in the U.S.A. are 
important time and money saving advantages. Next time you 
need control —call our nearest office. 


THE POWERS REGULATOR COMPANY 
SKOKIE, ILLINOIS | Offices in chief cities in U.S.A., Canada and Mexico 


Over 60 years of Automatic Temperature and Humidity Control 





WATER OUTLET 
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Shopping with D. E. 





(Continued from page 80) 
Fuel Oil Filter 
A new fuel oil filter announced 
by Klemm Products is designed for 
use with floor furnaces, space heat- 
ers, ranges and small central heat- 





ing plants with rated input of 1% 
gph. The filter has a Btu rating of 
150,000. It can be used with No. 1 
or No. 2 fuel oil and with either 
pressure or gravity type burners. 
It features the firm’s micronic 
filtering element that traps water 
and removes dust, rust and scale. 
The filter has a metal bowl and 
measures 4 in. high, 2% in. in 
diameter, and has a 4-in. IPT 
opening. The casting is chrome 
plated and other components are 
brushed zinc. 

Manufacturer: Klemm Products 
Div. of Klemm Automotive Pro- 
ducts Co., 1718 N. Damen Ave., 
Chicago 47. 


Gas Range 

A new gas range added to the 
Perfection line features a_ white 
porcelain waterfall top with white 








aeration pans and black porcelain- 
enameled round grates. A center 
serving area is also provided on 
the top. The range is equipped with 
two giant and two standard surface 
burners and automatic lighting with 
built-in filters. The family size 
oven is fully insulated and 
equipped with automatic heat con- 


trol, black porcelain enamel lining, 
removable bottom, non-tilt alumin- 
ized oven racks which lift out and 
a metal oven seal at the door clos- 
ure. An oven vent is concealed on 
the splasher back. 

Manufacturer: Perfection Indus- 
tries, Inc., 7609 Platt, Cleveland 4. 


Cooling Units 

Janitrol has added three new 
models, in 8, 10 and 15-ton sizes, 
to its line of packaged summer 
cooling units. The units are self- 
contained in console-type cabinets 
and designed for commercial and 
industrial applications. Only con- 
denser water, drain and electrical 
connections are required for instal- 








lation. Features include hermet- 
ically sealed refrigeration unit, 
large capacity air filters, slow-speed 
fan, return air intake, and adjust- 
able air discharge grilles. Twin 
refrigeration circuits are featured 
in the 10 and 15-ton models, offer- 
ing two stage operation for flexible 





cooling capacity. Steam or hot wa- 
ter heating coil accessories, for con- 
verting the units to year-’round 
conditioners, can be added. 
Manufacturer: Janitrol Heating 
and Air Cond. Div., Surface Com- 
bustion Corp., Columbus 16, O. 


Composition Pipe Plug 

A new molded _ composition, 
threaded pipe plug for new or re- 
placement installations has been 
developed by Testo Corp. The plug 
is available in 1%, 2, 3, and 4-in. 
IPS. Square heads are provided 
for tightening with an adjustable 
wrench, and on the 4-in. plug the 





head is 2-in. square. The plug is 
designed to replace any plug that 
has standard threading—8 and 1112 
threads to the inch. The threads are 
semi-flexible and adapt themselves 
to irregularities in the companion 
fitting, providing a tight seal with 
slight pull up. 

Manufacturer: Testo Corpora- 
tion, Rock Island, IIl. 


Air Cooler 
A versatile new air cooler that 
also may be used as a winter hu- 
midifier has been introduced by 
Chico Air Cooler Distributors. 
The portable cooler features a 
positive action pump and has a 
capacity of 1475 cfm. 
Manufacturer: Chico Air Cooler 
Distributors, Chico, Calif. 
(Please turn to top of page 132) 


New Submersible Pump Developed by Lancaster 


A new competitively priced 
series of submersible pumps fea- 
turing water-filled, water cooled 
and water lubricated construction 
has been announced by Lancaster. 
The pumps are available in 2, %4, 
1 and 1%4-hp sizes. These are all 
brass and stainless steel centri- 
fugals with dynamically balanced 
impellers, designed for use on wells 
with water levels down to 460 ft, 
having a diameter of 4 in. or larger. 
A switch box mounted above the 
ground includes the starting and 
running capacitors, motor overload 
protector and terminal block for 
wiring. Provisions are made for 
connecting the firm’s water level 


22s 





& 


guard, a device for use on instal- 
lations where there is a possibility 
of receding water levels. 

Manufacturer: Lancaster Pump 
& Mfg. Co., Inc., Lancaster, Pa. 





What’s in it for you? 


Next time you buy traps—and other tubular 


goods—insist on this important guarantee! 


“P” traps look alike; Ideal traps are 
different! 

Ease of installation is just one differ- 
ence ... Dependable performance 
and lasting quality are others. 

Even the Idealeo brand permanently 
stamped in each unit makes Ideal 
traps stand apart. That brand is your 


guarantee of full 17- or 20-gauge. 
For those who require it, we also 
manufacture an economy trap. 

Whichever trap you buy, Ideal guar- 


antees its products because Ideal 
manufactures the products it sells! 


Next time insist on Ideal! 


YOUR GUARANTEE: Every Ideal trap is 
guaranteed to be the full gauge plainly 


marked on each box. 


IDEAL 


TUBULAR 
STREET. 


197 NINTH 


130 


CORPORATION 
BROOKLY-N 


1s. W.T. 
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LL strainers of a given type look 
pretty much alike. But there are 
differences... differences that affect 


your profits... 


Take the strainers shown. An ex- 
amination reveals these advantages 


in each: 


First, each strainer has a special 
lock nut. This nut permits faster, 
easier installation; it eliminates the 
problem of stripping. 

Second, these strainers have extra 


long shanks. They easily fit any steel 
or cast iron sink. 


IDEAL STRAINERS GIVE YOU 


THESE 4 IMPORTANT ADVANTAGES: 


- Each Ideal strainer has a special lock 


nut. 


- Each Ideal strainer has an extra long 


shank! 


-Each Ideal strainer carries the 
“IDEAL” stamp—your guarantee of 


quality. 


. Each Ideal Strainer is made in our own 


plant! 


IMPORTANT BONUS FEATURE! 
Ideal Basket Strainers are proven leak- 


proof! They are made to closer tolerances 
than ordinary strainers. They have no 
rubber parts to wear. They are ail metal 


and completely watertight! 


Third, all bear the Ideal stamp. 


Made in our own plant, they are 
carefully controlled at every step of 


production. The result is a product 
you can depend upon. (And that 
goes for all tubular goods marked 


“Ideal’’). 

Of course, these strainers, like all 
Ideal products, are competitively 
priced. 


Look into all the advantages of 


Ideal strainers the next time you 
buy. 


IDEAL STRAINERS 
fit all sinks 


LD) LS /A\ 


TUBULAR CORPORA 
OF MIN TH STREET, BROOK 
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(Continued from page 129) 
Bath Enclosure 

Fiat Metal has added a new, 
competitively priced model to its 
line of bath enclosures. The en- 
closure is styled with fluted panels 
of Styrene which glide in alumi- 
num tracks. To install the enclo- 
sure, the bottom track is cemented 


Water Softener 
A new automatic water softener 
styled to harmonize with other ap- 





pliances in the kitchen or utility 
room has been announced by Du- 
Wal. An electric timer automatic- 
ally controls the softening and re- 
generating cycles. The regeneration 
of the clarifying cycle occurs in 
accordance with the volume of wa- 
ter drawn and the specific hardness 
of that particular water. High ca- 
pacity resin provides lifetime soft- 
ening action, and 24,000 grains of 
hardness can be absorbed between 
regenerations. The flow rate of the 
unit is 10 gpm. Tanks are coated 
inside and out with porcelain to 
resist corrosion, and fittings are 


to the tub. The panels are then 
rested in the track, and the top 
track set in position. The two end 
plates of the top track are then 
fastened to the wall. The enclosure 
fits 5-ft recessed tubs. 

Manufacturer: Fiat Metal Mfg. 
Co., 9301 W. Belmont Ave., Frank- 
lin Park, II. 


brass and copper with plastic in- 
sulation between unlike metals to 
prevent electrolytic corrosive 
action. 
Manufacturer: 
River Grove, IIl. 


Du-Wal, Inc., 


Manual Reset Valves 
Electronics Corp. has announced 
a new series of manual reset valves 
for use with its flame failure safe- 
guard system to automatically shut 
off flow of fuel in oil and gas burn- 
ers in cases of faulty operation. 


The valve’s manual reset mechan- 
ism prevents re-opening unless the 
electric holding coil is energized. 
Other features include a full area 
port and straight-through body 
design, glass-insulated holding 


Remote Heating-Cooling Line Features Flexibility 


A new line of remote type cabi- 
net air conditioning units for year- 
‘round heating and cooling has 
been announced by Fedders- 
Quigan. The units are designed for 
heating with circulating hot water 
and cooling with cold water from a 
remote source. Other functions in- 
clude ventilating, circulating, 
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filtering and dehumidifying. The 
heat transfer element, blowers, 
motors, filter and air inlet dampers 
are housed in the attractive cabinet. 
Space and access is also provided 
for controls, and outside air inlet 
permits blending fresh air with 
recirculated air. The heating ele- 
ment is made of copper tubing 
with aluminum fins and the multi- 
speed centrifugal blower is alumi- 
num. The cabinet can be installed 
as a free standing unit or recessed 
up to 5 in. into the wall. 

Manufacturer: Fedders-Quigan 
Corp., Heating Div., Dept. HC, 
Lalor and Hancock Sts., Trenton 
7, N. J. 


coils and corrosion-resistant latch- 
ing assembly. The valves are avail- 
able in sizes from 1-in. to 4-in. for 
use with manufactured, natural or 
mixed, or LP gas, and in 1-in. and 
1%-in. sizes for use with pre- 
heated No. 5 or No. 6 oil. 
Manufacturer: Combustion Con- 
trol Div., Electronics Corp. of 
America, 718 Beacon St., Boston. 


Aerating Nozzle 

A new aerating hose nozzle de- 
signed to produce a continuous 
stream of splash-free, full-pat- 
terned water has been introduced 


by Wrightway. The nozzle is made 
of solid brass and is completely ad- 
justable for garden and home use. 

Manufacturer: Wrightway Engi- 
neering Co., 339 W. 112th Pl., Chi- 
cago 28. 


Pipe Insulation 

A new pipe insulation announced 
by Owens-Corning Fiberglas com- 
bines insulating efficiency with con- 
densation protection for lines oper- 
ating at low temperatures or at 
alternating cycles of high and low 
temperatures from 120F to 250F. 
The insulation includes a factory 
applied vapor barrier and is made 
of fibrous glass bonded with a ther- 
mosetting binder. The jacket is 
composed of a 5-ply laminate in- 


cluding an asphalted Kraft paper 
for the inner surface, a bleached 
Kraft paper on the outer surface, 
and the two enclosing a .001-in. 
thickness of aluminum foil. This 
jacket has a vapor transmission 
rating of less than .01 perms. The 
insulation will fit all standard sizes 
of pipe to 33-in. and copper tubing 
to 6-in. and is available in nominal 
thickness of 1, 142, 2 and 2% in. 
Manufacturer: Owens - Corning 
Fiberglas Corp., Toledo 1, O. 
(Please turn to top of page 135) 
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typical 
all-Honeywell 


exe) plane)! 


system 


__ famous for accuracy and 


event of flame failure. 








Aquastats L4006A and L6006A. For 
boilers providing domestic hot water, these 
controls are the best high limit-low limit 
circulator-team on the market today. In- 
dividually mounted where each can do 
its job most effectively. L4006 provides 
reliable protection against overheating; 
L6006 does a double job, as low limit to 
provide domestic hot water and as a cir- 
culator control. Small, snug-fitting, liquid- 
filled elements in each mean fast action. 
Honeywell’s famous MICRO SWITCH 
switches mean long life and trouble-free 
dependability. Either control can be used 
with line-voltage, low-voltage, or Power- 
pile circuits. 


Honeywell Chronotherm, TM850, best-known clock ther- 
mer on the. market. Lowers room 
_it in morning, at any desired hours, aee y automatic. World- 


Switching Relay, R19, Gdiaiiins relay, complete with 
" built-in transformer that makes possible the control of a line- 
with a sensitive, low-voltage thermostat. 


Gg Aquastats L4006A and L6006A. See description below. 


Df seeps haat stedeom Delayed-Opening Oil Valve, V4001A, assures constant 

fuel-air ratio chlge Levon starts, paaecras conto deposits and 
increasing efficiency. Instant close w rner st revents 
dribbling. Can be mounted in any position. me 


 Protectorelay Protectorelay,RAS16A for constant— or RABI7A for inter 


SAN cik welperstures prevent 
the line voltage drops wes They ignition-level and recycle in 


relays operate quickly and reliably 


“Honeywell Control System 





ure at night, raises 


t burner a when 


1. Your installation works better 

Every Honeywell control is “system-engineered” to work with other Honeywell 
controls. This gives you maximum system efficiency. 

2. You have the widest choice of controls and systems 


Only Honeywell makes control systems for every type of heating plant and for all 
fuels. When you go all-Honeywell, you get the right system for every job. You're 
able to rely on one supplier for all your controls. 


3. You get the best field service in the country 


Need help in a hook-up? Puzzled by a performance problem? Your best and nearest 
answer is your Honeywell wholesaler or branch office. 70 years’ experience in con- 
trols alone... plus the biggest field organization of all... puts more control know- 
how at your service from Honeywell than anywhere else in the heating industry. 


4. You make more money 


You spend less time on service calls, more installing new jobs. And jobs are easier 
to sell when you tell your customer “I use Honeywell controls throughout.” The 
biggest merchandising and advertising program in the industry means that Honeywell 
is the control-name your customer already knows. 


Honeywell 
H Fiat ian Cotto 


112 OFFICES ACROSS THE NATION 
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Shopping with D. E. 


(Continued from page 132) 

Gas-Fired Unit Heater 

A new gas-fired unit heater an- 
nounced by L. J. Wing is designed 
for ceiling suspended, downward 
discharge installations. The self- 
contained unit is complete with 
gas burners, combustion chamber 
and heat exchanger, motor driven 
fan and fixed or revolving dis- 
charge outlets. Features include a 
16 ga. aluminized steel heat ex- 
changer, cast iron burners with 


drilled ports, built in draft diverter 


and automatic safety controls. The 
heater has an input capacity of 


430,000 Btu/hr. 
Manufacturer: L. J. Wing Mfg. 
Co., Linden, N.J. 


Pipe Wrench ; 

A new pipe wrench that “bends” 
by a ratchet principle to allow for 
any number of adjustments to fit 
tight places has been developed 
by Tedd Products. By removing 
a pin and separating the head from 
the handle, it may also be used as 
a conventional %-in. ratchet 
wrench. This feature also permits 
the use of interchangeable jaws. 

£3 
a 


ie TEE 


5 
C 2D 


As a pipe wrench, the jaws of the 
wrench can be placed around the 
pipe, a firm “bite” taken, and the 
handle moved to pulling position. 
Manufacturer: Tedd Products 
Co., P.O. Box 1621, Rockford, III. 


Closet Tank Lever 

A new closet tank lever designed 
to simplify installation has been in- 
troduced by Burco Products. The 
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lever is inserted in the standard 
opening of the water closet tank 
where it snaps into position and 
locks securely, thus cutting instal- 
lation time. The firm has also an- 
nounced a new, accurately threaded 
slip nut with additional weight cast 
in the crown of the nut, thereby 


minimizing the possibility of break- 
out at that point. The nut also fea- 
tures a chrome plated finish. 

Manufacturer: Burco Products 
Co., 6 Twenty-eighth St. Grand 
Rapids, Mich. 


Central Air Conditioner 

A new 3-ton central air con- 
ditioner has been added by Ultra- 
sonic to its line of air conditioning 
equipment. The unit incorporates 
two %4-ton compressors and fea- 
tures automatic two-stage oper- 
ation. When the cooling load is 
light, only one compressor op- 


erates, resulting in lower operating 
cost. The unit also features a spe- 
cial heat rejection system that re- 
quires only 13 gph of water, sup- 
plied by %4-in. tubing attached to 
the household water supply. The 
water saving system is an intergral 
part of the unit. 

Manufacturer: Ultrasonic Corp., 
640 Memorial Dr., Cambridge 39, 
Mass. 


Oil Burner Motor 

A new 'e2-hp oil burner motor, 
designed to meet industry demands 
for smaller oil burner components, 
has been announced by General 
Electric. The new motor is 4 in. 
shorter and weighs over a pound 
less than the firm’s 4-hp oil burn2r 


motor, but delivers the same start- 
ing torque as the '4s-hp motor. The 
6%g-in. mounting flange is standard, 
with the smaller 542-in. diameter 
rabbet optional 
mounting. 

Manufacturer: General Electric 
Co., Schenectady 5, N. Y. 


available as an 


Plan Holder 

A new device for holding build- 
ing or engineering plans, called 
Plan Hold, has been introduced by 
Air Comfort Co. The device will 
hold up to 150 prints without the 
need to punch holes or mutilate 
the plans. The device snaps open 
or closed for adding or removing 
plans when the two wing nuts are 
tightened or loosened. The holder 
is made from satin finished alu- 
minum, with 
rounded and 


corners and edges 


soft plastic tips to 


prevent marring desks. The hc!der 
is designed to fit existing plan 
racks or files. 

Manufacturer: Plan Hold Divi- 
sion of Air Comfort Co., 5204 Cha- 
kemco St., South Gate, Calif. 


Bolt Anchor 

An improved, double-ended ma- 
sonry anchor for bolts, combining 
two complete anchors in one, has 
been announced by Rawlplug. 
When the anchor is caulked the in- 
ternal supports collapse, expanding 
or jamming the lead throughout 
the hole, even if the hole is irreg- 
ular or oversized. Zinc collars at 
either end prevent the lead from 
“creeping” on caulking impact and 


rr 


Raw AmcHeR 


under vibration in use. The anchor 
is made in one piece and can be 
used either way in the hole. 
Manufacturer: Rawlplug Com- 
pany, 271 Church St., New York. 
(Please turn to top of page 138) 











Built so well, i... 


GUARANTEED 


@ Heavy all-welded, steel construction 
—engineered for maximum strength. 


@ Hot dipped in mineral asphalt to pro- 
vide a corrosion-resistant coating inside 
and out. 


@ Additional bituminous emulsion pro- 
tects inside surfaces against the corrosive 
action of sewage acids. 


For further details, contact your plumbing wholesaler 
or write SAN-EQUIP INC., Syracuse 5, N. Y. 





Note: Master Tanks of 
500-gal. capacity and 
larger comply with all re- 
quirements of Commercial 
Standard 177-51—as ac- 
cepted by F.H.A., Vet- 
erans Administration and 
U. S. Public Health 
Service. 


Give your customers this protection! Only the 
San-Equip Master Tank is guaranteed against failure due to cor- 
rosion or structural failure for 20 years after date of installation. 


@ Horizontal design permits longer flow 
within the tank—more complete settling 
out and digestion of solids. 


@ Access opening can be extended to sur- 
face of ground for pumping out tank with- 
out costly digging. 


Master Septic Tanks are available in 
300 to 1500 gallon capacities. 


San-Equip 


Seerric TANKS 
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“Quality Control 








Quality Control of Pacific’s 150 Ib, malleable iron, ground joint, brass 
seat Unions begins in the foundry. It continues throughout each stage 
of production to the air under oil pressure test of every Union. 


Pacific Unions have an extra large round ball joint and brass seat. This 
design assures a positive, permanent, full ball seal which automatically 
corrects imperfect alignment. Unions have openings chamfered to pro- 
vide quick and easy pipe installations. They are recommended for 
150 Ib steam and 300 Ib O.W.G. 


Pacific fittings are sold exclusively through wholesalers. Pipe sizes 
through 2” are available “Package-Protected:’ 242” and larger sizes 


are available in bulk. 


PACIFIC FITTINGS DIVISION OF GENERAL METALS CORPORATION 
12024 Center Street, Hollydale, California + 340 Kansas Street, San Francisco 3, California 











ee ) 
from molten metal... to finished product 


Pian to 


, a? 


15th Ps 
Every Pacific Union is speieinheally tested for 
leaks while it is completely submerged in oil. 


oe ~—e, ANDERSON-BECK CO., Seattle, ~_ 
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Shopping with D. E. 


(Continued from page 135) 

Swimming Pool Fittings 

A new line of nickel plated 
swimming pool fittings has been 
introduced by Graver Water Con- 
ditioning. Included are outlet 
drains, inlets, wall anchors and 
overflow gutter drains. The screws 
for the drains screw directly into 
the metal wall casting rather than 
into the wall itself, providing 
drains that are tight yet easily re- 
movable. 

Manufacturer: Graver Water 
Conditioning Co., 216 W. 14th St., 
New York City 11. 


Sump Pump 

A new self-priming, centrifugal 
sump pump for installation above 
the sump or in a remote location 
has been introduced by Gorman- 
Rupp. Only the suction line and 
strainer guard are in the sump. The 
pump has straight-in suction with 
no check valve, and elimination of 
entrance restrictions is designed to 
increase priming lift and efficiency. 
Suction and discharge are 1%4-in. 





Typical performance is 3000 gals. at 
a total head of 10 ft or 1800 gals. at 
a total head of 25 ft. The pump is 
powered by a 13-hp electric motor, 
and automatic controls start and 
stop the pump at predetermined 
water levels. Either a float switch 
or electrodes may be used. 

Manufacturer: Gorman-RuppCo., 
Mansfield, O. 


Clothes Dryer Line 

A new line of gas and electric 
automatic clothes dryers has been 
introduced by Pennsylvania Range 
Boiler Co. All models feature front 
venting, adjustable feet for level- 
ing, one-knob time control that 
turns the dryer off automatically, 
temperature control and_ safety 
control thermostats, accessible lint 
trap and non-perforated 27-in. 
drum. Heat and motion stops when 
loading door is opened and re- 


starts when closed. The drying 
cycle may be interrupted at any 
time. Gas models operate on 
natural, mixed or bottled gas. De- 
luxe models feature adjustable heat 
controls, flush to wall construction, 
chrome trim and electric ignition 
on gas units. 

Manufacturer: Pennsylvania 
Range Boiler Co., 24th & Ellsworth 
Sts., Philadelphia 46. 


Cooling Tower Line 

Marley has announced a new line 
of wood mechanical draft cooling 
towers for refrigeration or air con- 
ditioning equipment from 5 to 50- 
ton capacities. The towers feature 
forced draft, cross-flow design with 





vertical air discharge. Other fea- 
tures include gravity water flow 
from accessible open distribution 
basin, redwood filling and quiet 
operating fan with stainless steel 
shaft and bronze bearing. Designed 
for use in areas where corrosion is 








a problem, the packaged models up 
to 15 tons feature all wood con- 
struction; 20 through 50-ton mod- 
els are redwood construction with 
corrugated asbestos cement board 
casing. 

Manufacturer: The Marley Co., 
222 W. Gregory, Kansas City, Mo. 


Hot Water Boiler 

Mund Boilers has introduced a 
new “instantaneous” heavy duty 
hot water boiler for use wherever 








large quantities of hot water are 
required on short notice. Applica- 
tions include automatic and com- 
mercial laundries, hotels, apart- 
ments, factories and _ institutions. 
Nine models are available, ranging 
in capacity from 250 to 1000 gph, 
and 15 to 80 gpm for short periods. 
The unit may be either gas or oil 
fired, and combination steam and 
hot water models are also avail- 
able. It may be used either as an 
originating or booster heater, de- 
livering hot water at any tempera- 
ture to 200F. 

Manufacturer: Mund Boilers, 
Inc., 1600 N. Indiana St., Los An- 
geles 63. 

(Please turn to top of page 142) 


Coleman Expands Air Conditioning Line 


Coleman announces that it has 
doubled the number of basic units 
in its air conditioning line. In- 
cluded in the line are plenum cool- 
ing units in 2 and 3-ton sizes; ver- 
tical coolers containing cooling coil 
and blower which are available in 
1, 2, 3 and 5-ton sizes; self-con- 
tained air conditioners in 2, 3 and 
5-ton capacities with the condenser 
and compressor in the same cabinet 
with the cooling coil; and air cooled 
condensing units for remote instal- 
lation, featuring a wet-bulb con- 
denser design and available in 2, 
3 and 5-ton capacities. The line also 
includes 3 and 5-ton packaged 
commercial coolers. The plenum 
cooling unit (illustrated) consists 
of an inverted-V cooling coil 
mounted above the furnace in an 
insulated plenum. The unit is de- 
signed for use with the firm’s 
Blend-Air or a conventional fur- 














nace and utilizes a remote con- 
densing unit. 

Manufacturer: The Coleman 
Co., St. Francis & Second Sts., 


Wichita 1, Kan. 
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Why Armstrong dealers 


make money 


Armstrong dealers have no inventory prob- 
lems — no necessity for heavy inventory in- 
vestment — no waiting 
for long-distance ship- 
ment when they need a 
furnace or a summer 
air conditioner in a 
hurry. Their nearby 
Armstrong wholesalers carry a heavy inven- 
tory for them and deliver in a hurry. That 
means money for operation, not money boxed 
up in your warehouse. 

Installation time cost is at a 
=. minimum, because small units 
are shipped assembled, and 
others are designed to be easily 
assembled on the job. These two 





advantages alone, no inventory 
problem and minimum installa- 
tion time, mean an Armstrong dealer is ideally 
set-up for either new house or replacement 
furnace work. 


Precision of design and construction in- 
sures units which will require few if any of 
those costly call-backs which drain the profit 
barrel. 


You never have to strug- 
gle to sell a unit which isn’t 
ideal for the heating or cool- & (2 
ing need; among Arm- 
strong’s 56 basic models and 
sizes of furnaces, and 12 of summer air con- 
ditioners, is one (or a pair) to do the job 
right. 


And every one of them includes features, 





FURNACE 





many exclusive, which help you sell at a 
profit against the professional price-cutter. The 
most successful merchandising aid ever pro- 
duced by the industry, 
\rmstrong’s Visualizer, 
helps you pound home 


those features. 





More sales power: The 
Armstrong line of fur- 
naces and summer air conditioners is the only 
one which has been awarded the Parents’ 
Magazine Seal of Commendation and is also 
accepted for advertising in Today’s Health, 
published by the American Medical 
Association. 


To make sure that you can 
cash in on all those advantages, 
Armstrong has this year put 
together another powerful na- 
tional advertising campaign, ) 
and backed it with by far the Seapets, 
most complete program of _— 
dealer promotion in the history of the com- 
pany. Yes, the keystone of the Armstrong 
‘D9 program is dealer profit — net profit. 


And we can prove it. It deals with your 
problems. It’s organized. It’s not a_hit-or- 
miss proposition. It’s as easy to understand 
as ABC. It will show you why Armstrong is 
66 ‘ o : 

the company with get-up-and-go. 


If you want to know what can be done to 
help you make money, call your nearby 
Armstrong wholesaler now. He'll lay the 
Armstrong plan proudly in front of you. 
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Hammond Valve Display Boards 


. +. @t no cost to you 


You will be billed only for valves shown on each board 


selected at regular prices, 


shipment prepaid. 








GATE VALVE 
Rising Stem ~- Double Disc 
Standord of value with the trade 
tor over #5 years 













Go. : 
GATE VALVE 
Non Rising Stem ~ Solid Wedge Disc 


with stuffing box and follower gland 
Standard of value with the trade 
for over 45 years 








INDIVIDUALLY 
BOXED 








G a 








GATE VALVE 
Non Rising Stem ~ Solid Wedge Disc 


a general use valve 


PACKAGE 
WRAPPED 





These attractive display boards are finished in 
three colors, on 2 inch plywood, size 24” x 16” 
with adjustable brackets for counter use or holes 
for hanging. 

These displays furnish actual inspection of each 
size valve in all four numbers and are fastened so 
as to be tamper-proof. All valves displayed and 
shipped are our standard *“Brite-Kote” finish. 








Go P 


HAMMOND |). 616 


UTILITY GATE VALVE 
Non Rising Stem ~ Wedge Disc 


Compact design for price attraction 










PACKAGE 
WRAPPED 





These boards furnish the largest visible display 
for your customers’ selection of high quality 
economically priced gate valves. 

If any of our representatives have not presented 
this display material to you, write us direct or 
phone or wire collect. 

These displays enable your customers to choose 
the valve to “fit the job.” 


*Registered, exclusive process 


HAMMOND BRASS WORKS  ssnono, worn: 


STANDARD OF VALUE WITH PLUMBING & HEATING CONTRACTORS FOR OVER 45 YEARS 
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How to keep summer sales 
. from sinking: 


ale along with REPU BLICS 
"WIFE PRESERVERS!" 














———— f =—~* Two Terrific Sink Values! 2 “= ee 
f 2AS& ZA 
~ — 7 : 2 
i, | >= 
— 
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Colorful 
Display and 
Sales Kit 


Flagship pennants, feature 
spots, everything inthis kit 
to make your store color- 
ful and exciting. Your 
distributor has ‘em 
—for free! 






ee 





























Retailing at only 


995 High Quality Throughout . . . Both 
sinks carry Republic’ s famous one- 


year warranty! 






Retailing at only 


*Five dollars —_ 95 
Ben both mo dels 






enver and West. 


Here’s how fo sell complete kitchens! 


1. Feature this “Wife Preserver” Promotion throughout your store! 
It’s a traffic puller! A real value for homemakers, a full-margin 
money-maker for you. 

2. Build one of these sinks into your big Republic Steel Kitchen 
display. Whet prospects’ appetites for the real thing they want 
—a complete kitchen. 

3. Demonstrate Republic's big wife-saving features. Show how 
Republic can offer a custom kitchen, economically, right from 
stock. Feature built-in oven cabinets and stainless steel sinks. 

4. Make a home appointment. Plan a new kitchen with your pros- 
pect, using your Republic Planner Kit. Remember, a little extra 
effort pays off at the rate of full 40%. 

For complete information, write Republic Steel Corporation, 
Berger Division, 1018 Belden Avenue, Canton 5, Ohio. 











THE “HOW-TO” Line 


The only kitchen line supported by national advertising and a corpo- 
rate name-building campaign in the magazines everyone reads. 
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(Continued from page 138) 

Air Filter 

A new air filter with the air 
openings in the filter medium pre- 
cision stamped to close tolerance 
has been introduced by Evans. Each 
filter (of the same size) has the 
same number of “air scoop” open- 
ings, e.g., 76,06) in a 20 by 20 by 


2-in. size. Contro! of the size, 


Gas Vent Pipe 

A new double-wall insulated gas 
vent pipe for venting gas ap- 
pliances has been developed by 
William Wallace. A steel outer pipe 





protects a thin, inner pipe of 
aluminum for fast heating and 
maximum resistance lo corrosion. 
The insulating air space between 
the two pipes keeps the inner pip2 
hot and the outer pipe cool, pro- 
viding a strong venting draft and 
minimizing fire hazards. The pipe 
is light in weight and features a 
specially designed coupler that re- 
quires no tools and locks or un- 
locks with a twist of the coupler 
band. 

Manufacturer: William Wallace 
Co., Belmont, Calif. 


Duct Seam Closer 

A new lateral seam closer engi- 
neered to form tight seams in flat 
or round ducts with a single all- 


aa | 
ya 





purpose horn has been announced 
by Peck, Stow & Wilcox. The ma- 
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shape and position of the openings 
makes it possible to have larger 
openings on the inlet side progress- 
ing to smaller openings on the out- 
let side, permitting the filter to 
hold more dirt without restriction 
of airflow. Construction is all alum- 
inum and built for lifetime service. 

Manufacturer: The George 
Evans Corp., Moline, Il. 


chine eliminates hammering noise 
and prevents hammer marks. The 
horn is designed with five separate 
working faces to pre-form and fin- 
ish inside and outside seams and 
Pittsburgh locks. The horn can be 
secured in any of the five positions 
with a single screw adjustment. 
The machine is powered by a 114- 
hp motor with magnetic starter. 
Manufacturer: The Peck, Stow 
& Wilcox Co., Southington, Conn. 


Absorption Refrigeration 
Absorption refrigerating ma- 
chines which have no major mov- 
ing parts and produce chilled wa- 
ter from hot steam have been an- 


Ss 





nounced by Carrier Corp. The 
machines are available in 11 sizes 
from 100 to 700 tons and are de- 
signed for large-capacity air con- 
ditioning and process cooling in- 
stallations. The machine operates 
on low pressure steam which can 
be obtained from a_ variety of 
sources, as well as directly pro- 
duced, to provide chilled water for 
economical air conditioning. Its 
light weight and quiet operation 
permits installation on roofs of 
buildings without special reinforc- 
ing or near executive offices, hos- 
pital operating rooms, etc. It 
matches varying cooling needs by 
fluctuating automatically from 100 
percent capacity down to zero load 
and back again with simple con- 
trols. 

Manufacturer: Carrier Corp., 300 
S. Geddes St., Syracuse 1, N Y. 


Control Valve 

Quality Specialty Co. has an- 
nounced a combination flow con- 
trol valve, air chamber and boiler 
tube designed to keep the air at the 
top of the boiler from passing into 





the radiation. This is accomplished 
by installing the boiler tube below 
the ceiling of the boiler, thus sep- 
arating the air from the water. All 
air that is accumulated at the top 
of the boiler passes around the 
outside of the tube and flows into 
the expansion tank. The air cham- 
ber collects any air that escapes by 
the boiler tube due to turbulence 
created by the circulator or air 
mixed with the water. Air is re- 
leased as fast as it is collected in 
the chamber by the automatic air 
vent. The unit is designed to elimi- 
nate chatter. 

Manufacturer: Quality Specialty 
Co., Inc., 28th St. and Lincoln Ave., 
Camden 5, N. J. 


Gas-Fired Furnace 

A new gas-fired furnace designed 
for closet installation has been an- 
nounced by Delco Div. of General 
Motors. The unit fits in a 21 by 





23-in. space and features a heat 
transfer section of multi-fin design 
which is continuous seam welded 
and gas tight. An air control lo- 
cated in the blower housing per- 
mits adjustment of air volume and 
delivery of warm air to rooms. The 
multiple-port cast iron burner is 
protected with automatic controls 
and is completely enclosed. 

Manufacturer: Delco Appliance 
Div., General Motors Corp., Roch- 
ester 1, N. Y. 

(Please turn to top of page 145) 
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= FLEXON EXPANSION COMPENSATORS 


nto 
= the economical solution to 
y 
ice = x 
Heating System Expansion Problems 
i 
in 
ir : 
a For medium 
and high pressure piping— ® It’s practical, economical and easy to install Flexon Ex- 
ty FLEXON EXPANSION JOINTS pansion Compensators in steam and hot water system lines. 
Pig ° ° ° P 
FREE FLEXING TYPE—Available in sizes Their use in heating lines puts an end to leakage caused by 
from 3” through 48”, I.D. in copper or uncontrolled expansion and minimizes annoying pipe creep- 
stainless steel. Suitable for pressures from ing noises. Ideal for home, offices, schools or any other 
d vacuum to 30 pel and temperatures from building, just install them and forget them—no mainte- 
—20° F. to 850° F. Flanges or welding : ‘ 
“ ory nance is required! 
“ CONTROLLED FLEXING TYPE—Available The FLEXON Expansion Compensator consists of a two 
ply corrosion resistant bellows with copper tube end con- 


in sizes from 3” through 24”, I.D. with 
copper or stainless steel pressure carrier 
and cast iron control rings. Suitable for 
pressures from vacuum to 300 psi and 
temperatures from —20° F. to 850° F. 
Flanges or welding ends. 


SPECIAL TYPES—A variety of assemblies 
are available for special requirements in- 


nections. The bellows section is enclosed in a floating 
protective shroud. The unit is designed to handle axial mo- 
tion up to 14” and is suitable for temperatures from — 60° F. 
to 300° F., and for pressures up to 40 psig. Sizes are 34”, 1” 
and 114” with copper tube ends as standard (threaded fit- 
tings also available). 2” size is available with threaded 


cluding special very high pressure units for fittings only. . 

pressures to 5500 psi. For recommenda- Get further information on the use and advantages of 

tions send an outline of your requirements. FLEXON Expansion Compensators from your Flexonics 

DESIGN GUIDE—The Flexon Expansion representative or use the coupon below to get your copy of 

Joint Design Guide is a 24 page handbook a descriptive bulletin. 


on the selection and application of expan- 
sion joints. Write for your free copy, today. 


Flexonies 0.0: 


poms aeeaneaeraencnnrcascaeaeaana eee 1 


Flexonics Corporation 
1324 S$. Third Ave. 
Maywood, Ill. 
Please send me the bulletin which describes and gives full 
specifications for the Flexon Expansion Compensator. 








a er ere Pere ee ee 
Peer ene eee TT eee ee 
Cece: Jarniiiee EXPANSION JOINT DIVISION PA iB GSEs Redd aeneeed genet hn ke etecees 
<a 1324 S. Third Avenue MRE cenuyeteabenacinece ds Zone State 


Corporation that 
have served industry 
for over 53 years. 


Maywood, Illinois 


ecom——_——— 
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Balanced Heating and 
Cooling Systems with 






No. 14 
for 3a’, Y2"", Ya", 
1” and 14%4” nom- 
inal copper or 
bronze pipe size. 






MAID-O-MIST 


adapter units 


Easy to install without advance planning .... 
Make any standard tee 


















an efficient balancing valve! 
ee cao Maid-O’-Mist Adapter Units offer an easy way to 
and No. 16 (left) make your own valves for balancing old or new 
Adapter Units in- water systems for heating or cooling ... and to 
ag ea encod make them at low cost. These units make costly 
butterflies are ad- stocks of complete balancing fittings no longer neces- 
justable to height sary. 





of tee sleeve. 






Permit free flow 


Precision-made Maid-O’-Mist Adapters permit free 
flow of water through the tee. Since there is no in- 
side reduction of pipe diameter, water restriction is 
limited only to the balancing required. This advan- 
tage, plus low cost, permits use of additional balanc- 
ing in any system without elaborate planning. 


Easy to install and adjust 


f Maid-O’-Mist adapters Nos. 14 and 15 may be in- 
serted in the side outlet of a tee of the same pipe 
size to complete a straightway balancing valve. No. 
16 may be inserted in the run of a cast brass tee to 
complete an angle balancing valve. These adapter 
units are quickly soldered or sweat-fitted into regu- 
lar copper, bronze or brass tees or threaded into cast 

fo’ 3a" - iron tees. A simple balancing adjustment requires 

or 3%” and 1 : . Bs 

cast brass tees for only a screwdriver to adjust. Units are made of brass 

angle balancing with packed stem construction. Available in sizes 

valves. shown. 


for Y2"", 3%", 1", 
1%” and 17/2” 
cast iron tees. 






No. 16 


NO 67 AUTO 
VENT 









NO 16 ANGLE 
(Osc Ancwe ADAPTER UNIT: 


VALVE UNIV 0? AUTO- VENTA 





TO BOILER- 







BALANCING 


a ' VALY NITr 
BALANCING Lve v VALVE UNIT 


For return header For radiant header For baseboard radiators For convector radiators 


See your jobber for prices and other information or write for catalog direct to .. . 


WATER LINE CONTROLS . HEATING SPECIALTIES 


At SY 
/MAID-O-MI5Tinc. MAID -.O’: MIST,Inc. 


HEATING SPECIALTIES 
3217 NORTH PULASKI ROAD . CHICAGO 4i, ILL. 
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Shopping with D. E. 





(Continued from page 142) 

Water Cooling Tank 

Temprite has announced a new 
water cooling tank designed for 
custom water cooling installations 
and to permit the use of any de- 
sired condensing unit to fit in- 
dividual requirements. The tank is 
available with or without an in- 
sulated cabinet, and may be in- 
stalled in restricted space with the 
condensing unit remotely located. 
The water outlet—either bubbler, 
glass filler or standard tap—can 
also be selected to meet customer 
needs. The model measuring 74% 





in. square and 15% in. high has a 
rated capacity of 27 gph when used 
with a precooler under standard 
rating conditions of 90F room tem- 
perature and 80F water inlet. 

Manufacturer: Temprite Prod- 
uts Corp., Birmingham, Mich. 


Deaerating Heater 

A new compact deaerating feed- 
water heater designed for use in 
small plants has been announced 
by Graver Water Conditioning. 
The unit is designed to remove 
non-condensable gasses such as 
oxygen and carbon dioxide while 
heating the feedwater to the tem- 
perature of the operating steam, 
thereby reducing corrosion and 
pitting of boiler tubes, condensate 
return lines and accessories. Since 
steam is used in the deaeration 
process, plants can utilize exhaust 





The announcement in this 
section last month of the Ab- 
bey Chemical Company’s new 
product, Sept-O-Solve, car- 
ried the firm’s old address at 
105 N. Clark St. The com- 
pany’s new address is 646 N. 
Michigan Ave., Chicago 11. 
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steam or reduced pressure make- 
up steam for this purpose to gain 
fuel savings. The unit is a two- 
stage, spray type heater containing 





an internal vent condenser of stain- 
less steel. The unit comes equipped 
with all accessories in a wide 
variety of sizes, and is also avail- 
able as part of a packaged feed- 
water system including a boiler 
feedwater pump and an automatic 
zeolite softener. 

Manufacturer: Graver Water 
Conditioning Co., 216 W. 14th St., 
New York City 11. 


Air Conditioning Units 

A new line of central-station, 
cabinet-type air conditioning units 
for industrial or commercial appli- 
cations, announced by American 
Blower, offers design flexibility 
and a capacity range from 600 to 
48,000 cfm. The line includes three 
basic types: air conditioning units, 
sprayed coil conditioning units and 
multi-zone units. Cooling and de- 
humidifying can be done with 
chilled water, direct expanded re- 
frigerant or brines. All units have 
large volume, slow speed circulat- 
ing fans and cleanable or throw- 
away air filters. Humidification 





can be supplied with either target- 
type water nozzles or sprayed coils. 
Manual or automatic controls are 
available. The basic unit, for cool- 
ing, heating and dehumidifying, is 
available in 12 sizes. The sprayed 
coil unit (illustrated), also avail- 
able in 12 sizes, combines the basic 
unit with a spray system, circulat- 
ing pump and eliminators, thus 


adding the functions of an air 
washer to the heating and cooling 
of the basic unit. Either of the two 
types are also available in 10 sizes 
with the coils in the base arranged 
for horizontal flow. The multi- 
zone conditioner is available in 12 
sizes and arranged for either ver- 
tical or horizontal air flow. 

Manufacturer: American Blower 
Corp., Detroit 32. 


Built-In Electric Oven 
Thermador has introduced a new 
built-in electric oven with many 
new features. The oven section is 
18 in. high, 18 in. wide, 19% in. 
deep, and finished in porcelain 
enamel. Other features include an 
1800-watt rod-type baking ele- 
ment, a 3000-watt broiling ele- 
ment, double-compartment “air- 
cooled” door, oven control with 








~ " 

automatic preheat, automatic timer 
control and electric clock, three 
indicator lights, non-tilt oven 
racks with back guard rail, and 
interior oven light. The unit is de- 
signed to fit a standard 24-in. wide 
cabinet. 

Manufacturer: Thermador Elec- 
trical Mfg. Co., 5119 District Blvd., 
Los Angeles 22. 


Water Heater Series 

A new series of glass lined elec- 
tric water heaters in both table-top 
and round styles has been added to 
Kelvinator’s present line of galva- 
nized water heaters. The series in- 
cludes four table-top models in 30 
and 40-gal. capacities and ten 
round type models ranging in ca- 
pacity from 30 to 82 gals. Features 
include Fiberglas insulation and an 
immersion-type heating element 
made of nickel-chromium wire im- 
bedded in magnesium oxide and 
sealed in seamless copper tube. 
Table-top models are 36 in. high 
and have a recessed toe space. All 
models have a magnesium rod. 

Manufacturer: Kelvinator Div., 
American Motors Corp., 14250 Ply- 
mouth Rd., Detroit 32. 

(Please turn to top of page 150) 
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STERLING 
FAUCET 


4 neu beauty by ‘ p 
| SS pop-up type 
bath drain _ 


When code requires or good plumbing 
practice dictates order as follows: 


4 
























$-130 Pop-up type Bath Drain, heavy pattern, 
with threaded outlet tee and tailpiece 
(Conventional type) 

§-131 Pop-up type Bath Drain, heavy pattern, 
with slip outlet tee and tailpiece 
(Philadelphia Code) 

$-132 Pop-up type Bath Drain, heavy pattern, 
for special size tubs. Specify details 
and tee desired. 

$-133 Pop-up type Bath Drain, heavy pattern, 
with 12“ I.P.S. female threaded out- 
let tee (Chicago Code) 





++++-+ See these outstanding features: « ++ +s, : 


* Stopper designed 
so that waste 
water cannot 
back up 


* Efficient controls 


* 
ae 
Cink 
ee 
« 
. 





* Rugged durability 


* Smooth, easy-op- 
eration, built-in 





* All brass constructed 





If you haven’t tried them yet, you should, 
and you can by simply visiting your Jobber. 


—— ee cere -Sterling offers you the complete line... 









































$-140 $-145 $-1475 $-1470 $-1465 $-1460 

















STERLING FAUCET j y Established 1907 





Company “Tl MORGANTOWN, WEST VIRGINIA 


Me | Bs fies | oh ay, WADLES ALES “Owe Y 
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WATER SAVING... 
of the..... Perfor mance 








..... that wins customer approval! 


Yes sir! It’s the customer (or customers) that count . . . the more, the better! 
For when it comes to buying a dependable closet flushing device, you will 
capture customers with the SHERWOOD No. 86-A Anti-Syphon Ball Cock. 
It is all that experienced plumbers say about its fine qualities. Easy to in- 
stall. Rewards the buyer with smooth, unfailing operation. Safeguards 
against the hazards of water contamination, and works on any city water 


pressure. Saleswise the SHERWOOD gets the plumber in where many 
profitable jobs are waiting his attention. 
SHERWOOD BRASS WORKS 





6331 E. JEFFERSON DETROIT 7, MICHIG 
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new Champion 

VERTICAL 
“PACKAGE’ 

SYSTEMS 


Save yourself work, worry and money when water 
requirements or construction loan specifications call 
for water systems with larger pressure tanks. Sell 
‘‘ready-to-install'’ vertical jet ‘‘package’’ water sys- 
tems with 42 or 52 gallon tanks—for deep or shallow 
wells—right from the shipping carton. No parts to 
find, no assembly to fuss with. 

Sell at lowest possible prices, too! These trim- 


looking Rapidayton vertical systems carry low retail 
prices like the ones below—and full trade discounts. 

Three basic models to sell, and there's nothing 
new to learn. You're already familiar with Rapidayton 
Champion quality and features. Sleek vertical tanks 
are designed and made by Rapidayton as perfect 
mates for the Champions you know. 

Get facts—now—from your Rapidayton Wholesaler. 


THE DAYTON PUMP & MANUFACTURING COMPANY ® Dayton 1, Ohio 


VERTICAL SHALLOW 
WELL CHAMPIONS 


VERTICAL SIGNATURE 
CONVERTIBLE CHAMPIONS 


VERTICAL “TWIN” * 
CONVERTIBLE CHAMPIONS 


As low as 
$146.25 retail 


(f.0.b. factory) 


For wells to 25 
feet. Pump with 
% or % H.P. capa- 
citor motor on 42- 


As low as 
$151.25 retail 


(f.0.b. factory) 


For deep wells to 
80 feet or shallow 
wells. Pump has 
**Quick - Connect’’ 
flange and '%2 H.P. 


As low as 
$184.75 retail 


{f.0.b. factory) 


TWO impellers! 
Pumps full capacity 
at 40 Ibs. pressure 
from 0 to 140 feet! 
Y2 or % H.P. capaci- 


gallon galvanized capacitor motor. 42-gallon galvan- tor motor, 52-gallon tank, pressure 
tank, air charger, ized tank, pressure switch, air charg- switch, air charger, ejector and foot 
pressure switch. Ready to install. er, ejector and foot valve. Ready valve. Ready to install. 


to install. * Trade Mark 
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YOU GET THE RIGHT COMBINATIO 





eo- HIGHEST QUALITY 
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OWERHEADS 


Builders and property owners everywhere are 
finding the Harcraft showerhead to be an excel- 
lent product for homes, schools, hotels, motor 
courts, even aboard ship. These Harcraft heads 
are equal in quality to the most expensive 
showerheads on the market—at a much lower 
price. They’re designed for easy operation, with 
a double-lead-thread that adjusts quickly to any 
desired flow from needle spray to full flood rinse. 
They're self-cleaning, will not clog. Harcraft 
showerheads are machined from solid brass— 
triple chrome plated for beauty and 
long life. A full swiveling ball joint 
permits a wide arc of control in all 
types of heads with or without 6” or 8” 
shower arm. 





A WORD OF PROFITABLE ADVICE 


Display Harcraft Showerheads in their colorful 
counter carton. They sell on sight and open the 
door for other sales. They are the best shower- 
head value on today’s market. For fast turnover 
... high profits... customer satisfaction and 
repeat business, you need Harcraft Adjustable 
Showerheads. 


Harcraft 


BRASS 














STOCKS AVAILABLE IN NEW YORK, 
CHICAGO, ATLANTA, LOS ANGELES 
REPRESENTATIVES ALL PRINCIPAL TRADING AREAS 






DIVISION OF HARVEY MACHINE CO., INC. 
TORRANCE, CALIFORNIA 


RESEARCH ... DEVELOPMENT ... PRODUCTION .. . Harvey does all three as a leading 
independent producer of aluminum extrusions in all alloys and all sizes, special extrusions, press forgings, hollow sections, structurals, rod and bar, forging 
stock, pipe, tubes, impact extrusions, aluminum screw machine products and related products. Also similar products in alloy steel and titanium on application. 
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(Continued from page 145) 
Gas-Fired Heating Unit 
A compact new automatic gas- 
fired unit for hot water heating in 
homes and apartments has been 





- 
y RE ‘ 


announced by Peerless Heater. The 
unit features a unipiled thermal 
convertor (generator) and comes 
assembled, wired and packaged at 
the factory. It has a removable 
front panel and top for service ac- 
cessibility and can be used with 
radiator, baseboard or radiant 
heating systems. The units are 
available in three sizes and are 
approved for natural, mixed, man- 
ufactured and LP gases. The mul- 
tiple, staggered boiler units are 
made of cast iron and are hydrau- 
lically stacked and tested for 200 
lbs hydrostatic pressure. An 8- 
legged cast iron base permits in- 
stallation on combustible floors. 
Manufacturer: The Peerless 
Heater Co., Boyertown, Pa. 


Built-in Range Line 

Admiral has announced a newly 
developed surface cooking unit on 
its built-in electric range which 
permits the user to dial the exact 
temperature desired. This feature, 
called the Dial-Temp unit, is cali- 





~~ FA 
brated from 145F to 425F, and 
maintains the desired temperature 
automatically through twin ther- 
mostat switches. A six-inch Dial 
Temp unit (illustrated) is offered 
on both the two-element range top 
and on the four-element model. 
Five different cooking tops are 


150 


available—three with two-element 
and two with four-element units. 
A choice of two built-in oven mod- 
els is also available. One features 
a picture window; the other has a 
standard door. 

Manufacturer: Admiral Corp., 
3800 Cortland St., Chicago 47. 


Air Conditioning Units 

A new line of air conditioning 
equipment announced by Auburn 
Burner includes water chillers, 
direct expansion units and a remote 
condenser. The water chiller (illus- 
trated) is hermetically sealed, air 
cooled, and comes completely as- 
sembled, wired and _ refrigerant 





charged. The units are available in 
2 and 3-hp. sizes. Water cooled 
units of similar construction are 
available in 2, 3 and 5-hp. sizes. 
Direct expansion air conditioning 
units are also available in a variety 
of models, air or water cooled, in 
2, 3 and 5-hp sizes. The remote 
unit is for air-cooled systems. 

Manufacturer: Auburn Burner 
Co., Auburn, Ind. 


Gas-Fired Incinerator 

A new automatic gas-fired home 
incinerator featuring compact de- 
sign, ease of installation and com- 
petitive price has been announced 
by Queen Stove Works. The unit 
operates on natural, manufactured, 
mixed or LP gas, and will accom- 
modate normal refuse loads of mul- 
tiple dwellings and small commer- 
cial buildings. 

Manufacturer: Queen Stove 
Works, Inc., Albert Lea, Minn. 


Appliance Line 

Two divided-top electric range 
models, four electric refrigerators 
and a new line of built-in range 
ovens and twin surface units have 


been announced by Philco. The 
built-in oven, featuring a brushed 
stainless steel door and an oven 
timer, fits a standard 24-in. cabinet. 
The surface units include a 6-in. 
and an 8-in. burner, with controls 
designed for remote installation. 
The divided top models are 40-in. 
ranges with 23-in. ovens. One 
model has three surface units and 
a deep well cooker. The other has 
four surface units and is equipped 
with an oven timer. 
Manufacturer: Philco Corp., 
Tioga & C Sts., Philadelphia 34. 


Air Purifier 

Window or wall units designed 
to provide a source of pure air for 
winter ventilation have been in- 
troduced by Knepper. The unit 
features a replaceable filter, and 
may be equipped with an ultravio- 
let element for purifying air as it 
passes through. No motors or fans 
are employed. The unit may be 
used with any heating system. 

Manufacturer: Knepper Air 
Conditioning Units Co., 406 
Eleventh St., Dewitt, Ia. 


Winter Air Conditioner 

A new line of all-gas, dual fuel 
winter conditioners for residential 
or commercial heating has been 
announced by Janitrol. The units 
are designed to insure uninter- 
rupted gas heating in areas with 
limited supplies of natural gas. 
Operating on natural gas in mild 
weather, the units are changed over 
to LP fuel when lower tempera- 





tures increase the heating load. 
(Illustration shows burner mani- 
fold and controls.) A single room 
thermostat automatically controls 
the indoor temperature for either 
fuel. Changeover of fuels may be 
manual or by an accessory control 
switch which changes fuels auto- 
matically when outside tempera- 
ture drops below a predetermined 
point. Cabinets are designed to 
match the firm’s cooling units. 
Manufacturer: Janitrol Heating 
& Air Cond. Div., Surface Combus- 
tion Corp., 400 Dublin Ave., Co- 
lumbus 16, O. END 
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THE MOST COMPLETE WATER 
SYSTEM LINE IN THE INDUSTRY 













BARNES “PACKAGE LINE” SHALLOW.DEEP 
CONVERTIBLE JET PUMPS 





























PLENTY OF WATER- 
PLENTY OF PRESSURE 


i Barnes builds a water system to provide running water 
under pressure — for every farm and home requirement! 


ere’s a Pump to Sell for Every Well — with 45 shallow- 
ll models; 31 convertible shallow-deep well models; and 
)deep-well models. Capacities up to 10,500 gallons per 
bur and well depths down to 400 feet. 


tty Pump — Every Model — Every Size — Every Price — 
LL BARNES QUALITY ENGINEERED AND 
FACTURED. 


ARNES MANUFACTURING CO. 


sfield, Ohio Oakland 21, Calif. 









"a, 
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BUY THE BEST... BUY BARNES 








MANUFACTURING CO. 1895—60 YEARS OF PROGRESS—1955 


MASPELD, OO y 


Profit by professional sales training! 













‘Mr. B’’ goes to school—and profits. BRYANT offers organized 
field and factory schools for dealers—with 
full-time, professional instructors in sales and service. 


be Mir. 


(AUTHORIZED BRYANT HOME COMFORT DEALER) 













MT 





Only “Mr. B”’—the Bryant Home Comfort Dealer—has all 8 of 
these selling assets to build his business BIG: 

1. A name customers know and want 

2. The most complete line of automatic 

heating, air conditioning, water heating 

3. Quality equipment for every market 

4. Exceptional distributor service 

5. Professional sales training 

6. Personalized selling tools for you 
. National advertising featuring you 

8. Co-op “‘Mr. B” ads for local papers 
For bigger profits now, for a secure and prosperous future—see your 
Bryant Distributor. Ask him about Bryant’s big “Mr. B” action 
program, and how it can make sales and money for you! 


® 
AUTOMATIC HEATING 
AIR CONDITIONING 
WATER HEATING 
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Especially suited for 
close-quarter installa- 
tions, union bonnet de- 
sign permits the re- 
moval of the complete 
stem assembly without 
breaking the line. 


| fond Milvaco valve and fitting is designed 

to make more profits for you. Each is pre- 
cision-machined from finest alloys to give posi- 
tive control and maximum flow wherever in- 
stalled—not only when new but years later, too. 


Model 575, featured here, is a non-shock, 
brass globe valve in the 200-pound class. Its 
union bonnet design permits the removal of the 
complete stem assembly without breaking the 
line. Experience shows this is essential for easy, 
inexpensive field servicing. 





Model 575 has a composition disc. A com- 
panion globe valve, model 570, with a brass 
regrinding disc is also available. Both are offer- 
ed in a complete range of sizes: 4", 34", 4", 
34", 1",1%4", 144", 2", 214", 3", 


ANGLE VALVE 585 — Brass, non-shock type. 
Union bonnet design. Composition disc. Work- 
ing pressures: 200 lb. steam, 400 Ib. W.O.G. 
Identical design available in angle valve 580 
with brass regrinding disc. Ten sizes: 4%" to 3”. 
















Get all the facts on the 
Milvaco line of valves 
and fittings for residen- 
tial and commercial 
uses. Write today for 
new Catalog B255. 

















A Subsidiary of A-P Controls Corporation 


WE Ae Vege) ee 


MILWAUKEE 7, WISCONSIN 


THE MARK OF PERMANENT QUALITY 
Manifold uw 
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ANOTHER DRIVE on the mod- 
ernization market was an- 
nounced by the National Warm 
Air Heating and Air Condition- 
ing Assn. as it released its 1955 
version of “Operation Wham” to 
the industry. 

Operation Wham takes it name 
from the capitals of the title: 
Warm Air Heating and Air Con- 
ditioning Modernization. 

This is the second year in 
which the Operation Wham pro- 
gram is being presented to the 
trade as a promotion method 
whereby dealers can unite their 
efforts in developing the lucra- 
tive modernization market for 
new heating and air conditioning 
instal.ations that exists right in 
their own home town. 


a In a statement to Domestic 
ENGINEERING, accompanying a 
copy of the 1955 Operation 
Wham kit, the association said: 
“In the conception of Operation 
Wham there were the facts of 
this industry’s business life, to- 
gether with an idea. The facts 
of life are these: 

1. For seven years the annual 
construction of new residential 
units has hovered around the 
million-per-year figure. The an- 
nual sales of warm air furnaces 


have been approximately the 
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Operation "WHAM 
Begins 2nd Year 


*Warm AIR HEATING AND AIR CONDITIONING MODERNIZATION 


same number for each year. 

2. It is generally estimated 
that about 20 percent of the 
warm air heating dealers ac- 
count for nearly 80 percent of 
the installations. The remaining 
80 percent of the dealers appear 
to be in a mad competitive scram- 
ble. 

In order to get business a dol- 
lar is knocked off here and an- 
other one there. The result is 
the short profit. Off with another 
dollar, comes short service. Off 
with another dollar, comes the 
short job and with it a lessening 
of consumer confidence in warm 
air as a high quality method of 
heating. ; 

3. All this is going on while a 
potential modernization market 
of over 20 million homes lies 


Kitchen Sales Literature 


A new 24-page consumer booklet 
entitled, “Guide to a Better 
Kitchen,” has been designed to 
turn interest in American-Stand- 
ard kitchens into sales by supplying 
information most needed and 
wanted by the typical homeowner. 
In addition to introducing new 
kitchen products, the book guides 
the kitchen prospect from selection 
of cabinets to final details of pur- 
chasing. Large pages, full-color 
illustrations and kitchen planning 


practically untouched. 

The objective of Operation 
Wham is to help the warm air 
heating and air conditioning in- 
dustry open up this moderniza- 
tion market for all of its dealers. 
The effect will be to lessen price 
competition and bolster each 
dealer’s economic position. It is 
common knowledge that in mod- 
ernization work, where the deal- 
er’s contact is directly with the 
homeowner, there is more em- 
phasis on quality and perform- 
ance than on price. 

Additional information on the 
1955 Operation Wham kit and 
the program can be obtained 
from the National Warm Air 
Heating and Air Conditioning 
Assn., 640 Engineers Building, 
Cleveland 14. 


and decorating ideas are a few of 
many devices used to spark sales 
interest. Four complete kitchens 
illustrate basic layout principles 
suitable for rooms of different sizes 
and shapes and a special section is 
devoted to kitchen color planning. 
The guide also outlines eight ways 
to finance the new kitchen. 

Available from: Plumbing & 
Heating Div., American Radiator 
& Standard Sanitary Corp., Pitts- 
burgh 30. 
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Because Field Controls are 
round they can always be 
leveled, regardless of the 
angle of the flue pipe. 


The first name 
in heating is yours 


To most home-owners the name of their dealer is more 
familiar and more important than the name of their furnace. 
Consumers know that a good dealer will not install poor equip- 
ment. And we know that, too. For you have proven 
your loyalty to quality through more than 15,000,000 
Field Draft Control installations. 


DESIGNED FOR MAXIMUM CAPACITY 


The Field R-C illustrated above 


and to the right shows the great re- 
serve capacity available to meet any 





_4e emergency condition. So great is this 
fino aoe rll bay oe oe for example, bee control 
sil ; ‘ is often used on an 8” pipe, yet the 
wand coal fired do- control is sensitive to p ae varia- 
hnaces end boilers tions as fine as .01". Made in 7” 
‘ and 9” sizes for flues from 6” 
through 10”. 
ELD TYPE M G— 
through 32” sizes for 
Ro med commercial 
pored by leading gas : FIELD CONTROL DIVISION 
ompanies and engi- , of H.D. CONKEY & COMPANY, Mendota, Illinois 


ry 1955 from coast to ~ apt awl hase oa . Aftiliotes SQNSQ BUILDING PRODUCTS, INC. + Brick, Tile, Stone 
vast, Wietes) CONCO MATERIALS HANDLING DIVISION © Cranes, Hoists 














FATHER-SON TEAM: W. C. Coleman (left), founder of 
the Coleman Co., Wichita, Kan., is shown discussing some 
of the fine points of the company’s gas air conditioner 
with his son Sheldon Coleman (center), president of the 
company, and Anthony Castello, engineer. 


Gas Air Conditioning 


(Continued from bottom of page 103) 


erably more than five seasons in regions farther 
north. 

Work on the gas-motor system is being done 
by an inter-company team. In addition to Cole- 
man, the team consists of D. W. Onan & Sons, 
power plant manufacturers; Minneapolis-Honey- 
well, control system, and the Copeland Refriger- 
ation Corp., manufacturers of the compressor 
used in the system. 

In addition to the gas-motor system now being 
tested, work on three other promising cycles is 
in progress by three independent research organ- 
izations under Coleman’s direction. Arthur D. 
Little, Inc. (Massachusetts Institute of Technol- 
ogy) is working on a binary-type refrigerant jet 
system; Texas College of Arts & Industries is con- 





ducting research on an adsorption system, and the 
Institute of Gas Technology is working on an 
open-type absorption system. 

These three systems are still in the experi- 
mental stage, Coleman said, but substantial prog- 
ress is being made and the company “has hopes 
that further research over the next year or two 
may enable us to reach our goal.” 

In his report to the Southern Gas Assn., Cole- 
man also said that other manufacturers have an- 
nounced research programs and pointed out that 
the American Gas Assn. is actively pursuing im- 
portant and valuable work in the field of gas air 
conditioning. The association has commissioned 
two of the nation’s most outstanding research 
organizations, Battelle Memorial Institute and 
Arthur D. Little, Inc., to undertake basic studies 
to outline the extent or present knowledge of 
gas air conditioning and determine the most prom- 
ising line of action for inaugurating further re- 
reach and development. 


= These studies, conducted objectively and inde- 
pendently of the Coleman Company research, 
contained no fundamental differences in opinion 
and, in fact, were in about 80 percent agreement. 

Utility companies, too, are cooperating in the 
research program, Coleman said. As a result of 
this cooperation, 15 utility companies are cur- 
rently engaged in field testing the gas-driven mo- 
tor system described earlier. 

In concluding his progress report, Coleman in- 
dicated that the “timetable” for gas air condition- 
ing looks good: “Evaluation of test results on 
1955 models will be made by utility engineers 
in September of this year. If approved, limited 
production will be scheduled by 1956, with the 
number of units measured in the hundreds rather 
than thousands. 

“Of the other three systems being worked on 
intensively, we hope at least one will come 
through fast enough to start field testing of re- 
search models in 1956. Which one it will be we 
do not know as of now,” Coleman said. END 





Obituaries 


Richard Howland Gamwell, presi- 
dent of the Robbins-Gamwell Cor- 
poration, Pittsfield, Mass. wholesalers, 
died recently after a prolonged illness. 
Surviving are the widow and a daugh- 
ter. 


W. E. Ringwood, senior partner of 
the W. E. Ringwood Co., San Francisco 
manufacturers’ representatives, died 
recently. It was said that the death of 
Mr. Ringwood will in no way affect 


operation of the company which will Charles H. Bliss, 82, president of the 


continue with the same name, at the 
same address, under the direction of 
Henry A. Steinbach and Ted E. 
Davids. 


William W. Vosper, 78, chairman of 
the board of the Toledo Pipe Threading 
Company, died recently. Mr. Vosper 
invented the receding die method of 
threading pipe in 1901, and was one of 
the founders of the Toledo Company. 





Bliss Plumbing Supply Co., Rochester, 
N. Y. died recently. Mr. Bliss founded 
the firm in 1883 at the age of 16. He 
was a member of the Rochester Assn. 
of Plumbing Contractors. 


Glenn B. Van Buren, 68, executive 
secretary of the Jobbers Credit Assn. 
of New York, died recently. Surviving 
are the widow, a brother and a sister. 

END 
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(Post this advertisement in your store or showrooms] 


IMPORTANT BULLETIN! 


This isa 


Dish-Quik 





You may recognize the deter- 
gent spray valve shown here. 
You may have it in stock right 
now. But the tag “This is a 
Dish-Quik” is new. And the 
story behind it is important to 
you... 

About a decade ago, the 
Modern Faucet Mfg. Co. per- 
fected an automatic diverter 
valve that revolutionized 
spray -equipped sink fittings. 
The valve made it possible to 
divert water instantly from 
spout to spray, or spray to 
spout, by an on-off lever on 
the spray itself. 

This clear water spray valve 
made by Modern is now the 
standard for the plumbing 
industry. The leading brass 
goods manufacturers of the 
United States have sold mil- 
lions of sink fittings equipped 
with the Modern spray. 

Since 1946, Modern research has sought to fill the need 
for a high-quality dishwashing spray brush featuring this 
one-hand automatic control. It has now been perfected and 
sales-tested for almost two years as a standard attachment on 
many of the finest brands of sink fittings. 


Even though sold under many different trade names, the 
new Modern spray brush has sold in volume and brought 





forth a flood of compliments from users. Its success has led 
to the decision : 

To standardize on one trade name — Dish-Quik — and to 
launch a powerful, national advertising campaign to 
make Mrs. America want “Dish-Quik, the all-in-one 


faucet dishwasher, that gets dishes done double quick!” 


The campaign “breaks” in the July 18 issue of Life, fol- 
lowed by Better Homes & Gardens and Good Housekeeping. 
Dish-Quik will be advertised for sale in two ways: 


1 As a standard attachment on sink fittings produced by 
leading brass manufacturers. You may already have fit- 
tings in stock that are equipped with Dish-Quik. They are 
often sold under the manufacturers’ own brand names, 
such as: Sudspray, Dish-Whiz, Handy-Spray Washer, 
Hydro-Spray, Foamspray, Sink-Maid Autospray, Wash- 
A-Way, Speedy-Way Brush, Kwik-N-Kleen. 

And remember: you can interchange Dish-Quik on the 
end of the hose of any sink fitting which came to you 
originally equipped with a Modern clear water spray 
valve. Give your customer his choice of Dish-Quik or the 
clear water spray! See the complete list below of leading 


manufacturers using the clear water spray valve. 


2 Separately, at the fair trade price of $9.95 retail, for 
interchange on the end of the hose of any of the millions 
of fittings now in use with the Modern clear water spray 
valve as Original equipment. The old spray can be re- 
placed with Dish-Quik in minutes. Every one of the 
millions of clear water spray owners is an immediate 
prospect for the new Dish-Quik. 


Check your stock now for Dish-Quik under other brand 
names and post this advertisement where your customers 
can see it. Be sure you are ready to capitalize on the growing 
demand for Dish-Quik. Stock up! Order Dish-Quik through 
your regular plumbing goods supplier, or write direct for 
further information. There will be no increase in price, and 
Dish-Quik is available with standard discounts to the entire 
plumbing goods industry. 

We sincerely hope the new Dish-Quik campaign helps you 


double your profits double quick! 


The Dish-Quik Co. - 1700 East 58th Place - Los Angeles 1, Calif. 
A division of Modern Faucet Mfg. Co. 





. Dish-Quik is interchangeable with the Modern clear water spray valves “4 
used on fittings made by the following manufacturers : 


Eljer Co. 

The Empire Brass Company 
Empire Brass Mfg. Co. Limited 
Federal-Huber Company 

Galt Brass Company Limited 
Glauber of Texas 

Globe Valve Corporation 

Gyro Brass Manufacturing Corp 
Harvey Machine Co., Inc. 

The Indiana Brass Co., Inc. 


The American Brass Mfg. Co. 
American-Standard 

Barnes Manufacturing Co. 

The Bloch Brass Company 
Burlington Brass Works 

Briggs Manufacturing Co. 
Central Brass Mfg. Co. 

Crane Co. 

Chase Brass & Copper Co., Inc. 
Dick Brothers, Inc. 





Nis 


Kohler Co. 

Masco Screw Products Company 

A. Y. McDonald Mfg. Co. 

Michigan Brass Company 

Milwaukee Faucets, Inc. 

Mueller, Limited 

Price-Pfister Brass Mfg. Co. 

Queen City Valves, Inc. 

Ravenna Metal Products Corporation 
Repcal Brass Mfg. Co. 


The Royal Brass Mfg. Co 
Savoy Brass Manufacturing Co., Inc 
The Schaible Company 
Speakman Company 

The Sterling Brass Company 
Sterling Faucet Company 
Union Brass & Metal Mfg. Co 
Wallaceburg Brass Limited 
Wolverine Brass Works 
Stephen A. Young Corporation 
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to sell + easy to install 


.. the New 


7) = Be ii ele] 


at — LAUNDRY 
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Immediate shipment on all shades 4 


... mint, canary, coral and dawn 






Whether it’s for a new home or remodeling an existing dwelling, you’ll find—the 
swing is to Selfridge. Because Selfridge laundry trays give you beauty and utility 
that sells fast... plus construction that stays sold. Made of shock-resistant 

fiber glass, with cast aluminum base and adjustable legs, the Selfridge tray 
weighs only 25 pounds complete including stand... for easy, one-man handling 
and installation. And they stack high to save your warehouse space! 


so Spl ftiddeas 


Send for literature today. 


DEPT. R * 5606 EUCLID AVE + CLEVELAND 3, OHIO 











Compact storage saves space 


SOLD THROUGH PLUMBING SUPPLY WHOLESALERS ONLY 
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Manufacturers of Keeney ‘“DUOVENT" Automatic Air Vents for Hot Water and Steam Heating 
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Modern note in 
Rest Room Planning 





Simplified Open Expanse design contributes 


to cleanliness... builds lasting good will 


@ What keeps a rest room like this 
looking so new and spic and span over 
the years while other rest rooms be- 
come obsolete? Good planning. Plan- 
ning for improved sanitation. Planning 
for attractive decor. Planning for low- 
est maintenance. Planning for con- 
struction economies. 

Your customers can achieve all 4 of 
these desirable points when you rec- 
ommend that they adopt the open ex- 
panse design for their rest rooms. And 
the key to this is a fixture-free floor. 

The pleasing effect of uncluttered 
spaciousness in this rest room was ob- 
tained by using American-Standard 
wall-type plumbing fixtures installed 
with and supported by Zurn System 


behind-the-wall carrier fittings. This 
combination of superbly designed fix- 
tures, and rigid supporting fittings, 
especially engineered to relieve the wall 
of all the load, gives your customers an 
“age-proof” installation that insures 
against the untimely obsolescence of 
their rest rooms. 

If you would like to offer your cus- 
tomers the advantages of American- 
Standard wall-type plumbing fixtures 
and the Zurn System, we would be 
pleased to send you two booklets con- 
taining up-to-date information on these 
essential products. Just ask for the 
American-Standard “Better Rest Room 
Guide” and the Zurn booklet, “You 
Can Build It For Less A New Way.” 


Plumbing and Heating Division, American Radiator & Standard Sanitary Corp. 
Pittsburgh 30, Pa. 


J. A. Zurn Mfg. Co. (Plumbing Division), Erie, Pennsylvania 
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for your customers 


Lk... 


American - Standard 


off-the-floor fixtures installed 
with and supported by the 
ZURN SYSTEM® 
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Au TyPES AND SIZES 
Headed by 


& THE NEW SUBMERSIBLE 


The finest line in 


i ular field. 
poss 08 Peerless is 


the most respecten 
name in deep We 


pumps. 
oe 





ih DVANCE STYLING 


Featuring the 
v NEW WATER KING 





The outstandingly modern pump for 
shallow wells. Runs at half usual pump * 
speed. Quietest of all in operation. V 


VW TOPS” 


from PEERLESS 


You really profit when you sell Peerless 
pumps—the line that’s tops in the field. You 
just can’t beat the line that’s complete. You 
offer a pump for every purse, for every 
purpose,—from modern shallow well tank 
mounted domestic systems right through to 
the very popular deep well submersible 
pumps. You sell more because you offer 
more. You are pump headquarters in your 
community with the Peerless line. You 
make the competition, not just meet it! A 
Peerless dealership is the unbeatable hand 
to hold in the pump game. It offers the com- 
plete line, the quality line, the line with the 
merchandising follow-through at the 
point-of-sale. Mail the coupon for com- 
plete dealer-line catalog and details of the 
Peerless dealer profit plan. 










































PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, Calif., and Indianapolis, Indiana 
Offices: New York; Atlanta; Chicago; St. Louis; Indianapolis; 
Phoenix; Fresno; Los Angeles; Plainview and Lubbock, Texas; 
Albuquerque, New Mexico. 


Distributors in Principal Cities; Consult your Telephone Directory. 
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PEERLESS PUMP DIVISION 
FOOD MACHINERY AND 
CHEMICAL CORPORATION 


2005 Northwestern Ave., Indianapolis 8, Ind. 
OR 301 West Avenue 26, Los Angeles 31, California 








Please send full details on Peerless Dealer Profit Plan. 


Name 





a 


Address upiees 





City csbeittin 





ee 














9 MINUTES WITH BERGIE! 





By Hal Bergdahl, manager of dealer sales, Crane Co., Chicago 


What Is Our Real Competition in Selling? 


LOOKING AT OUR INDUSTRY as 
a whole, I think there’s never 
been a sales problem in the past 
like the one we face now. The 
rate of construction has been 
growing clear across the board 
and could very easily bring 
about an attitude of smugness 
and complacency—both of which 
are dangerous. Let’s look at a 
few things that might help keep 
our thinking straight. 

All too often we think of com- 
petition as being the fellow who 
offers the same or similar goods 
and services—and to some de- 
gree that’s true. But the real 
competition comes from other 
industries. This thing breaks 
down into a competition for dol- 
lars even more than a competi- 
tion for products. 

The furniture guy tries to con- 
vince the public to buy furniture 
with their dollars. He doesn’t 
care one hoot whether they buy 
any plumbing and heating—it’s 
furniture he’s plugging. 


s Or take the case of a friend of 
mine who bought quite an ex- 
pensive woodworking machine. 
It did a lot of different jobs; at 
least, that’s what the expert 
power tool salesman claimed, 
and I guess it did. My friend 
spent enough money to again 
delay the extra bathroom he 
needed much more than he 
needed that jim-dandy machine. 

We now come to the funda- 


mental question of “why.” Why 
did he buy a fancy power tool 
when really he needed a second 
bathroom much more? When I 
showed this script to a couple 
wise guys in my office, they had 
this quick answer: “because 
Bergie didn’t sell.” 

Of course, I hope that isn’t 
really so, but in all seriousness, 
the fact remains that my friend 
felt he was getting more for his 
money by buying the power tool 
so he just postponed buying 
other things. 


s Seems like the question of 
price always keeps bobbing up 
when we talk about selling. An 
interesting example of price and 
its relation to selling was recent- 
ly reported in “Business Week” 
magazine. ; 

It’s a story about the fur busi- 
ness. It seems that the sale of 
Persian lamb, mouton, and bea- 
ver furs is on the decline, not- 
withstanding a lowering of 
prices. Certainly this lack of 
sales couldn’t be blamed on the 
furs not keeping milady warm. 
No sir, it must be something 
else. 

But wait a minute. There’s 
one fur whose sales’ curve is 
reaching skyward and it’s very 
high priced. It’s called mink. 
Any of you fortunate readers 
who’ve had an occasion to price 
mink know that the cost is not 
on the low side—fact is it’s very 





much on the high side—but still 
this sales’ curve goes ever up- 
ward. 

You ask how come? Well, the 
mink people have just been 
smart enough to so glamorize 
their product that the ladies of 
the nation drool in anticipation 
of owning a mink fur piece. 

It’s a certainty that price of 
itself and by itself does not sell 
merchandise. In our case, when 
the prospect is fully informed of 
the benefits of good plumbing— 
cleanliness, beauty, convenience, 
economy, long life—, he will be 
more prone to buy from us. 

Oh, yes, I see where the 
mighty American Telegraph and 
Telephone Company is stepping 
up its sales and advertising pro- 
gram. Isn’t that ridiculous? Or 
is it? This outfit is almost com- 
petitorless, so why spend money 
on promotion? 


# Well, some people may not 
agree with this, but I think the 
whole idea is as sound as a pre- 
war dollar. The company, its 
employees, stock holders, and 
the national economy generally 
will profit from this effort. 

And never lose sight of the 
fact that our industry is not 
basically different from any 
other. It can be sound and pros- 
perous only to the extent that 
we develop our sales capacities. 
Bigger sales can only be at- 
tained by better selling. 

By the way, what ever be- 
came of the “Gold Dust” twins? 
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PLUMBING GOODS WHOLESALERS = U.S.A. 





THE HEAT'LL BE ON SOON. 





COMPLETE LINE OF 


BRIDGEPORT BRASS 


Plumbing and Heating Products 
Copper Water and Drainage Tube + Tubular Plumbing Brass Goods aus) 
Bridgeport Brass Company, Bridgeport 2, Connecticut Bridgeport 
co. 








NEW POWER...NEW FEATURES... 
It’s the all-new [OSTER) No. 552 Pipe Master 





“You can take my word for it. 
This new model of the famous 
Oster ‘Pipe Master’ has every- 
thing you could ask for in a port- 
able pipe and bolt machine. Just 
look at some of these features... 





nee 


“Here’s the reason why this 
new machine threads faster .. . 
it’s a new, more powerful mo- 
tor. Universal, geared-head type 
—reversible, variable speed. 








“This die head, for example. 
It’s a quick-opening, adjustable, 
floating type, with top opening 
for thread inspection and bot- 
tom opening for chip disposal. 


“It’s lighter, too, And for mov- 
ing it around, just take a look at 
this special stand, with those 
big rubber-tired wheels, avail- 
able as extra equipment”. 


The all-new No. 552 Oster “Pipe Master” now offers you more 
for your threading dollar than ever before! Improved design 
... lighter weight ... and new powerful motor give you even 
greater value than the famous No. 502 “Pipe Master” which 


preceded it. 


Write today for free booklet giving complete information and 
specifications on the new Model No. 552 “Pipe Master”. And 
make it a point to see a demonstration of this complete portable 


pipe machine at your Distributor’s. 


BUILDERS OF LOW COST 
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“And this exclusive patented 
‘Auto Grip’ Chuck eliminates 
the need for bar or chuck 
wrench. The chuck automati- 
cally grips the pipe just as tight- 
ly as I want it. 


... the most 
POWERFUL 
2 portable 
op bol- me riko Kes ebb an= 


Popa dat-Waalotd ¢-ta 


THE 





MANUFACTURING CO. 


Main Office and Factory: 
2045 East 61st St., Cleveland 3, Ohio 


New York Factory Branch Sales and Service, 
25-36 Jackson Ave., Long Island City 1, N.Y. 


THREADING EQUIPMENT SINCE 1893 
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Servel “add-on” cooling unit. 
The world’s only residential gas 
add-on model. 


HTH} —PrrS 





Servel All-Year Air Conditioner. 
Available in 2-, 3-, and 5-ton 
capacities. 


usearvel 


the name to watch for great advances in 


AIR CONDITIONING YW REFRIGERATION 





Soll > i «7 customers! 


Every hot air home is a Servel 
add-on” cooling prospect! 


Talk about “ready-made” customers, these are the 
best! You can be sure they want summer cooling. And 
you can sell it to them . . . with the Servel ‘‘add-on” 
unit. 

Here’s sure-fire sales appeal. Servel’s exclusive 
absorption principle provides efficient, dependable 
cooling. And the famous, “no moving parts” design 
cuts maintenance problems to the minimum. 


So team up with Servel. Get your share of this 
giant market now! 





customers! 


Cash in on the booming 
demand for Servel All-Year” 
air conditioning! 


Here’s a sales-natural for new homes. The quick sale 
of the Servel-equipped home in Austin’s famous Air- 
Conditioned Village proves that. What’s more, a tight 
cost analysis of the 22-house project proved Servel has 
one of the lowest operating costs. 


If a satisfied customer is your best advertisement, 
you'll find it pays to stock and sell Servel. 


SERVEL, INC., Air-Conditioning Division, 
Dept. DE-75, Evansville 20, Indiana. 


Please send me details on Servel line and franchise. 


Nome 


Firm f 
Address 
City . ‘ Zone 


County ; i _ State 
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base to wall. Then connect 


Two screws secure mounting ? 
wires to terminals, 


save time, labor and money 


No fuss ... 
to-get-at terminals . . . only the Penn heating- 


critical alignment . . . no hard- 
cooling thermostat is so easy to install! But, 
that’s not all. Only Penn gives you “heat an- 
to hold heating 


ticipation” temperature 


With the cover removed, just 


. Push the room thermostat on 
mounting base. 





each end of mounting plate. 


3 SIMPLE STEPS TO INSTALL NEW 
HEATING-COOLING ROOM THERMOSTAT 


within one-half degree of selected level .. . 
and, “‘cold anticipation” to assure closer con- 
trol of cooling temperature and lowest rela- 
tive humidity. Be sure the packaged air 
conditioning you sell and install is equipped 


with Penn automatic controls. 


Penn Controls, Inc., Goshen, Indiana. 





FZISHSEISsi 


Jeslzze cle BH He 














AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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Place cover on thermostat and secure 


, it by tightening two screws... one on 
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where throttled steam is a 


BRUCE the | JENKINS 
~~ PLUG TYPE 


“vapor drill” VALVES 


with the 
500 BRINELL 


STAINLESS STEEL 
ARMOR SEAT 

















will 
lower costs 































A, 











Closely regulated steam erodes grooves in seating units and 
















drastically cuts service life of ordinary valves, , 
. : 2 F t 
Jenkins Plug Type Valves have been engineered in every ms sons 
detail for maximum wear in such valve-killing service. The service lve in 
stainless steel Armor Seat defies the “vapor drill”, and Jenkins BY-PASS LINES 
quality throughout gives them top rating for wear-proof and THROTTLING 
trouble-proof perfomance. BLEED LINES 
Make you own test... in your toughest steam service... BLOWOFF 
or anywhere that abrasion or erosion causes frequent valve DRIF- 
failure. Compare, part for part, with any similar valve. You'll 6 Bekins 


find that, again, Jenkins extra value pays off in longer life 
and lower maintenance cost. any close-control 
of steam — and for 
Plug and seat ring are Jenkins JX500, a Stainless 
chromium alloy steel made to Jenkins high strength 
specifications, heat-treated to 500 Brinell. Seating sur- 
faces are super-hard and mirror-smooth, offer highest 
resistance to galling, cutting, abrasion, and erosion. 
Wide, steep, 30° total taper permits extremely close 
regulation of flow and vapor-tight closure. 


best resistance 







to abrasion 





The Stainless steel plug is securely fastened to the 
spindle with a bronze locknut. Spindle is aluminum 
bronze with a tensile strength exceeding 70,000 Ibs., 
— has high corrosion resistance. 








SOLD THROUGH 
PLUMBING-HEATING 
300 Ib. 200 Ib. 150 Ib. 

GLOBE and ANGLE 
For complete information call your Jenkins 


Distributor — ask for Form 202. Or write: 
Jenkins Bros., 100 Park Ave., New York 17, 


AND INDUSTRIAL 


DISTRIBUTORS 
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Questions and Answers 


(Continued from page 28) 
construction and performance of 
above-ground storage tanks and 
underground storage tanks for haz- 
ardous liquids, not under pressure 
are contained in booklets prepared 
by Underwriter’s Laboratory, Inc. 
These are identified as Subject 
142 and Subject 158 respectively. 
Copies of both publications have 
been mailed to the reader. 


Shower Installation 
To the Editor: 

We are installing a bathroom 
where the shower stall is being 
built of ceramic tile. The tile- 
setter wants to use a copper pan 
and install it himself. We advocate 
the use of a lead pan and believe 
that this is a part of the work that 
should be done by the plumbing 
contractor. 

Please give us an opinion about 
the relative merits of copper and 
lead for shower pan materials. 

West Virginia W.R.P. 


To the Reader: 

Both copper and lead are non- 
ferrous metals and the use of ac- 
ceptable weights of either would 
provide a shower pan with the 
equivalent of “lifetime” use. An- 
other suggestion is for the owner 
to use either an enameled iron, 
enameled steel, china, or precast 
shower receptor to which the tile 
wall is joined in the same manner 
as a built-in tub. 

The first requisite of any product, 
of course, is whether it is specified 
by, or acceptable to the plumbing 
code in the city in which it is to be 
installed. 

If the suggestion of a shower 
receptor is not acceptable to the 
owner, there are factory-made 
pans of copper, copper and asphalt, 
and asphalt paper or membranes. 
These are made in stock sizes. Lead 
pans are easily made from 4-pound 
sheet lead (or heavier). 

We note that the tile contractor 
wants to make the complete in- 
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stallation of both shower pan and 
tile work. Many plumbing codes 
specify that the shower pan is a 
part of the plumbing installation 
and, under such circumstances, it 
would be illegal for a tile contrac- 
tor to place the shower pan, re- 
gardless of the kind of material 
ultimately approved by the owner 
and plumbing inspector. 

The purpose of the shower pan 
is, of course, to prevent damage to 
the framing or other material un- 
der the shower receptical. A suit- 
able shower drain is also neces- 
sary. 

While a number of manufactur- 
ers make shower drains that vary 











Fig. 2: The slot at “A” in adjustable 
shower drain permits seepage to flow 
into waste line. Flange “B” provides 
a connecting point for shower pan 
and may be fitted with a clamping 
ring to make a rigid connection. 


in design the basic principle of a 
shower drain includes a drainage 
flange that surrounds the waste 
outlet and has weep holes or slots 
to permit seepage water to be con- 
ducted into the waste outlet (See 
Fig. 2). Most shower drains are 
provided either with or without 
clamping rings which can be used 
to secure the shower pan to the 
drainage flange. 


Complains of Cold Floors 
To the Editor: 

We recently installed baseboard 
heating in a one-story brick home 
with 30-in. crawl space. The owner 
complains of cold floors although 
design temperature is easily main- 
tained at the thermostat. 

We blame this on open louvres 
in the foundation walls but the 
owner insists that they be kept 
open. Please give us your opinion 
about open louvres. 

Minnesota J.J. 


To the Reader: 

You did not mention if the bot- 
tom of the floor is insulated. The 
rule about ventilating crawl spaces 
through louvres or vents is simply: 


If you insulate; also ventilate. If 
no insulation; don’t ventilate. 

With insulation between or un- 
der the floor joists, the louvres 
should be left open to ventilate the 
crawl space. 


Electrical Characteristics 
To the Editor: 

What are the “electrical charac- 
teristics” mentioned in reference to 
motors and wiring on pumps and 
blowers? 

Tennessee V.O.M. 


To the Reader: 

Electrical characteristics to be 
stated when ordering equipment 
with motors usually include (1) 
whether the electrical current is 
a-c or d-c, (2) voltage, (3) phase, 
either single or 3 phase. (The lat- 
ter is sometimes referred to as 
polyphase), (4) frequency, (usu- 
ally 60 cycle in U. S.), (5) horse- 
power, and (6) speed. The first 
four characteristics should be ob- 
tained from the utility company 
and the last two are usually stipu- 
lated by the manufacturer unless 
capacity alternatives are offered in 
which case the selection of equip- 
ment of proper capacity will pro- 
vide both answers in manufac- 
turers’ selection tables. 


Wants to Know the Difference 
To the Editor: 

What difference is there in the 
metals of plain cast iron fittings 
and malleable iron fittings? 

Oregon A. 1. 


To the Reader: 

Malleable iron fittings are cast 
iron fittings that have been treated 
in annealing ovens by a heating 
cooling process to render them less 
brittle. 


Definition, Please 
To the Editor: 

Please explain the term “thermal 
equilibrium” used by air condi- 
tioning engineers. 

Pennsylvania R.O.A. 


To the Reader: 

Placing a cold object in contact 
with a hot object will cause the 
heat to pass from the hot object 
into the cold one. When the tem- 
peratures of the two objects are 
the same, they are said to possess 
thermal equilibrium. END 
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No. 552 (8” 


The Tradition 
of Craftsmanship 


in QUALITY FITTINGS 


_ 552—(8”) Over-Rim Tub Filler with Diverter and Shower 
. 551—Same as No. 552 except with Shower only. 

. 550—Same as No. 552 except with Spout only. 

. 780—12” Connected Waste and Overflow. 

. 781—112” Trip Lever Bath Drain. 


. 631—4” Centerset Lavatory Fitting with Pop-up, 
equipped with “O” Ring Packing. Furnished 
with or without Aerator. 

Pat. No. 2,583,291 


Individual security INSURES FREEDOM and LIBERTY. 
Social Security leads to Regimentation and LOSS OF 
LIBERTY. 


It’s a privilege to live in a Republic. Only God can help the 
people who live in Democracies. 


5 iy 
"nei pica 
President Rep 
im 


THE INDIANA BRASS CO., INC. 


FRANKFORT INDIANA 
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OF THE WORLD 
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RALPH E. ORCUTT, CATLETT-JOHNSON’S 
SALES MANAGER SAYS: “Worthington 
promotion material is second to none — 
it helps us do a bang-up job. I’m enthu- 
siastic about the way the Worthington 
people — and the sales aids they create 
— help us locate prospects... and turn 
them into sales. Worthington’s staff of 
merchandising experts have given us 
a big hand in the development of 
a sound dealer program. And Worth- 
ington’s national reputation helps a lot.” 


dealers.” 








JOHN C. HILDEBRAND, JR., VICE PRESI- 
DENT & CHIEF ENGINEER, SAYS: “The 
fact that I can rely on Worthington’s 
published engineering data and ratings 
saves me many hours of engineering 
time. And Worthingtonis complete line 
of equipment allows me to select the 
units I know will be best for the job. 
Reciprocating and central station sys- 
tems, year-round residential units, pack- 
aged air conditioners, add-ons — Worth- 
ington’s got everything!” 


WORTHINGTON DEALERS ARE SUCCESSFUL DEALERS! 


‘Gigning up with Worthington 
was 4 good move’ 


. says Richard H. Catlett, President of the Catlett-Johnson 
Corporation, Virginia’s leading air conditioning and refrig- 
eration dealers. Mr. Catlett goes on: “In the eight years 
we've had the Worthington franchise, our dollar volume 
has more than doubled. Previously, we were identified with 
another nationally advertised brand. The decision to change 
was not easy, but the results have been very gratifying. 
We've expanded our business as a result of Worthington’s 
unrestricted franchise and complete range of products. And 
Worthington is one outfit that never competes with its 





J. TABB MEYER, JR., OPERATIONS MAN- 
AGER, SAYS: “Worthington units are ex- 
tremely compact, well-designed, and easy 
to install almost anywhere. You can see 
the equipment is built with the service- 
man in mind —easy accessibility cuts 
down our maintenance and service time. 
And Worthington’s million-dollar com- 
pressor just can’t be beat for day-in, day- 
out reliability. On the off-chance that 
something may go wrong, Worthington’s 
five-year warranty takes care of it.” 











Catlett-Johnson’s story — like so many others we've received — adds up to this: 
Worthington dealers are successful dealers. And there are plenty more reasons why. 
Lots of them are mentioned in Worthington’s new monthly publication, “The Mer- 
chandiser”. Write for it today. Worthington Corporation, Air Conditioning and 
Refrigeration Division, Section A.5.37-D, Harrison, N.J. A. 5.37 


WORTHINGTON 
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THE BEST FRANCHISE... THE MOST COMPLETE LINE 
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AUTOMATIC HUMIDIFIERS 


OFFER! 
JUNE 15" 
AUG. 15" 
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ORDER L x AY" L9 BIG PROFITS in your OFF SEASON MP, 
cROM Me GALER IF you sell AUTO-FLO Heating Accessories 


Hol And you KEEP your PROFITS when you install quality Auto-flo Heat- 
aw ing Accessories—no loss of profits in expensive service call-backs. 
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(Continued from page 45) 

Septic tank maintenance booklet. 
An eight-page illustrated booklet 
entitled, “The Story of Willie Bac- 
teria, or How to Take Care of Your 
Septic Tank or Cesspool,” has been 
made available to contractors. The 
booklet presents cartoon character 
“Willie Bacteria” to describe in 
simplified fashion the action and 
nature of bacteria contained in dis- 
posal systems. 

Available from: Educational Di- 
vision, FX-Lab Company, 4 Hill 
Street, Newark 2, N. J. 


Hot water circulator catalog. 
Construction design and perform- 
ance features of the company’s hot 
water circulator are discussed in 
this new 12-page catalog. Provides 
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photographs and cutaway drawings 
showing functions of each compo- 
nent. 

Available from: Econo Products 
Co., East Haddam, Conn. 


Unit heater bulletin. Twenty- 
four pages of features, capacities, 
selection and application data on 
the line of propeller fan unit heat- 
ers for both steam and hot water. 
Includes mounting height and 
throw information, wiring and pip- 
ing diagrams, specifications and di- 
mensions. 

Available from: Warren Webster 
& Co., 1659 Federal St., Camden 5, 
N. J. 


Piping systems booklet. A yard- 
stick for measuring basic costs in 
piping system installations is con- 
tained in this new eight-page, il- 
lustrated booklet by A. M. Byers. 
Discusses wrought iron and other 
types of pipe in terms of initial 
purchase cost, installation cost and 
cost of maintenance. Contains case 
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histories of piping installations and 
includes uses for wrought iron pipe 
in different types of industrial and 
municipal applications. 

Available from: A. M. Byers 
Company, 1810 Clark Bldg., Pitts- 
burgh. 


Carrier fittings catalog. Six-page 
folder provides data necessary for 
selecting the correct carrier fitting 
for various mechanical or architec- 
tural conditions. Includes scale 
drawings of recommended pipe 
space dimensions, photos of vari- 
ous types and a check list showing 
models available for different 
makes of fixtures. 

Available from: Wade Manufac- 
turing Co., 77 N. State St., Elgin, 
Til. 


Duct furnace bulletin. Specifica- 
tions and performance data on a 
new series of small capacity duct 
furnaces are included in this new 
bulletin by Reznor. A_ special 
blower assembly, designed for use 
with the unit but supplied sep- 
arately, is also described. 

Available from: Reznor Mfg. Co., 
604 James St., Mercer, Pa. 


Kitchen equipment folder. Four- 
color consumer folder presenting 
the complete line of kitchen sinks 
suggests arrangements for sinks, 
ranges and refrigerators to increase 
kitchen beauty and efficiency. IIl- 
lustrates and describes ledge-type 


KOHLER 
Kitchen Equipment 





KONLER OF KOHLER’ 


sinks of enameled cast iron, flat- 
rim fixtures for building-in to 
counter tops, and base, wall and 
utility metal cabinets. Use of For- 
mica-on-metal work tops also is 
discussed. Six pages. 

Available from: Kohler Co., 
Kohler, Wis. 


Heating controls bulletin. Four- 
page illustrated mailer describes 
benefits of the company’s controls 
for changing indoor temperatures 
as outdoor temperatures vary. Dis- 
cusses the operation of three differ- 
ent control units for buildings of 
various sizes and heating systems. 

Available from: Automatic De- 
vices Co., Inc., 714 Hillgrove Ave., 
Western Springs, IIl. 


Water heater bulletin. Explains 
features of the company’s self-con- 
tained twin-coil volume _ water 


SELF-CONTAINED TWIN-COIL 





bs Hewinates the ioonge tank! 


Automerically 
delrvers 

LARGE QUANTITIES 
of imstontaneaus 
SANITARY 


hot water 








towgh 
opper co 
WH SERIES ‘ 7, ? 
HRED WITH Om Om GAS ‘\% y- 
Ns) 
kag ct Be. | 
FOR OOMESTH, COMMERLIN, AND ODIERINL INSTRLIATIONS <x 
Fortasar Satter 6 it an eg | 
Pat sii RS wee LEME Mee 


heater line for domestic, commer- 
cial and_ industrial installations. 
Shows advantages and explains 
operation of the indirect (tankless) 
hot water system. Includes dimen- 
sions and capacities for nine water 
heater sizes. 

Available from: Portmar Boiler 
Co., Inc., 193 Seventh St., Brook- 
lyn 15. 


Cooling control sheet. Describes 
the company’s new self-powered 
cooling control for regulating water 
temperatures in jackets or coils of 
compressors, oil coolers, condens- 
ers, etc. Includes specification data 
and typical hook-up sketches. 

Available from: Sarco Company, 
Inc., Dept. P, Empire State Bldg., 
New York City 1. 


Sewer pipe brochure. Illustrated 
brochure contains latest informa- 
tion on the company’s transite 
building sewer pipe for connecting 
house drains with street sewers or 
septic tanks. Features a new coup- 
ling designed to speed assembly of 
pipe and simplify installation. Also 
includes fittings and a chart giving 
various methods of pipe connection. 
Eight pages. 

Available from: Johns-Manville, 
22 E. 40th St., New York City 16. 

(Please turn to top of page 176) 
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Go Modern...Save Time and Money! 
Use Genuine 


ORANGEBURG 


Pipe and Fittings 


It takes modern methods and modern 
materials to cut construction costs 
today. Orangeburg Pipe and Fittings 
are sure to cut costs and deliver a 
high-quality job to the home owner. 


Orangeburg is modern. Its long, 
lightweight lengths are easier to 
handle — easier to install. Root- 
proof joints are made in a jiffy... 
no calking, no compounds. Orange- 
burg is made in 2”, 3”, 4”, 5” and 
6” sizes. Easily sawed to required 
length... quickly tooled on the job. 


Orangeburg Pipe is accepted by 


leading approving authorities across 
the nation — a fact proved by more 
than 150,000,000 feet in service. 


Tough, resilient Orangeburg gives 
long, dependable service. Orange- 
burg sewer lines installed 49 years 
ago are still operating like new. Be 
sure you get genuine Orangeburg — 
look for the name on pipe and fittings. 





Write to Dept. DE-75 for Sales 
Aid Folder showing Free Orange- 
burg Signs for tying in with 
Orangeburg’s national advertising 
campaigns. 








ORANGEBURG MANUFACTURING CO., INC. 


Orangeburg, N. Y. 
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West Coast Plant, Newark, Calif. 








Right! This GENUINE 
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ORANGEBURG "*FFORATED 


. ‘ — 
~ 


Use it for foundation footing 
drains, septic tank disposal fields, 
sub-surface drainage of lawns, 
fields, wet spots everywhere. 


ORANGEBURG Fittincs 


Use these moder, lightweight, 
exclusive fittings. They make an 
all-Orangeburg, high-quality pipe 
line . . . save you time, trouble 
and money. 

















THE 
ANSWER 
BOOK 


Answers all questions 
on heating, plumbing 
and air conditioning. 
Of great assistance 
wherever problems 
arise in connection 
with design, installa- 
si tate =iauJ tion or servicing. 

Consists of 98 pages of reference tables and rules 

. . air conditioning and psychrometric charts 

. relative humidity tables ... table of heating 
costs. 27 page data section on Baseboard Heating. 
256 blueprint charts answer specific problems. 256 
pages. Durable, cloth bound covers open flat for 
easy reading. Price postpaid $3.50. (Please send 
cash with order). 





From the DOMESTIC ENGI, 










PRACTICAL 
PLUMBING 


Helps avoid costly mis- 
takes on plumbing jobs. 
Gets down to fundamentals. 
A practical book from every 
standpoint. Practical 
Plumbing is an authorita- 
tive source of information. 
Gives such basic facts as 
how to install a septic tank 
- how to size the tank 
. . » how to install a cooled drinking water supply 
. . - along with the solutions to many other plumb- 
ing and sanitary problems. 
Thoroughly illustrated with standard tables and 
diagrams, plus special tables and a complete set 
of plumbing symbols. Fully indexed for quick 
reference. Size 5% x 8% inches. Bound in semi- 
flexible cover. Price postpaid $3.50. (Please send 
cash with order). 












PRACTICAL 
DUCT 
WORK 


A book that provides the 
basic facts needed in all 
types of heating, ventilating 
and air conditioning requir- 
ing duct work. The principal 
purpose of this book is to help 
the contractor-dealer secure 
and handle duct jobs at a 





profit. 

Practical Duct Work brings together an accurate 
cross section of problems and practices as duct 
design, size of ducts, duct layouts, gauges of sheet 
metal needed, duct fabrication, duct installation, 
etc. Illustrations are instructive and help clarify 
the printed word where actual installations and 
conflicting methods are discussed. Size of book: 
5% x 8 inches. Price postpaid $1.00. (Please send 
cash with order). 





CONVECTOR meee 
RATING 
BOOK 


This long awaited book 
was designed to remove 
every element of chance 
from all convector jobs. 
Makes it possible to deter- 
mine quickly, accurately, 
the exact rating of hun- 
dreds of types, models and 
makes of convectors. 

No matter what size convector may be involved 
or who the manufacturer may be, the Convector 
Rating Book saves time and avoids guess work 
in identifying and sizing installed convection. A 
great help on remodeling jobs. 

Diagrams, clear cut illustrations and accurate rat- 
ing charts are used profusely throughout to simpli- 
fy use of book and to present step-by-step instruc- 
tions. Size 8% x 11% inches. Semi-flexible cover. 
Price postpaid $3.50. (Please send cash with order). 
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takes the guess work 
of estimating. Avoids 


sights that lose jobs 


too high or too low. 
bor and Material 


to determine the cos 
and labor. 
are needed and the size of each... 


tory, shower, drinking fountain installations, 


other valuable bits of information. 120 pages 


postpaid $2.50. (Please send cash with order). 


NV YOUR BUSINESS... 


LABOR 
AND 
MATERIAL 
This is the book that 


out 
the 


costly errors and over- 


and 


money because the bid is 


La- 
pro- 


vides all the facts needed 


t of 


all necessary material 


Over 100 tables and charts show what materials 
installation 
time of each unit. Diagramatic drawings of lava- 


etc. 


Discusses in detail amount of profit and overhead 
you should add to your bid and supplies many 


with 


index for easy reference. 5% x 8% inches. Price 


ESTIMATING 
GUIDE 


Gives complete basic 
data for making plumb- 
ing estimates. Takes up 
cost sheets, labor, over- 
head, time element, sale 
price, percentages; all 
discussed in the follow- 
ing four methods: 

1. Estimating in conjunc- 
tion with store sales. 

2. Estimating replace- 
ments resulting from 
employee sales. 

8. Estimating jobs of var- 
ious types on the job. 

4, Estimating in the shop, either with or without 
plans and specifications. 

42 charts list requirements of materials used in al- 

most every possible type of installation. These 

charts simplify cost accounting by listing by name 
the type of material and operations necessary to 
complete the job; installation of water service pip- 
ing from street main to building, grease trap, sep- 

tic tank, water softener tank, etc. Size: 5% x 8% 

inches. Price postpaid $1.50. (Please send cash 

with order). 








COMMERCIA 
HEATING 


(teal 


| Metermediate Prescare 

‘Stam Systems 
heat to buildings and s 
for processing equipment. 





ing a detailed explanation. Also covers steam 


lation of piping. 
A great ai 


sure work. 
Eleven chapters dealing with all phases of 








Ee Wy PENG, pens cs ceascctcces ($3.50 Postpaid) 
© Practical Plumbing ............... ($3.50 Postpaid) 
eh eS eres ($2.50 Postpaid) 
C} Eotinmting Guide .....ccecccccseve ($1.50 Postpaid) 
1 Practical Duct Work .............. ($1.00 Postpaid) 
() Convector Rating Book ...........+. ($3.50 Postpaid) 
(1D Commercial Heating Beok .......... ($2.25 Postpaid) 
(CJ 2000 and 1 Prize-Winning Ideas ..... ($5.00 Pastpaid) 
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This book serves as a depend- 
able guide to all who sell, de- 
sign, service or install inter- 
mediate pressure steam heat- 
ing systems for furnishing 


team 


Covers installation and design for commercial kit- 
chens, laundries, small hospitals, tailor shops, 
dairies, etc. 48 drawings and charts aid in present- 


per- 


formance, boiler operation and rules for the instal- 


to newcomers in the field and a quick 
review for those already familiar with steam pres- 


this 


work. A handy book in a handy size, 5% x 8% 
inghes. Price postpaid $2.25. (Please send cash 
order). 


with 
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2000 and 1 
Prize-Winning Ideas 
The phenomenal book of 
pre-tested business build- 
ing ideas that is welcomed 
by every contractor-dealer 
who has an eye to success. 
Collectively these ideas 
represent the combined 
experience of: 181 award 
winners in Domestic En- 
gineering’s All - Industry 

Merchandising Contest. 
Consists of 70 chapters de- 
voted to the methods used 
by these merchandisers to sell 15 different types 
of products. 800 illustrations showing facilities, 
displays, trucks, advertising, radio scripts, home 
show booths, show rooms, display windows etc., 
employed by these winning contractor-dealers. 44 
separate chapters are devoted to practices and 
policies used in merchandising, business manage- 
ment, service work and remodeling. All sound, 
practical material that other contractor-dealers 
can put to use in their own establishments. 200 
pages. Size 9% x 12 inches. Price postpaid $5.00. 
(Please send cash with order). 





DOMESTIC ENGINEERING (Book Department) 
1801 Prairie Ave., 
Chicago 16, Ill. 
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Good Reading 





(Continued from page 172) 

Kitchen cabinet folder. Four- 
color foldover emphasizes conven- 
ience and color as salient features 
of the 1955 line of kitchen cabinets. 
Illustrates and describes counter 
space and storage plans and wall 
cabinet arrangements. Eight pages. 

Available from: Toledo Desk & 
Fixture Corp., 1020 Ford Rd., 


Maumee, O. 


Blower catalog. Loose-leaf cata- 
log describes the company’s line of 
blowers for heating and air con- 
ditioning. Discusses component 
parts and includes graphs and 
tables to help the buyer select the 
correct equipment. 

Available from: 
ucts, Inc., 16816 Waterloo 
Cleveland 10. 


Morrison Prod- 
Rd., 


Air conditioning catalog. Twelve- 
page cataleg covering the 
pany’s new line of multizone units 
for simultaneous air conditioning 
of separate rooms or zones. Con- 
tains specifications, selection and 
ordering information for complete 
units as well as direct expansion, 
steam and water coils and all other 
components. 

Available from: Bush Manufac- 
turing Co., 179 South St., West 
Hartford, Conn. 


com- 


Pipe bulletin. Applications of 
the company’s bituminized fibre 
pipe for drainage, sewer and septic 









- ~ Pe 
systems are featured in this new 
24-page bulletin. Also covers man- 
ufacturing processes, pipe sizes, the 
line of cast iron fittings and ship- 
ping and handling information. 

Available from: Line Material 
Co., 700 W. Michigan St., Milwau- 
kee 1. 
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Gas unit heater bulletin. Four- 
page bulletin contains complete 
specifications, dimensions and con- 
struction details on the company’s 
suspended gas unit heaters. De- 
scribes eight sizes in addition to a 
new twin fan model for use with 
any type of gas in industrial, com- 
mercial and institutional buildings. 

Available from: Reznor Mfg. Co., 
604 James St., Mercer, Pa. 


Radiation catalog. Sixteen-page 
catalog describes the company’s 
new Hi-Therm line of fin pipe 
radiation and baseboard radiation. 
Provides complete information in- 


cluding IBR ratings on 23 capaci- 





industrial - Commercial - Residential 
STEDCO PRODUCTS A. 


. WEKES BARRE, P. 


ties of steel, aluminum and copper 
fin tube radiation. Contains photo- 
graphs and dimensional drawings 
of single, double and triple tier en- 
closures for each of seven models 
included. 

Available from: Stedco Products, 
71 Lehigh St., Wilkes-Barre, Pa. 


Truck body mailer. Four-page 
illustrated bulletin relates a con- 
tractor’s experience with the com- 
pany’s truck bodies for carrying 
refrigeration and air conditioning 
service equipment. Describes sev- 
eral models designed for various 
sizes of trucks. 

Available from: McCabe-Pow- 
ers Auto Body Co., 5900 N. Broad- 
way, St. Louis i5. 


Specification sheet. Illustrated 
literature discusses the company’s 
new clay product for perimeter and 
radial underfloor slab duct heating 
systems. Contains specifications, 
dimensions and detailed plans for 
residential installations. 

Available from: Straitsville 
Brick Co., New Straitsville, O. 


Cast iron specialties catalog. De- 
scribes the company’s line of cast 
iron specialties including elbows, 
tees, plugs, clips, couplings and 
flanges. Other specialties such as 
unions and bushings also are dis- 
cussed. 

Available from: Jamaica Manu- 
facturing Co., Inc., 1209-1223 De- 
Kalk Ave., Brooklyn 21. 


Power roof exhauster bulletin. 
Describes the company’s new axial 
mushroom power roof exhauster 
for commercial and industrial in- 
stallations with or without duct 
systems. Gives detailed specifica- 
tions and performance data. 

Available from: Chicago Blower 
Corp., 9896 Pacific Ave., Franklin 
Park, Ill. 


Air conditioning & heating liter- 
ature. Three new consumer pieces 
by Airtemp include a “facts” book- 
let containing up-to-date notes on 
company history and management, 
and two six-page foldovers sepa- 
rately describing gas-fired and oil- 
fired furnaces. The folders list 
model specifications in addition to 
applications of the firm’s new “V” 
type furnace cooling coil. 

Available from: Airtemp Divi- 
sion, Chrysler Corp., 1600 Webster 
St., Dayton 1, O. 


Switch bulletin. A new four- 
page bulletin for contractors de- 
scribing the line of light and power 
time switches shows the correct 
unit for specific light and power 
applications. Designed for use on 
the job, the bulletin indicates hous- 
ings to be used and types of dials 
for particular applications of auto- 
matic time controls. 

Available from: Tork Clock Co., 
Inc., 1 Grove St., Mt. Vernon, N. Y. 


Air distribution systems manual. 
A new manual on multi-vent, low 
velocity air distribution systems il- 
lustrates and describes basic prin- 
ciples and installation suggestions 
for all types of ceilings. Seventy- 
one pages. 

Available from: Pyle-National 
Co., 1334 N. Kostner Ave., Chicago. 


Tubular brass goods catalog. 
Consists of product descriptions 
and net prices for the company’s 
line of tubular brass goods and 
accessories. Provides illustrations 
and sizes. Thirty-six pages. 

Available from: Jonas Haies and 
Co., Inc., Long Island City 1, N. Y. 

(Please turn to top of page 179) 
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easier than ever to sell the 


lifetime protection of CAST IRON SOIL PIPE 


at their clubs... 


is truly a permanent investment 
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We all know Cast Iron Soil Pipe is 
the homeowner’s best buy. And 
we know why: It’s crush-proof 
and moisture-proof — and really 
root-proof. It needs no complex 
installation. It’s the only pipe all 
codes accept for use from street 
to roof. 

But, until recently, the aver- 
age homeowner didn’t know this! 
He rarely asked — or cared — 
what kind of soil pipe he was 
buying. 

Now things have changed — 
for the better. Today, millions 
know that—as with autos or 
furniture or anything else—they 
get what they pay for in soil 











pipe. These millions of home- 
owners and potential owners 
know the Cast Iron story. 

More than 20 million have 
seen it in the movie, “Permanent 
Investment,” through 320 TV 
showings, and in showings to 
clubs all over the country. Mil- 
lions more have read it in their 
magazines. 

And now, these millions, too, 
know- that Cast Iron is their best 
buy. 

So specify what you have al- 
ways known is best—Cast Iron Soil 
Pipe. And do it with confidence — 
for, very often, your customers 
will know the soil pipe story. 


ee ee ne es a) = 
: CAST IRON SOIL PIPE INSTITUTE : 
| Dept. pE-7 1627 K Street, N.W. Washington 6, D. C. | 
[] Send me____ copies of your latest booklet about Cast Iron Soil Pipe, | 
“Best in the Long Run.” | 
| [| Our local__ Club wants to see your educational movie, ‘Permanent | 
| Investment." Tell me how to arrange for free use of film. | 
GC e Name__ ~ ing ‘eatin said | 
[- See ee ce | 
Pigppirongelac City- See eee ree Zone State | 
a a i ns am an 
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HOW TO CATCH, 


REPEAT 
CUSTOMERS 


| 
y 


Repeat customers are 
the key to steady 
increases in sales 
volume. When your 
customers are 
satisfied with the 
products and services 
they buy from you, 
they keep coming 
back for other 
products and services. 





When you use and 
sell ROOTO, you 
assure yourself of 
such completely 
satisfied customers. 
ROOTO clears root- 
blocked sewers and 
waste-choked 
household drains | 
with no fuss and no 
muss. You risk no | |! 








expensive mechanical 
equipment, either. 
And you can put in 
more profitable time 
on other jobs while 
ROOTO does your 
sewer-clearing jobs. 


Stock ROOTO — 
the complete sewer 
and drain cleaner — 

today! Your customers 
will make you glad 
you did! 





| 


To clear and activate septic 


Call your Jobber for 
tank sewage disposal sys- 
tems, use SEPT-X, the ONE ROOTO and SEPT-X 
OPERATION cleaner and 


conditioner. 


Monufactured By 


The 


ae es ROOTOE 


Corporation 
Detroit 21, Michigan 


, 
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PERFECT FLOAT 


NOW available 
in 2 POPULAR TYPES! 
— iy 
‘Has REAL Customer APPEAL! 


|Many Dealers and Customers, CANNOT SINK 
|long acquainted with ordinary 








oval metal floats, will like the * NO SEAMS 
|New Oval TOUGHBUOY for its 

similar shape. Both the square * NO LEAK 
and the oval TOUGHBUOY + wo METAL 


have three things in common. 
They’re made of the same, light 
as a feather, solid plasticfoam. 
Have sales pulling power of no- 
vel attractiveness. And, the sell- 
ing power of efficient, life-last- 
ing dependability. 


* NO CORRODE 
* NO WEAR OUT 


_ 







Attractive Display Sells 


TOUGHBUOY 
on sight! 


TOwGHBUOY 


Whether square or oval, 
| the TOUGHBUOY Float 
displays equally well in 
the attractive carton | 
shown here. The sheer | 
novelty of this snow white — 
product stops a prospect 
to investigate. With this 
the product practically 
sells itself. 


THE TOUGHBUOY CO. 


3051 Curtice Road, Coleman, Mich. 
Div. Robinson Industries 
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Good Reading 





(Continued from page 176) 

Abrasive cutting machine bul- 
letin. Four-page bulletin features 
both bench-type and floor-type 
models of the company’s new abra- 
sive cutting machine. Includes data 
on length of cutting time for vari- 
ous shapes and types of materials 
and provides a general description 
of both models. Back page is de- 
voted to specifications and prices. 

Available from: Beaver Pipe 
Tools, Inc., 868-340 Dana Ave., 
Warren, O. 


Residential air conditioning 
booklet. A thorough description of 
air conditioning systems for homes, 
advice on selection of equipment, 
and an analysis of proper home 
design for most effective and eco- 
nomical air conditioning are fea- 
tures of this 16-page booklet. In- 
cludes an illustrated glossary of 
home heating and cooling terms 
and a_ simplified description of 
cooling equipment operation. 
Copies are 25c. 

Available from: United States 
Air Conditioning Corp., 3211 Como 
Ave., S.E., Minneapolis 14. 


Ventilating equipment bulletin. 
Twenty-page bulletin describes 
eight features of the firm’s ventilat- 
ing equipment for industrial appli- 
cations requiring low and medium 
ranges of air capacities. Provides 
construction characteristics and 
performance tables for belt driven 
units with both forward curve and 
backward blade wheels and direct 
driven units with only forward 
curved wheels. 

Available from: General Blower 
Co., 8608 Ferris Ave., Morton 
Grove, Ill. 


Fire protection equipment cata- 
log. Forty-page catalog covers the 
firm’s line of interior fire protec- 
tion equipment for all types of 
buildings. Features fire hose and 
extinguisher cabinets in steel, 
stainless steel, aluminum and 
bronze. Line drawings and cross- 
indexing simplify selection of cabi- 
nets and accessories. Other prod- 
ucts described in the catalog in- 
clude nozzles, standpipe equipment 
and extinguishers. 

Available from: Elkhart Brass 
Mfg. Co., 1302 W. Beardsley Ave., 
Elkhart, Ind. 
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Solenoid valve bulletin. Six 
pages. Covers the line of solenoid 
valves for use with liquids, gases 
or refrigerants. Information on 
proper selection, features, coil con- 
struction, lift ratings, coil frequen- 
cies, liquid capacity and typical 
applications is provided. 

Available from: A-P Controls 
Corp., 2450 N. 32nd St., Milwaukee. 


Absorption refrigerating machine 
catalog. Refrigerating machines 
that produce large capacity cooling 
from steam, that employ no major 
moving parts and use plain water 
as a refrigerant, are fully described 
in this new 36-page catalog by 
Carrier. Operation is explained in 
Sales Aids 

(Continued from page 45) 
A-C Promotion Films 

Chrysler Airtemp has released 
three bulletins explaining its new 
series of sound films for showing 
at local movie theatres and tele- 
vision stations. Designed for use 
by distributors and dealers, the 
films dramatize special product 
features and user benefits of the 
company’s residential air con- 
ditioning and heating, packaged air 
conditioners and room air con- 
ditioners. A personalized sales 
message is carried at the end of 
each film. The series consists of 
movie films of 26 seconds duration 
in full color and TV commercials 
of one minute or 20 seconds dura- 
tion in black and white. The com- 
pany says it will supply films free 
and will share in charges. 

Available from: Airtemp Di- 
vision, Chrysler Corp., 1600 Web- 
ster St., Dayton 1, O. 


Advertising Program Guide 

A new eight-page ad mat and 
radio commercial booklet is being 
issued to Hotpoint dealers. The 
booklet has been designed to co- 
ordinate a series of advertisements 
and radio commercials on_ all 
models of automatic washers and 
dryers. Ads incorporated in the 
booklet are those which pulled the 
greatest store traffic over a given 
period of time on previous cam- 
paigns conducted in various cities 
throughout the United States. The 
booklet contains 13 ads available 


four simple steps and features of 
the unit are described. Gives ca- 
pacity ratings, physical character- 
istics and other engineering data 
for the line of 22 models. 
Available from: Carrier Corp., 
300 S. Geddes St., Syracuse, N. Y. 


Motorpump bulletin. Twenty- 
four page bulletin covers the en- 
tire line of close-coupled motor- 
pumps from % to 75 hp sizes for 
delivery of 5 to 2800 gpm. De- 
signed to simplify selection, the 
bulletin has an index showing basic 
classifications of pumps with their 
specifications. Each class of pump 
is illustrated and described. Also 
discusses modifications that pro- 
vide combinations to meet specific 
requirements. 

Available from: Ingersoll-Rand, 
11 Broadway, New York City 4. 


in two sizes and some available in 
three sizes. Six of the radio com- 
mercials are keyed to six ads to 
round out a special selling pro- 
gram. 

Available from: Hotpoint Co., 
5600 W. Taylor St., Chicago 44. 


Color Selling Aids 

Beautycraft has developed two 
selling aids for presenting new 
colors available in its 1955 line of 
kitchen cabinets. A color sampler 
book, consisting of 180 cardboard 
color chips which can be removed 
and given to prospects, shows the 








new selection. A “colorack”( illus- 
trated) consisting of color samples 
factory-baked on large steel plates 
can be pulled forward and dropped 
down on hinges for display or can 
be removed. The unit has been 
especially designed to fit inside any 
standard 18 in. Beautycraft wall 
cabinet. 

Available from: Beautycraft 
Kitchens Div., Miller Metal Pro- 
ducts, Inc., 2215 Russell St., Balti- 
more, Md. 
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If it weren’t for brand names 
You'd have to be an engineer 
to know which T'V set to buy 


The most complicated piece of 
equipment in the American home 
is a television set. 


Yet you’re not afraid to go out 
and buy one without even “‘look- 
ing under the hood.” 

What makes you so sure of 
yourself? In fact—how can you 
buy so many things you know so 
little about, without worrying? 


Isn’t it because you’ve learned 
the secret of sound buying? 


180 


A good brand 
is your best guarantee. 


No matter what kind of a product 
you're buying, you know you’re 
right when you buy a good brand. 
You know the manufacturer will 
stand behind it because his repu- 
tation is at stake. You can depend 
on a good brand. 


The more good brands you 


know, the fewer buying mistakes 
you'll make. Get acquainted with 


the good brands in these pages 
and get more value for your shop- 
ping money. 


BRAND NAMES FOUNDATION 


Incorporated 
A Non-Profit Educational Foundation 
37 West 57th St., New York 19, N. Y. 


A GOOD BRAND 
IS YOUR BEST GUARANTEE 
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The right amount of 
diversion for Radiators, 
Convectors or Baseboards. 


BRONZE NON-ADJUSTABLE SUPPLY TEES 


Solder fittings for one-pipe systems using 
copper pipe. They are accurately made in 
a complete range of needed sizes. 





13) 


CAST-IRON ADJUSTABLE SUPPLY TEES 


for iron pipe installations. Easy to adjust, 
permit accurate control of flow to radia- 
tors. Simplify balancing on _ one-pipe 
systems. Complete range of sizes. 





BRONZE ADJUSTABLE SUPPLY TEES for 
copper pipe installations have solder con- 
nections and the same adjustable feature 
as the cast iron tees. Permit accurate di- 
version to each radiator or convector. 
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FORCED HOT WATER 




















THRUSH 
Che F4: SUPPLY TEES 


Thrush Supply Tees are low in cost but high in 
quality and workmanship. Precision machining as- 
sures straight, uniform piping. The cast iron tee 
shown above is scientifically designed to divert the 
right amount of water to the radiator in a one-pipe 
system. The diverter is an integral part of the casting. 


Adjustable Supply Tees shown below‘at left per- 
mit perfect balancing of all radiators in a one-pipe 
system. The handy lever can be set easily to control 
the output of each radiator. The flow of water 
through the main is increased, not throttled. 


Thrush Tees save time and labor .. . and assure 
a better job for your customer. See your wholesaler 
today or write Department A-7 for more information. 


H. A. THRUSH & COMPANY 


PERU, INDIANA 
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Sure Cure for 


Water-Hammer! 


GENERAL 


“Perma-Cushion”’ 
Water Hammer 
Silencer 


Here’s the silencer that per- 
manently stops the noise and 
damaging vibration of water- 
hammer —can’t fill up! “Per- 
ma-Cushion” catches hammer 
at the first surge .. . absorbs 
the shock in a tough neo- 
prene cylinder expanding 
against a “cushion” of 
trapped air. Pipes and fixtures 
are always protected .. . al- 
ways quiet. 


“Perma-Cushion” can take 
it, too! Its non-corrosive, elas- 
tic neoprene cylinder with- 
stands the heaviest pounding 
. .. regains shape perfectly 
after each surge. And the 
rugged, overall brass housing 
chamber, tested 300 lbs., is’ 
permanently sealed from 
water supply ... mever re- 
quires draining. 


“Perma-Cushion” installs 
easily, inexpensively, on rigid 
pipe or copper tubing; hot 
or cold water lines. Tapping 
size 1”. For full details, send 
for Folder. General Fittings 
Co., Box 151B, East Green- 
wich, Rhode Island. 


GENERAL FITTINGS 


COMPANY 


TANKLESS AND INDIRECT WATER HEATERS 
AND HEATING SPECIALTIES 





| 
| 
| 





continued from bottom of page 58 


News... 


to deal with tolerances, product markings and shop 
tests for plastic pipe. Among industry organizations 
contributing to the program are the American Gas 
Assn., American Society of Heating and Air Condi- 
tioning Engineers, Mechanical Contractors Assn. of 
America and the Manufacturers Standardization So- 
ciety of the Valve and Fittings Industry. 


Gas Range Shipments Gain 5% 


New York Crity—The Gas Appliance Manufac- 
turers Assn. says shipments of domestic gas ranges 
in April were 5.3 percent over the same month last 
year. It was the sixth successive month shipments 
topped previous levels. Edward R. Martin, GAMA’s 
director of marketing and statistics, said 181,600 
ranges were shipped last April compared to 172,400 
in April, 1954. A total of 734,700 ranges were shipped 
in the first four months of this year, a 12.9 percent 
increase over the same period for last year. 


Perfection Adds Southern Plant 


CLEvELAND—Perfection Industries, Inc., has pur- 
chased the Waynesboro, Ga., plant of the Knox Metal 
Products Co. as part of its expansion program. The 
plant will employ 150 to 200 local workers, super- 
vised by key personnel from Cleveland. D. S. Smith, 
president of Perfection, said the expansion resulted 
from the growing need for Southern manufacturing 





Loui 





R. S. Rheem, president of Rheem Manufacturing Co., and 
D. L. Rheem, executive vice president, recently were pre- 
sented 30-year service pins by W. S. Rheem II, general 
manager. J. P. Makenas (left) Chicago region manager, 
acted as host. 


facilities to provide appliances for that regional 
market. 

John Gardner will be manager of the plant. He 
is a 34-year veteran with Perfection and for the past 
11 years was industrial relations director. That post 
will now be filled by Robert H. Doesburg. 


M-H Changes Contest Rules 


MINNEAPOLIS, Minn.—Minneapolis-Honeywell Reg- 
ulator Company has announced two major changes 
in its annual contest to stimulate new home mer- 
chandising and expand the “trade-in” home sales 
plan. The 25 home builders who win grand prizes in 
the contest will be able to bring their wives along 
on the nine-day, all-expense paid holiday in Mexico 
Previously the award went to the winning home 
builders alone. 

The second change is in the home merchandising 
phase. Builders will compete in two categories, in- 
stead of one. Twenty winners—one from each region 
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of the National Assn. of Home Builders, which also 
sponsors the contest—will be chosen from entrants 
who build less than 100 homes a year. Two winners 
will be chosen in the 100-homes-and-over category, 
one from the area east of the Mississippi and the 
other from the western area. 

Judging will be held during National Home Week, 
September 10-18, and the winners will be announced 
at the NAHB Exposition in Chicago, January 22-26. 


Fairbanks Elects Naylor President 


New York City—Alexander L. Nay- 
lor was elected president of The Fair- 
banks Company at a recent meeting of 
the board of directors. Naylor has been 
E executive vice president of the com- 
B pany for the past ten years and previ- 
ously served as assistant to the presi- 
dent. He succeeds his father who was 

Naylor president from 1924 until the time of 
his death in April of this year. 





Top Raub Salesmen Win Trip 


TrENTON, N. J.—More than 109 General Electric 
dealers and salesmen for home heating and cooling 
equipment recently won a trip here to visit manufac- 
turing facilities of the products they sell. Raub Sup- 
ply Co., Lancaster, Pa., sponsored the sales cam- 
paign, offering all expenses paid to salesmen reach- 
ing 75 percent of their quota from Jan. 3 to March 31. 


Hotpoint to Push Dishwasher Sales 


Cuicaco—The dishwasher-disposal section of Hot- 
point has announced a new promotion to stimulate 
the sales of automatic dishwashers. The promotion 
uses a “Dishes or Daisies” promotional kit consisting 
of 24 pairs of gardening gloves, 24 descriptive folders, 
24 envelopes and two dishwasher sales digests. 

The dealer is expected to mail one glove to 24 se- 
lected prospects. With it he sends the folder which 
sells the dishwasher as a time saver and health bene- 
fit. The dealer imprints the back of the folder, telling 
the prospect where to come to get the other garden- 
ing glove. For point-of-purchase follow up, the 
dealer is provided with a dishwasher digest to pre- 
pare the floor salesmen for selling first the dishwash- 
er, then the brand name. 


International Sales Promotes Deane 


San Francisco — International Sales Company, 
manufacturers of Western and Atlas heating equip- 
ment, has appointed James F. Deane as vice president 
and general manager. Deane, formerly a vice presi- 
dent, has been with the company since 1939. Presi- 
dent Jim Tuck also announced the appointment of 
H. C. Schmitt as engineer of air conditioning. 


Capitol Gets Giant Cooling System 
York, Pa.—Stewart Lauer, president of York Cor- 
poration, reports that his company has started con- 
struction of a giant cooling system to be installed in 
the Capitol power plant in Washington, D. C., from 
which it will serve the air conditioning systems in 
seven large government buildings within a two-mile 
circle. Four centrifugal refrigeration units using 
about 10,000 hp will provide chilled water to a loop 
(Please turn to top of page 186) 
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MICHIGAN siowaces 
BRASS CO. 284s scoops 






UNIVERSAL SINK BASKETS 


Die-formed Stainless Steel construc- 
tion. Center post design prevents 
stopper from slipping when water is 
draining. Neoprene stopper assures positive, long-lasting 
seal. Packaged in convenient display c carton to move fast. 


- 
FAUCETS 


All M.B.C. Faucets are cast from 







solid red brass in our modern foun- 
dry. Machined, finished, plated and 
pressure tested with the latest auto- 
matic equipment. Removable units 
and seats for easy rep! icement. Dur- 
ible. efficient and dependable. 





For further in- 
formation on the 
8 


Brass Goods, write 
for complete de- 
tails or refer to 
catajog inserts in 
the DOMESTIC 





INGINEERING 
Catalog Directory. 


SINK "P" and "S" TRAPS 





























MICHIGAN 


















constant catalog conta 


Did you know that 4,944 known manufacturers 
of products in the plumbing, heating, air condition- 
ing and appliance industry are listed in the current 
edition of Domestic Engineering Catalog Directory? 


In addition to these complete manufacturers’ name 
and address listings, 4,026 main product classifica- 
tions and 3,575 cross-reference headings are also 
listed together with 9,709 product trade names iden- 
tified with these manufacturers. 


Nowhere else can plumbing and heating whole- 
salers, jobbers, distributors, contractors and consult- 
ing and specifying engineers find such a complete 


in the MARKET PLACE 
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creates cus’ 


source of supply and specification reference data. 
And, because of this, nowhere else but in Domestic 
Engineering Catalog Directory will a manufacturer 
be assured of more constant contact with his catalog 
to create customers for increased sales. 


When manufacturers’ catalogs are bound into the 
“market place of your industry,” complete product 
information becomes an integral part of their respec- 
tive directory listings. The buyer or specifier who 
has reached the “point of selection and/or purchase” 
of a product, has only to make up his mind on the 


of your industry . 


manufacturer who can fill his requirements. In 
Domestic Engineering Catalog Directory this de- 
cision becomes much easier because of the special 
“bold face listings” and “see page references” given 
to all catalog advertisers throughout the Classified 


Directory Section. 


The phrase “constant catalog contact creates cus- 
tomers” is a reminder to all manufacturers that the 
various directory sections of Domestic Engineering 
Catalog Directory are exclusive media designed to 


intensify references to all catalog insertions. 








DOMESTIC ENGINEERING CATALOG DIRECTORY 


180) PRAIRIE AVE., CHICAGO 16, ILLINOIS 
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BANISH 
S), BATHROOM 
ABEDLAM 


|| Remodeling 
Now Will Turn 
Unused Space 


into an Extra Lava- 
tory and Relieve that 












‘“‘Morning Pressure” on the 
Single Bathroom in the Family Home 





L 
Vanity Dy 
} ley 
j } 
jf /? 
te j 
The Vanity, a 7 


vitreous china lava- 

tory with generous bowl 

area, recessed soap dish and 

a handy shelf. Features the Mansfield* exclusive 
Splash Rim and Concealed Front Overflow. Ideal 
for the remodeling or replacement installation! 


Simplex 





Mansfield* Simplex, Close Coupled Washdown 
Combinations have the famous Mansfield Pat- 
ented 3-point cushioned Hitch which permits 
perfect tank alignment and reduces the risk of 
tank breakage to a minimum. 10-, 12-, or 14-inch 
roughing-in. 

All Mansfield® Vitreous China Ware is the Fin- 
est. Whitest, Brightest—has an extremely hard, 
smooth surface that is so-o-o easy to clean and 
remains unaffected by acids, medicines or strong 
cleansers. They last a lifetime. 


* Registered Trade Mark 


MANSFIELD sanitary pottery, INC. 


121 First St., Perrysville, Ohio 
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News. 
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system holding about 609,000 gal., and which is said 
to be the largest hydraulic refrigeration system of 
its kind in the world. 

Commenting on general business of the company 
Lauer said that following a period of inventory ad- 
justment during which sales and earnings were ad- 
versely affected, the last three months ending May 
31st have shown the situation is now well in hand. 
During this period net sales totaled $27,000,000 and 
net earnings after taxes were better than $1,400,000. 
This compares with $30,000,000 sales and $1,240,000 


net earnings during the same period a year ago. 


LP-Gas Promotion Launched 


Cuicaco—The LP-Gas Information Service will 
“turn on the heat” this summer in a campaign to 
capture a million-home market for gas heat. James 
E. Pew, president of the National Council for LP-Gas 
Promotion, says a new ad seri2s will spark the cam- 
paign and will include 36 insertions in consumer 
publications during July, August and September. 
The ads will be directed primarily at farm, small 
town and suburban markets. Consumer level ads 
will offer free a 24-page booklet on LP-gas, and a 
merchandising kit with tie-in materials for the sum- 
mer campaign will be available for dealers. 


Merger of Stove Mfrs. Approved 


MaspetH, Lone Isitanp, N. Y.—Stockholders have 
approved the merger of Detroit-Michigan Stove 
Company, Inc. The name of the new company is the 
Welbilt Corporation. 

Alexander P. Hirsch, former president and a direc- 
tor of Welbilt, has been named chairman of the board 
for the new company. Henry Hirsch, formerly vice 
president, treasurer and a director of Welbilt, has 
been named president and director of the new organ- 
ization. Fred A. Kaiser, former president and director 
of Detroit-Michigan, will be general manager of the 
Detroit division. 


Selck Personnel Sets Sales Record 


Cuicaco—Walter E. Selck and Company held a 
dinner meeting recently for key men of the organ- 
ization who played a part in breaking all records 
for any one month’s total business. David J. Broder- 
ick, vice president and sales manager, arranged the 
affair to thank the company’s shop men as well as 
office and salesmen for the job they had accomplished. 


Typhoon Host to ASRE 


Brooktyn, N. Y.—The Typhoon Air Conditioning 
Co., Inc., recently was host to more than 170 members 
of the New York Section of the American Society of 
Refrigerating Engineers gathered at the company’s 
Brooklyn plant for their final meeting of the year. 
The meeting began with guided tours through Ty- 
phoon’s newly acquired plant at 505 Carroll St., con- 
ducted by members of the firm’s engineering staff 
After the customary business session, S. W. Brown, 
program chairman, introduced the main speaker, 
Arthur H. Farr, Typhoon’s chief application engineer 
Farr’s paper was entitled, “Air-Cooled Condensers as 
Applied to Residential and Commercial Installations,” 
and was illustrated through the use of colored sildes 

(Please turn to top of page 189) 
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NOTHING COULD 
BE FINER 


Unsurpassed in beauty. - - unrivalled in quality . . . un- 


i ly the shower stalls 
equalled in all around value. These are tru : “004 
that set the standards of the industry today. We've no hesito 
tion in admitting that these are our crowning achievements 
— and we're proud of them. 








The 
IMPERIAL 


by Spartan 
Choice of 3 Receptors 










New — Beautiful 
Rounded Entrances 
a 


ie 36"*36" 


The 
REGENCY 


by Spartan 
with Terrazzo Receptors 






30x30" 
32"'x32" 
36x36" 


Both with NEW Added Height — 80” 


All Spartan Shower Stalls are made of heavy gauge galvanized 
Bonderized Steel and feature Spartan full length, deep groove, 
slip-on construction for extra rigidity, easiest assembly and 
greatest durability. America’s easiest showers to assemble. 


New — Beautiful Rounded Corners on Spartan Imperial 


New Illustrated Catalog 
on Request 


Spartan Coast-to-Coast 
Warehouse Service 












New York, N.Y. “7 
Chicago, Il. () " 


8 1 
remy me, Concord, N. ¢. 


Boston, Mass. 
Kansas City, Mo. 
Houston, Texas 


cri ce 


Brooklyn 22, N. Y. 









S 





SHOWER 


814 Meeker Ave. 
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U.S. MOTORS(; 


Leading Pump 
Manufacturers 


rely on 


U. S. BUILT-IN 
DEPENDABILITY * 


for Trouble-Free 
Performance 


ok FACTORY-FILLED 
To guard against internal corro- 
sion, the motor is factory-filled 
with a water/oil emulsion. 


kK PLASTIC-ARMORED 
WINDINGS 
Special waterproof plastic 
completely insulates windings. 


3k ROTARY SHAFT 
SEAL 


Prevents entrance of sand 
and well water. 


* AUTOMATIC 
PRESSURE BALANCE 
Allows for expansion and 
contraction within motor. 


2K CONVENIENT 
WEATHERPROOF 
CONTROL BOX 
Contains the startin 
capacitor, 
relay, 
device, motor 
data, wiring 
diagram, 
and connection 
terminals. 


Look for YU. 


rues. Electrical Motors Inc. DM-7 


P.O. Box 2058, Los Angeles 54, Calif., 
or Milford, Conn. 
Send U.S. Submersible Motor Bulletin No. 1870. 
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Bring you prefabricated ducts and fittings ... .s 
; Harb 
when you want them at prices you want to pay - 
range 
Rapid, nation-wide delivery service by Char-Gale’s own said | 
Backed by 300,000 Sq. Ft. of Productive fleet of trucks means prompt movement of Char-Gale ee 
Capacity. From the huge Char-Gale factory, Products direct to you. It reduces your inventories to ca | 
you can be sure of adequate supplies of the | Save you money and space. And you benefit from order- ast 
following items: ing mixed truckloads. consis 
Ask about the extra-capacity Gale-Aire 41/2” System. 
Aluminum Fittings « Aluminum Pipe and A 
Elbows «Aluminum Sheets « Galvanized PP 
Fittings «Galvanized Pipe and Elbows ff Mn 
¢Galvanized Sheets «Complete Small ~--O ff -------------- name 
Pipe Systems; both Aluminum and Gal- — corpS 
vanized «Seamed Heat Tubing «Button owe 
Lock Heat Tubing »Humidifiers Rain Co | 
Goods +Registers—Complete Line, both Soles 
Perimeter and Conventional, including Feinb 
Floor Diffusers » Baseboard Diffusers in The n 
2, 4 and 8 foot lengths. field, | 
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fired 1 
Arar 
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aie sponsil 
TRA DE QUICK AND Two Editions ment’s 
the MASTER and 
AY! 
DISCOUNTS EASY W SUPPLEMENT Copy | ont 
Gar\ 
Here are two beautifully bound, loose-leaf price data books its gas. 
Send for Prices = the pleating and mae Wholesaler. Fully Beneced. as part 
ctio tal ir tion. eeps ay 433 
A. W. CHESTERTON CO. you up-to-date on enadhat ceangn, etc. Size 844" x 11” x 14". aes 
EVERETT 49, MASS. The SUPPLEMENT COPY is designed for wholesalers or jobbers Ps 
who find it necessary to have a tailored price set-up to meet our in 
their own individual needs. Adaptable as a price service book away 
— to the customer. Size: 8% x 11 x 1% or 2% inches. Published and bu 
by the publishers of the Bradford Price Book. homes 
The Write for Full information Today wester 
CHESTERTON try. T 
GAUGE GLASS CUTTER mac EWAN MARKET MANUAL” | «::; <: 
_ SIMPLEST AND THE BEST QUINCY 69, MASSACHUSETTS 
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News... 
Youngstown Tube Plans Chicago Mill 


Youncstown, O.—The Youngstown Sheet and Tube 
Co. will build a new seamless tube mill at its Indiana 
Harbor Works in the Chicago area, reports J. L. 
Mauthe, president. Pipe produced in the mill will 
range from 4% to 95-in. outside diameter. Mauthe 
said that the new mill was another step in the com- 
pany’s tubular development program in the Chicago 
district. Mauthe, who recently broke ground for a 
new, multi-million dollar tinplate mill at the Indiana 
Harbor Works, said the new seamless facilities will 
consist of two main buildings. 


Appoint Directors For Sterlairco 


MINNEAPOLIS, Minn.—Six directors have been 
named to the board of Sterlairco, Inc., following in- 
corporation of the new company as a jointly owned 
subsidiary of United States Air Conditioning Corp. 
and the Heat Specialties Div. of Sterling Radiator 
Co., Inc. Earl A. Darr was elected chairman and 
John E. Reed, G. H. Stenner, C. E. Scott, David E. 
Feinberg and William Moiselle were named directors. 
The new subsidiary, with plant and offices in West- 
field, Mass., was formed to take over the manufacture, 
sales and distribution of Usairco and Sterling gas- 
fired unit heaters. 


Aramac Supply Adds Warm Air Line 


CLEVELAND—Aramac Supply Co., after 16 years of 
wholesaling only wet heat products in Greater Cin- 
cinnati, has entered the warm air heating field with 
the exclusive distributorship of the Toridheet line of 
gas and oil home heating equipment. The company 
was founded in 1938 by James C. Arata and D. H. 
MacDonald, who continued until 1943 when Arata 
purchased full control. With its entrance into warm 
air distribution, Aramac has announced an aggressive 
selling campaign in eleven counties in northern Ken- 
tucky, nine counties in southeastern Indiana, and fif- 
teen counties in southwestern Ohio. 


Harrington Gets G.E. Controls Post 


Morrison, Itt.—Appointment of Donald J. Har- 
rington as manager of marketing for General Electric 
Company’s appliance control department here has 
been announced. Harrington, who assumed his new 
duties July 1st, was manager of specialty capacitor 
sales for the company’s capacitor department at Hud- 
son Falls, N. Y. In his new post, he will have re- 
sponsibility for marketing and sales of the depart- 
ment’s controls for appliances and home heating. 


Contest Features Thatcher Unit 


Garwoop, N. J.—Thatcher Furnace Co. reports that 
its gas-fired winter air conditioner has been selected 
as part of the first prizes in the Hotpoint Company’s 
“Living Conditioned Homes” contest, co-sponsored 
by Living For Young Homemakers. In the contest, 
four individually designed family homes will be given 
away completely furnished, decorated, landscaped 
and built on sites of the four winners’ choosing. The 
homes are specially adapted to the eastern, mid- 
western, southern and western regions of the coun- 
try. The Thatcher 491-87 winter air conditioner 
was selected for the eastern home. 

(Please turn to top of page 190) 
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USE THIS TORCH-O-MATIC 





USE THIS TORCH-0 
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Whichever Torch-o-matic you use 
—exclusive trigger-control 
saves you time, saves you fuel 


With either the Propane or Acetylene Torch-o-matic, you get 
the exclusive trigger-control feature that saves time, saves gas, 
adds safety to every job. 

The instant you pull the trigger, the flame lights, and 
you're ready to go to work. No matches, no adjusting, no 
time wasted. Release the trigger and the flame shuts off. And 
with the Propane Torch-o-matic, a special two-stage valve 
lets you increase the flame from a pinpoint to a full 6 inches 
in length simply by pulling the trigger completely back. 

Add it up and you can quickly see how the AUTOMATIC 
ON-OFF trigger-control puts you ahead when you're using 
Torch-o-matic, saves you gas when you’re not. 

The Acetylene Torch-o-matic fits your present equipment, 
features a wide selection of nozzles for every job. The Propane 
Torch-o-matic connects directly to your propane tank—no 
intermediate valve fittings are necessary. Write for details. 


VELOCITY POWER TOOL CO. 
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INSTALL HORIZONTALLY 
OR VERTICALLY 


SHALLOW-DEEP WELL CONVERTIBLE 


Handles air so well it primes 
shallow well suction lines! 


Compare 


THIS PERFORMANCE 





380 


Easy to convert 
from Shallow to 
Deep Well System 
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BURKS New HV-15 simpli- 
fies dealer’s stock problems 
because component packages 
adapt this pump to all depths 
down to 50 feet. For perform- 
ance, study the chart. Check 
all these HV-15 features—get 
in touch with your BURKS 
Distributor. 


* New Appliance WHITE finish. Fits 
in with modern basement and utility 
rooms. 

¢ High capacity in a New Compact 
Size. 

¢ Four outlet enclosed Diffuser, plus 
KAM-ACTION, gives greater pump- 
ing capacity. 

¢ Continued High Performance—Every 
part that pumps is made of endur- 
ing bronze. 


© Requires less maintenance, fewer 
call backs, adjustments and less 
service. 


¢ For Horizontal or Vertical installa- 
tion, over well or offset. 


¢ Fully automatic — ¥3 h.p. capacitor- 
start motor —factory sealed ball 
bearings. 


Get full details from your dis- 
tributor or write us direct. 


A lower cost companion 

x to famous BURKS Super 
Turbine Pumps. 

1/3 hp 11621—$134.00 


DECATUR 
PUMP COMPANY 
33 Elk St., Decatur, Illinois 
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Kelvinator Reduces Cabinet Prices 


Detro1it—Kelvinator has reduced the price of its 
kitchen cabinets in color and has added Bermuda 
pink to its factory-applied color cabinets. Homer L. 
Travis, general sales manager, says Kelvinator kitch- 
en cabinets may be ordered in color at the same price 
as standard white. Three colors are available from 
the factory; paints in five additional colors may be 
ordered for local applications. Factory-applied colors 
include Bermuda pink, buttercup yellow and sand 
biege, plus white. Lagoon blue, fern green, Spring 
green, harvest yellow and dawn gray may be applied 
by the contractor. 


Plumbingware Names Howard Crum 


Cuicaco—Milton D. Schiffman, president of Plumb- 
ingware Manufacturing Company, has announced the 
appointment of a new representative, Howard Crum 
of Chicago. Crum and his assistant, Samuel Sweig, 
will cover Illinois, southern Wisconsin and Indiana. 


Williams Opens Sales Contest 

New York City—Merchandising prizes ranging 
from rifles to kitchen ranges are being offered to 
dealers in a “point-a-minute” summer sales contest 
by the Williams division of Eureka William Co. A 
series of regional meetings for the division's field 
sales staff were held by Charles Branch, division 
sales manager, to outline details of the seven-week 
promotion. Some of the Eastern representatives met 
in Boston with the remainder attending a session in 
Philadelphia. Midwestern salesmen met in Chicago. 
The contest gives dealers 42 working days or 25,200 
minutes to compete for a total of 25,200 selling points 
with each merchandise prize carrying its own point 
valuation. A special campaign kit is being mailed to 
dealers, including sales promotion material. 


Gilkey Accepts NWAHACA Post 


CLEVELAND—Herbert T. Gilkey, for- 
mer research associate at the Universi- 
ty of Illinois, has been appointed to the 
newly created post of technical secre- 
tary of research for the National Warm 
Air Heating and Air Conditioning 
Assn., according to a recent announce- 
ment made by George Boeddener, 
managing director. 

Gilkey will be stationed at the association’s head- 
quarters here and will serve as coordinator of the 
NWAHACA research program. He will translate re- 
search findings into tangible data to be included in 
the design and installation manuals published by the 
association. 


Two Cities O.K. Plastic Pipe Use 
Cotumsus, O.—Yardley Plastics Company has an- 
nounced that the use of its plastic pipe and fittings 
for cold water installations to cooling towers in ai! 
conditioning systems has been authorized by munici- 
pal building inspectors in two major cities. First to 
give its approval was the city of Columbus, O. More 
recently the building inspection superintendent of 
the city of Baltimore indicated that the firm’s prod- 
ucts may be used in that area on cold water pipin; 
(Please turn to top of page 193) 
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PLUMBING & HEATING SPECIALTIES 
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@ Finest pure white vitre- TUBING STRAPS 
ous china. Pure Copper. Copper Clad 1/4’, 3/e’’, 1/2’ 
ilkey | ¥q'’ and 1’ Tube Size Packaged 100 per 
@ Peerless 4-bolt tank con- container. Copperized Nails Available : 
; head- nection — simplest, | | 
of the strongest, most durable. | WIRE HOOKS 
ae | Copper Clad Steel Hooks. Tempered Steel 
late re @ Easy to install — no Hooks. Sizes for: 2, 34’, 11/4’’, 11 
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plings stop galvanic corrosion on all Lae ee 
water piping where dissimilar metals are 
joined together. 

Available in 6 sizes: 144”, %”, 1”.1%4”, 


1%” 


CONSULT YOUR WHOLESALER 


Warren Vuuerr Conpavy 
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PREVENTS CORROSION 
Caused by Dissimilar Metals 


V-Line Insulating Couplings stop waste 
of cathodic protection currents. They are 
an excellent and economical means to 


wit! 


A NEW LINE OF 










FUEL OIL FILTER 


MQDEL c-50 






sy 
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FUEL OIL FILTERS 


NWEW/ Rugged Modern Filter Design 
NEW/ “Controlled Filtration” Cartridges 
NE. W/ Modern Package Design 


The new Firomatic filters are constructed to keep oil 
burners operating at peak efficiency—longer! Ruggedly 
built, they’re designed for fast, easy maintenance, and 
cleaning. Scientifically designed replacement cartridges 
filter out all destructive impurities to give oil burner 
longer life, greater efficiency. 

Add these fine Firomatic Filters to your line for greater 
profits, fewer call-backs. Sold nationally by jobbers only. 


165 Dexter Avenue « Watertown, Mass 





ae INSULATING 
COUPLINGS 


FOR USE ON GAS & WATER LINES OF... 
e Automatic Water Heaters 
e Range Boilers « Pumps 


e Copper Radiation 


When Connected with Iron Pipe 
‘ 


e Gas Meters 














the cathodic protection currents on 
own structures and away from for- aa 
structures. V-Line Insulating Cou- : " 











Required by most water heater 
manufacturers when installed 
with copper tubing. | 


and 2”. 


12151 COYLE ee 
DETROIT 27, MICHIGAN | 


wholesalers! 





HLYDROTHERM 
Packaged, 
gas hot-water 
boilers ¢ 
easier toy 
to store .; 
to instal 
HIVYDRO TH, 


Northvale, New Jersey 
For information write Dept. D 
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between air conditioning units and cooling towers 
In each instance approvals have been granted provid- 
in¢ installation is accomplished in accordance with 
manufacturer’s specifications, and that working pres- 
sures shall not exceed pressure ratings of the pipe 
and fixtures. 





Contractor Merchandises Sewer Pipe 


WasuincTon, D. C.—The Cast Iron Soil Pipe Insti- 
tute has announced that a leading plumbing contrac- 
tor in Alabama recently requested 100 copies of the 
Institute’s new booklet, “Best In The Long Run,” for 
distribution to homeowners in one area of his city. 
ges The reason, he explained, is that street sewers are 
being installed in his neighborhood and new house 
sewer connections will have to be made in place of 
those now leading to septic tanks. The new booklet, 








=p oil 
fase written for homeowners and plumbing contractors, 
> and describes the prevention of house sewer failures and 
ridges is available from the Institute’s offices here. 
yurner . . 

Usairco Appoints Hanson V.P. 
gor MINNEAPOLIS, Minn.—The United States Air Con- 
ony. ditioning Corporation has named L. P. Hanson to the 


new post of administrative vice president. R. P. 
Kelley has joined the firm as general sales manager. 

Hanson has been vice president in charge of sales 
since 1947 and will function as assistant to the presi- 
dent and as vice president in charge of engineering 
in his new post. Kelley was formerly vice president 
and manager of the appliance division of Motor Pow- 
er Equipment Company, St. Paul. 


| ee 
IP 












Permaglas Increases Warranty 
KANKAKEE, ILL.—The Permaglas Division of A. O. 


Smith Corp. has announced an increase in the war- 
ranty period from one year to five years on its large 


volume glass-lined storage tanks. Don Williams, NEW PIPE VISE 


manager of commercial water heater sales, said that i ; , — 
the extended warranty applied to all tanks shipped Adjusts Automatically from 1/8” to 2-1/2” pipe 
after April 1. It will apply also to all applications of with less than 1 turn of the screw! 


normal hot water storage temperatures, he said. 





CHECK THESE EXCLUSIVE FEATURES: 

i : Fast, automatic adjustment* * Vertical pipe 

Carrier Reorganizes After Merger sell cian athe Setenedi Sele tens tea 
Syracuse. N. Y.—Formation of a central planning triple jaw life * 2-faced, long bottom jaws 

division in Carrier Corporation has been announced. 

The new division will include the present planning 


icin NEW TRIPOD VISE STAND ! 


Including Automatic Adjusting Yoke* 
Won’t walk . . . rugged, fast-acting! 





CHECK THESE OUTSTANDING FEATURES: 
Large, hinged, malleable tray * Ceiling hold- 
down screw * Easy to fold and carry, *pat. pend 





A special celebration marked the recent opening of the | All Ports of All Erie Tools are 





Speakman Company’s new jobbing branch and warehouse | 
at Wilmington, Del. Job-Tested and Unconditionally Guaranteed 
staff and will he ‘del ‘od John H. yor a vice Look for Pipemaster’s completely redesigned line of 


president since 1942. The planning division will co- hand pipe tools — wrenches, cutters, vises, stands. 


ordinate all divisional and major departmental plans — 
and aad will — My — term eng age oe | Reemasne ERIE TOOL WORKS 
corporation as a whole. e new division is bein 

(Please turn to top of page 194) | EMASTER ERIE, PA., U.S.A. 
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Pioneered By PENN 


Forced Water 
‘a(cenitave Mmelate Mm @eLel (ate! 
Your Customers Can Afford 


No matter what part of the market you 
serve ... Multi-home development or multi- 
unit apartment project, custom home or mod- 
ernization jobs ... you're missing a bet for 
real volume and profit if you’re not promot- 
ing the Penn Air-rad package. 

Pioneered by Penn and most advanced of 
all forced water heating-cooling systems, 
Air-rads are out of this world for winter- 
summer air conditioning comfort .. . yet 
right down to earth when it comes to a price 


that gets customer approval. 
The Penn Line also includes the Split-Aire Con- 
ditioner, Low Hi-Boy Furnace, Boilers, Chillers 
and Pengun Oj! Burners. Limited number of 
dealerships available in Pennsylvania, New 
York and New Jersey. For full details, write 


to Dept. DE-4 today. 


PENN 


BOILER AND BURNER MFG. CORP. 
LANCASTER, PENNSYLVANIA 
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formed at this time largely because of the decentra!- 
ization that resulted from the recent acquisition of 
the former Affiliated Gas Equipment, Inc. Holton, 
with the company since 1930, will be succeeded as 
vice president and general manager of the Unitary 
Equipment Division by Russell Gray, vice president, 
who was assistant general manager of that division 


Georgia Contractors Elect McMahon 


Marietta, Ga.—Television publicity 
turned the spotlight on the annual con- 
vention of the Associated Plumbing 
Contractors of Georgia recently. The 
film, “A Drink for Judy,” was shown 
over a local TV outlet, and described 
the importance of water and the plumb- 
ing contractor in daily living. The 
showing was part of the Georgia 
group’s public relation program and was received in 
the convention hall by special TV sets. The associ- 
ation elected E. J. McMahon, Augusta, as its new 
president. Charles Sockwell, Jr., Atlanta, was named 
vice president, and Mrs. Lucile Oellerich secretary- 
treasurer. More than 225 persons attended. 


McMahon 


Brunner Reports Sales Up 52% 


Mitwavkesg, W1s.—The Brunner Corp. has reported 
a 52.7 percent increase in sales for the first four 
months of 1955 over the same period last year. T. W. 
Brunner, president, in making the announcement said 
that “we attribute this phenomenal increase in sales 
to the superior facilities available for use in our new 
building which we occupied in November 1954, and 
to the success of our merchandising program with 
plumbing contractors.” Brunner also pointed out that 
the firm’s domestic water softeners are sold exclu- 
sively by plumbing contractors. 


Perfection Plans Merger With Hupp 


CieveLanp—Perfection Industries, Inc. has an- 
nounced that plans are under way to merge its oper- 
ations with Hupp Corp. The purchase of 65,000 
shares of Perfection’s common stock by Hupp was 
announced while another 45,000 shares were acquired 
by Hupp associates in New York. According to John 
QO. Ekblom, chairman of the executive committee of 
the Hupp Corp., the shares represent approximately 
40 percent of Perfection’s common stock. At present 
market quotations, the purchase represented an ex- 
penditure of $2,750,000. Hupp Corp. makes stampings 
and complete assemblies for the major appliance 
fields and Perfection manufactures oil and gas space 
heaters, warm air furnaces and appliances. 


Toledo Desk Promotes Two Execs. 
Mavumer, O.—Frank Crook, president of Toledo 


Desk & Fixture Co., has announced the promotion of 
two sales executives. Charles Beckwith, appointed 
general sales director, will direct the national field 
sales force of 42 district managers representing the 
Beauty Queen line. In a stepped-up distributor drive. 
Beckwith also will coordinate sales activities with 145 
Crane Co. branches. He formerly was sales manage! 
Jack Cartwright becomes assistant sales manager and 
is in charge of special promotion centering around a 
national sales contest for representatives. The contest 
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will run five months and winners will be announced 
October 1, when cash awards up to $10,000 will be 
made. 


Preway Purchases Federal Malleable 


Wisconsin Rapips, Wis.—Preway, Inc. has an- 
nounced the purchase of Federal Products Division 
of the Federal Malleable Co., Milwaukee. The sale 
covers the patent rights to the electric heaters pro- 
duced by Federal and includes all inventory, tools, 
dies and special machinery used in manufacturing, 
which are being moved here. According to J. O. 
Ellis, Preway president, the Federal line of products 
will continue to be marketed but will now carry the 
Preway name, and sales will be expanded through 
his company’s own organization of distributors. 


Gerber Centralizes Sales Channels 


Cuicaco—Oscar L. Gerber recently announced that 
effective July 1, Gerber Plumbing Fixtures Corp. 
will become the exclusive sales agency for all prod- 
ucts manufactured by Kokomo Sanitary Products 
Corp. of Kokomo, Ind.; Globe Valve Corp. of Delphi, 
Ind.; Gerber Industries, Inc. of West Delphi, Ind.; 
Woodbridge Sanitary Pottery Corp. of Woodbridge, 
N. J., and the AAA Corporation of Gadsen, Ala. 
In recent years, all sales for these manufacturing 
companies have been made under the trade name of 
Gerber Plumbing Fixtures. This new sales organiza- 
tion has been established to consolidate sales func- 
tions of Gerber owned manufacturing companies. 


Wolverine Moves Chicago Office 


Cuicaco—Sales offices for Wolverine Tube, Divi- 
sion of Calumet & Hecla, Inc., serving the Chicago 
area, have been moved to larger quarters. The new 
offices, located at 1580 Sherman Ave., Room 406-410, 
Evanston, IIl., will become headquarters for the dis- 
trict manager, E. J. Campbell, Campbell and sales 
representatives. 


Burleson Gets Permaglas Sales Post 


MILwAuKEE—Wayne Burleson of 
Dallas, Tex. has been named manager 
of water heater sales for the Permaglas 
Division of A. O. Smith Corp. He re- 
places R. J. Shepherd who has been 
appointed general sales manager of the 
Division. Burleson, previously sales 
manager for the Southwest district, will 

Burleson be succeeded by R. B. Wright of Okla- 
homa City, Okla., who has served as sales representa- 
tive at Houston since 1953. 





Shana Develops Promotion Package 


Cuicaco— Shana Manufacturing, Ine., has an- 
nounced an air conditioning educational program for 
dealers and consumers. The program consists of spe- 
cially prepared materials in two categories. On~ pro- 
vides the dealer with a variety of selling tools for 
educating and selling the public on air conditioning 
benefits. The second is directed at the public and 
aims at pointing out the various types of air condi- 
tioning and under what circumstances each is most 
efficient. 

Included in the material are endorsements of air 

(Piease turn to top of page 197) 
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Only WALKER Has It! 


Automatic Draft Control with 
Full Protection at All Vital Points! 





Pat. 
Pending 


Royal Purple Mammal 


Think of it! A draft control that’s absolutely impreg- 
nable to soot, carbon, corrosion and dust... one that will 
give years of accurate, trouble-free service in spite of the 
most adverse operating conditions! The new Walker 
ROYAL PURPLE model is the first—and eonly—draft con- 
trol with positive, all-point protection. These revolutionary 
improvements can’t be copied or duplicated — they're ex- 
clusively Walker because of pending patents. 

The Royal Purple — Hit of the Philadelphia Show 
\ 





(m™\\\ 
THE e) 
INSIDE STORY \~ 

‘The weight adjustment 
assembly on the ROYAL 
PURPLE model is sealed 
in by a protective hous- 
ing which keeps mechan- 
ism absolutely free from 
dirt deposits. Unre- 
touched photo at right 
shows back of vane and 
housing after more than 
a year’s service. Cut- 
away shows spotless con- 
dition of sealed-in weight 
adjustment assembly. operating parts assure ease of 
Clean, corrosion-free adjustment at any time. 

This front view of an actual installation 
shows location of pivot pins which control 
vane movement. Notice how they are 
located on front face of damper and set 
back, away from edge. Box-type hinges 
completely seal delicate knife-edge pivots, 
keeping them clean and sensitive even after 
years and years of service. 

For complete details on this sensational 
new development in draft control, see your 
jobber or write Walker Manufacturing and 
Sales Corporation. 








Another Outstanding Walker Development 


VENTURI-TOP CHIMNEY CAP 


Ideal for both heating (gas, oil or 
coal) and ventilating applications. 
Directional vane keeps throat of vent 
facing into wind for maximum draft 

control. Sloping-throat design prevents 
~ back drafts and actually increases draft 
> effectiveness by constricting it as it 
~ passes over chimney opening. Unit 
‘ rotates on a friction-free, hardened- 
. steel ball bearing. Pivot is also of 
hardened steel to assure lifetime opera- 
- tion. Ring guide bearing in pivot post 








} 

: f ~ keeps cap absolutely perpendicular— 
ES Hy {7 doesn’t sag or lean, Streamlined design 
N Ope e, is both attractive and functional —a 
ae oe a —\. combination which makes it a favorite 


with today’s architects. 


Walker erctitiien and Sales Corp. 


1780 Penn St. St. Joseph, Mo. 
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Wholesalers 
*Manufacturers 


Use it on your corresponde 


“Consult Your Wholesaler” is 
a slogan for our industry, coined 
by Domestic Engineering and ap- 
proved by more than 99% of the 
wholesalers queried in a survey. 


We now offer this slogan in the 
form of free correspondence stick- 
ers and logotypes, to both manu- 
facturers and wholesalers. 


There’s a wealth of meaning in 
these three words. 


To contractors, they constitute 
an offer of assistance in many 
ways; advice on products; design 
and specification; merchandising; 
advertising and displays—to men- 
tion only a few items. 

To manufacturers, the three 
words mean that wholesalers can 
and will give them helpful advice 
on the suitability of new products; 
on preferred packaging and ship- 
ping; on display devices; on re- 
gional trade preferences; on the 





nce 












and in your advertising! 


merchandising of advertising; on 
select group selling and a hundred 


other questions which wholesalers 
can answer authentically because 
of their close and constant contact 
with contractor-dealers. 


Domestic Engineering advocates 
close and harmonious relations 
among all three branches of our 
industry. Each branch must play 
its own essential part in this co- 
operation but the wholesaler— 
being in the center position—is 
the key to all. In the Domestic 


Engineering survey, wholesalers 
almost unanimously welcome their 
dual obligation. 

Manufacturers are urged to 
utilize the logotype in their Do- 
mestic Engineering advertising 
and in their literature. Whole- 
salers will employ the logotypes 
on their various printed matter 
going to contractors and manu- 
facturers. Both wholesalers and 
manufacturers should use _ the 
sticker on all correspondence with 
industry members. 





USE THESE 
STICKERS 





LETTERHEAD 

INVOICES. ETC 

WHOLESALERS, MANUFACTURERS * 
Order stdituenal euchers irom 


ee 
MRS 


\ wn — 12 ji 





These attractive gumimed stick 
plumbing, heating and air di 


ST i t K E R S for your letters, billheads, etc. 
ee ee 


ers are available to all wholesal 
joning products. Each pad consists of 48 stickers. Remember, 





“Consult Your Wholesaler” is your slegan. 















ers and manufacturers of 


Use these stickers on your correspondence, 


invoices and other stationery. Quantities up to 5 pads will be lied to 1 and 





. manufacturers without charge. Additional quantities available at cost. 





tf 
Tt 





We want to use the “Consult Your Wholesaler” 
slogan on our stationery and in our advertising 


DOMESTIC ENGINEERING 

1801 PRAIRIE AVENUE, CHICAGO 16, ILLINOIS 
oO ene -— me, without charge, a supply of “Consult Your Whole- 
; saler” stickers. 


- 0 Please send me, without charge, two “Consult Your Wholesaler” 
logotypes (one 21%,” wide and one 11%” wide). 


RR rg i5 85k pidaines'hs sch aes Nakadadisvdvasenader 


Please check: 


(] WHOLESALER [] MANUFACTURER 


LOGOS for 


your advertisements, 





circulars, etc. 


Let your trade paper advertisements and direct mail matter carry the 
“Consult Your Wholesaler” slogan directly to your customers. Make 
this logotype a definite part of all of your promotional material. 
Available to wholesalers and manufacturers in two sizes, 2%” and 
1%” wide. One of each size will be sent to wholesalers and manu- 
facturers upon request without charge. Additional logotypes supplied 
at cost. 


SORES AE TERR MP ile hea ander De OAR AE, 


SE IMDSE 


USE THIS COUPON TO OBTAIN YOUR 
STICKERS AND LOGOTYPES 
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conditioning by national health authorities, consumer 
literature, installation manuals, phonograph records 
telling how to size and sell an installation and nu- 
merous items that can be used for publicity purposes. 


Rheem Appoints Fraser, Anderson 


Cuicaco— Rheem Manufacturing Co. has an- 
nounced the appointment of two new executives. 
John F. Fraser, Jr. joined the company as sales pro- 
motion manager for the Chicago region, and Robert 
L. Anderson has joined the market research depart- 
ment of the general sales department. In this new 
capacity, Anderson will head market research ac- 
tivities on the line of plumbing and heating products. 


Whirlpool Awards Two Scholarships 


Sr. Josepx, Micu.—The Whirlpool Foundation has 
awarded four-year college scholarships, valued at 
approximately $5,000 each, to two Benton Harbor, 
Mich. high school seniors, according to an announce- 
ment by Otto Krauss, general manager of the St. 
Joseph division. The scholarships provide room, 
board and tuition at any accredited college or uni- 
versity selected by the recipients. A similar award is 
made at the company’s Cloyde, O., division. 


Canadians Hear Portmar Engineer 


VANCOUVER, British CotumBia—George Robins, 
sales engineer for the Portmar Boiler Company, 
Brooklyn, N. Y., described “the magic of wet heat” 
recently before a contractor audience here. Robins 
explained the advantages of tankless hot water heat- 
ing, the cleanliness of baseboard hot water radiation 
and the flexibility of handling hot water heat in single 
and double zoning for residential heating for ranch 
type, split level and two story construction. 

The meeting was arranged through the cooperation 
of B. C. Plumbing Supplies, Ltd., Vancouver, and 
Bell & Gossett Co., Morton Grove, Ill. Portmar plans 
similar educational meetings throughout the United 
States. 


Nelson Named M-H Div. Sales Mgr. 


MINNEAPOLIS, Minn.—Appointment of Taylor G. 
Nelson as sales manager for the Appliance Controls 
Division of Minneapolis-Honeywell Regulator Com- 
pany has been announced by E. M. Toussaint, general 
manager of the division. Toussaint also reported 
that the division will occupy new plant facilities, now 
under construction at Gardena, Calif. The new build- 
ing will add 105,000 sq ft of floor space to the original 
Gardena plant and division headquarters. Toussaint 
said Nelson will now be concerned primarily with 
sales of water heater controls, but that additional ap- 
pliance controls sales activities are to be brought 
under his supervision. 


New Westinghouse Film Available 


MANSFIELD, O.—Westinghouse Electric Corp. has 
announced that its technicolor movie, “Springhouse 
on Wheels,” is available for public showing. Accord- 
ing to S. J. Stephenson, manager of the refrigerator- 
freezer department, “Springhouse on Wheels” is a 
non-commercial, 134-minute color movie which 
traces the evolution of the refrigerator from its in- 
vention by Thomas Moore in 1802 until the present. 

(Please turn to top of page 198) 
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IRON WORKS 


GENERAL OFFICES: FIRST AMERICAN NATIONAL BANK BUILDING, 
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Carrier knows 


Over fifty years of leadership in air conditioning have given 
Carrier unmatched experience in the control of temperature 
—heating as well as cooling. Yes, Carrier knows heating by 
expericnce—and all this engineering skill and leadership 





contributes to the superiority of Carrier Unit Heaters. 





CARRIER GAS-FIRED UNIT HEATERS 


begin with the outstanding 
midget-size Model 46T50/70, 
shown above. Only 23 inches 
high and relatively light in 
weight, this propeller-fan type 
unit heater packs a hefty 
50,000 to 70,000 Btu/hr. in- 
put (according to fan-motor 
size). It is designed for use 
when both space and heating 
requirements are important. 

And for extra-long life, only 
the Carrier line embodies the 
major advantage of 16-gauge 
ALUMINIZED STEEI heat ex- 













Duct-type unit heaters 
embody all the major 
structural and control 
features of the fan-pro- 
pelled model—minus fan. 
By-pass duct application 
shown here permits year- 
round air conditioning 
through the Carrier 
Weathermaker System. 
Available in seven sizes. 


Name 


Firm Name 


Address 


CARRIER CORPORATION, 336 S. Geddes St., Syracuse, N. Y. 


Please send me the 12-page folder on Carrier Gas-fired Unit Heaters. 


changer. It lasts far longer 
than one of ordinary furnace 
steel of heavier gauge. The 
dozen or more other Carrier 
features are equally impres- 
sive. Six additional sizes. 

Get the complete story 
about the full Carrier gas- 
fired line . . . propeller-fan 
and duct models ranging up 
to 230,000 Btu capacity. 
WRITE or USE COUPON 
for a copy of the 12-page 
folder on Carrier Gas-fired 
Unit Heaters. 





air conditioning 
refrigeration 
industrial heating 
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News... 


The film is available on a loan basis to social clubs, 
and professional club meetings, as a public service to 
TV stations or to any other group wishing to see it. 
It may be obtained from the local Westinghouse dis- 
tributor or from the Refrigerator-Freezer Dept., 
Westinghouse Electric Appliance Div., Mansfield, O. 


continued from bottom of page 197 


Corrigan Heads Pennsylvania Group 


Haz.eton, Pa.—Norbert R. Corrigan was elected 
president of the Pennsylvania Assn. of Plumbing 
Contractors at the group’s annual convention here. 
Other officers elected were George P. Summers as 
first vice president, C. J. Beshore as second vic? 
president, and Andrew Yenchko as secretary. Charles 
Kauffman was reelected national director. 


Kelvinator Appliance Sales Gain 


Detro1t—Kelvinator has announced that its appli- 
ance billings for April were 47.2 percent above April, 
1954, and that for the first 10 days of May were run- 
ning 62 percent ahead of the previous period. 

Walter Jeffrey, vice president in charge of sales 
said, “While laundry equipment remains the big 
gainer among individual products for the seven 
months ended April 30, showing a 59 percent increase 
over 1954, refrigerators have made exceptional gains 
in recent weeks. During April, refrigerators were 
63 percent ahead, and this figure climbed to 69 per- 
cent the first 10 days of May.” 


Zurn Joins Building Research Group 


WasuinecTon, D. C.—J. A. Zurn Manufacturing Co., 
Erie, Pa., has been accepted for membership in the 
Building Research Institute, technical society for the 
building industry, according to William H. Scheick, 
Institute executive director. The firm will be repre- 
sented by John H. Schmid, director of research, and 
Louis E. Blendermann, director of engineering, both 
from the plumbing division. 


Drayer-Hanson Appoints Sales Mgr. 


Los AnceLes—Fred E. Schmuck of 
Detroit, formerly sales manager of the 
boiler, radiator and air conditioning di- 
vision of United States Radiator Corp., 
has been appointed national sales man- 
ager for Drayer-Hanson, Inc. For the 
past five years at US. Radiator, 
Schmuck has been active in sales man- —_— 
agement. For five years previous to Schmuck 
that, he held key posts in the engineering division of 
the company. As national sales manager of Drayer- 
Hanson, Schmuck will be responsible for distribution, 
sales, service and advertising promotion. 





Sees Booming Water Heater Market 


MitwavkKEe—If gas appliance manufacturers plan 
properly to serve the mushrooming market, there is 
no reason why average annual sales of domestic gas 
water heaters should not reach nearly 3,700,000 by 
1970, according to F. S. Cornell, vice president and 
general manager of the A. O. Smith Corporation. 
Cornell pointed out that the automatic gas water 
heater took nearly 18 years to achieve an annual vol- 

(Please turn to top of page 201) 
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| WOW READY! 
JO-BLAST 


POWER-TYPE DUAL FUEL BURNER 


ror GAS ano OIL! 








THE FINEST GAS BURNER...THE FINEST OIL BURNER 
...NOW COMBINED IN ONE GREAT UNIT! 


In this new burner, Lo-BLAST scores another genuine engi- 
neering achievement. All the features which have made the 
Lo-BLAST Power Gas Burner the recognized leader in gas 
burning efficiency are incorporated...plus an oil burner which 
sets a new standard for efficient .oil combustion. This burner 
features a Laminar Flame which conforms to the characteristics 
of the gas flame, permitting a combustion chamber correct for 
either fuel. 

Two models are available with maximum capacities of 
1,250,000 and 2,500,000 BTU. 


9 BIG FEATURES 


© Highest efficiency on oil or gas... 
Lo-BLAST design assures maximum 
fuel economy. 

@ Laminar Flame Oil Burner... 
Wide flat flame—no impingement 
on crown sheet or side walls. 

@ Fits low base boilers... Installs 
through average ashpit door. 

® Durable—reliable—safe... Backed 
by 50 years experience. 

Factory tested. Underwriters’ 
Laboratories approved. 

© Complete package . . . Shipped as- 
sembled and wired—easy to install. 

® Manual or automatic fuel selector... 
A damper transfers blower air to either gas or oil burner. 
Damper position governs switching action to controls. 








© Soft quiet flame... Low pressure combustion air keeps both 
oil and gas flames quiet. 
® Safety purge cycle... 30 second purge on each call for heat 
—also on fuel changeover. | 
®@ No coking or clogging of oil nozzle...Shield protects nozzle 
against reflected heat. Air cooled during gas cycle. 
Send now for literature on this sensational new dual fuel burner 


MID-CONTINENT 


1, Boe i. Fae 32-2) BD) OL On om OL OF 
1960 N. Clybourn Ave., Chicago 14, III. 
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Your Customers in 


HOT WATER 


-»» Plenty of it! 


Sell them ALDRICH High Delivery Hot Water 
Heaters and you'll make friends — and money, too! 
Whether it’s an apartment house, motel, launder- 
ette, camp, institution or industry, ALDRICH 
offers a choice of seven sizes to keep an abundance 
of clean hot water flowing. No matter how much 
hot water they use, the right ALDRICH unit will 
supply it. Net ratings of 93 to 850 gallons per 
hour — in a rugged, compact unit that gives nobody 
any trouble and is thrifty as a penny bank. 

No rust problem — each unit is internally gal- 
vanized. Oil or gas fired models. Make it an 
ALDRICH and you'll make friends — profitably. 


ALDRICH 


ALDRICH COMPANY 103 East Williams Street Wyoming, Illinois 
A SUBSIDIARY OF BREEZE CORPORATIONS, INC. 


ANOTHER 


PRODUCT 
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‘cLol eo} >a: fe] >) 4 Ne 
GOOD BODY t 
that caveo Labor 
GOOD BODY fe 


POLAR WARE 


Stainless steel 3 


Sinks < 
that reflect 
your good work 








Polar Ware, America’s oldest manufacturer of stain- 
| less steel hospital ware, introduces a new line of 18-8 
stainless steel units for kitchen service. Beautifully 
| designed and drawn from one piece to provide seam- 


















“ . an less construction, these competitively priced sinks have 
i n - A be oe] e ad a real appeal to you... . and to homemakers. 
peta All corners are rounded ... and flanged to fit Hudee 
Cacmneeenans sink frames. Side walls are undercoated to deaden i 
ed F] f> = s J T T F] Sing G & noise, exposed surfaces machine-buffed to provide a 
glowing satin-silver tone. Five model sizes meet the Airt 
better built to make up — requirements of 9 out of 10 kitchens. ie 
Ask your distributor about these quality sinks that are holdi: 
made to be a lasting ad for your good work. They’re de- deale 
| signed to fit the best plumbing outlets, too: Kohler Com- chani 
pany’s K8801 Duo Strainer; Crane Company's 8-361 iceme 
* You can say it over and over again— it's the body that | Crumb Cup Strainer; American Radiator & Standard and 1 
makes the difference in pipe fittings. When you begin with Sanitary Company’s B-989 Sink Strainer; and Schaible ation 
a ‘‘good body" you can get the precision threading .. . Company's 1105 Cup Strainer. know 
the smoother chamfering . . . the extra rugged strength ble a 
that produces quicker starts, faster finishes — more profit 
on the job. Win 
For over a half a century, FANNER has specialized in the 
manufacture of fine malleable iron products. Fine FANNER | Les 
fittings are made from top grade NORMALIZED AIR FUR- = 
NACE MALLEABLE IRON — tough, rugged, pressure tight Warn 
iron, This normalizing increases impact resistance of mal- oe 
leable iron from 33% to 40% ... improves threading The « 
qualities . . . and prevents embrittlement ordinarily caused of ne 
by hot galvanizing. NORMALIZING, plus the heavier-than- — 
average body design of Fine FANNER fittings results in tion . 
“extra strength’ fittings. Ask for them by name. . ae 
WRITE FOR FREE CATALOG . preven 
wees Yew mana 
4900 Lake Shore Rd., Sheboygan, Wis nw ae — giona. 
Worehouses — New York City, N. Y. and Los Angeles, California each 
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ume of 426,000 units—the 1936-1940 figure. Pent-up Wo tlil 
demand burst forth in the post war period when UY HOMES SPECIFY 


annual volume jumped to 1,689,000 and since 1950 the 
industry has averaged over 2 million units per year, SYMMONS SAFETYMIX because 
Cornell said. 

‘We see increasing demands, not any letup, if we 
do our planning properly,” he continued. “Predicated 
upon factors of population, household formations and 
the annual birth of more than four million babies, 
all demanding hot water, we can confidently see 
ahead for 1970 an average annual volume of at least 
3,682,000 units—more than double the 1946-1950 rate.” 





Gotwals Joins John Wood Company 


CONSHOHOCKEN, Pa.—John Wood 
Company has announced the appoint- 
ment of J. H. Gotwals as vice presi- 
dent and general manager of its heater 
and tank division. The announcement 
was made by J. B. Balmer, president, 
who said that the appointment of Got- 

- wals is a significant part of the firm’s 
Cotwals expansion program that includes im- 
proved production facilities at the Conshohocken 
plant and at Chicago where a new addition was re- 
cently completed containing 85,000 sq ft for water 
heater assembly and shipping. 


Gotwals was formerly associated with the Rheem 5 x F * mall j bat 
Mfg. Co. in various executive positions. 


Wolverine Opens New Mill Depot 





f stain- 
of 18-8 Detroit—Wolverine Tube, Division of Calumet & Symmons SAFETYMIX shower valves keep shower 
utifully Hecla, Inc., recently held an open house to announce temperature constant, even with pressure fluctua- 
: the opening of new mill depot facilities and a branch tions up to 85%. With S IX there are no 
. aa office of the east central sales district, it was an- — PBeriage ve ae +o 
ieee nounced by J. H. Smith, distriet sales manager. The 5 . : 

new mill depot, located at 8941 Schaefer Highway, 
- Hudee will serve the firm’s customers in northern Indiana, 
deaden Ohio and Michigan’s. lower peninsula. 
vide a 
eet the Airtemp Holds Training School 

Dayton, O.—Chrysler Airtemp reports that it is 

that are holding weekly factory training schools for cooling 
y re de- dealer servicemen, covering the components and me- 
ar Com- chanics of the firm’s sealed radial compressors. Serv- 
s 8-361 icemen first observe the units being factory assembled 
tandard and tested. Instructors then cover parts and oper- 
‘chaible ation during classroom sessions. As a final test of 


knowledge gained, the men tear down and re-assem- 
ble a complete compressor. 


Winkler Expands Sales Organization 


LEBANON, Inv.—First step in a recruiting drive 
launched by U. S. Machine Division of Stewart- 
Warner Corp. to double its field sales organization, 
was appointment of five regional sales managers. 
The drive was made necessary by the introduction 
of new heating and cooling products and increased 
manufacturing facilities resulting from the comple- 
tion of a fourth plant here. Write for catalog and prices 

“Ultimate goal of this campaign will be ten regional 
managers, 100 district sales managers and 3,000 fran- 
chised dealers,” said Claude A. Potts, general sales 
manager. “When the program is completed, each re- 





Y MAMMAL ex 
gional manager will have 10 district representatives, MONT 7SOst 


each district man to work with no more than 30 
(Please turn to top of page 202) 
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new 
models 





Over 20 different firing combinations... 
with the new "Spitfire made especially 
for furnace and boiler manufacturers. 
That's Model F-285, Nu-Way's newest. 
Firing range: .65 to 2.85 gallons per hour. 


fit any job Palas 

















. ° MODEL 
7 : .65 to 1.75 gal. per hr. , IXL-175 
G 1.75 to 3.0 gal. per hr. ; IXL-300 
4) 2 to 5 gal. per hr. XLO-500 
e 3 to 8 gal. per hr. CO-800 
6 . 8 to 15 gal. per hr. ; XL-1500 
e . 15 to 20 gal. per hr. ; XL-2000 


There’s a Nu-Way Oil Burner to fit almost any job — 
large or small, residential or commercial. Every model 
is engineered with features like 0.0015 inch motor pump 
alignment . . . sand-cast aluminum alloy housing .. . 
_dependable transformers, manufactured. extra-heavy by 
Nu-Way ... easy servicing , . . in-operation nozzle ad- 
justment .. . adjustable floor, flange or mounting. No 
wonder Nu-Way burners are standard equipment on 
boilers and furnaces made by so many leading manu- 
vr Write today for Bulletin N1132 on new oil 
urners. 


™ Mu -Way 


CORPORATION 


ROCK ISLAND, ILLINOIS 


Nu-Way is a member of O.H.1. and /.B.R, 


“Automatic Oil Heat Exclusively Since 1921" 
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dealers,” Potts said. 

The five men promoted from district ranks are 
Walter R. Leander, Indianapolis; Carl G. Lang, Na- 
perville, Ill.; Carl L. Riddle, Norristown, Pa.; Stephen 
W. Boharic, Lorain, O., and William E. Macneil, 
Abington, Mass. 


Main Appointed Viking Manager 
CLEVELAND — Viking Air Conditioning has an- 
nounced the appointment of Robert V. Main to the 
newly created post of manager of manufacturer sales. 
Richard F. Gang, general sales manager, said that 
Main will direct the sales of the company’s products 
to manufacturers of heating and cooling equipment. 


Zurn to Step Up Promotion Activities 


Erie, Pa.—J. A. Zurn Mfg. Co. plans a 40 percent 
increase in advertising and sales promotion during 
the balance of 1955 and early 1956, according to Jchn 
Henry Zurn, vice president-sales. For the plumbing 
division, an expanded advertising program has been 
planned to promote sales of the firm’s system of sup- 
porting plumbing fixtures. Also, continuance of a 
cooperative advertising program between the plumb- 
ing division and American Radiator and Standard 
Sanitary Corp. was announced. The series features 
wall-type fittings and carriers to support American- 
Standard plumbing fixtures. 


Reading Names Murray to Board 


New York City—Joseph F. Murray 
has been appointed to the board of 
directors of the Reading Tube Corpo- 
ration. Murray has b2en general sales 
manager of the company for the past 
eight years and previously was asso- 
ciated with Jones & Laughlin Steel 
Corporation for seventeen years as field 
supervisor in the Merchant Pipe Divi- Murray 
sion. He has been engaged in wholesale plumbinz 
and heating for 20 years during his career. 





M-H Assigns Graduates From School 


MINNEAPOLIS, Minn.—Sales and service engineers 
graduating from Minneapolis-Honeywell Regulator 
Company’s Industrial Division training school in 
Philadelphia have been assigned to 27 branch offices 
in 25 U.S. cities, Canada and Germany, reports J. A. 
Robinson, field sales manager. The class, 47th in the 
school’s history, was composed of nine new salesmen 
and 27 service engineers. 


G-E Reduces Room Unit HP 


LouISvILLE, Ky.—A recent report released by the 
room air conditioner department of General Electric 
points up the increasing use of the term “power fac- 
tor” as an index of room air conditioner performance. 
similar to the use of horsepower and fuel consump- 
tion as standard measures of performance in the 
automotive industry. Power factor, says G-E, is an 
electrical characteristic and the higher it is (the 
closer to 100 percent) the lower the amperes of elec- 
trical current that are used for the same motor load, 
and the lower the operating cost. 

As an example of the recent progress in reducing 

(Please turn to top of page 205) 
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SPI-ROL-FIN 


Baseboard Radiation 


Bathrooms 








Kitchens 

















Dinettes 
Powder Rooms 
Lavatories 


@ Finest “all-round” heating 


@ “Fits in“ with modern 
cabinets & fixtures 


Write, wire or phone 


for the complete story! 









Canadian Representatives: 


T. L. Livingston & Sons, Ltd. 
73 Main Street, East 
Hamilton, Ontario 


AUTOMATIC GAS 
AND ELECTRIC 


WATER HEATERS gy 


"8-E" Glass-Lined 
or Galvanized Tanks 


THERE'S an ARROW-LINE Water 
Heater for every water heating require- 
ment! Six series, ten models, all sizes from 20 to 100 gallons. 
Sound engineering, modern design, quality construction assure 
efficient, dependable service. Backed by nation-wide Help-U- 
Sell advertising and sales promotion. Easy to sell . . . it's 
ARROW-LINE for top performance, real 
customer satisfaction! 

PLUS America's most complete line of 
Gas-Fired Boilers for steam or hot water 
heating, or large volume water heating. 
Make ARROW-LINE your PROFIT-LINE 
for ‘55! 


BASTIAN-MORLEY CO., INC. 



















LA PORTE, INDIANA 
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@ “Sparkling new’—always 


SPI-ROL-FIN CORPORATION 
133 GREENWOOD AVENUE * PEQUANNOCK, NEW JERSEY 


TELEPHONE: TERHUNE 5-3352 











___ CUTTER 








Cutter weighs 12 pounds 





Cut, Groove, or Bevel 2” Pipe 
right on the job . . . in 30 Seconds! 


The Port-A-Pony Pipe Cutter gives a clean 
” - ” ° ’ B 

beveled cut on 1/4,” to 2” pipe that's easy to thread 
and easy to join. 

Attaches to the Port-A-Pony Power Drive in 
10 seconds. 

Blades are quickly changed. Exclusive Safety 
Guide prevents gouging and burring. 

Get all the facts—write today for full 


information. 














THREAD-EZY MFG. COMPANY Al were 





DETAILS 






342 North Brady Street Corunna, Michigan 











PORTABLE Holding “/ray 


TRIPOD VISES 


Now available with a new 

and better Chain Vise or 

the long-jaw Yoke Vise 
Reed Folding Tray Tripods are well 


known for their work-saving solidity and 
the ease with which they can be carried, 


set up or taken down. 


The Chain Vise Model is easy and 
convenient to use because the handle is at 
the side where you can turn it easily and 
naturally. The chain drops into position 
even on 4” pipe. You never have to hold 
it with one hand while you = with 
the other. Hardened vise jaws have three 
faces for triple life. 


Improved Chain Vise features a The Yoke Vise Model features the 
convenient side handle which patented Reed long-bearing alloy steel jaws 
ends fumbling or skinned knuck- which provide a “wrench” action .. . so 
les. Capacity from Ys" to 4” thata slight handle pressure holds any pipe 
makes it ideal for construction or from 1/g" to 2". Reversible lower jaws. 
maintenance work. Special features to end lost motion. 






















Patented folding tray locks legs solidly to end spring 
and recoil. Triped folds pactly for tent 











one-hand carrying. Sets up or takes down easily. 


Ask your jobber or write for free literature. 















| AUTOMATIC SWING 
| CHECK VALVE AND 
VAS Nam ane) 12:-7-14) 


CATE All in One Unit 





SEND FOR A COMPLETE 
BOOSEY CATALOG 


BOOSEY NO. 109 


BACKWATER VALVES 


Designed for installation at floor level 
or lower without pit, Boosey No. 109 


Backwater Valves automatically close 
when flood conditions exist. A bronze 


automatic swing check valve and a 
manually operated gate valve—all in 


one unit—are enclosed within a cast 
iron body. Other important Boosey 
features include: non-rising stem, spade- 
shaped gate, bronze swing check valve. 





“I've tried everything to break these seals. 
if this doesn't work, we'll have to blast.” 





It’s the easy way to specify 
the exact drainage spe- 
cialty! 


Next time, use KEY-TITE® the 


easy-breaking seal. Send for S 
FREE sample today. } 


SEALS TIGHT... 
BREAKS RIGHT! 


| . 
aS ~ BOOSEY ne 


2661 McCasland Ave., East St. Louis, Illinois 





NORMAN BOOSEY MANUFACTURING COMPANY 
General Sales Office, 5281 Avery Avenue, Detroit 8, Michigan 
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News . . . continued from bottom of page 202 


the power needed to operate room air conditioners, 
General Electric reports that its 1955 4%-hp, 115 volt 
model, with high power factor design, draws 40 per- 
cent less current than the G-E 1954 %-hp model. It 
is now down to 7.5 amperes which is less than that 
drawn by a flat iron or toaster. 


W. Va. Contractors Choose Owens 


Wueetinc, W. Va—The West Virginia Master 
Plumbers Assn. elected J. T. Owens of Wheeling 
president at the organization’s recent annual conven- 
tion here. Also elected were Leo A. Lippert of 
Charleston as vice president and A. Earl Jackson, Jr. 
of Fairmont as secretary-treasurer. Forty-one mem- 
bers attended the convention. 


Proto Consolidates Sales Zones 


Los AnceLtes—Consolidation of 15 sales zones into 
seven regions has been announced by Marvin S. 
Bandoli, vice president of sales, marketing and dis- 
tribution of Proto Tools. Each region is headed by 
a regional sales manager, who directs field sales 
activities for the company and its subsidiaries. Ac- 
cording to Bandoli, the new regional plan was 
adopted to improve salesmen indoctrination, to pro- 
vide effective launching and follow through of mer- 
chandising plans and to relieve salesmen of time- 
consuming office duties. 


National-U.S. Radiator Elects Officers 


JOHNSTOWN, Pa.—Theodore B. Focke, president of 
National-U. S. Radiator Corporation, has announced 
the election of officers for the new corporation which 
was formed by the April 1 merger. Carroll M. Baum- 
gardner has been named senior vice president for 
sales; Louis N. Hunter as senior vice president for 
engineering and research, and Howard B. Steggall as 
senior vice president for manufacturing. 

Other officers elected are John C. Haas and F. M. 
Swartz as vice presidents for manufacturing; Edmond 
J. Grady, vice president of the Pacific Steel Boiler 
Division; Marion I. Levy, vice president for the 








The fifty years service with The Fairbanks Co., New York 
City, brought C. E. Thyng (center) a replica of Joseph 
Conyer bowl (circa 1700). At ceremonies (1 to r) A. C. 
Verner, treasurer; Alexander Naylor, president; Thyng; 
E. T. Flanagan, vice president, and James Hanson, vice 
president. 





Viking Division, and J. Roy Knox, vice president for 
the heating and air conditioning division. 

Focke also reported that Ralph W. Bolsinger has 
(Please turn to top of page 206) 
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WHEN YOU 
DELIVER 






THE QUALITY 
LEADER 

IN THE LOW 
PRICED FIELD 


. with the NEW “Ultra-Magic" THERMOSTAT 
and other SUPERIOR FEATURES 


Bid the BIG JOBS . . . and get them, with WILSHIRE 
Now, more than ever, WILSHIRE brings you 


a premium water heater at a popular price— 
to put you miles ahead of your competition! 
Compare the new WILSHIRE series, feature 
for feature, with premium-priced heaters. 
You'll be convinced that the WILSHIRE Line 
is your key to more water heater profits! 








gs WILSHIRE 
FEATURES 
ylrra-Mag'* 


snap-econ 
thermos? 
netic gos 


19 3 NEW SERIES 





















LOTS OF 
EXTRA 
PROFITS 


Hotel and motel operators, landlords, 
home owners — many have found the 
Add-A-Shower the best, most economical 
way to modernize showerless bathrooms. 
And by being alert for Add-A-Shower in- 
stallation opportunities, many plumbers 
have found an easy way to create extra 
profits for themselves, especially with the 
hot summer months just ahead. 

There’s an Add-A-Shower designed to 
modernize even the most old fashioned 
bathtub, Easy, quick to in- 
stall — simply replace old 
faucet or spout with Add-A- 
Shower, fasten the Brownie 
shower head flange to wall 
with a couple of screws. 
Completely safe — you mix 
water at spout before divert- 
ing to shower. Famed Chi- 
cago Faucet construction — a lifetime of 
dependable service. 


THE CHICAGO FAUCET COMPANY 
Chicago 39, Ill. 


Chicago Faucet Products are distributed 
through the plumbing trade exclusively 


206 






News . . . continued from bottom of page 205 


been elected secretary; John G. dePass, assistant 


secretary, and B. C. Straub, comptroller. L. L. Hot- 


senpiller is now executive assistant to the president 


Ruud Completes Move to Kalamazoo 


KaLamazoo, Micu.—Ruud Mfg. Co., has announced 
that the transfer from Pittsburgh to Kalamazoo of 
all departments forming its general offices in the 
United States will be completed this month. Dur- 
ing the last six months the company has gradually 
moved headquarters personnel to the new office 
building adjoining its plant here. Remaining at the 
former company headquarters in Pittsburgh will be 
the Tri-State district sales office. 


Combustioneer Previews New Line 


SPRINGFIELD, O.—Combustioneer Division, The Stee! 
Products Engineering Co., recently concluded a four- 
day sales meeting here, attended by sales managers 
from all areas of the country. H. W. Shirley, man- 
ager of the division, and other company officials 
presented sales plans and new products for the com- 
ing heating season. A new line of oil and gas fur- 
naces was introduced, including low boy, high boy, 
reverse flow and suspended models in capacities from 
64,000 to 1,000,000 Btu output. 


Carrier Reports 6-Month Earnings 


Syracuse, N. Y.—Net profit of Carrier Corporation 
for the six months ended April 30 was $3,652,556 in- 
cluding earnings for that period of the former Affili- 
ated Gas Equipment, Inc., which was merged into the 
corporation in March. Net profit, excluding all Affili- 
ated Gas earnings for the twelve months ended April 
30, amounted to $6,967,000. Both volume and profits 
were lower than the previous 12 month period which 
was attributed to a substantially smaller amount of 
business done under government contracts and a 
carry-over of 1954 inventories. 


Zurn Meets With Marketing Outlets 


Erte, Pa.—Area managers of the six marketing or- 
ganizations in the Plumbing Division, J. A. Zurn 
Mfg. Co., met recently with company officials at the 
Shamrock Hotel, Houston, Tex. John Henry Zurn, 
vice president of sales, Albert A. Baker, sales admin- 
istrator, and Edward J. Donn, manager-sales promo- 
tion, discussed the introduction of new products, 
utilization of the company’s sales promotion informa- 
tion and the advertising, publicity and merchandising 
program for 1955 and the first half of 1956. 





The May, 1955, issue of Domestic ENGINEER- 
ING was incorrect in the spelling of the names 
of some new officers of the Connecticut Assn. 
of Plumbing Contractors, Inc. The officers are: 
Richard G. Corcoran, Hartford, president; Mar- 
cel E. Bequillard, Torrington, first vice presi- 
dent; John E. Masselli, Middletown, second vice 
president; Herbert A. Lowe, Waterbury, finan- 
cial secretary; Harold J. McGill, Westport, 
treasurer and Ernest N. Busch, Hazardville, 


secretary. 











(Please turn to top of page 209) 
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Guaranteed - Quality 


FLEXIBLE PLASTIC PIPE 





y SALES PACE 
IN EVERY FIELD 


ABOVE: Installing CRESLINE with a sub-soiler at the 
DeMotte Evans Farms, Otwell, Ind. — now using almost 
two miles of CRESLINE bought from the same local dealer. 







PLASTIC PIPE has gone a long way in just a few 
short years — and CRESLINE has stayed right in 
stride. Every month brings still more demand for 
this modern pipe that “has everything.”’ And in every 
market, a steadily bigger share of the big-ticket busi- 
ness is going to CRESLINE distributors and dealers. 


STANDOUT QUALITY, backed by outstanding 
service, has kept CRESLINE out front in its fast- 
growing field. Made of 100% virgin materials .. . 
measured and marked at both one-foot and ten-foot 
intervals . . . each coil of CRESLINE is checked, 
double-checked, and pressure-tested. It must be right 
before it’s shipped. It must be shipped within 24 
hours after receipt of your order. All good reasons 
why you can gain more sales ground — faster and 
easier — with CRESLINE GUARANTEED-QUALITY 
plastic pipe! 

MADE TO SPECIFICATIONS OF THE THERMOPLASTIC PIPE 
DIVISION OF THE SOCIETY OF THE PLASTIC INDUSTRY 


CRESLINE dealers sell 
pipe by the mile to 
operators of resorts, 
camps, golf courses — 

as well as to farmers, 
builders, and homeowners 


Write for New Literature and 
Name of Your CRESLINE Representative 


CRESCENT PLASTICS, INC. 
Dept. E-5, 955 Diamond Ave., Evansville 7, Ind. 
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PROFIT-MAKING EXTRAS 


TOP QUALITY— ~ 

The best materials, expertly worked f a 

by experienced men with precision ma- *.*| § 1 
chines, guaranteed by a warranty un- \ - Ss 
surpassed in the industry... This is the me se = 


way My otects , rofit and é \) ya 
=r pr ects your Pp " ( 
Z 


your reputation. 


ADVERTISING — 
Year-around, consistent advertising 
that moves consumers to buy. Every 


month your customers read Myers ads 
on the pages of America’s leading 
home and farm magazines. Cash in 
now on the power of national adver- 
tising by Myers, a leading advertiser 
in the industry. 


AMI RIAY iWME 


Me 





PROMOTION — 

To make every advertising dollar pay 
off double for you, Myers makes avail- 
able all the selling tools you can use 
for hard-hitting promotion in your 
own market. Hitch your sales wagon 
to a national advertising stdr by taking 
advantage of the displays, ad mats, 
radio commercials, and literature avail- 
able to Myers dealers year round. 





TRAINING — 


Factory training for you and your men 
and all you pay is transportation! You 
learn how to sell more Myers products, 
and you'll find you sell more of the 
other items you handle, too. It’s a deal 
you won't want to miss. 





WATER SYSTEMS 


POWER SPRAYERS AND WATER SOFTENERS 





Find out today how you can make more money as a Myers dealer. 
Send for free literature and details of the Myers dealer plan to: 
THE F. E. MYERS & BRO. CO., Dept. D-7, Ashland, Ohio 




















NEW! /MPROVED! GENERAL “* FILTERS 
Models 1A-25A and 2A-700A Offer These New Features 


RESTYLED SEAL CUPPED RIM NEW BUNA x 
] IN FILTER CAP 2 IN BOWL FOR e GASKET COMPOUND - 





“ fs ge PREVENTS LEAKAGE © EASIER SEALING “ 
ABSOLUTELY LEAKPROOF b 
Won't Clog .. . Won’t Crack ) : ; R 


Complete restyling of the cap, seal, and gasket of 


IMPROVED General Filters 1A-25A and 2A-700A positively elimi- 
2A-700A nates any danger of leakage or improper sealing. 
GENERAL'S CUPPED-RIM all-steel filter bow! holds the 
new BUNA gosket securely in place against the re- 
designed cast iron CAP SEAL . . . provides easier seal- — | bs 


ing... lifetime dependability! 











DELUXE 
2A-300 " . 
i giv ints [ CLEAN RIGHT SOOT REMOVER yer ce 
Depth-type mero removes up to 12” layer of soot from any heat- Po _ ar 
pies gitleee ing plant in 2-5 minutes! Non-corrosive, non- eS R 
2 Saat explosive. Made specially for General Filters. - 
type foRalell mma 21 2°81 4 oat ag 
met hi 
cman GENERAL FILTERS, INC. 
Are More Dependable 43800 GRAND RIVER AVENUE . NOVI, MICHIGAN a. S 
Than Ever! Conadian General Filters, ltd. * 39 Crockford Blvd. * (Scarboro) Toronto, Canada 
in 
aes ~ 
H. 
WINDMASTER the modern draft control 7 
that to. 
on in 
« MOUNTS ITCH 1 x 
| ly a3 ANY P to 
(‘14 on the side of the pipe 7 
| ste 
THIS - | = 
AUCTION Yep ape : | D 
MARKET | 2 
HAD ; a é a Co 
LO Mi alicis . 4 ga 
FUEL BILLS .. ce 
i -§ Open only on weekends, pre 
... until PROBLEM: this large, drafty farmer’s titi 
auction market used abnormal quantities ne 
Wr of fuel and still never warmed up suffi- 
ciently. "i 
er 
OIL UNIT 8 Delta oil-fired unit 
HEATERS heaters were installed. yj) Al 
They run on low cost #2 fuel oil and give 
cut them immediate warm-up. Adjustable louvres I 
d F direct heat where needed...without cold | 
own. spots, overheating or heat wasted on walls nt 
or ceilings. acc 
ten 








Send for ‘ \ 
oO RESULTS: | The market now is com- =\~ car 


complete new fortably heated in an hour. 
catalog Fuel bills have been cut almost 50%. 








Mi 
3 





Shie te eal a “i It pays to say : me 

i nerdy eect Beeld a ER b>)) = “WINDMASTER” te 

DELTA HEATING CORPORATION (ih) += -2See 1 your oboe cn 
TRENTON 8, NEW JERSEY ey: / Windmaster Corp 43 Vine St. Columbus 15, Ohio 
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Fedders Opens N. Y. Sales Office 


TRENTON, N. J.—Fedders-Quigan Corporation has 
announced the establishment of a factory sales office 
serving the New York territory for the heating divi- 
ion at 415 Lexington Ave., New York. T. L. Arnold, 
sales manager, stated that this succeeds A. S. Granzen 
Associates as local representatives following the death 
of Mr. Granzen. All Fedders heating products will 
be handled out of this office under the direction of 
John D. Daly, branch manager. 


Rheem Honors Makenas, Reber 


Cuicaco — The Rheem 
Award for outstanding 
management perform- 
ance was presented to 
J. P. Makenas, Chicago 
region manager, and L. 
A. Reber, New Orleans 
region manager at a 
management meeting re- 
cently held here. The award, consisting of a plaque 
and an extra week’s vacation, was bestowed by W. S. 
Rheem II, general manager. Makenas joined the 
company in 1945 and became Chicago region man- 
ager in 1953. Reber joined the company in 1937 and 
has managed the New Orleans operations. 





Makenas 


Sturtevant Names Two Distributors 


PittsBuRGH, Pa.—The Sturtevant Division of West- 
inghouse Electric Corp. has announced the appoint- 
ment of two new distributors. Strong, Carlisle & 
Hammond Co. of Cleveland will handle industrial 
fans, ventilating sets and unit heaters in the north- 
ern half of Ohio and Hahnel Brothers Co. of Lewis- 
ton, Co., will handle the line of ventilating sets and 
industrial fans. Hahnel Brothers has made arrange- 
ments for the Bangor Roofing Co. of Bangor, Me., 
to handle distribution of the same products in the 
Bangor area. The two companies will serve the entire 
state of Maine. 


Dayton Packaging Wins Awards 


Dayton, O.—The Dayton Pump and Manufacturing 
Co. recently won top award for designing a corru- 
gated fiber shipping carton to replace wooden crates, 
according to an announcement by Louis Wozar, 
president. The award was made at the annual compe- 
tition of the Fiber Box Association in Chicago for the 
new shipping cartons developed by the firm’s re- 
search department and used on “packaged” type wa- 
ter systems. 


Airtemp Sales Contest Ends 


Dayton, O.—There appear to be no regional “soft 
spots” in the cooling and heating business picture, 
according to a recent announcement by Chrysler Air- 
temp. Reporting on Airtemp’s “Prizes In The Air” 
campaign which ended last month, M. T. Bard, sales 
manager, said that performance of wholesale sales- 
men in the contest indicates that business is equally 
good throughout the country, and that salesmen from 
Texas, Washington, D. C., the West Coast, Indiana, 
Connecticut and other areas ran neck and neck. 

“Prizes In The Air” was a special contest for the 

(Please turn to top of page 211) 
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Terrific... 


The Perfected Chuck- 





Locks Tight with a 


@ No more rocking, socking or hammer- 
ing with the new “TOLEDO” SPIN 
TORQUE CHUCK. Now you can chuck 
Ye" to 2” pipe, or rod as small as 4”, 
with a spin of the handwheel. Jaws 
are flush with chuck—exclusive rocking 
wedge action of jaws prevents slipping— 
husky “big hand” grip on wheel is 
easier to tighten — no end thrust 
slippage. See them at your pipe tool 
suppliers, now. Next time try “TOLEDO”. 


THE TOLEDO PIPE THREADING MACHINE COMPANY 


1445 SUMMIT ST., TOLEDO 4, OHIO 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


#he) BD de) 


PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 








209 











/ \ 
FOR 6 ROOMS OR 60... ! 
| THERE’S A MT. HAWLEY | 
| | 
: TRIPLE em : 
| 

BOILER-BURNER! 
| ] 
. 


ee oe ow oe Beh ty Mine Se 







A 









Model shown 
A-90 Gas-fired 
(cut-away) 





Right now mail the coupon at the bottom of this page 
for your free copy of the new complete literature on Mt. 
Hawley Triple-A Boiler Burners! Don’t put it off — get the 
facts on this performance-proved line of 11 units with a 
btu/hr range from 80,000 on up to 740,000. 


OIL-FIRED OR GAS-FIRED — Any boiler-burner of the Mt. 
Hawley Triple-A Series can be ordered with a famous Mt. 
Hawley Oil Burner or a Roberts-Gordon Gas Burner. Can 
be converted later. 

A-rated for efficiency — Heat transfer tubes are slant- 
ing and have spinner inserts to put more heat into the water | 
— less up the stack . . . tankless coil in boiler water provides 
hot water at high capacity. 

A-rated for long-lived operation — Insulation is extra- 
heavy, bottom insulation permits wood floor installation . . . 
access plate permits boiler tube cleaning in a few minutes. 


A-rated for compactness and silent operation. 


Mr. Hawtey Mec. Co., Routes 88 ano 174, Peoria, ILttinors 


Mt. Hawley Mfg. Co., 88 & 174, Peoria, Ill. ‘ 














! \ 
j Please rush—at no cost or obligation—your \ 
} new free literature on the Mt. Hawley Triple-A- 1 
Boiler-Burners. i] 
0-7 
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(“We've been doing business with 
MIULCOR. tor more than 
40 years and we're well 
satisfied” 















ANDARD| + 


yrs 


— says Fred Nowak, 
partner 


Nowak & Company 
1928 W. Fullerton Ave. 4 
Chicago, Illinois ee 





gs E like Milcor Furnace 
Pipe and Fittings, be- 
cause they make our job 
easier, They always fit to- 
gether well on the job and — 
because they are so well 
packaged — they are easy to 
handle and keep track of in 










Lock-Joint 





Furnace Pipe our warehouse. We don’t get 


Available in 2 ft. : j = 
rap angled different products mixed to 






gether in our stock. 
“Besides, the pipe and fit- 
tings are always clean and 
new-looking when we install 
them for the customer. We 
like the uniform Milcor qual- 

















ity, too.” 
It’s the same story wher- 
90° Adjustable ever you go—the Milcor line 





Elbow 






rates ace-high with successful 
sheet-metal men. 

How about you—are you 
using Milcor Galvanized Fur- 
nace Pipe and Fittings to give 
your customers snug-fitting, 
good-looking jobs that stand 
up for years? Make Milcor 
standard in your shop. 

Prices available from your 
Airflow heating jobber, or from our 
Veo-deint nearest branch listed below. 
























sii *Reg. U. S. Pat. Off. 
INLAND STEEL PRODUCTS COMPANY 


4047 WEST BURNHAM STREET © MILWAUKEE 1, WIS. 
BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, N. Y., 
64 Rapin St. — CHICAGO 9, ILL., 4301 S. Western Bivd. — CIN- 
CINNATI 25, OHIO, 3240 Spring Grove Ave. — CLEVELAND 14, OHIO, 
1541 E. 38th St. — DETROIT 2, MICH., 690 Amsterdam Ave. — 
KANSAS CITY 41, MO., P. 0. Box 918 — LOS ANGELES 58, CALIF., 
4807 E. 49th St. — NEW YORK 17, N. Y.. 230 Park Ave. — 
ST. LOUIS 10, MO., 4215 Clayton Ave. 
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News... continued from bottom of page 209 


irm’s wholesale salesmen of packaged air condition- 
ng, residential air conditioning and heating distribu- 
crs. Four automobiles were awarded to the quartet 
of salesmen earning the highest number of credits in 
the campaign. Credits were accumulated on the 
basis of new dealer signings, orders obtained, the 
initiation of promotions and other activities. 


Stone to Head Typhoon Advertising 


Brooktyn, N. Y.—S. Byron Stone has been ap- 
rointed advertising and sales promotion director of 
the Typhoon Air Conditioning Co., Inc. A veteran 
of 15 years in the advertising field, Stone has served 
as an advertising and sales promotion manager, 
egency account executive, copy chief and creative 
art director. 


Revere Exhibit Features Lewis Co. 


New York City—An insulated tankless hot water 
heater and a variety of bent tubing produced by 
Joseph E. Lewis & Co., Inc., Baltimore, Md., were 
exhibited recently to employees of the Baltimore 
division of Revere Copper and Brass, Inc. Customer 
displays such as this are continuously maintained at 
the various Revere plants to inform company em- 
ployees of the many end uses of the company’s 
fabricated metals. 


Emerson Opens New Warehouse 


St. Lovis—The Emerson Electrical Mfg. Co. re- 
cently dedicated a new 100,000 sq ft warehouse here. 
The new warehouse, a steel and concrete structure, 





Eighteen plumbing and heating dealers and representa- | 
tives were among a group who were flown to Chicago after | 
winning a sales contest by Probst Supply Co. The trip | 
included a tour of the Rheem Manufacturing Co. plant. | 
eliminates the need for rental by the company of | 
public warehousing space, while providing improved 
service to customers. The building, which measures 
400 by 250 ft, is on one level and designed to permit 
eventual conversion to manufacturing operations. 


Wolverine Tube Conducts Seminar 

PHILADELPHIA—Wolverine Tube, Division of Calu- | 
met & Hecla, Inc. recently sponsored a_ two-day | 
seminar devoted to the firm’s integral finned con- | 
denser tube. The seminar was conducted by Donald | 
L. Katz, noted authority in the field of heat transfer | 
and professor of chemical engineering at the Uni- | 
versity of Michigan. 

(Please turn to top of page 212) 
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JOBBERS like... 


M 
oUNKIRK 


DEPENDABLE 
Sources to Deal With ! 


That is why they like fo deal with 
MARSH VALVE OF DUNKIRK, NW. Y. 


The New MARSH No. 151 


ANGLE RADIATOR VALVE 


STEAM 


No. 151 — Rising stem with Acme thread. 
Upper seal for repacking under pressure when 
fully open. Composition, non-heat handle. Re- 
newable composition disc, beveled for free 
drainage around seat. Swivel discholder. Used 
on low pressure steam system. 






















Cut-Away No. 151 (Steam) 


MARSH Sleeve Type Radiator Valve 


packed, in addition to metal to metal hairline 
seal at point of contact between collar and 
bonnet. Alloy cast operating sleeve permits 
near tight closure without sticking. Used on 
circulator system without vents. Like the 
No. 151 above, the No. 157 is used nation 

Cut-Away No. 157 (Water) wide in hotels, hospitals, office buildings, fac- 
SLEEVE TYPE RADIATOR VALVE tories, churches, ete. 





AND U 
iL “ NION STRAIGHTWay couPLINGS 


‘ UNION STRAIGHTWAY 


sspagtPg:  agea uN HON ELL SWEAT FIG. 2238 





ougcatol 
Ste! as WRITE FOR FULL 
Yew PARTICULARS TODAY 


el entieel 
mt NGIN 





UNION STRAIGHTWAY 


rN FIG. 1238 





MANUFACTURED BY 


MARSH VALVE COMPANY 


Dunkirk, New York, U.S.A. 
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thousands 
upon thousands of 


400A Power Drives 
are now in use 


Smart Performance —Effcient as it looks, 
400A powers your hand pipe cutters, reamers, 
threaders with new ease, saving valuable time. 
New type wrenchless Speed Chuck operates 
fast, grips pipe, conduit, rod tight both for- 
ward and reverse. Quick-action centering de- 
vice on rear shaft turns with pipe. Power? 
Plenty for pipe to 2’’, even to 12” with geared 
tools! 


Really Durable —Like all retmmim products, 
400A is famous for durability. In every way, 
it’s a lot more for your money. 
See it, try it, 
buy it at your Supply House! 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 








News . . « continued from bottom of page 211 


Chicago Mfrs. Rep. Changes Name 


Cuicaco—R. J. Abramson & Associates has changed 
its name to R. J. Abramson & J. M. Klipp and moved 
to larger quarters at 537 S. Dearborn St. Also, J. M. 
Klipp has become a partner in the firm of Mechanical 
and Electrical Engineers, mechanical designers of 
heating, piping and air conditioning systems. 


Widow Continues Husband’s Business 


Newark, N. J.—Mrs. Al Glicksman has announced 
that she is continuing her husband’s business here 
under the name of Albert Glicksman & Co., manu- 
facturers’ representatives of plumbing and heating 
supplies. Mr. Glicksman passed away several months 
ago. Mrs. Glicksman has obtained the services of 
Irving Tecler to cover New York State, excepting 
metropolitan New York City. She added that she 
personally plans to call on the trade. 


Mission Unveils New Product Lines 


Los ANGELES—Representatives of Mission Appli- 
ance Corp. recently gathered for their national sales 
meeting at the company’s home offices here to pre- 
view new product lines. Among the products pre- 
sented were the coppertone Doubleglas water heater, 
a new ceiling heater, a built-in electric clothes dryer 
and a new air conditioning system. 








Ralph Stern, treasurer of Stern Brothers Plumbing Supply 
Co., Cleveland, signs Republic Steel Kitchens distribution 
franchise agreement with Dale Corey, sales representative 
for Republic. Bernard G. Stern, president of the distribut- 
ing company, also was present. 


Prat-Daniels Holds Sales Meeting 
Norwa.k, Conn.—More than 60 sales engineers at- 
tended a sales meeting of the Prat-Daniel Corpora- 
tion recently which featured an exhibit of the firm’s 
complete line of industrial warm air heating equip- 
ment. The exhibit was held in the Thermobloc Divi- 
sion plant. The Thermobloc sales achievement award 
was presented to the Engineering Products Corpora- 
tion, Fairfield, Conn., for its 1954 record when it led 


in national sales. 
(Please turn to top of page 214) 
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MODEL OCF 8 
60,000 to 80,000 BTU 
Wondaire Special 





Wondatre 


Horizontal 
80,000 to 400,000 BTL 







MODEL R 
115,000 to 212 000 BTU 
Wondaire Oil-Fired Lo-Boy 






MODEL CFO 
80,000 to 150,000 BTL 
mndaire Oil-Fired Counter-Flo 





THE WORLD’S FINEST HEATING [--) @ VN Us tag!) il eee 


Today’s heating prospects are interested in the per- 
formance and uy ae arp of their investment. They 
are interested in heating equipment which offers them 


Ridgeville, Indiana 





the greatest value backed by a guarantee which offers MAIL THIS COUPON NOW! 

everything that it should. Wondaire heating is be- SEND ME COMPLETE INFORMATION ON— 

coming a “buy word” for more and more wholesalers 

and dealers as competition begins to weed out the C) Horizontal [) Model R C Medel ocr 

narrow margin and low performance operators. This ([) Medel H (C) Medel CFO 

is one of the major reasons why more and more heat- Nome ................. FJ cdiksn tend dels iuan ee ea een 

ciaien ing experts are recognizing and requesting Wondaire Address ........... ssc osiliah nase chee aeati 

winssecouteetir’y Oil or Gas fired heat. Wondaire heating is quality I inns cnirsaseaerasactisspaiicicanmeaaaaenia 








built at prices to please everyone. 








More . * More Profit we with 
| SPEED-E)-MATIC icc, CAs 
‘Engineered for Performance and Economy 


|| A size for every need and purpose—from 6-gal. 
|| fast recovery—to 82-gal. storage type heaters. 

SPEED-O-MATIC Water Softeners—with 
patented fool-proof solo, type valve and built-in 
by-pass—extra heavy steel tank—available in 
nine sizes: from 32,000 to 104,000 grain capacity. 


“GENERAL” ICC Approved 20 Ib. , 
and 40 lb. Gas Tanks Pace: 
__. Pie 
+ f 





and Accessories. 


The high quality 
line of 
SPEED-0-MATIC 
products are in 
year-’rounddemand (§— 
—no slack season— | 
an assurance of 
greater profits. 





















MANUFACTURING & DISTRIBUTING CO 


GENERAL QUINCY MICHIGAN USA 
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‘American Brand’ 





You can rely on these 
brand names for fast, 
efficient plumbing work: 


“ROYAL BRAND” 


Plumbers Spun Oakum 


‘Aja Made from Jute fiber, thoroughly 
“.- jam impregnated with quality tar. Also 
made in unspun form. Both are put 
up in 50-lb. bales. 


“RAPID BRAND” 


Twisted Jute Packing 


A single strand packing of the high- 
est quality. Packaged for small jobs. 
Put up in 5-lb. tubes in individual 
cartons. 


“EAGLE BRAND” 


Twisted Jute Packing 


Quality stranded packing, twisted 
into rope-like form approximating 
1 1/2 inches in diameter. Tarred .. 
untarred (oiled)... dry...in 50-Ib. 
and 100-lb. coils. Also available in 
27" cut length form. 





“KNO-LEAK” 


Cut Length Packing 


Packed in rope form. Easily un- 
strands to lengths of approximately 
27". Put up in 5-[b. boxes, 10 boxes 
to a shipping carton. Also furnished 
in 50-lb. bulk cartons. 


foe =6“AQUA BRAND” 
\ AQUA 


| TWISTED | Twisted Jute Packing 


{ PACKING / Very high grade packing rope de- 
signed especially for reservoir and 
water-main work. Put up in 50-lb. 


and 100-lb. coils. 


AMERICAN MANUFACTURING COMPANY 


Brooklyn 22, New York 
ROPE - TWINE - GAKUM - PACKING 
BRANCH FACTORY: St. Louis Cordage Mills, St. Louis 4, Mo. 


SALES OFFICES: Boston, Chicago, Houston, New Orleans, 
Philadelphia, San Francisco 













News - + + contunued from bottom of page 212 
Wolverine Transfers Smith to Detroit 


Detroit—J. H. Smith, east central district sales 
manager for Wolverine Tube, Division of Calumet & 
Hecla, Inc., has been transferred to the firm’s branch 
office here, which will become headquarters for the 
east central district. R. B. Flynn will replace Smith 
in Dayton, assuming the responsibilities of supervisor. 


Richmond Foundry Adds Warehouse 
RicHMonD, VA.—The Richmond Foundry and Mfg. 


Co., manufacturers of cast plumbing specialties, re- 
cently opened a warehouse in Atlanta, Ga. The 
company will stock its line of plumbing supplies, 
drains and clean-outs at the warehouse which has 
been opened to speed service to customers in Geor- 
gia, Florida, Alabama, Louisiana, Mississippi, Arkan- 
sas and western Tennessee. The warehouse, located 
at 73 Mills St., N. W., will be temporarily supervised 
by Andrew Campbell. 


Graduate 95 From Cooling School 


Campripce, Mass.—The Eastern Company, Chrys- 
ler Airtemp distributor here, has just completed a 
sales engineering school with a graduating class of 95 
air conditioning dealers. The eight-week special 
school, under the direction of D. F. Ferguson and 
H. S. Costello, field representatives, was attended by 
dealers from Maine, New Hampshire and Massa- 
chusetts. Subjects covered included fundamentals of 
air conditioning, cost estimating, finding prospects 
and selling air conditioning. 


Vance Names Colt to Top Post 


Evanston, Itt.—Vance Industries has 
recently announced the appointment of 
Roy Colt as vice president and sales 
manager. Colt has been active in the 
frame and metal field for many years, 
and now heads a sales force that covers 
the company’s expanded line of clamp- 
down sink frames. The firm is now in 
the process of enlarging its office quar- Colt 
ters and re-arranging its production set-up. 


New Canadian Wholesale Co. Formed 


Toronto, Ont., Canada—The formation of Triangle 
Plumbing & Heating Supply Ltd. at 120 Leicester 
Ave., has been announced. Alex Fleming, who has 
had management experience in the wholesale plumb- 
ing and heating supply field, will supervise internal 
operation of the firm. J. A. Patterson will act as 
representative, and Don Walden will cover the trade 
as well as design systems and provide layouts. 


McAlpin Heads Local ASME Group 


ATLANTA, Ga.—W. J. McAlpin, president of the J. J 
Finnigan Company, Inc., fabricators of boiler plate. 
has been elected chairman of the Atlanta Section of 
the American Society of Mechanical Engineers fo1 
the year beginning July 1. Elected to serve with him 
are William V. Bishop, vice president of Evans L 
Shuff and Associates, branch vice chairman, and 
Thomas W. Waldrop, district manager of Republic 
Flow Meter Co., secretary. 

(Please turn to top of page 216) 
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welll ESSURE SYSTEM <4 % 


Bulletin TVC-300 E 






Duplex Unit 
252" Diameter Receiver 
LOW RETURN CONNECTION Duplex units, with auto- 

e LOW SPEED — LONG LIFE matic alternators, furnish 










“extra” insurance, pro- 
* CAST IRON RECEIVER vide overload protection 
LOW WATER LINE and guarantee an 






even longer life. Height 
of return above 
floor is 73!’ 







Single Unit 
21” Diameter Receiver 
— 































Height of return is only 
67%" above floor. Capacities aayin Fig. No. 303 B 
Single units of any rating 500 to 10,000 sq. ft. E.D.R 


can also be furnished in d 
hin Sina’ Sie ae Up to 30 Ibs. discharge pressure 


ceiver. This receiver is TVC Condensate Pumps are low speed (1750 RPM) for long life, 
furnished machined and are easily installed (two piping connections) in areas where 
drilled for the addition space is important. The cast iron receiver and sturdy pumping 
of another pump and unit (equipped with a dirt strainer), all completely factory assem- 


control so as to enable bled and tested, assure a long lived trouble-free installation. 


conversion to a duplex . ‘ 
dle an delim aa: Stocked by all leading jobbers 


Fig. No. 302 A 





HEYDEN 


SHOCK ABSORBERS 






FOR CONSTANT 


PROTECTION... 

Any liquid piping system— 

You name it JAMECO makes it. What's carrying water or petroleum 
more JAMECO makes it better. Elbows, products—can be protected 
tees, plugs, caps, couplings, flanges, from hammer and shock 
unions, bushings, specialties. If you use — induced leaks. Heyden Liquid 
malleable or cast iron items, be sure Shock Absorbers can lengthen 
you have the new JAMECO catalog valve, joint and packing life. 
handy. Write for yours now! Only Heyden offers this 


unique feature— 


NO MOVING METAL PARTS 
A rubber sphere in spherical 
chamber eliminates shock 
from light pulses to heavy 


hammer. Variable pressure is 
also absorbed to relieve 


the system. 


Competitively Priced 





Ask for Special 


brochure and our 
Big new 92 page 


catalog. 







dinner: 
= 5 Sizes * Compact ¢ Light + Durable 
Learn why it always pays = Easily installed in any position v 


to specify JAMECO For full information send for Bulletin 38, 


S. Morgan Smith Company, York, Pa. 
MANUFACTURING 
JAMAICA CO., INC. 





S. MORGAN SMITH Co. . = 


1209-1223 DeKalb Avenue, Brooklyn 21, N. Y. 
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News . + « continued from bottom of page 214 a 
i indu 
Connor Names Berdahl Ad Mgr. pe 
in 
Dansury, Conn.—Walter L. Berdahl has been ap- Chie 
pointed advertising manager of Connor Engineering 
Corp., manufacturer of ceiling air diffusers and acti- Th 
vated carbon air purification equipment. Cros: 
as . 
Whirlpool Leases Display Hdgrs. os 
. : : 
Cuicaco—Whirlpool Corp., manufacturers of auto- 
biter d Dewlalinty 3 point Sales Plan ¢ matic and wringer-type washers and electric and gas Ge 
3 dryers, has signed a long-term lease for a permanent Cond 
which gives you less inventory, greater profits: display headquarters in the Merchandise Mart. N. J 
— _ matic 
~ Weat 
Sands Opens Southern Warehouse pir 
No matter what line of electric or gas water heaters you sell, CLEveLAND—The Sands Mfg. Co. has announced the Gene 
weigh it against the profit possibilities of Sentry’s 3 point plan: opening of a warehouse in Jackson, Miss. to better as 
, serve its southern wholesalers. The warehouse, lo- rg 
1. A crisp $10.00 bill for any heater ; , . the ] 
replaced within the warranty period. cated at 418 S. Gallatin St., will offer delivery on all ward. 
* ee popular models and sizes of gas and electric storage M 
, unique, inventory reducing “10 a z ‘ 2 : onr 
Year Pac” which enables you to convert water heaters. Basing point for deliveries ls now Co; 4 
standard models to 10-year guarantees either Cleveland or Jackson. water 
without duplicate inventories. coun 
3. A one year free “Service Policy” - Saint 
i lng a; tacoma Tywel Mfg. Names Factory Rep. on 
Add to this a full line of deluxe and New York City—The Tropicaire Engineering Co. for w 
standard heaters, gas and electric, has been appointed factory representative in Florida nois < 
available in both glass and hot dipped for the Tywel Mfg. Corp., makers of built-in wall air ner C 
galvanized lined tanks, and you have conditioning units here. Irving Bottner, vice presi- dition 
a water heater line to set the sales dent of Tywel, said that Tropicaire is the first factory = oe 
pace in any market. For full details representative in the U. S. to be named by the firm. | 
and prices, write, wire or fill out the a 
coupon below. ° e owa, 
. James Smith Joins Lawson Yates and | 
NASHVILLE, TENN.—Lawson H. Yates, president of eh 
the Lawson H. Yates Co., manufacturers’ representa- datts 
aE a er ee tives, has announced the appointment of James A. York. 
Deluxe Table Top, Lo-Boy and Smith as representative. Smith will contact plumbing 
Corner Models with either and heating wholesalers in Alabama, Mississippi and Del: 
weer she oe “dl hot dipped gal- Tennessee, with headquarters in Birmingham. Moine 
vanizec nks. - millo 
Another Sentry Profit Maker... Fox Joins Nashville Distributor ae 
GAS AND ELECTRIC BUILT IN Nasuvitte, Tenn.—Chrysler Airtemp has an- Pittsb 
COOKING UNITS IN COLORS, . nounced that Joe E. Fox has joined the staff of cen- as asi 
STAINLESS STEEL OR COPPER. tral distributors here to direct all wholesale distribu- adver 
tion of the firm’s products in middle Tennessee. Fox : 
= was most recently associated with Arnold Engineer- Uni 
‘ ‘ Co., € 
ing Development Center, Tullahoma, Tenn., as air ost la 
conditioning and refrigeration engineer. ray 
° Wor 
Names in the News am, 
Available in Standard or as ass 
Deluxe models, three capaci- General Controls Co., Glen- Minneapolis-Honeywell charge 
pe = ah gn sae dale, Calif.— Richard W. C. | Regulator Co., Minneapolis, the A 
or ee Barr has been appointed man- | Minn.—As managers of field friger: 
ager of the Boston branch, and | offices, O. V. Spousta in Ham- Daltor 
; William J. Darragh as man- | mond, Ind.; W. C. Waltman in the A 
Be sure to ask for prices and specifications on the fastest growing units in ager of the New England dis- | Louisville, Ky., and George friger: 
the appliance field trict office in Hartford, Conn. | Rossiter to replace Waltman produ 
° A ‘ in South Bend, Ind. Walt 
SENTRY STOVE & MANUFACTURING co. ; J. A. Zurn Mfg. Co., Erie, Pa. oe ht 
D * 509 25th Ave., No., Nashville, Tennessee 95 —Frank J. Seigel as areaman- | Republic Steel Co., Berger recog 
oti open aa : Please rush full information on [J Electric $ ager in Pittsburgh, eg 8 Mfg. Div., Canton, 0.—J. Kor- Willia: 
: Water Heaters () Gas Water Heaters §$ phia, Cincinnati, Dayton, ai- | ber and Co. as kitchen dis- Roliee 
gow markets. $ (© Electric and Gas Built in Cooking Units. $ timore and Washington, and tributor in central New Mex- manag 
- ey oe : John H. Schmid as research | joo, fice. I 
Gall : $ |engineer to coordinate field ; canine 
full inpormation > ADDRESS —— $|research, development and Crane Co., Chicago—George 
: : | testing for Zurn Research and | G. Lindholm as manager o! 
ee * | Development Corp., an affili- | the valve and fitting depart- Com 
* | ate. | ment in Chicago to succeed F. 
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J. Wilkey who has been named 
speeial representative of the 
industrial sales _ division. 
Thomas D. Kelly succeeds 
Lindholm as manager of the 
Chieago branch. 


The Trane Company, La 
Crosse, Wis.—I. Lamar King 
as representative in the 
Tampa, Fla. branch sales of- 
fice. 


General Electric Co. Air 
Conditioning Div., Bloomfield, 
N. J.—As wholesalers, Auto- 
matic Heating Supply, Inc. for 
Weathertron products in IIli- 
nois and Missouri; Florida 
General Supply Corp. for 
packaged air conditioners and 
Weathertron products in 
the Florida counties of Bro- 
ward, Dade, Palm Beach and 
Monroe; South Bend Electric 
Co., Inc. for Weathertrons and 
water coolers in Michigan 
counties of Berrien, Cass, 
Saint Joseph and Van Burean 
and 11 Indiana counties, and 
for water coolers only in Illi- 
nois and Missouri; F. B. Gard- 
ner Co. for packaged air con- 
ditioners in 14 New Mexico 
counties. As dealers, Seither 
& Cherry Co., Inc. for Weath- 
ertron products in Lee county, 
Iowa, Hancock county, Illinois, 
and Clark county, Missouri, 
and N. M. Adema & Son for 
home heating and cooling pro- 
ducts in Erie county, New 
York. 


Delavan Mfg. Co., West Des 
Moines, Ia.—E. Vernon Jara- 
millo as a project engineer. 


Westinghouse Electric Corp., 
Pittsburgh, Pa—E. W. Seay 
as assistant manager, general 
advertising. 


Union Asbestos & Rubber 
Co., Chicago—Albern Univer- 
sal Ltd. as Canadian distribu- 
tor. 


Worthington Corp., Har- 
rison, N. J.—William J. Millett 
as assistant vice president in 
charge of manufacturing of 
the Air Conditioning and Re- 
frigeration Division; Peter J. 
Dalton as product manager of 
the Air Conditioning and Re- 
frigeration Division’s packaged 
products’ section; Hellmuth 
Walter as director of research; 
Robert S. Sherwood as assist- 





ant director of research, and | 
William J. Davies to succeed | 


Robert J. Laidlaw as district 
manager of the Cleveland of- 
fice. Laidlaw has retired be- 
cause of health. 


New York City—Robert R. 
McKellar as New York district 
sales manager. As representa- 
tives, Starnes & Glass for the 
residential diffuser line in 
Ohio and adjacent Pennsyl- 
vania territory, and Walter B. 
Stamberger, Jr. in northern 
New Jersey. 


Viking Air Conditioning 
Div., The National-U.S. Radi- 
ator Corp., Cleveland—John 
A. Green as manager of dis- 
tributor sales. 


Eckhart Mfg. Co., Ince., 
Union, N. J.—Brody Distrib- 
utors as distributors in the 
greater Boston area and ex- 
tending west to Worcester 
county. 


Webster Electric Co., Racine, 
Wis.—As representatives, for 
the industrial sales division, 
Paul Deuble in Ohio, Michigan 
and Indiana; Sylvester Sinca- 
vage in New York, New Jersey 
and Pennsylvania, and John 
Kralicek in Minnesota, Wis- 
consin, Iowa, Illinois, Ohio, 
Indiana and Missouri. 


Walter Vallett Co., Detroit— 
Richard E. Allen as manufac- 
turers’ representative in Con- 
necticut and western Massa- 
chusetts. 


Taco Heater, Inc., Cranston, 
R. L—William P. Haney, rep- 
resentative, transferred from 
‘tthe Rhode Island and south- 
eastern Massachusetts terri- 
tory to Chicago will be re- 
placed by Joseph P. Burns. 


American Chain & Cable 
Co., Inc., Bridgeport, Conn.— 
John W. Swengel as assistant 
works manager of the R-P & 
C valve division, Reading, Pa. 


Gorman-Rupp Co., Mans- 
field, O.—Robert L. Sears as 
south-central district repre- 
sentative in the lower Missis- 
sippi Valley and Delta areas. 


Toledo Desk & Fixture Co., 
Maumee, O.—V. Ramon Garcia 
as representative for the 
Beauty Queen Division in New 
York with the exception of 
metropolitan New York City. 


C. A. Dunham Co., Chicago 
—James Guest as representa- 
tive in Toledo, O. 


The Mammoth Furnace Co., 
St. Paul, Minn—As manufac- 
turers’ representatives, John 
L. Stewart Co. in the northern 
two-thirds of California and all 
of Nevada except Clark coun- 


Connor Engineering Corp., | ty; L. E. Gosling Co. in Oregon, 
(Please turn to top of page 218) 
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Ea GOTHIC. 


BATH and SHOWER FIXTURES 


sur, o-tht- job Labor! 


Patent No 





ness up to 13". 


After valve unit is 
roughed in and walls 
finished, you simply 
fit plate against wall 
and screw spout 
against plate until 
tight — and the in- 
stallation is finished! 
No cutting or adjust- 
ing of supplies to 
compensate for vari- 
ation in wall thick- 


ul 


1933839 
No. 60 Gothic Tub Filler 


Can Be Installed Between Joists — 


No Carpentry Work Needed 


@ Bloch Gothic Bath and Shower Fixtures install 


quicker and easier... 
escutcheon type fixtures . 


cost far less than ordinary 
. are guaranteed for five 


years! Construction is so simple that entire unit can 
be removed from wall without breaking tile or plas- 
ter. ..and all parts are easily replaceable. Trouble- 


some fitting and adjusting time are eliminated . 
profit margins are increased. 


Write today for further information on 
this exclusive line of fixtures. 


Bloclerass COMPANY 


4748 HOUGH AVENUE e@ CLEVELAND, OHIO 


WORLD'S LARGEST MANUFACTURER OF BATH DRAINS 
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one BIG packaGE 
ONE smau PRICE! 








A COMPLETE |PERCOFLASH | 
HOT WATER HEATING SYSTEM 
with BASEBOARD or 




















} PERCOFLASH BOILER, Model #50F with baked enamel 


insulated Flush Jacket. PERCOFLASH Gas or gun type 
Oil Burner with three M-H controls; Field Draft Reg- 
ulator PLUS a 3 GPM Tankless Heater. 

#50F PERCOFLASH BOILER KIT includes 1” Circulator; 
1” Flo Control Valve and Air Eliminator; #10 gallon 
Expansion Tank; Feeder and Relief Valve. 

PERCOFIN *'55'' BASEBOARD or PERCOFLASH ‘‘Instant 
Heat'’ COPPER CONVECTORS sufficient for 240 Square 
Feet of radiation. 














NO PENNY PROFITS! NO HOT AIR PROMISES! HERE'S A REAL 
5 STAR SPECIAL THAT ONCE AGAIN PROVES— 
YOU CAN'T BEAT PERCOFLASH FOR PROFIT—OR HEAT! 


the Pouk dec the wore 


WESTCOTT-ALEXANDER, INC. MADISON. N. J. 


Gentlemen: I'm all steamed up about PERCOPAK. 
Send me prices and details in a hurry! 
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Names... 


Washington, western Idaho 
and the Province of British 
Columbia; George R. Mellema 
Co. in North and South Dakota, 
Minnesota, western Wisconsin 
and half of Upper Michigan; 
Heatco Equipment Co. in 
central Ohio; Ayton and Ash- 
ton in the District of Columbia, 
Virginia and North and South 
Carolina; H. O. McDowell Co. 
in the eastern two-thirds of 
Wisconsin; Airoflo Engineering 
Co. in Southern California and 
Arizona, and Quemadores En- 
terprise in Mexico. 


Wolverine Tube Div. of Cal- 
umet & Hecla, Inc., Detroit— 
Dr. Donald Q. Kern as profes- 
sional consultant in the field of 
heat transfer. 


Sarco Company, Inc., New 
York City—As representatives, 
J. B. Lammons Co., Memphis, 
Tenn.; Robert Porter, Jackson, 
Miss.; C. H. McGuiness Co., 
Des Moines, Ia., and Steam En- 
gineering Service Co., Denver. 


Sherman Products, Inc., 
Royal Oak, Mich.—William W. 
Wigle as product specialist in 
the home office, and Walter L. 
Beers as zone manager of the 
northwest section of the 
United States. 


United States Air Condition- 
ing Corp., Minneapolis, Minn. 
—General Heating & Air Con- 
ditioning Co. as distributor in 
the Dallas county, Texas area. 


The Youngstown Sheet and 
Tube Co., Youngstown, O.— 
Richard J. Stamberger as as- 
sistant New York district sales 
manager. 


Graver Water Conditioning 
Co., New York City—Atlas- 
Misrock Co. as representative 
in Virginia, Maryland and the 
southern part of Delaware. 


Day & Night Div., Carrier 
Corp., Monrovia, Calif.—Frank 
R. Spratt as California region- 
al manager, and Lewis G. Elia 
and Donald R. Starin as sales 
engineers. 


Magic Chef, Inc., St. Louis— 
Donald R. Neftzger as man- 
ager of the recently formed 
Rocky Mountain sales division. 


Servel, Inc., Evansville, Ind. 
—A. B. Kennison as vice 
president to serve as coordi- 
nator of research and product 
development, and Brian E. 
Brennan as manager of manu- 


facturing of the home appli- | 


ance division. 





continued from bottom of page 217) 


Delco Appliance Div. of 
General Motors Corp., Roch- 
ester, N. Y.—As_ representa- 
tives, Robert B. Swift in Bos- 
ton; Frank McGraw in New- 
ark, N. J.; Edward A. Tarver 
in Atlanta, Ga.; James R. 
Snellen in Louisville, Ky., and 
Leonard G. Towle in Kansas 
City, Kan. 


Richmond Radiator Co., Me- 
tuchen, N. J.—William P. 
Weber as representative for 
heating equipment in the 
metropolitan New York ter- 
ritory. 


Eclipse Fuel Engineering 
Co., Rockford, Ill.—E. L. 
Mountcastle as representative 
in North and South Carolina. 


Sall Mountain Co., Hamil- 
ton, O.—John W. Kellar ap- 
pointed to special account de- 
velopment in the sales depart- 
ment. 


Kelvinator Div., American 
Motors Corp., Detroit—Ed- 
mund B. Barnes as general 
merchandising manager. 


Spang-Chalfant Div., The 
National Supply Co., Pitts- 
burgh, Pa—David A. Hess, 
representative, transferred to 
the New York district office. 


National-U. S. Radiator 
Corp., Johnstown, Pa.—Ed- 
ward F. James as general of- 
fice manager. 


The Dayton Pump & Mfg. 
Co., Dayton, O.—W. Bruce 
Minteer as district sales rep- 
resentative in California. 


Plomb Tool Co., Los Angeles 
—G. E. Jones as vice president 
and manager of the Proto 
Tools Div., Jamestown, N. Y., 
and Louis Greenfield as prod- 
uct manager to supervise sales 
in the United States. 


Janitrol Heating & Air Con- 
ditioning Div., Surface Com- 
bustion Corp., Columbus, 0.— 
Roy J. Pearce as representa- 
tive in the Brooklyn and 
Queens areas of New York. 


Dunkirk Radiator Corp., 
Dunkirk, N. Y.—The Oscar 
Mann Co. as representative in 
eastern Pennsylvania and 
southern New Jersey. 


Temco, Inc., Nashville, Tenn. 
—A. I. Wallace as representa- 
tive in northern Illinois, upper 
Michigan peninsula, north- 
western Indiana and eastern 
Wisconsin. 
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VULCAN Baseboard 


YEAR-ROUND © HEATING-COOLING 
‘‘Home Conditioning’’ 


integrated with famous 
VULCAN TRIMLINE 


Never has there been anything like it — the first 
integrated year-round baseboard heating-cooling sys- 
tem for the American home. 


Advanced engineering that retains 100% of its 
heating performance and still furnishes a comparable 
amount of cooling comfort. 


In Winter — smooth, balanced distribution of heat 
from Vulcan’s famous TRIMLINE baseboard radiation. 


In Summer — controlled flow of “cooled” air from 
entire length of the same baseboard. 


Tested. Proved — exhaustive research plus hundreds 
of testing hours, both in the laboratory and in the field, 
have proved the value of Vulcan Baseboard “Home 
Conditioning.” 





FOR DESCRIPTIVE LITERATURE AND DATA WRITE TO: 


the VULCAN Radiator Ce. 775 Capitol Ave., Hartford, Conn. 














- 

is You Get More for Your 
Money When You Ask for 
SULFLO! 








Thank You, Sandy! 





That’s right—you get more 
for your money—Because 
of the special formula used 
in making Sulflo Cutting 
Oils, they “stick on the 
job,” and are more ECO- 


NOMICAL in the long run. 


SULFLO quality 
saves Time and Tools. 


SULFLO NO. 1 


For Hand Threading, Tap- r a 
ping and Brush On Jobs. SULFLO Machine-Kut 


For Pipe Threading Machines 





SULFLO NO. 2 and for the machining of high 
For Machine Use Lighter alloy steels. Machine-Kut is a 
density than No. 1. Has sulphurized fluid type cutting 
same properties as No. 1. oil, transparent on work. 


Sulflo Products are sold by selective Distributors 


(If you don’t know who your local SULFLO Distributor is, write us— 
we'll be glad to send you literature and put you in touch with him.) 


SULFLO, INC. ELIZABETH 4, N. J. 
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Mr. NUTS 'N BOLTS says... 


Get a firmer grip on your work 


¢ with GRIPSO 


Special feature TOOLS 


ie 

4 
Amazing new 3-piece 
design multiplies hand 
power 10 times. 4 posi- 
tion parallel jaws give 
non-slip grip on nuts, 
bolts, anything—in hard 
to reach places. 


Trigger-Matic 


Sheer mechanical magic! 
Locks on with 1 ton grip, 
releases instantly, gently 
with touch of the finger. 
Five tools in one. De- 
signed to do more work 
easier and faster for the 
home craftsman. 


Gripso-Matic PIPE WRENCH 


A flick of the wrist, a tap 2 
ofthe hand-pipe turns in- ts 
stantly, perfectly. Stream- 


lined-lightweight, works 
twice as fast as other pipe 
wrenches. A brute for - 


strength. All tools guaranteed 


See your dealer or write H. R. BASFORD CO. 
Dept. DE-7 235-15th St., San Francisco, Calif. 
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iS 4 MoDERN-:-WOODMANSE 


CONVERTIBLE JET PUMPS 





© 4 LIFT on the job..a LIFT for PROFITS 


Rely on dependable Modern-Woodmanse jet pumps for big 
profits from satisfied customers. They lift more water faster, 
install easier, and quickly convert to shallow or deep well. Like 
all better-built Modern-Woodmanse products, they’re designed 
right and priced right . . . to sell well and stay sold. You'll like 
‘em, just as you'll like the bigger, better, complete M-W line 

. the line that solves inventory worries, cuts costs and kick- 
backs, and puts you in a sounder position to do more business 
tomorrow. Send for information now! 


AQUA-MASTER. For shallow and deep wells 
using same pump, tank and motor. Lifts zero to 
100 feet. No moving parts below ground. 





| AQUA-QUEEN. A completely convertible deep- 
2 GREAT NAMES JOIN FORCES shallow well pump using only he jet. No special 
Modern and Woodmanse ... now | 

merged to bring you the combined 

resources of two great plants. Watch | ill ta 

the M-W line. It’s going places! | 


attachments needed. Many models . . . all at low cost. 





A HONEY 
OF A LINE CR 


i - 4 
@): 
Sales Division George Getz. Corp. 


MopeRN-WOODMANSE Dept. DE, West — Ilinois 





<p [] 


Water Systems * Submergible Pumps © Softeners © Filters © Wydrants « Faucets « Water Heaters 





THE BéP. Never before a belted ejector pump so 
versatile, so economical. Uses any size 1725 rpm 
motor. Just change pulley, Operates at any level— 
zero to 100 feet. 








| Fro k-5 ae eo} sKer=), 


IS DUE TO ITS GREASE More Plumbers Specify Haas Fixtures for 
SIMPLICITY IN DESIGN TRAPS Bigger Profits... More Satisfied Customers 





Tecesestaae MURCO 


Haas Quality fixtures wear 


better . . . last longer. Guaranteed 
frostproof closets with cast-iron or china 
hoppers, frostproof yard hydrants and 
pressure tank closets combine better 


Note the absence of com- 
plicated baffles . . . no 
moving parts. . . nothing 






‘ 
H-1 
Frostproof 


we 


| Bowl 
to gel out of order to need ‘Closets. appearance with longer wear. You 
repairs — over 90% effi- ——* oe will make and keep more satisfied 


customers when you specify Haas. 


Get the New Haas Catalog 
and Price List! Write today! 


$47.60) 


ciency. Rated by independ- 
ent laboratory NOT factory 
tests. Its patented vent 
prevents siphonage .. . it 














is easy to install and easy ech ov eg =, 58 a — 
, Industries an nstitutions. 
to clean. MURCO Grease plumber's i 
Traps are sold only through fg 
lumbing wholesalers. , 
‘ 6 Hoos Cast Iron Haas 700 
Washdown ~s — 
(Plumber's Price $45) 
P Tank Closet Hi 
Write for Wlearcugfiaddic vers Ouce Mes . (Plumber's Sestigoeet 





complete Price Yard Hydrant 


catalog or see ‘ ‘ . ip $48.00) (Plumber's 
anne mi te ae | SINCE 1896 Ms since 
on...” MANUFACTURING CO§ . 
Poceeay WAUSAU WISCONSIN 
| THE PHILIP HAAS| COMPANY ¢ DAYTON 2, OHIO 
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They Know Where They Stand 


(Continued from bottom of page 111) 


shows by experience that the current month will | 


be good or lean businesswise. As Leas expresses 
it: “You can take a job and make a profit on it 
in May, or lose money on the same job in Septem- 
ber.” 

In addition to reviewing these forms, Leas also 
checks over a heavy inflow of publications: Real 
Estate Reporters, Daily Pacific Builder, Wall 


Street Journal, Kiplinger reports and such trade | 


magazines as Domestic ENGINEERING. 


Leas, a graduate of the University of Southern | 


California school of business administration, is a | 


member of the California Society of Professional 
Engineers, the American Society of Heating and 


Ventilating Engineers and the Fresno Chamber | 


of Commerce Industrial Committee. Geringer is| 


a past president of the Fresno chapter of Re-|j 


frigeration Service Engineers Society. 


The bulk of the company’s business is in air 


conditioning—heating and cooling. Three-quar- 


ters of the work is commercial, 20 percent resi- | 


dential and five percent is in industrial heating 
and commercial refrigeration. Annual volume is 
in excess of $500,000. A nucleus of 22 employes 


is retained year-’round in the shop, with a peak | 
of 42 men. The shop occupies most of a 75 x 100 
ft one-level building on U. S. Highway 99. Facili- | 


ties include a fleet of 10 trucks. 

Business is obtained in three principal ways: 
by bidding, by personal contact and by direct 
mail. This last method makes use of a neat little 
four-page two-color folder which is sent out in 
response to queries. It takes the prospect on a 
pictorial tour of the plant shop and engineering 
office, and, to help boost air conditioning sales, 
includes a U. S. Weather Bureau chart showing 
the extreme hot weather that prevails in the area. 

(Please turn to top of page 222) 






































| 
WAAR’ 
“The doctor is hoping to break even” 


(Reprinted by special permission of The Saturday Evening Post 
Copyright 1955 by The Curtis Publishing Company.) 
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FOR IN-PLANT PIPING... 


the DRESSER way 


is Easier... Surer! 


f) Fuel and water lines on co 
pressors (left) and other hea 
machinery install quicker usi 

@ Dresser Compression  Fittin 
At building expansion joir 
(below), Dresser Couplings < 
sorb pipe movement, stay bott 
tight, service-free for years. 





You're sure of providing the quickest, most trouble-free in- 
stallations . . . at the lowest possible over-all costs . . . when 
you use Dresser Style 38 Couplings and Style 65 Com- 
pression Fittings! 

They eliminate threading, exact pipe fitting, grooving, 
soldering, flaring and caulking. With Style 65s, for instance, 
you simply stab plain pipe ends into a factory-assembled 
unit and tighten the end nuts. Style 38s assure permanent, 
bottle-tight joints for plain-end steel, cast iron or other pipe 

. wrench-installed in but two man-minutes per bolt. 

Style 65 Fittings are available in sizes from 32" to 
Style 38 Couplings to 12” OD and over. 


SEE YOUR LOCAL PIPING SUPPLIER TODAY 


for the complete Dresser line of 
couplings, ells, tees, re etc. 


Lagan a mao 


9 
“ 








en eS ae 


Dresser Manufacturing Division, 79 Fisher Ave., Bradford, Pa. 
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Rhe 


| (Continued from bottom of page 221) 
HE 


i | Summi hi sys : 
Make a bigger | umming up his company’s control system, | sail 


| Leas claims it offers the plus advantage of stop- 
servl 


SALES SPLASH } ping all fuss and chaos within management at the 
& | superintendent’s office. The man in the shop Th 








doesn’t know what’s going on in the office. He ——_ 
doesn’t even know whose job he’s working on—to the 
him it’s a number, and material and labor are — 
charged to that number. This results in practically Ty 
no mistakes and negligible scrap, because the man Loui 
at the desk does the thinking and planning, and St. L 
the man in the shop does the manual work. than 
Therein, probably lies the whole secret of Con- their 
ditioned Air’s continued success: proper division — 
of labor. END — 
entry 
: . A. 
Quiz Game Builds P-H Sales Rhee 
QUIZ GAMES ARE ONE of America’s most popular sion, 
indoor sports. The public is quizzed on radio and the 3 
television, in newspapers and magazines, at parties to er 
and at home. profi 
This mania for questions and answers is being Th 
used by many contractors as an entree to new on tk 
plumbing and heating sales. The contractors mail they 


to prospects home efficiency questionnaires de- 
signed to quiz the homeowner on the worth and 
efficiency of his plumbing and heating system. 
Sheer curiosity will drive the homeowner into 
filling out the questionnaire. But it is worthless to 
both him and the contractor unless it is returned 
to the contractor for his information and for use 
as a “talking point” on a follow up call. 
Contractors have assured themselves of a siz- 
able return of questionnaires by saying in their 
. ° covering letter: “Not only will this questionnaire 
Sell the uniq ue Spring-Flo be fun to fill out, but by returning it you will be 
entitled to a free gift.” The gift can be anything 


NO SPLASH featu res! from a small thermometer to a service call. 


The completed questionnaire serves several pur- 





Spring-Flo aerators are more than ordinary no-splash devices! 








They freshen and clear water, make it taste, look, wash and , poses. The homeowner gets an opportunity to ap- 
rinse better. That’s why faucets with Spring-Flo are preferred praise a vital part of his residence and is made 
by millions! Here's how Spring-Flo works: conscious of the importance of maintaining high 
1. Spring-Flo puts millions of tiny air bubbles in water. standards in plumbing and heating. 
They replenish lost oxygen, trap and carry off for- Th — — A i tebe PART 
eign tastes, odors and clouding gases. S COMIRCION, OF COUZES, TECEIVES IVSIUADIC promc 
2. The Spring-Flo stream mixes soaps and detergents prospect information which can be used as back- clude 
more thoroughly, so washing action is faster, better. ground for sale follow ups. He also presents him- of Rh 
3. Bubbles in the Spring-Flo stream act like a cushion, i ant aid. + with — distril 
preventing splash. Water spreads, clings, rinses more anes o waning as an ee with a persona pent: 
effectively. interest in the home owners’ problems and, sales 
Tell your customers about Spring-Flo equipped faucets. You’ll through the questionnaire, actually gets a chance ing a1 
make more sales and build customer satisfaction! to spend time with the prospect. 
Home efficiency questionnaires of the type that equi 
ON LEADING MAKES OF FAUCETS . iable i | ra 
ave proved successful are available in Domestic on tl 
SP “ ENGINEERING’S Modernization Sales Kit. This 1. 
Ri NG- Ke) questionnaire can be reproduced by contractors the « 
at approximately $25 per 500 copies. Covering to ail 
y.¥ 5 RA ¥ ORS letters would cost an estimated $20 and postage air c 
4 >. . ‘ 
AC > $15... a total (excluding bonuses for returning 2. 
CHASE BRASS & COPPER CO the questionnaire) of $70 for an introduction that 
AGHNIDES U.S. PATS. 2.210.846—2.316.032 } prospects won't forget. END 
Domi 
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Rheem Holds A-C Sales Meeting 


HESITANCY OF SOME plumbing and heating con- 
tractors to enter the air conditioning sales and 
service field is costing their firms huge profits. 

This economic philosophy is being stressed in a 
series of major sales area meetings sponsored by 
the Rheem Manufacturing Co. and its district 
representatives and distributors. 

Typical of the meetings was one held in St. 
Louis recently, with Ahrens & McCarron, Inc., 
St. Louis wholesalers, as hosts, which drew more 
than 200 heating and plumbing contractors and 
their associates from Metropolitan St. Louis and 
surrounding Illinois and Missouri areas. The 
series is being held in conjunction with Rheem’s 
entry into the heating-air-conditioning business. 

A. F. Cassidy, national sales manager of the 
Rheem plumbing, heating, air conditioning divi- 
sion, told the contractors they are “naturals” for 
the year-round air conditioning field. Hesitancy 
to enter the field fully is costing them mounting 
profits, he said. 

The Rheem firm is concentrating its sales efforts 
on the plumbing and heating contractors because 
they are best suited to efficiently handle the 





PARTICIPANTS in Rheem Mfg. Co.’s air conditioning 
promotional meeting with St. Louis area contractors in- 
cluded (1 to r) E. B. Soby, advertising and sales manager 
of Rheem; E. C. Kuntz, the heating engineer for St. Louis 
distributor, Ahrens & McCarron, Inc.; C. F. Ahrens, 
president of Ahrens & McCarron; A. F. Cassidy, Rheem 
sales manager for plumbing, heating and air condition- 
ing and J. L. Hoyer, Rheem’s national products manager. 


equipment, Cassidy said. He based his feelings 
on three points: 

1. The plumbing and heating contractors have 
the experience of heating which is closely allied 
to air conditioning and a vital part of year-round 
air conditioning. 


2. The contractors hold the confidence of the 
(Please turn to top of page 225) 
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METAL PRODUCTS 
Increase Your 


"'Ntcum Profits 
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NOW IN SALESMAKER CARTONS 


Also: In bulk 34” 
x 20 Gauge to 1%” 
x 12 gauge black or 
bright steel and hot 
dipped galvanized 
in 10’ coils or 
lengths. 







Available: 34” x 20 
gauge hot dipped 
galvanized, black or 
bright steel, gen- 
uine copper, copper 
coated, and enam- 
eled. 











& 20—10’ boxed coils { 
3 salesmaker carton @ 






SAVE TIME 


TINICUM SOLID COPPER 
TUBE STRAPS and LABOR 
Beaded for Extra Strength . . . quickly 
installed. Available in 1”, 34”, 2” and 
34” sizes with or without copperized 
nails. Packed 100 straps in a box. 

SEND FOR CATALOG: PRICE SHEET 


TINICUM METAL COMPANY, INC. 


85th ST. & TINICUMAVE., PHILADELPHIA 42, PA, 


enuine = 


/BARN ES. 
The Gibralter of PIPECUTTERS 


Sf agora as the bulwark 
of Gibralter . . . that’s the 

Genuine BARNES Pipe 
cutter. It is strong. It has stood for many, 
many years in defense of the plumbers 
greatest revenue . . . cutting pipe for promt. 
Furthermore, it guards against the loss of 
time and labor in getting a job well done. 
For the GENUINE BARNES is speedy, ac- 
curate and easy to handle. Has 3 thin, 
sharp, expertly tem- 
pered cutter wheels 
that quickly cut 
through wrought, 
steel and cast iron 
pipe. 








ORDER YOUR 
GENUINE BARNES 
TODAY! 


The BARNES TOOL CO., Inc. 





NEW HAVEN, CONN. 




















ATTENTION! 
meee) ARCHITECTS 
ENGINEERS 


Plumbing & Heating 
WHOLESALERS & 


CONTRACTORS 


If you specify, order or buy: Hot or Cold Water 
Storage Tanks; Air Receivers, Flash, Surge, 
Condensate and Blow-off Tanks; Hot Water 
Generators or Heat Exchangers—you will want 
this new authoritative 34 page reference catalog. 

Get new ideas that will give longer life at 
lower cost from the special sections on alloys; 
clads; Linings of plastic, rubber, copper and 
neoprene. 





Write today for free catalog on your company letterhead ! 


NOVELTY STEAM BOILER WORKS, INC. 


Quality Fabricators for 50 Years 


Clare and Kloman Sts. coma A eos Baltimore 30, Maryland 


Telephone Plaza 2-0425 


NOT ENOUGH DRAFT? 
Fa. ljernlund 


DRAFT INDUCER 


Solves that Problem 
for Good! | 


INSTALLS IN MINUTES WITHOUT REMOVING 
ANY SMOKEPIPE! 
Faulty stacks? Undersized chimneys? Downdrafts? Re- | 


strictions in the heating plant? Laugh at ’em now, thanks 
to Tjernlund Auto-Draft. 








Just cut a rectangular slot in the smoke pipe and band the 
unit on. Adjustable mounting straps provided fit sizes 5” 
through 18”. Adjustment pawl allows variations of draft 
up to 50%. 3 sizes cover range from 1 gal. to 12 gal. oil. | 
From 100 to 1600 c.f.h. gas. Venturi principle assures cool 
running. Approved and recommended by leading furnace 
and boiler manufacturers. 


Sold through wholesalers. Write for catalog sheet. 


4 AUTO 
Tjernlund | Auto 
2142 KASOTA AVE.,S$T.PAUL 14,MINN. | 
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ww hot Water systems. °° 


it’s BROTHERS 


A dependable filler and relief valve tor control- 
ling pressures in hot water heating systems. All 


bronze construction. Factory settings 12 Ibs. 
delivery and 30 lbs. relief. 


SALL Fittings greatly im- 
prove efficiency of entire 
hot water system. Only one 
fitting on return line is 
needed. This directs free 
flow of water through ra- 
diator. 


BROTHERS COMPANY 


2324 Kishwaukee © Rockford, Illinois 
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FREE SERVICE FOR 


Manu factu rers’ Representatives 








MANUFACTURERS’ AGENTS REGISTER NOW! 


a advantage of Domestic Engineering Maga- 
zine’s free service for your benefit. This service will 
keep you posted on lines suitable for you as they 
become available in your territory. Frequently, this 
gives you the inside track toward getting those de- 
sirable, non-conflicting lines that will make you real 


money. For years, Domestic Engineering has maintained 
y y 4 B 


a clearing house of information to bring the manu- 
facturer and the representative together for their 
mutual benefit. Hundreds of agents will attest that 


this free service has been invaluable in the building 
of their business and their income. If you are not 
already registered with us, write today for necessary 
forms and complete information. There is no charge. 
Attach this advertisement to your letterhead and mail 
to Domestic Engineering, 1801 Prairie Avenue, Chi- 
cago 16, Ill. 
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(Continued from bottom of page 223) 
communities they have served for many years. 

3. The contractors have the equipment for 
proper installation of heating and air conditioning 
equipment. 

Cassidy said estimates are that 10 to 15 percent 
of new houses constructed this year will have 
some type of cooling installation. Projecting the 
estimate, he said by 1960 the year-round air con- 
ditioning business will reach $1 billion—at the 
manufacturers’ level and more at the contractors’ 
level. 

“The bulk of this business will go to heating 
and plumbing contractors. To get this business 
contractors must have a complete line of heating, 
cooling, and combination equipment,” he said. 

Reluctance of heating and plumbing contractors 
to enter the cooling field was attributed to the 
“mysteries” of refrigeration, according to another 
member of the Rheem promotional team, James 
Hoyer, national products manager. 

Hoyer, in a presentation of the workings of air 
conditioning units, attempted to “explode” the 
mysteries and reduce cooling equipment to the 
status of another sales product in the thinking 
of contractors. He pointed out that the required 
installation work is no problem to the contractors 
because it is a part of their everyday business. 

Hoyer said this leaves two major items to 
“scare” the contractors—the actual refrigeration 
unit in the system and the computation of cooling 
loads. 

To eliminate the computation factor, Hoyer 
introduced a simplified chart method, developed 
by the Rheem consultants. According to the 
method, the cooling load is figured by a formula 
applied to a combination of the cubic space area, 
insulation, roofing and wall materials, roof over- 
hang, glass exposure, and other factors. It is de- 
signed to present an accurate load estimate within 
a short period. 

Contractors also were presented with detailed 
reports on the new Rheem products, national and 
local advertising programs, and individual dealer 
sales aids. END 


New I-B-R Ratings Released 


PUBLICATION OF THE NEW and enlarged 1955 
edition of the I-B-R Ratings Booklet has been 
announced by the Institute of Boiler and Radiator 
Manufacturers. 

The new edition contains I-B-R ratings—ap- 
proved May 10, 1955—of boilers and baseboards, 
currently being produced. 

Reflecting growth in recognition and use of 
I-B-R ratings throughout the industry is the in- 
crease in boiler manufacturers who now have 
ratings. The 1955 edition lists 30 compared to 

(Please turn to top of page 226) 
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BARBER 


COLMAN 


... For air or chilled water 


@ Provides low-cost, two- 
stage (on-off) control 
of two compressors, a 
compressor and un- 
loading device, or two 
solenoid valves in se- 
quence 


Differential of each 
stage . . . and between 
stages... is adjustable 


Two single-pole, dou- 
ble-throw, snap-acting 
switches operate in se- 
quence 


Graduated external 
adjusting knob 


Lock setting at any 
temperature with ex- 
ternal recessed locking 
screw 


REMOTE BULB, ADJUSTABLE DIFFERENTIAL 


Two-stage Thermostat 








@ May be mounted in any 


position . . . simple to 
install, easy to wire 


Consult nearest Field Office or write . . 








'3594-3 Barber-Colman Company 


| F-6583 


Pasta a 


_ Dept. S, 1308 Rock St., Rockford, Illinois, U. S. A. 











| 


| | 


ONLY PEERLESS OFFERS MORE ATTRACTIVE 
FEATURES FOR GREATER SALES IN 


GAS HEATING 


| Easiest-to-sell .. . smartest 
contemporary styling . . . 
stays sold... trouble free 
operation ... durable easy- 
to-clean finish...inside easy 
to clean...comfort... safety 
---clean even heat...rugged 
construction ... economy, 
low operating cost... thor- 
oughly engineered...warm- 
er floors assured. The Top 
Quality Console Heater line 
for everybody’s purse. Con- 
sistently the best for over 
70 years ...a better buy 
than all the rest. 


Sell the whole PEERLESS 














line-reap the whole profit. 
A size and style for every | 








CONSOLE 
HEATERS 


| 
| 
PEERLESS MANUFACTURING CORP., LOUISVILLE 10, KY. | 





“WITH THE 
LOW BOY LOOK” 


























| OLA te a wae 
in your HOT WATER GENERATOR 


Here is a Hot Water Generator that will give you 





TA N KS the maximum in ww, More hot water at less 
SMOKESTACKS eesoas of ths camieas aomien aeay 
from your FINNIGAN equipment. Adaptable to 
PIPI NG any type ee te od DAN 
WATER HEATERS ins Worer Ceneronen are a sag dak the finest 
material and contain copper removable-coil heat- 
BREECH | NG ing a a size tap- 
ed to fit any jo 
PLATE WORK pings which can us 
BOILERS 


Call, wire or write today for fur- 
ther information . . . there is no 
obligation. 


=F 
S| | 
3) 


4108 C. ST. LITTLE ROCK, ARK. 
41 €. 42nd ST. NEW YORK 17, N.Y 
1425 ELIZABETH AVE., CHARLOTTE, N.C. 


P.O. BOX 2527 JACKSONVILLE 4, FAA. 
3714 14th ST., N. W. WASHINGTON, D.C. 


P.O. BOX 6025 HOUSTON 6, TEXAS 
4431 MAPLE AVE. DALLAS 9, TEXAS 
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THE THOMAS JACKSON & SON CO., READING, PA. 
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(Continued from bottom of page 225) 
25 in 1954. The number of baseboard manufac- 
turers listed increased from 26 in 1954 to 38. 

Listings in the new edition indicate a pro- 
nounced trend to a wider selection of boiler series 
and sizes produced by manufacturers. Boiler 
series listed this year total 126 while last year’s 
edition contained 102. Similarly, the number of 
boiler sizes jumped from 595 last year to 714 in 
the new edition. The baseboard unit listed is vir- 
tualiy doubled in number—from 74 in 1954 to 
143 in 1955. 

Types of cast iron boilers listed are hand, 
stoker, gas and oil fired. Baseboard types include 
cast iron, steel, copper and aluminum. 

The new edition is available from the Institute 
at 608 Fifth Avenue, New York 20, N. Y. The 
price is $1.25. END 


I-B-R Schedules Short Course 


A THREE-DAY I-B-R Short Course in advanced 
heating and cooling design and installation meth- 
ods, including a plan for low-cost homes, will be 
held at the University of New Hampshire at Dur- 
ham, August 9-11. The course, first in the eastern 
portion of the country, is co-sponsored by the 
University and the Institute of Boiler and Radi- 
ator Manufacturers. 

Planned to provide practical “job experience” 
in cutting costs of hot water heating and cooling 
systems, the course is open to contractors, whole- 
salers and others concerned with designing heat- 
ing systems. 

Among the phases of hot water heating to be 
covered in classroom sessions and lectures are— 
How to Design a Zoned System; Designing a 
Competitively Priced Forced Hot Water System 
(series loop baseboard) for Low-Priced Homes 
(with materials list and cost estimates); also 
Chilled Water Cooling Systems; Basic Heat Loss 
Calculations; and Systems for a Ranch-type 
House and a Motel. 

Among the special features of the course will 
be a student-faculty clambake and an audience 
participation skit, “On The Spot” to dramatize 
sales techniques. Registration fee is $30 per stu- 
dent, which includes tuition, lodging in Univer- 
sity dormitories and the clambake. Certificates 
of attendance will be awarded to those completing 
the course. 

In addition to members of the University engi- 
neering staff, instructors will include Arthur L. 
Wales, I-B-R technical secretary and manufactur- 
ers’ engineering representatives. Additional in- 
formation may be obtained by writing “Short 
Course on Hot Water Heating,’ Extension Serv- 
ice, University of New Hampshire, Durham, N. H., 
or the Institute of Boiler and Radiator Manufac- 
turers, 608 Fifth Avenue, New York 20. END 
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THE BEST COSTS NO MORE 






Write for Bulletin 9013 JSG 
Square D Company 

4050 North Richards Street 1HP 
Milwaukee 12, Wisconsin 60 PSI 









APCO is Easy to cut—the composition is such that it 
can be easily shortened with only a hammer and cold 
chisel, if cutting is required. 
APCO is Efficient—does the job it’s supposed to do 
without trouble — withstands stresses and strains of 
ground settling, earth movement, flash floods, constant 
traffic jarring. And KEEPS OUT TREF ROOTS! 
APCO is Economical—once set, you can forget. Its long 
life saves money on street openings, and if replaced by 
larger pipe, it saves again in salvage value. Specify 
APCO and you specify Ever- 
’ lasting satisfaction! 





CAST IRON 


SOIL PIPE 


we 


ALABAMA PIPE COMPANY 


8 PLANTS TO PRODUCE — 8 DISTRICT OFFICES TO DISTRIBUTE 
ANNISTON, ALA 
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rNOTICE... 
to Wholesalers~ 


@ Crown Sanitary Pottery is a 
new source of supply for quality 
pottery at a fair price. 


@ Employees and officials of Crown 
Sanitary, have spent many years 
manufacturing and selling Sanitary 
pottery. 


@ Manufacture a close coupled 
washdown combination, two weeks 
delivery. 


CROWN SANITARY POTTERY, INC. 


772 Division e Evansville, Indiana 
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DISAPPEAR 






SINCE 1901, in thousands of ho- 
tels and restaurants, Filtrine condi- 
tioners have kept water clear of rust, 
tastes, odors. Now, Filtrine offers a 
complete line for every home appli- 
cation. RUST-MASTER to stop rust 
and sediment; TASTE-MASTER to 
banish chlorine and sulphur tastes 
and odors. Small, low-cost, easily in- 
stalled. Renewable elements insure 
lifetime effectiveness, need no tools 
to change. Each unit carries a 5-year 
guarantee. 


Write for catalog 55-TM 
FILTRINE MANUFACTURING COMPANY 


61 Lexington Avenue 2 Brooklyn 38, N. Y. 
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Use with 
1/2" 
electric 
drills 







the right tool is 
GRIPS RIGHT ANGLE HEAD 


e BETTER SHAPE... fits the hand 
e BETTER CONTROL...2-to-1 gearing 
e BETTER CHUCKING...three flats 


A RUGGED TOOL NOTED FOR ITS SERVICE 
“at it’s best when the going is tough!”’ 


at your Jobber 


PRICE & RUTZEBECK 


P.O. BOX 30 HAYWARD, CALIF. 




















the world’s finest *. 


e 


most beautiful ~. 
lavatory leg and- 
towel bar with the - 


+. NEW Aweded” ESCUTCHEON! 


Model RC-25 "+, . ae 
>. = & 6.6? 

® Now .. . Reed-Cromex lavatory legs have a new 
‘“Lok-Flange’’ Escutcheon. Hex-shaped, it is newly 
styled . . . like a glistening jewel. Here are the world’s 
finest, most beautiful legs and bars . . . ‘‘years-ahead’’ 
styling in contemporary motif to give you ‘‘dollars- 
ahead"’ profits right now! 





Not only can you sell more Reed-Cromex legs and bars, 
and sell them faster . . . you make bigger profits on every 
sale. Moreover, Reed-Cromex legs and bars are quick and 
easy to install. They go on right . . . stay tight . . . the 
first time! You never need worry about ‘‘call-backs.”” 

Ask your wholesaler, or send today for all the facts to 
Reed-Cromex Corporation, 492 South Green Rd., Cleve- 
land 21, Ohio. 


Reed- CromeX 


Guaranteed Unconditionally 
LAVATORY LEGS AND TOWEL BARS 


. are available in the “‘Custom-Hex’’ shown here, 





e “Tu-Step” Hex, and the ‘Round Fluted” . . . to 
enable you to provide finest quality and also meet price 
competition. 
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HiA OAKUM 


Combines Top 
Quality with 
Convenience 








Oakum and Packing for every purpose. Made from select 
materials, carefully prepared. Single or eight-strand— 
Tarred, Untarred or Dry Unoiled—also Square Braided 
Jute. Put up in various style packages designed to make 
the contents both easy to use and convenient to handle. 
Particularly popular are our attractive 5 lb. red box and 
50 lb. cartons that fully protect the goods, prevent wastage 
and help to keep surroundings clean. H & A Oakum and 
Packing are distributed by leading jobbers everywhere. In- 
formation mailed on request. 


Complete stocks carried at mill 
and at all branches. 


THE HOOVEN & ALLISON COMPANY 


"Spinners of Fine Cordage Since 1869" 


XENIA, OHIO 


1322 West 13th St. 9th & Douglas St. 740 Washington Ave., N. 
KANSAS CITY, MO. OMAHA, NEB. MINNEAPOLIS, MINN. 






























CHECK THESE FEATURES 


VVERY LOW RATES 
VCLEAN COMFORTABLE MODERN 
ROOMS 


VA — HOTEL COME AS YOU 
R 

VONE BLOCK FROM STATE ST. 
SHOPPING 

VA FEW BLOCKS FROM ALL ENTER- 
TAINMENT 

V3 MINUTES FROM THE FINANCIAL 
DISTRICT 

VFREE RADIO-TV AND AIR CONDI- 


TIONING AVAILABLE 


———— JUST A FEW _ BLOCKS 

FROM HOTEL 60c OVERNITE 

VCRIBS FOR THE BABIES—COTS 
FOR THE CHILDREN 


ALL THIS 


SINGLE 
FROM $4 AND UP 


HOTEL 
20 S. DEARBORN ST. at MADISON 
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How to Anticipate Objections 


SALES THEORY INDICATES that there are only four 
easy steps from the beginning to the close of a 
sale: Attention, interest, desire and action. Each 
step is taken in its correct order and the sale 
moves along logically and easily. Everything is 
smooth sailing .. . in theory. 

Unless . . . some practical-minded customer 
upsets this sales theory with a sales objection! 

You know that this happens sometimes when 
you sell plumbing and heating equipment. Cus- 
tomers resist buying. They raise objections. And, 
unless carefully handled, the smooth sailing sale 
sails right out the window. 

Successful plumbing and heating contractors 
have discovered a way to keep the number of 
customer objections at an absolute minimum. This 
technique helps them organize better sales talks, 
drive home their sales points, and avoid the 
danger of starting an argument with the customer. 
Also, it makes it easier to answer any objections 
the customer does bring up in the sale. How? 

They apply the #1 rule for handling customer 
objections: Anticipate every possible objection 
a customer may raise. 

When you anticipate your customer’s objec- 
tions, you avoid a great deal of trouble in selling. 
You can keep price objections at a minimum by 
anticipating them and building up value for your 
plumbing and heating equipment before the cus- 
tomer mentions price. 

You will find that anticipating your customer’s 
objections helps you build better sales talks. In 
fact, one of the best ways to develop a standard 
sales talk is to present answers to customer’s 
questions in a logical order. Customers ask ques- 
tions or raise objections because they want more 
information. These are keys to interest that help 
you develop a logical sales talk . . . a demonstra- 
tion that makes more sales for you. 


Avoid an Argument 


The best way to win an argument is to avoid it. 
When you anticipate your customer’s objections, 
you can drive home the other side of the argu- 
ment. You present facts—not counter arguments. 
Also, you get away from a defensive position on 
your customer objections. Anticipation gives you 
a strong offense which is the best defense. 

You may anticipate all objections. Yet, for some 
reason or other, you may neglect to work all the 
answers into your sales talk. You will still have 
a distinct advantage in handling your customer’s 
objections. You will not be caught short with an 
unexpected question. You will have anticipated 
it and can keep calm as you answer it to your 
customer’s satisfaction. 


Remember rule +1 for handling your custom- 
(Please turn to top of page 230) 
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/ Our Business 
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Not a Sideline 


NO-SOL 


Toilet Float 


Patented spud attach- 
ment. Gasket securely 
seamed between two 
halves. 


4” x 5” No-Sol <> 


We specialize in copper and brass floats for 
open tank applications. Spherical, oval, 
cylindrical, pancake, and other types—all in 
various sizes and with attachments as re- 
quired. 


We have been manufacturing floats exclu- 
sively for over 47 years. 


S f F ougcotalog 






YOUR SPECIFIC PROBLEM WILL RECEIVE OUR 
PROMPT ATTENTION—WRITE TODAY. 


in, ati 





3047 N. ERIE STREET, 


ste} hile mime). ite) 
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The AYLING & REICHERT CO. : 








for year round 
protection 


install VOGEL 


CLOSETS 







OVER TOP FLUSH 
Frost-Proof closet wi 
vitreous china bowl 

lustrated here is a gre 


convenience installed 


VOGEL PATENTED 


rear porch of a residenc 
VACUUM BREAKER 


The Number 15 is a ne 
durable outfit plus a re 
water saver. No mec 
anism in tank to get o 


of order 


VOGEL closets and hydrants have been 


Frost-Proof 


The Vogel NUMBER 15 


an outbuilding or on the 


BALL CHECK WASTE Over 1,000,000 Vogel frost-proof 


(Patented) stalled. Not one has ever frozen! 


Joseph A. Vogel Company 
WILMINGTON 99, DELAWARE 
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| AERATING 
SHOWER 


HEAD 
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THE SHOWER 
HEAD ALL 
AMERICA WANTS! 


The Only ONE INTERNAL 
PART Aerating Shower Head! 
Saves Woter — Heat — Soap! 
Threaded connection fits Standard 
1/2”. Pipe. Solid Brass with 





HERE’S THE DEAL... 
Oiblle- Stream 

Beautiful Chrome finish.BUY NOW! ; 

Take Advantage of This Special No.B-100,to sell at > 3.95 

6 tor 5 DEAL. LIMITED TIME ONLY! . x6 


ORDER THIS SPECIAL No. 645 PACKAGE WEMALUM Atta wee 27h 
FROM YOUR WHOLESALER NOW! 


WRIGHTWAY prorit $40.52 
EWCINEERING C0. 339-41 W. 112th Place, Chicago 28, Ill. 


Mfr's, of "BUBBLE-STREAM” FAUCET AERATORS 






DEALER cost 13.18 












ONLY 


Give you 
Short Stroke 


power 





—V-8 or SIX—in every model! 





NOW America’s Finest Bathtub Protection 


ROTECTUB Covers 
ausFS Ways Getter 


.-.for preventing damage 


after tubs are installed. 
1. PROTECTUB Deluxe 
— The thick corrugated 
box board cover with 
exclusively processed 
woter repellent liner. 
2. GUM-A-TUB Economy 
liner — Pre-cut, pre- 
shaped gummed back 
cover. Applied by wet- 
44 ting with damp cloth. 
Repair Touch-up “1 3. COATATUB — Low 
bong moe nelew Cost Liquid Vinyl Plastic 
waterline. applied with whitewash 
If not available at your wholesaler, write Dept. DE brush — peels off. Comes 
PROTECTUB INC., 71 Ludiow St., N. Y. 2,.N. ¥. — in gallons and drums. 
Wholesalers Price Sheets & Mailing Literature Available 























Ask about our New 
Porcelain Enam 
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(Continued from bottom of page 229) 
er’s objections: Anticipate every possible objec- 
tion a customer may voice. 

To illustrate this rule, let’s anticipate a question 
you may have in your mind right now. You want 
to know how you can apply this rule in handling 
your customer’s objections: 


1. Get your customer’s viewpoint. 

Selling is based on presenting your plumbing 
and heating equipment from your customer’s 
viewpoint. You visualize what your customer 
will gain as you make your sale. You paint vivid 
pictures of the benefits your customer will gain 
when he buys a new air conditioning unit, for 
instance. 

When you anticipate your customer’s objec- 
tions, you use this same selling technique. You 
visualize the things your customer wants to know 
about your plumbing and heating equipment. 
You take into consideration the customer’s de- 
sires, beliefs, prejudices and knowledge. 

For instance, your customer may not know 
that a furnace that is larger may actually save 
heating bills later on. He may have a prejudice 
about air conditioning. He may believe that a 40 
gal. water heater is adequate for his needs. And, 
he may have a desire to avoid trouble, save 
money, and to be proud of his home when the new 
plumbing and heating equipment is installed. 

One way to use this technique is to have a friend 
who is a typical customer ask you questions all 
during your sales talk. Every time a question 
comes to his mind, have him interrupt you with 
this question or objection. This will give you a 
clue to your customer’s viewpoint and you can 
re-arrange your presentation or develop answers 
to these questions so they are covered before the 
customer has an opportunity to voice them. 


2. List the most common objections. 

If you were to sit down right now with a pencil 
and paper you could probably make a list of ten 
or twenty objections your customers raise. This 
list, even though not in the order of importance, 
will give you some of your hot spots in selling. . . 
areas where you have trouble answering cus- 
tomer objections. 

Your list of customer objections will not be 
standard. Another salesman selling the same 
kind of plumbing and heating equipment will 
have a different set of objections in his list. This 
is a personal problem, but by writing down the 
objections you encounter frequently, you will 
have an analysis of your own problem. 

After you have made a list of twenty common 
objections, go over them and see if there are any 
duplications. You may find, for example, that four 
or five of your common objections all boil down 
to competition. Or, the common objections may 

(Please turn to top of page 233) 
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THE NEW Brera TANK 
WITH AIR CONTROL so.nn 


6 gallon operation which gives .8 gallon draw 
between 20-40#. 
trol and prime plug. 


Price includes tank, air con- 


—and priced surprisingly low! 





Check these outstanding features: 


% Guaranteed for 1 year Bs Inside galvanized sur- 
against defects. face coated with new 

2 Light weight permits plastic finish. 
mounting on dis- 7 Extra inside joint ring 
charge line. of zinc coated steel. 


3 Tanks tested at g Heavy bronze weld 


200# pressure, around circumference. 
hydrostatic. 9 Longer life and more 
Save as much efficient operation. 

9 
as 50%, 10 Ideal for installation 
Formed from ZINCGRIP where space is 
galvanized steel. limited. 


BRADY AIR CONTROLS, 





THE Complete LINE 


Fittings for Copper Plumbing + Heating 
Air Conditioning « Refrigeration 
WROT, CAST and DRAINAGE SOLDER FITTINGS 


FLARED TUBE FITTINGS # VALVES « BALANCING VALVES 


At better Jobbers everywhere Write for our new Wrot 


Catalog or for the Complete Line Catalog No. 51 


KEYSTONE BRASS WORKS « ERIE, PA. 





Smoothly Bends Any Pipe or Tubing 
34" to 144" O.D. 


@ Just a twist of the 
wrist assures perfect, 
even bends — right 
angle, any angle, U and 
offset. Save enough 
on ONE job to pay 
for your HANDY 
TUBE BENDER. 





vr 
free feider 
'. 


HOLSCLAW BROS., INC. 


436 N. WILLOW ROAD © EVANSVILLE, INDIANA 
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INC. 


- RUST DISCOLORS : 











water pressure 


af 


Contact 
your SUPPLIER Ta 


MANUFACTURER 
NOW! 


1000 East 18th St., © Muncie, Indiana 












IRON REMOVAL FILTER 


Iron and all other foreign. matter is removed, 
leaving water crystal clear and palatable. Sold 
through Plumbing Supply Wholesalers. Write for 


catalog and prices. 








OSHKOSH FILTER AND SOFTENER CO. 


Oshkosh 


Wisconsin 








INDLEY’S 


PLUMBERS’ 
SPECIALTIES 


—a complete line of small indis- 
pensable items—rods, bolts, nuts, 
screws, wires, tubes, flanges, wash- 
ers, guides, pins, etc.—handy to 
use in emergencies—prerequisite 
in finishing many a plumbing job. 








HINDLEY MFG. CO. 53 John St., Valley Falls, R. |. 
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BUILT-Ih 


This identifying mark cast on PRIER products—not just an initial, but the name 
gt UFETi ng ‘ : , 
Ais Ny, and address—is your guarantee that only the finest materials have been 
s Up fashioned by the most skilled workmen into a finished product that 
has been thoroughly tested and inspected. 





PRIER stands fully behind the materials and workmanship 
of every PRIER product. And we prove it by clearly and 
permanently identifying every single one. 


PRIER BRASS Manufacturing Company 


7801 Truman Road, Kansas City, Missouri 


Ria. 


Lt 
% 
o 
- 
o 
= 








WASHINGTON, D. C. 


Raleigh Qa 


on Famous LE“ 


Joseph Massaglia, s., Pres. Midway belwcen the Copetel 









SILICONE TREATED 








John F. Schlotterbeck, Mor. { the While Howse RUBBER POPPET 
Headquarters for tourists and business people. Raleigh Room renowned : TT 
for fine cuisine . . . Pall Mall Room for Banquets. Special Courtesies to Save enough Servree Ser 
Honeymooners. 500 Air-Cooled Rooms from $6 single, $9 double. to pay for themselves. 

OTHER MASSAGLIA HOTELS Ideal for jet pumps. 

© Hotel MIRAMAR, SANTA MONICA, Calif. © Hotel SHERWYN, PITTSBURGH, Pa. a Write today for 4 
© Hotel SENATOR, SACRAMENTO, Calif. © Hotel EL RANCHO, GALLUP, N. M. | Bulletin 703. 
© Hotel SINTON, CINCINNATI, Ohio * Hotel BOND, HARTFORD, Conn. 


© Hotel PARK LANE, DENVER, Colo. 
s STRATAFLO PRODUCTS, INC. 
WORLD-FAMED HOTELS — TELETYPE SERVICE — FAMILY PLAN | FORT WAYNE 1, INDIANA 

















K Oo be L & fe Exameled Suon Wholesalers and Manufacturers: 


THIS IS YOUR SLOGAN! 
TWIN-DRAINBOARD SINKS Use it in your advertising and 


stationery. 


Models to meet every need or installation problem. 
One-piece, without joints. Utmost utility is afforded 
by the continuous, self-draining work surfaces. Kohler 
enamel, acid-resisting clear through, is protected from 
strain by a base of nonflexing cast iron. Full line of 
undersink cabinets available. 





Page 196 
tells you 
how to get 
logotypes 


Kohler Co., Kohler, Wisconsin + Established 1873 and stick- 


KOHLER or KOHLER || 
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(Continued from bottom of page 230) 
be stalls or excuses, or that old bugaboo price. 
Your analysis of your list of customer objections 
will give you a good clue to where you need to put 
more emphasis in your selling. 

3. Write Out Your Best Answers. 

Selling plumbing and heating equipment is 
oral—not written. Regardless of how well you 
can write out your answers, you will not be able 
to present these answers from your writing .... 
you must give your answers to these customer 
objections verbally. 

Writing out your best answers will, however, 
give you time to give each answer your concen- 
trated thought. As you work to write out an 
answer, you will be organizing your thoughts. 
And, when your thoughts are well enough or- 
ganized to write out an answer, you will have a 
good idea of how to answer your customer’s 
objections. 

Then, too, writing out your answers gives you 
another advantage. It helps fix the answer in 
your mind. It makes it easier to remember the 
way you thought of answering this customer ob- 
jection. Your written thoughts become oral 
thoughts when you are talking to a customer 
about some new plumbing and heating equipment. 

4. Organize Into Your Sales Talk. 

You have collected a list of common objections 
and worked out an answer to each of these stum- 
bling blocks. Next, you want to use this material 
in your sales talk. You want to anticipate the 
objection and cover the answer before your cus- 
tomer voices the thought. 

One way you can do this is to write the objec- 
tions on 3 x 5 cards. On the same cards write out 
your best answers to the objection. This will 
give you a compact set of questions and answers 
to work with in your organization for anticipating 
your customer’s objections. 

Next, arrange these cards in logical order—the 
order in which your customers bring up these 
thoughts in the sale. Then, as you go through 
your planned sales presentation, you can follow 
the common objections and bring up your answer 
before your customer mentions it. Thus, through 
anticipating what your customer is thinking, you 
avoid the danger of losing control of the sale... 
and perhaps the sale itself. 

5. Keep Adding New Objections to Your List. 

Selling is a dynamic profession. Times change. 
Your customer’s viewpoint will change. Current 
happenings will bring up new objections. Answers 
that worked like a charm last month may not 
ring the bell now. Keep adding to your list of 
common objections to anticipate everything. 

For instance, a common objection may be that 
the customer does not want to wait for delivery 

(Please turn to top of page 234) 
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TESTING D 
GUARANTEE 
LEAK PROOF DRAINAGE LINES 


Test your drainage lines the quick and 
simple MUTUAL way, with these proven 
devices. Guarantee every job leak-proof. 
Write for details on the complete line of 
MUTUAL TESTING DEVICES. 


OTN 


VICES 








Ratchet Test Plug Wrench 


MUTUAL MANUFACTURING CO. 


45-16 162nd St. - Flushing 58, N. Y. Test ring 





Ratchet Test Plug 








— promote cleanliness — 
= cut soap costs i 


Write for | Their economy and efficiency are ‘ 
Catalog 47\ being utilized to excellent advan-|) 
ou details | tage today in industrial plants, | 
schools, hospitals, hotels, airports, |) 

service stations, public buildings, etc. 


THE IMPERIAL BRASS MFG. CO. 
1231 W. Harrison St., Chicago, Illinois 








or centra 
puildings ° 





For 50 years 

the seat of 

good housekeeping 
Advertised in The 
SATURDAY EVENING 
POST—to boost 

sales for 

you. 








Vv 
STANDARD TANK & SEAT COMPANY 
CAMDEN 2, N.J. 


©s.7.48.60 e 


Again Available Wesco 
Solid Copper Tube Straps 





Made of solid copper with 
Tit in sizes %” to 34”. ALL 
pa sizes available without 





TIT 


WESCO (Tit) Tube Straps SAVE TIME; 
CUT LABOR COSTS. The quick, easy 
“SNAP-ON” feature leaves hands free to 
line-up and nail. Use WESCO Hangers on 
your next installation. You'll be amazed 
at your INCREASED EFFICIENCY. 

@ Ask Your Jobber for Wesco Hangers 
® Straps for Copper Tubing. 


WESCO MANUFACTURING CO. 


P. O. BOX 175 WELLSVILLE, OHIO 
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Reversible Ratchet 
STOCKS and 
Adjustable DIES 


Exceptionally convenient where space 
is limited, this stock simplifies pipe 
threading close to walls, in corners and wher- 
ever operating room is restricted. With adjust- 
able dies (cut exact, over or under size 
threads) it is an ideal tool where valves and 


Write for Catalog 
showing complete line 
of the “Better Pipe 
fittings are being installed or maintained. Tools.”’ 


BROS. TOOL CO. 


CHICAGO 30, ILLINOIS 


ARMSTRONG 


5223 W. ARMSTRONG AVENUE * 











I'VE MORE*! 2: | 
CALL BACKS |NO TROUBLE 
ON NEW HEAT-| FOR ME-1 USE 


-| KEK - IN 
6 SvSTEee EVERY JOB 


















Even new steom or hot water systems need 
cleaning. Use KEK to remove foreign matter (oil, 
compound, etc.) and seve call ok expense. 


KENnITé LAB... 
CONCRETE INSERTS 


ONE SIZE 
FOR 8 SIZES 
OF BUTTONS 


Cast iron, easily and quickly fas- 
tened to any forms. One size of 
insert handles eight sizes of but- 
tons. 


FOUR MAJOR ADVANTAGES 
Save labor - speed up jobs - nail 
or screw to forms - held in place 
while pouring. Installed BEFORE 
button size is determined. 
Prices—write to Healy-Ruff Co. 


HEALY-RUFF COMPANY 


770 HAMPDEN AVE. ST. PAUL 14, MINN. 


ENGESSER 


BULL BITS 
DRILL Smoother 


SAFER & FASTER 


This is true... 




















rome 









for top efficiency 


on particular jobs .. . all jobs 
i . in tight places . . where 
speedy, clean break through is es 
sential . . . to avoid detour, re 
routing of pipelines Convenient 
length operating shafts for beth 


short and long range jobs 

REPLACEABLE HARD STEEL BLADES 
REPLACEABLE SCREW PILOT 

5 Sizes: 2”, 112”, 114”, 1” and 

1%” IPS 
WILLIAM L. ENGESSER & CO 
9745 E. Rush St. @ &E! Monte, Calif. 
P. O. Box 506 FOrest 8-9424 
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(Continued from bottom of page 233) 

for a few weeks. You work out a good answer 
for this and plan when to anticipate it in the sale. 
Next month you may have the equipment in stock 
and there will be no delay—hence no objection. 
Or, you may be getting price objections due to 
some temporary competitive condition. Six months 
later your anticipation of this objection will be 
out of place. 

Plumbing and heating contractors who antici- 
pate their customer’s objections are always alert 
to changes. They keep their list of common ob- 
jections right up to the minute so they can 
anticipate any question or objection a customer 
may have at any time. Thus, they can apply the 
No. 1 rule for handling customer’s objections: 
Anticipate every possible objection a customer 
may raise. END 


A-C for Largest Summer Theatre 


THE GATEWAY MUSICAL PLAYHOUSE, Somers 
Point, N. J., lays claim to being the largest sum- 
mer theater in the country (1500 seats). And the 
management is so proud of their new ventilating 
system that they’re considering claiming the title 
of “most comfortable,” too. 

The theater has a volume of 375,000 cu ft 
Eleven power roof ventilators have been installed 
with a combined air-moving capacity of 200,500 
cu ft per minute, providing for a complete air 
change every 1.8 minutes. 


How Air Is Replaced 


Air replacement is accomplished through 30,000 
holes, 34 in. in diameter, drilled in the floor. Cool 
air from the basement rises through these holes 
(20 under each seat), while warm, stale air is 
being exhausted by the power roof ventilators. 
Side openings and floor grilles provide additional 
fresh air access. This system, designed to make 
good use of the most modern equipment available, 
provides an equally comfortable and pleasant at- 
mosphere in all sections of the theater . . . even 
in corners which might normally be expected to 
trap pockets of “dead” air. 

To insure almost silent operation, the fans in 
the roof units are connected directly to the motor. 
(This feature also is designed to insure low main- 
tenance and service requirements.) 

The power roof ventilator units (manufactured 
by the Ilg Electric Ventilating Co., Chicago) are 
installed.in “penthouses” on the roof of the the- 
ater. The penthouses are placed to insure an even 
rate of exhaust from all parts of the theater attic. 
Three sizes of fans are used: four 42-in. diameter 
(each with an air-moving capacity of 15,500 cfm) : 
two 36-in. diameter (11,000 cfm capacity); and 
five 48-in. diameter (23,300 cfm capacity). ENnp 
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ed to Makes Any Fire D oor 
ns in A "SAFETY VALVE"! 


10tor. INLAND Safety Door Closer 
main- For Gas and Oil Conversion 
BURNERS 


Used by Thousands of Utility Companies 


KAINER © 
QUALITY 


THE Standard of QUALITY 


KAINER 


HEATING SPECIALTIES 








tured and Contractors for Years 
Replace the regular boiler or furnace door for Over 30 Years! 
) are hinge pins with the Inland Door Closer, file There’s always less selling 
. th down the door catch and you have an extra effort needed when you sell 
e- “Safety Valve” on the job. Gentle spring KAINER—the name that, for 
over 30 years, has signified the 


tension allows door to swin en on slow 
oe best in heating specialties. New 





even or faulty ignition of burner and then close. Fold 
attic Wedge holds door open when necessary. It's a Governors sent upon 
: easy to install with the NEW SPRING ‘equest. 
neter oe an ane—~1/9"—5n0"—-2/8" 4sk Your Jobber About C-3 
pond ae ht ae me le Da dali 
: a aiaied 6) LEXINGTON STREET 
and See your jobber or write us. Pat. #2,605,097 KAINER: & CO. iene \. ess 








END INLAND MFG. CO. i120 N. CICERO. CHICAGO 51, ILLINOIS 
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ADVERTISEMENTS 





SITUATIONS OPEN 





WORKS MANAGER 


Starting range $12-15,000. Plant of 600 
employees seeking a supervisory head 
with experience in water heaters, re- 
frigerators or allied line. RAY ED- 
WARDS AND ASSOCIATES, 28 East 
Jackson, Chicago 4, Illinois, WEbster 
5-2905. 


manufacturer’s representative selling 
heating equipment in New York metro- 
politan area. Draw vs. commission— 
must be experienced, submit details. 
Address Key 607-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 
WATER HEATER SUPERVISOR 
Man wanted, experienced in the com- 
plete manufacturing of water heaters. 
Good opportunity and salary. Give full 
particulars and experience. Confiden- 
tial. Address Key 564-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


NATIONAL SALES MANAGER. ONCE- 

in-lifetime opportunity with  top- 
rated manufacturer of plumbing fix- 
tures. This is an executive position not 
a sales job, but selling success is de- 
sirable. Here is a demanding job, but 
a rewarding one. Substantial salary, 
bonus and other benefits await the right 
man. Please furnish complete chron- 
ological resume and personal history 
together with record of earnings and 
supply recent photograph. We will 
screen all replies for our client, and 
correspondence will be handled in com- 
plete confidence. ROBERT CHRISTO- 
PHER ADVERTISING AGENCY, 20 
North Wacker Drive, Chicago 6, Illinois 


SALES REPRESENTATIVE 


Nationally known manufacturer of 
plumbing fixtures wants a man age 25— 
35 for the Indiana territory, with head- 
quarters in Indianapolis. Some plumb- 
ing background desirable. Address Key 
623-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED 


MANUFACTURER'S REPRESENT A- 
tive with some knowledge of heating 
and cooling to sell only to plumbing and 
heating supply jobbers but willing to 
contact engineers and trade. To sell 
complete line of baseboard radiation, in- 
dustrial finned tube radiation, liquid 
cooling, boilers and heating accessories 
for midwest manufacturer. Some ex- 
cellent eastern, southern and western 
territories open. Give us all details, 
lines now handled and territory covered. 
Address Key 613-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 
Manufacturer of vitreous china, cast 
iron and steel plumbing fixtures has a 
few territories open. Would be inter- 
ested in aggressive sales representative. 
State territory covered and lines now 
handling. Address Key 608-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 








236 





RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including 
heading and address. For keyed address count seven words. 
Minimum advertisements, $3.00 per insertion. Rates for bold 


face advertisements, $6.00 per inch. Address all advertisements 
to Classified Advertising Department, DOMESTIC ENGINEER- 


ING, 1801 Prairie Ave., Chicago 16, Illinois. 


All Classified 


Advertisements are payable in advance! 











REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





EXPERIENCED SALESMAN WITH 
following, to sell complete line of 
plumbing goods to plumbers. Drawing 
against commission. Address Key 617-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
MISSOURI, KANSAS, NEBRASKA 
IOWA 
Long established, leading manufacturer 
of nationally-advertised PURITAN toi- 
let seats and related items, needs repre- 
sentative immediately for above terri- 
tory. Sales now at all time high. Write 
or phone Elmer Rocker, CENTURY 
PRODUCTS, INC., 8219 Almira Ave., 
Cleveland 2, Ohio. OLympic 1-2000. 





MAN, OR ORGANIZATION, FAMILIAR 
with wholesale heating trade in Mich- 
igan, Ohio, Chicago (or Illinois), Erie 
area of Pennsylvania for old established 
large scale manufacturer of convector 
and baseboard radiation, oil and gas- 
fired boilers, forced air furnaces. Local 
stock can be arranged if warehouse 
facilities available. Address Key 612-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


~ REPRESENTATIVES WANTED 


Long established manufacturer with 
complete line of plymbers cast brass 
and tubular products, competitively 
priced, desires solid representation 
through manufacturer’s representatives 
selling plumbing and heating channels. 
Territory — Wisconsin, Michigan, IIli- 
nois, Indiana and Ohio and upstate New 
York. State actual territory actively 
covered and all details. All replies con- 
fidential. Address Key 611-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


~ REPRESENTATIVES WANTED 


We manufacture a complete line of 
plumbers brass goods, both rough and 
chromium plated and are looking for 
aggressive representation in the follow- 
ing territories: 

Chicago—Milwaukee 

Indiana and Kentucky 

New Jersey 

Ohio 

Oregon and Washington 

Dominion of Canada 
Address Key 610-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 








MICHIGAN 


Well established representative calling 
on wholesale plumbing supply jobbers 
to sell a well known quality line of 
chrome plated fittings and nipples, at- 
tractively priced. State of Michigan is 
available on an exclusive basis. Address 
Key 614-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


EXCLUSIVE PROTECTED TERRI- 

tories open for nationally distributed 
unique washer replacement plumbing 
specialty item packaged for sale to 
plumbing supply houses, hardware dis- 
tributors and retailers. Unique demon- 
stration sells 8 out of 10 on first call 
Address Key 598-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


MANUFACTURER'S | 
REPRESENTATIVE 


for leading eastern manufacturer of 
nationally advertised line of plug, relief 
and high pressure service valves, meter 
connections, pipe tapping machines, 
etc., to contact any one or all of the fol- 
lowing: gas _ utilities, water works, 
plumbing, heating and industrial sup- 
ply houses. Straight commission. Par- 
tially established, protected, exclusive 
territories open. Reply to E. S. Boyer, 
Director of Sales, WELSBACH COR- 
PORATION, Kitson Valve Division, 
Philadelphia 29, Pennsylvania. 


MANUFACTURER’S REPRESENT A- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, 
excellent commissions, exclusive terri- 
tories open. Write full details in confi- 
dence. Box DE 1299, 221 West 4lst 
Street, New York City. 














Aggressive sales representatives to sell 
a full line of chromium plated brass 
nipples and fittings, anti-syphon traps, 
plumbers abrasive cloth and other 
plumbing specialties to wholesalers. 
Substantial commissions. All territories 
open. STANDCO Corporation, 66 Free- 
port Street, Boston, Massachusetts. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 238 AND 240 
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Che Hallmark | 
mi C= a \ 


Three thousand four hundred and fifty advertiser, 
agency and publisher members of the Audit Bureau of 
Circulations have a voice in establishing and maintain- 
ing the standards responsible for the recognition of this 
emblem as the Hallmark of Circulation Value. It repre- 
sents the standard of value that these buyers and sellers 
of advertising space have jointly established as measure- 
ment for the circulation of 
printed media. 

The basis for arriving at the 
advertising value of a publica- 
tion is the Bureau’s single defi- 
nition of net paid circulation. 
With this as the standard, the 
circulation records of A.B.C. 
wees members are audited 

y experienced circulation audi- 
tors. As specified in the Bureau’s 
Bylaws, A.B.C. auditors have 

‘access toall books and records.” 

Subscription and renewal 
orders, payments from subscrib- 
ers, paper purchases, postal 
receipts, arrears are among the 


with specialized 
advertising appeals. 









SEND THE RIGHT MESSAGE 
TO THE RIGHT PEOPLE 


Paid subscriptions and renewals, as 
defined by A.B.C. standards, indi- 

cate an audience that has responded i 
to a publication’s editorial a 
appeal. With the interests 
of readers thus identified, 
becomes possible to reach 
specialized groups effectively 





ae 


publisher’s circulation records that are painstakingly 
checked by auditors and the resulting data are con- 
densed and published in A.B.C. Reports. 

Experienced space buyers use the audited information 
in A.B.C. Reports as a factual basis for their decisions 
in evaluating, comparing and selecting media. The 
FACTS in A.B.C. Reports for business publications 
include: * How much paid circulation 
¢ How much unpaid distribution ¢ 
Occupational or business breakdown 
of subscribers * Where they are located 
¢ How much subscribers pay * Whether 
or not premiums are used * How many 
subscribers in arrears * What percent- 
age of subscribers rénew. 

This publication is a 
member of the Audit Bureau 
of Circulations and is proud 
to display the Hallmark of 
Circulation Value as the 
emblem of our cooperation 
with advertisers. Ask for a 
copy of our A.B.C. Report 
and then study it. 
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A.B.C. REPORTS—FACTS AS A BASIC MEASURE OF ADVERTISING VALUE 
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ADVERTISEMENTS 





REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


LINES WANTED 





LONG-ESTABLISHED 


water heater manufacturer with com- 
plete line of glass-lined and galvanized 
gas and electric heaters desires solid 
representation to the wholesale plumb- 
ing trade in the states of Illinois, Michi- 
gan, Indiana and Ohio. Please state 
territory covered, lines now selling, etc. 
All replies confidential. Address Key 
605-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


MANUFACTURER REPRESENTA- 


tives desired 7 well established 
manufacturer. 275 gallon oil tanks. 
Competitively priced. New Jersey, New 
York, Maryland and Washington, D.C 


open. Address Key 609-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
eago 16, Illinois 


WANTED 
MANUFACTURER'S 
REPRESENTATIVES 


Established manufacturer of a com- 
plete line of IBR approved fin pipe ra- 
diation and enclosures seeks represent- 
atives with knowledge of heating and 
following among engineers, wholesalers 
and contractors. Key territories avail- 
able, New England, New York State, 
Pennsylvania, other excellent terri- 
tories also available. Address Key 
578-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 
MANUFACTURER'S AGENTS WANTED 
calling on plumbing supply houses, to 
sell complete tubular and cast specialty 
quality line. Established 56 years. Ad- 
dress Key 569-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois, 
MANUFACTURER OF FLEXIBLE 
brass gas connectors wants aggres- 
sive representation in the following 
states: Minnesota, Iowa, Wisconsin, Illi- 
nois (except metropolitan Chicago), 
Michigan, Ohio, western Pennsylvania, 
West Virginia, Virginia, Maryland, Ken- 
tucky, North Carolina, South Carolina, 
Tennessee, Louisiana, Mississippi, Ala- 
bama, Georgia, Florida. Write full de- 
tails concerning coverage, lines carried 
and experience in stric t confidence. Ad- 
dress Key 622-E, “DOMESTIC ENGI- 
NEER ING, ”" 1801 Prairie Ave., Chicago 
16, Tlinois. 


MANUFACTURER'S 
REPRESENTATIVES WANTED 


Sell to wholesalers brush-on solder 
paste for sweating fittings. Made in 
England by century-old firm. Thorough- 
ly tested and successfully sold over here. 
Quick, economical, sure. Stocks main- 
tained over here. If you are now ac- 
tively selling a good line of sweat fit- 
tings this is ideal tie-in. Liberal com- 
mission on new and repeat business. 
This is a money maker. A few good ter- 
ritories still available. State territory 
covered, lines now handled, references. 
Address Key 576-E, “DOMESTIC EN.- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 
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SALESMAN TO SELL PLUMBING 

specialties and brass goods to plumb- 
ing and heating contractors. All te rri- 
tories open. Address Key 553-E, “DO- 
MESTIC ENGINEERING,” i801 Prairie 
Ave., Chicago 16, Illinois. 


~ REPRESENTATIVES WANTED 


Manufacturer of well-known complete 
line of automatic gas and electric wa- 
ter heaters has openings for experi- 
enced salesmen with jobber and dealer 
following in the plumbing and heating 
field. Available territories— 


Arkansas Missouri 
Connecticut New Jersey 
Indiana New York 

lowa Pennsylvania 
Kentucky Rhode Island 
Massachusetts Tennessee 
Mississippi Washington, D.C. 


Commission basis. Protected territory. 
State age, experience, etc. Replies 
strictly confidential. Address Key 556- 
E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


Manufacturer of a top quality garbage 
petitively priced. Needs 
we an Ah representatives to con- 
tact plumbing, hardware and appliance 
jobbers. All states open—give territory 
now covered. 
N. KENT MODGLIN MFG. CORP. 
5707 Centinela Ave. 
Culver City, Calif. 


REPRESENTATIVES WANTED 


Incinerators are in demand. Excellent opportu- 
nity for eager manufacturers’ representative to 
take advantage of the incinerator market. Sixty- 
three years of manufacturing experience behind 
you. Many good testimonials. Sizes for resi- 
dential, commercial, and municipal. Exclusive 
territories if possible. Good commission. Ad- 
dress Key 557-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Illinois. 


WANTED 
MANUFACTURER'S 
REPRESENTATIVES 





Expanding well known manufacturers 
of hot water baseboard radiation. 1.B.R. 
approved is inviting inquiries from ag- 
gressive representatives in the following 
territories: New York City, Long Is- 
land, northern New Jersey, southeast- 
ern New York State, Ohio, western 
Pennsylvania, Southern, Southwestern, 
Middle West, Western and Northwest- 
ern States. In order to qualify you 
should have active contact with whole- 
salers, jobbers and architects in your 
area. Write giving type of lines now 
handled, general background and facilj- 
ties to P.O. Box 301, Camden, New Jer- 
sey. 





FOR ADDITIONAL CLASSIFIED 


ADVERTISEMENTS 
SEE PAGES 236 AND 240 











VIRGINIA AND CAROLINAS 


Manufacturer's representative with 18 
years experience in the plumbing and 
heating industry wants competitive 
lines in one or all of the above states, 
contacting the wholesaler only. Address 
Key 618-E, “DOMESTIC ENGINEER.- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


TOP REPRESENTATIVES 


Covering Illinois, Wisconsin and Iowa 
need one or two high volume plumbing 
or heating lines. Address Key 588-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Cateage 16, Illinois. 


MANUFACTURER’S REPRESENTA- 

tive traveling two men, currently sell- 
ing only two lines to sixty-five selective 
plumbing, heating, and hardware whole- 
Salers Covering T[llinois, Towa, and 
Wisconsin. Have time to aggressively 
sell an additional quality line. Address 
Key 606-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Illi 
nos, 


FRANK MORRIS & CO. 


424 S. Cheyenne St., 
Tulsa, Oklahoma 


Kansas, Oklahoma, western Missouri, 
and Arkansas. 


L. C. FOOTE 


221 Hurlburt Rd., 
Syracuse 3, N. Y. 


Wholesale Trade Only 
New York State 


CONTACT 
LONDON WHOLESALE 
PLUMBING SUPPLIES 


1052 Brydges St., London 
Serving Fast Growing Western Ontario 


A Good Outlet for Your Products 


CAPABLE MANUFACTURERS’ REP- 

resentative, over twenty-five years 
experience, can give you distribution 
through wholesale plumbing and heat 
ing supply jobbers within 100-mile ra 
dius of New York metropolitan area 
New Jersey and Connecticut. Desires 
additional line. Plumbing, heating, gas 
or water supplies, Address Key 558-E, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


BOSTON 


manufacturer’s representative with long 
successful experience selling to New 
England plumbing and heating supply 
jobbers, can give personal aggressive 
representation to additional quality line. 
Address Key 592-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 
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PROFIT MATTERS It will pay you well t 
get the FACTS on what's 
been happening at Humphryes 
IAS 
ith 18 
g and 
etitive 
states, 
ddress 
me NEW MONEY-MAKER — This is Hum- 
: é phryes new enameled cast iron Van-Ity Lava- 
tory for building-in. It is available in 20” x 
; 18” size for either 4” centerset or 8” spread 
—_— fittings . . - a companion to Humphryes 
mbing 21” x 17” vitreous china unit. All Van-Ity 
588-E, Lavatories are available in the whitest white 
1801 and all popular colors. 
NTA- NEW MONEY-SAVER popes 
tees — This Safe Transit SAFE TRANSIT 
cree SHIPMENT 
er Label can save you initia 
sively time, money and head- : : 
dress aches. It helps to as- Humphryes has everything for pleasant and profitable dealings — 
. Mi sure safe shipments and complete lines, highest quality, unequalled service and better profits! 
deliveries and to elimi- 
nate damage losses and You owe it to yourself and to the success of your business to find out 
the annoyances of what has been going on the past year at Humphryes 
claims as well as the de- oe going aati dasa tein 
lays of settlements. Incidentally, Humphryes This information can mean additional business — extra sales and extra 
souri is the first and only cast iron fixtures manu- profits — fewer headaches and a lot of real satisfaction to you, now 
‘ facturer to merit this official certification. 
and for years to come! 
The mew Humphryes Story is based on its world-famous quality, of 
course. But that’s just the cornerstone on which big things have been 
built and even bigger things are being built. All of these things will 
help you build your business, too . . . soundly and profitably. 
WRITE TODAY for the complete new Humphryes Story. Ask for 
Booklet D-75. 
Special Note to Wholesalers: Our distributing organization is incom- 
plete in a few areas. Write us if you would like to discuss the handling 
of the Humphryes line. 
NEW BUSINESS — Humphryes’ confidence , 
tario in the good “health” and future of the IMPORTANT THINGS ARE 
cts Plumbing Industry is being backed by an ‘ 
investment of $2,500,000 in this new vitreous Being Made to Happen 
LEP- ; ; : 
renee chinaware pottery in Mansfield, Ohio. It HAPPEMN( 
one will produce more, new and better ware yal HUMPHRYES 
nasi than is now available. Steel erection is now 
=: bee nearing completion. First production is ex- 
, Sas pected late this year. 
. 1801 
NEW OPPORTUNITIES — Every month 
more and more wholesalers and their dealers 
are finding this to be true: Humphryes pro- 
long vid aaliien I f { d 
tad ides everything important for pleasant an 
pply profitable dealings. If this interests you, write 
ssive today for the complete, new Humphryes 
line. Story. Ask for Booklet D-75, 
EN- 
Chi- 
a 
The HUMPHRYES MANUFACTURING COMPANY, Mansfield, Ohio 
1955 
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LINES WANTED 


LINES WANTED 


WANTED TO BUY 





THE SCHUTZE SALES CO. 


1999 North Snelling Ave., 
St. Paul 8, Minn. 


Manufacturers’ Agency Selling 
Important Mid-Northwestern Jobbers 





WEST VIRGINIA AND 
WESTERN PENNSYLVANIA 


Manufacturers’ representative with 
very good jobber following desires line 
of brass fixtures-deck faucets, center 
sets, tub fillers, ~ lever wastes, valves 
—I.P.S., and gate. 
Address Key 540- E “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Mlinois. 





c ANADIAN WARM AIR HEATING 

trade. Aggressive, manufacturing, 
wholesaling, and jobbing company, fast 
becoming a leader in the field. Interested 
in additional lines. Can assure proper 
coverage through attractive catalogue 
and well informed, intelligent sales 
force. Contact CONTINUE-FLO PROD- 
UCTS, 503-507 James Street, North, 
Hamilton, Ontario, ¢ vanada. 


A one man operation with 16 years in 
the territory—calling on plumbing and 
hardware jobbers in northern California 
and Nevada needs more lines to sell or 
promote. 

HARRY HIGDON 

P.O. Box 2001, 
Oakland 4, California 





Manufacturer’ s agents located northern 
Illinois interested in connection with 
good manufacturer of blower type heat- 
ing, ventilating and cooling line of units. 
Quite successful with this type of equip- 
ment. Will do good job for right manu- 
facturer. Address Key 621-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


.. COVERING 
THE STATE OF 
NEW JERSEY 


Jed Distributing Company 
112 Roosevelt Avenue 
West Orange, New Jersey 


ADDITIONAL LINES WANTED 
by experienced manufacturer’s agency 
covering Texas, north Louisiana and 
Arkansas to plumbing, heating and air 
conditioning jobbers. Warehousing fa- 
cilities available. Address Key 620-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


NORMAN WILSON COMPANY 


2560 Holmes Street 
Kansas City, Mo. 











Certified coverage for a few competi- 
tively-priced plumbing and industrial 
lines in Missouri and Kansas. Satis- 
faction guaranteed. 
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MANUFACTURER'S REPRESENTA- 

tive established in the state of Flori- 
da, calling on all plumbing and heating 
jobbers, desires a few more lines to 
promote. anicated _ = St. Petersburg, 
Florida. dress 460-E, “DOMES- 
TIC ENGINEERING, cd 1801 Prairie Ave., 
Chicago 16, Illinois. 


M. L. QUEEN 
61 Glenstone Road, 


Dexter, Missouri 


Established with plumbing jobbers in the states 
of Missouri and Arkansas, giving Prompt cov- 
erage to ‘ers repr 


ENTIRE STATE OF OHIO. 
M. M. MATHES & SON 


3494 Lee Road 
Shaker Heights 20, Ohio 











Serving the plumbing wholesaler 


LONG ESTABLISHED 
MANUFACTURER'S 
REPRESENTATIVE 

With warehouse facilities, covering 
New York City, Westchester County 
and Long Island territories, desires the 
following lines for warehousing; to sell 
to the wholesale plumbing and heating 
supply jobbers. A complete line of gas 
and steam unit heaters, acid resisting 
waste pipe and fittings, curb boxes, 
ground key service cocks for gas, water 
and steam. Well-known to the trade. 
Fi lly ible. Insured facili- 
ties. Address Key 584-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


ST. LOUIS, KANSAS CITY AND AD- 

jacent territory covered for 15 years 
Sell wholesalers. Good following. Ad- 
dress Key 615-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 

















FOR SALE 
PLUMBING & HEATING 


and li business for sale. Located 
in fast. growing Maine town. Modern 
showrooms. Norge appliances. Priced 
reasonable. Write ROY R. STROUT, 
Broker, Norway, Maine. Telephone 
Norway 800 days, 142W avenge. 








FOR ‘SALE 
5000 Globe Valves 14” heavy duty. 3000 
Air tanks 614” x 20”. Bargain. ILLI- 
NOIS MFG. & SUPPLY CO., 1831 


South State Street, Chicago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 236 AND 238 














SHEET METAL 


Want to purchase plant operations to 
manufacture sheet metal products. Hot 
air and air conditioning. Address Key 
619-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 





BOOKS 





“LABOR AND MATERIAL.” ESTI- 

mates for plumbing and heating. 
Adaptable for making estimates for 
any type of residence or multiple-story 
building. Stop losing jobs and money 
because of bids that are either too high 
or too low. This book gives you all the 
facts you need to make the right bid. 
Helps you avoid the pitfalls of hidden 
labor and material costs that frequent- 
ly mean the difference between profit 
and loss. Diagrammatic drawings clari- 
fy the installations discussed. Charts 
show labor, time and materials re- 
quired, Use it to determine overall costs 
and to verify detailed estimates. 125 
pages size 54” x 84”. Price postpaid 
$2.50. Book Department, DOMESTIC 
ENGINEERING, 1801 Prairie Avenue, 
Chicago 16, Illinois. 





“PRACTICAL PLUMBING” GIVES YOU 

the short cuts to ali of your plumbing 
installations. Makes your job easier. 
Helps you do a better job in less time. 
Many drawings, illustrations, charts, 
graphs simplify the use of this book. 
66 tables have pipe sizes and weights, 
tank capacities, etc. All material pre- 
sented in an easy-to-understand man- 
ner. 6 big sections and 27 chapters 
cover every phase of plumbing, includ- 
ing the drainage system, hot and cold 
water supply, miscellaneous services, 
special installations, electricity in 
plumbing work, and plumbing fixtures 
and materials. 409 pages, size 54” x 
84”. Beautifully bound. Price post- 
paid $3.50. Book Department, DOMES- 
TIC ENGINEERING, 1801 Prairie Ave- 
nue, Chicago 16, Illinois. 





Use These Pages 
To Get 
What You Want 


Are you looking for a competent em- 
ployee? 

Do you contemplate changing posi- 
tions? 

Do you have a patent for sale? 

Do you wish to buy or sell a plumbing 
and heating business ? 

Are you a manufacturers’ representa- 
tive seeking additional lines? 

Are you a manufacturer seeking ad- 
ditional representation ? 

Your advertisements, under the proper 
classification in these pages, will put 
you in touch with the people you desire 
to reach. 

The cost for light-faced advertisements 
is only 15 cents a word and the mini- 
mum advertisement is only $3.00 per 
insertion. 

Bold-faced advertisements are $6.00 
per inch. Address your advertisements 
to Classified Advertising Department, 
DOMESTIC ENGINEERING, 1801 
Prairie Avenue, Chicago 16, Illinois. 
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Plumbers Profit From 
New Campaign To Sell 
More Shower Floors 


In national advertising to builders and 
architects, Fiat Metal Manufacturing 
Co. is pointing out the fact that show- 
er bath water can be kept where it 
belongs for the lifetime of a house. 
How? With a plumber installed Fiat 
PreCast shower floor. Fiat is urging 
builders and architects to try the 
modern, money-saving Fiat floor in 
order to solve an age old building 
problem. 

This campaign means that the plumb- 
er will be able to obtain even more 
profit from the new home construc- 
tion in his community. With Fiat 
shower floors the plumber gets the 
whole job; the installation and the 
profit on the floor as well. Fiat floors 
are designed for use with any type 
shower wall material—come in a 
range of suitable sizes—available in 
either PreCast Terrazzo or Artstone. 


STEP BY STEP METHOD SHOWS 
PROFITABLE WAY TO BUILD A 


SHOWER. 









1. No special construction or added support 
needed. Sub-floor is laid in regular manner, 
cutti small hole for drain connection. No 
need for lead pan, sub-layers, mortar, etc. 


oe 





2. Slide the Fiat shower floor into place. It 
is a self-contained, single unit with both tiling- 
in flange and drain cast integral. Calked drain 
connection made quickly and easily. 


























3. The modern Fiat precast floor provides per- 
fect drainage permanently. Shower walls are 
finished over tiling-in nge to complete an 
economical, attractive and absolutely leak- 
proof shower. 

For complete information write: Fiat Metal 


Manufacturing Co., Dept. J, 9301 W. Belmont 
Ave., Franklin Park, Il. 
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FIAT 
Showers 
have solid, 
PreCast floors 


of the Most OUT OF 


REMODELING OR EXPANSION WITH 
FIAT SKIPPER OR CADET SHOWERS 





FIAT “Packaged” showers offer bathroom remodeling and expansion 
profit opportunities that often do not exist with ordinary fixtures. Low 
in cost and requiring but a small floor area, FIAT showers fit into 
smaller budgets and smaller spaces. Top quality is, however, carefully 
maintained through the complete line. 


The FIAT Skipper or Cadet showers, for example, have solid, PreCast floors that 
are completely waterproof. These floors have a warm, foot-gripping surface with both 
the flange and drain cast into a one-piece unit with the floor itself. The Skipper is 
ideally suited for resorts, motels, or for the attic, spare bath or basement additions 
while the Cadet, available in a choice of colors, is a prestige-building addition to any 
home or motel. Remember, the FIAT Skipper gives you the most shower for the 
money, and the Cadet most value in any price class. 


FIAT METAL MANUFACTURING COMPANY 


FIAT | THREE COMPLETE PLANTS ECONOMY e CONVENIENCE @ SERVICE 


(ity 1, New York Franklin Pork, lil, (Chicago Suburb) OU te 


» Fiat Products are made by Porcelain and Metal Products, Ltd, Orillia, Ontario 
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UCHerUNMANOL Gas Boilers | = 


... attractive, compact, easy to install, more efficient! | “Dt 


*Cole1 


Quality best describes Mueller Climatrol — best describes i on ~ 
' 


Mueller Climatrol design, materials, and workmanship. } *Conk 

, , ' atte Four to 400 Rooms < 
Behind Mueller Climatrol quality are advanced engineer- Mueller Climatrol, sectional, cast-iron gas boil- i Afi 
ing and modern manufacturing methods — methods that ers are available in inputs of 54,000 to 4,200,000 Cox 
permit precision production and insure precision perform- Btu — in practical size increments which permit —— 


ee Crov 
: + . . accurate sizing. | 
ance of the finished product. Behind Mueller Climatrol The heavy-duty cast-iron sections are pres- Curt 


quality, too, is continuous inspection of each unit. sure-tested three times during the meticulous 


J ; . . manufacturing process, to insure that each sec- Dayt 
Because Mueller Climatrol never compromises on qual tion-—-ench boller <<ts nattect befove tt le chipped. | *Deca 


ity, you get strong talking points that give you the edge It may pay you to learn more about the many fon 
in competitive selling. Put Mueller Climatrol x2 ge of a Climatrol gas-fired boilers 

: : —the many profit advantages enjoyed by deal- 
advantages to work for you. Write us: Mueller sce whiepelt teams. Whey don't you, ton, welt fer 


Climatrol, Dept. 175, 2033 W. Oklahoma Ave., information? 
Milwaukee 15, Wisconsin. 


IIMLTLLI 
HULL 
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. .218 Selling yesterday’s tanks for present day homes is not necessary 





DRI-TANK, by solving tank condensation troubles, has won ac- 

..170 ceptance in keeping with all other modern house furnishings. 

This exclusive design—a tank cast in one piece of vitreous 

china with a dead air space between the double walls- 

50 & 51 7 - , : ; 
completely eliminates condensation. For full information 


write or call 






CHICAGO POTTERY COMPANY 


1920 Clybourn Ave., Chicago 14, Ill 
Established 1911 
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NATIONALLY KNOWN FOR ITS BUILT-IN 


wrecrity = = DEPENDABILITY 


and © 
TOLERANCE 


the B53 7. @ Wer.” 
CADWELL Line of 


RELIEF & PRESSURE REDUCING VALVES 








“adwell 


No. 25 
Listed A.G.A. 


HOURLY INPUT OF 


850,000 
.. t. ©. 


7) / Thermostatic element al- 

mR! 4 (oduall ways out of water except 

No. 75 No. 105 when discharging. Easily 
Adjustable Poppet Poppet Type Pressure taken apart for inspection 
Type Pressure Relief Relief Valve. 1%” a) , and easily cleaned without 
Valve. 42” I.P.S. LPS. Listed A.C.A. mam No. 35 disturbing temperature or 
ilies Balad Wites pressure relief. Available 
Types Nos. 75, 105 and 35 can be furnished with fusible plug Diaphragm _ operated in Male a", & 1”. Fe- 
for temperature relief. (Not self closing on temperature re- -_” of %” #25: male drain 12” in all cases. 
lief). Listed A.G.A. Listed A.G.A. 


PRESSURE REDUCING VALVES... 
for Hot Water Heating Systems 


Caduilt Pressure reducing valve for hot 


water heating systems. Will de- mT 

liver from 3 to 100 Ibs, reduced \ | ° 2 

pressure. Adapted to hot water ds Td 

heating systems with very low \ S one 

initial —— as in radiant and | i No. N-105 TL 

convector heating. 1%” or 34” \ ; 

eerie fle ary Hourly input of 400,000 
, B.T.U. 

Protects hot water heat- 

ers and tanks. Allows 


> 
Pressure Relief Valve for high temp. water to es- 


hot water heating systems. : 
Discharge pce to L — then, ane 
pressure setting in the om. {dle let 
valve. Capacity as rated by pee 7-5. outer, 
National Board. Rating entitle Listed A.C.A. 

440,000 B.T.U. at 30 Ibs. 

3%” inlet and outlet. 

A.S.M.E. 


Cadwell 


No. 250 ASME 


Perfection FLOOR 
B E yy T @) N AND CEILING PLATES 


Neat appearance to all piping jobs. 


No. 10 Sheet Steel. Sizes %4” to 
6”. Copper tube size 14” to 3”. 
No. 11 Same with set screws. Cop- 


per Tube sizes 4” to 3”. Avail- 


WY f G € (7 able in all sizes from V4 to 12”. 
' e 


Est. 1894 NEW BRITAIN e CONNECTICUT 
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